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Successtul Secretaries ARE SOLD ON MICROMETRIC CARBON PAPER 









"Micrometric's numbered 
scale edge keeps letters 
centered perfectly with 
no time wasted." 








...says Mrs. Elaine Conner 
secretary to 
Mr. Harold Graves, Sr., 
President of the 
Brown-Graves Company, 
Akron, Ohio 
















Successful secretaries praise Webster's 





Micrometric in their own words in Web- 






ster’s national advertising. Secretaries, of- 






fice managers and purchasing agents learn 


to associate unfailing quality with the 






Webster name. Identify yourself as a 






Webster dealer. Display, promote, suggest 
Webster products. You'll sell more carbon 







paper, ribbon and duplicating supplies — 






and dependable Webster performance means 
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If your customers want... 
TREATED BACK CARBON PAPER MICROMETRIC CARBON PAPER DUPLICATING SUPPLIES 


















WEBSTER'S SHURFLAT WEBSTER'S MICROMETRIC CARBON WEBSTER’'S LINE IS COMPLETE 
tops the field. Sell M Kopy for t PAPER, cl e famo umbered tor both Spirit or Direct Process type 
very finest. OK Ca i a Webster esearct and Gelatin or Indirect Process type 
in the lower price ra t C non-iling Materials are caretul matched 
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F.S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 


Webster's warehouses in 





New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1952. 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $7.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $8.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $10.00. 
Single copies, 35¢ in the U. S. and its terri- 
tories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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These advertisements present the products of 
the leading manufacturers in each division of 
the industry. Because of the ground for honest 
differences of opinion, the publishers obvi- 
ously cannot undertake to guarantee trans- 
actions between advertisers and customers. 








They do, however, offer their services in re 
solving any disagreements which result from 
pee - relations established through the journal. 
A Cotterman, I. D 242 L Remington Rand In 227 

Acco Products, Inc. 240 LaSalle Products Co 215 
Cramer Posture Chair Co 222 Riteform Chair Co 184 

Ace Fastener Corp. 83 , Leathercraft In: 207 : 

iwshman & Denison Mfg. Co...243 Rivet-O Mfg. Co. 178 

Adirondack Chair Co. 243 Lehigh Desk Co., Ir 223 

D Roberts Numbering Machine 

Advanco Products Div. ASB 224 1) _—_ Ltd son Leopold Co 103 

] } I Co 204 


Aigner, G. J., Co. 23 re 7T Luggage & Lthr. Goods Mfrs 
e - I t Wor 242 ’ Roberts, Weldon, R Co...22 


Allen, R. C., Business Diebold Inc 159 of America 204 ap a See 
s : Rockwell-Barnes Cx 144 
Machines, Inc. 9, 100 Dolin Metal Products Inc 145 ii Pgs. | ;, a Rowles, E. W. A., ¢ 130 
All-Rite Pen Ine. 23 Dur te Receipt Book Co 244 . . she ‘ oo Royal Metal Mfc. C: nae 
All-Steel Equipment Inc 8 Ps Manifold Supplies C nd R ; aS Se gs 
‘ . , - ; Markilo Co 244 toyal Typewriter Co., Inc...76, 77 
Alma Desk Co. 136 : e & Binder Co. In¢ 239 . - 
Aluminum Seating Corp 19 Elward Mf ( 245 Markwell Mfg. Co., In 244 Sanford Ink Co 193 
Amberg File & Index Co. Engineerir Mf Co 237 Maso Steel Products 22% Schwab Safe Co., Th 239 
Amer. Evatype Corp. 241 Ent Tag & sbook Co ) Master Address vo 142 Security Steel Equi; Cor} 167 
Amer. Hair & Felt Co. 214 Esterbrook Pen (C 186 Master Mfg. Co 216 = Seng Co., The 138 
Amer. Metal Products Co 109 a. a - . & Co...219. 23 on , iy Steel 2 fe Co _ Sengbusch Self-Clos. Inkstd. Co, 148 
Amer. Numbering rs —s Met Products...221 Metal Office Furniture, Co — Shaw-Walker Co., Thé 199 
Machine Co. 29 init: Gtk Wikies Gin Tans nae “ _— ( “ | : on Shepherd Chair Co 182 
Amer. Passbook Co. 24 al ae ete © dwest Metal Mfg. Co.....220, = Shipman-Ward Mfg Co 219 
Amer. Photo Laboratories Milwaukee Ch Ur 153 Smead Mfg. Co 228 
Amer, Stencil Mfg. Co 104, 10 G , ; he * Ca 113 waukee Metal Furn. Co.....150 Smith, L. C., & Coror 
Amer. Tele. & Telegraph Co...133 Glid oP 238 Minnesota Mining & Mfg Typewriters Inc 69 
Ard Mfg. Co., Ine { ‘ bo. Wl ace ‘ The A 75, 179 Speed Key Cort 243 
Arrow Fastener Co., Inc r1¢ Good iM Prods. Co.....24( Morris, Bert M., ‘ 209 Speed-O-Print Cor} 13 
Art Metal Construction Co 81 CG € George } ‘ 234 Mosler Safe Co Phe 125 Speed Products Co Ir 151 
Art Steel Co., Inc. 14 G A de Mf Co 945 Multistamp Co 239 Stace Equipment C« 1 
Automatic Pencil Sharpnr G | Reds. 12 Die: Gn O10 N Desk (C 181 Star Mfg. Co 236 
Co. l GC » , 162 . — : vrs aa Stark ( dars, I 224 
Autopoint Co. 19 ‘ Svstem & ; C ' ; | lank «Vo Stations Loose Leaf Cx 208 
8 G cke, W. H., Chair C 158 — ne = - Stempel Mfg. C 228 
Bankers Box Co 172 Nat'l Lock C 19] Stewart, R. A., & ¢ 7 
Barkley, C. L., & Co 24 : mens Ce.. Ph 165 Nat'l Vulcanized Fibre Co........217  csoems H. M.. Co me 
Barrett Addg. Machine Div 161 7 Walt: , Ried 236 Neiman Loose Lf. & Bdry. _— tients: iis , a0 
Bassick Co. Div. S-W 166 ae _ 149 Co 242 Senceme Sted Peods. Im 121 
Bentson Mfg. Co. 23 —_ Philip. ¢ 173 Neubauer Mfg. C 245 Swift Business Mchs. Cor 141 
Boorum & Pease Co. ..... oo ite Picsccmiattie 930 Neva-Clog Products In 127 ' 
Box W-6 “4 Hardl PA te Inc 220 New England Pa Punch Taylor Chair Co., 17 189 
Bright Chair Co., Ine 212 Hart Mfc. ( 240 Co 228 Techr ph I “V 
Bristol Mfg. Co. 282s Harter Corp.. TI ont Niemann Inc 20ClS Fibre Co., Inc 21 
Browne-Morse Co. 16 H ; ree Norta Distribut ( 244 Und Sam v " o 
Brush-Punnett Co. 0 Hect - 21 Northern States E ope Co...210 U. S. Chaireraft Mfg. Corp...22( 
Buckeye Ribbon & Carbon Co...239 H H MA a. ae oO . a: Tenewsltes Bites Wk 
Burroughs Addg. Machine Co...119 1 ; The 4 Odhne Sales Ir 219 C 24) 
Ohio Chair ( 1 168 
C-Thru Ruler Co. 232 . nk " _ Old Town Cory lil agey = © oan. OF 
Canvas Products Co. 4: High Pt. Bend & Chair Co. 160 — oe a ee 216 Va M Co 211 
Cardinell Corp. 244 ' Outerd Silex Bene Ca ne Valeo ¢ 9 
Changepoint, Inc. 02 *s = “ - e Val Safe & Lock Works..236 
Chicago Card Holder Co 24 . “ * | ails ae J mae c wane —— ag 2 - 
Clark, R. K., Co., Ine 212 <s aggenaglll = a Steel I s Inc.....185  Vietor Adding Machine Co.....201 
Clarotype Co. 219 :: ° ’ ' I less-Imperial (¢ Inc 187 Victor Safe & Equipn Co... 8 
Clary Multiplier Corp 1 » 169 Peerless Steel Equipment Co...176 Vogel-Peterson C 235 
Codo Mfg. Corp. oo : nes ‘ ‘ | iz 8 rertest Rubber Sent Cushion Warshaw rete é *e Ine 211 
Cole Steel Equipment Co...115—118 rat’) Office A id a ; si “A 223 Webste« y &. Ge 2 
Collier-Keyworth Co. 190 : ; Phillips Process C In 224 Welch Industries 227 


Columbia Ribbon & Carbon 
Mfg. Co. ; ; . ; Post Equipment Cor} 231 Western Mfg. C 154 


Columbia Steel Equipm. Co 7 ; Ir - Wiggins, John B., ¢ 24 


Commonwealth Steel Prod ' — , se us ‘ 188 Wilesn Jones G 
Corp. 23 . : oo * - _ Wolber Dupl. & Supply Co.....171 
Cooke & Cobb Co., The ; aes Words Co The 13 
Copy Right Mfg. Corp. 24 k tone Stes ee . C 14 ae ae aa remcslines va Write In ae 
Corona Typewriter, The 69 King Posture Cl C 243 I T'ypewrité : Ce 232 X-Acto Crescent Products C 
Corry-Jamestown Mfg. Co. 131 Kute} Walt 7 ( 24 Reliable Tw. & Add. Mch. Co...230 Ir 170 


4 OFFICE APPLIANCES, August, 1952 














Adding Machine Parts 
Shipman-Ward Mfg. Co 


Adding Machines 
Allen, BR. C., Business Mchs 
Barrett Adding Machine Div 
Burroughs Adding Machine Co 
Clary Multiplier Corp 
Friden Calculating Machine Co., Inc 
Odhner Sales Inc. 
Remington Rand Ine 
Smith, L. C., & Corona Tyows 
Swift Business Machines Corp 
Underwood Corp 
Victor Adding Machine Co 


Adding Machines, Rebuilt & Used 
Int'l Office Appliances, Inc 
Reliable Tw. & Adding Machine Co 
Shipman-Ward Mfg. Co. 


Addressing Machines 

Heyer Corp., The 

Master Addresser Co 

Multistamp Co. 
Adhesives 

See Inks, Adhesives, etc.) 
Advertising Service 

Acal Dir 
Amer. Tele. & Telegraph Co 


Arch & Clipboard Files 
Cushman & Denison Mfg. Co. 


Elbe File & Binder Co.. Inc 
Globe-Wernicke Co 
Hardboard Fabricators, Inc 


Rockwell-Barnes Co. 
Shaw-Walker Co 
Stempel Mfg. Co 
Ash Trays & Stands 
LaSalle Products Co 
Royal Metal Mfg. Co 
Valco Co 
Wells Chair Corp 
Autographie Registers 
Hano, Philip, Co., Inc 
Bank Supplies 
Amer. Passbook Co 
Stempel Mfg. Co 
Bankers Note Cases 
General Fi 





Globe-Wernicke 

Victor Safe & Equipment Co 
Billing Machines 

Remington Rand Inc 

Underwood Corp 


Binders, Catalog & Periodical 
Acco Products, Inc 
Aigner, G. J Co 
Elbe File & Binder Co., In 
Nat'l Blank Book Co 


Neiman Loose Leaf & Bary. Co 
Smead Mfg. Co 
Wilson Jones Co 


Binders, Permanent Storage 

Bankers Box Co 

Elbe File & Binder Co.. Inc 
Blackboards 

Rowles, E. W. A., Co 

Stem pe Mfg. Co 
Blankbooks 

Boorum & Pease Co 

Nat'l Blank Book Co. 


Rox — ll Jones Co. 
Wil Jones Co 

teams & Plan File Cabinets 
All-Steel Equipment Inc 


Art Metal Construction Co. 
Browne-Morse Co. 

1 Equipment Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 

Inv: ble Metal Furn. Co 
Pee Steel Equipment Co 
Sh haw “W slker Co. 


Cole Ste 


acor Equipment Corp 
Bond Boxes 
See Cash Boxes 
= Cases 
Steel Equipment Inc 
a er Met al Products Co 
Br wne-Morse Co 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co. 
Security Steel Equipment Co 
Bookkeeping Machines 
Burroughs Adding Machine Co 


Ren ton Rand Ine 
Underwood ( rp 


Box Letter Files 
Amberg 4 lle & Index Co 
Cole Steel Equipment Co 
Globe We rnicke Co. 
Rockwell- Barnes Co 
Brief by 4 Cases 
1 Mfg. Co 


Bin ater Co., In 











Stationers ‘Leese Leaf Co 
Bulletin Cort 
ow les A.. Co 
Business sada 
Aigner, G. J., Co 
Amer. Passbook Co 
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Calculating Devices 
Reliable 


Tw. & (ting Machine Co. 
Co. 


aan Ward Mfg. 
Victor Safe & Equipment Co. 


Calculating Machines 
Allen, R. C., Business Mchs.. Inc 
Barrett Adding Machine Div 
Burroughs Adding Machine Co. 
Clary Multiplier Corp. 
Friden Cale. Machine Co., Inc 
Odhner Sales Inc. 
Smith, L. C., & Corona Typws 
Swift Business Machines Corp. 
Victor Adding Machine Co. 


Calculating eesti, Used 


Int'l Office Appliances, Inc 
Reliable Tw. Adding Machine Co. 
Shipman-Ward Mfg. Co. 


Calendar Pads & Stands 
Changepoint, Ine. 
Fox, George E., & Co 
Stark Calendars, Inc. 
Carbon Papers 
(See Ribbon and Carbons) 


Card Index Boxes & Trays 
All-Steel Equipment Inc. 
Amberg File & Index Co 
Art Metal Construction Co 
Bentson Mfg. Co., The 
Cole Steel Equipment Co. 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co. 
Goodfrend Metal Products Co 
Guide System & Supply Co. 
Imperial Methods Co. 
Invincible Metal Furn. Co 
Metal Office Furniture Co 
Parker Steel Products, In 
Rockwell- Barnes Co. 
Shaw-Walker Co. 

Smead Mfg. Co. 


Card Index Ay Expanding 
Smead Mfg. Co 


Card Index Files, Revolving 
Diebold, Ine. 
Hall's Safe Co., The 


Cards, Business 
Wiggins, J. B., & Co. 


Cash Boxes 
Cole Steel Equipment Co 
General Firep ng Co 
Guide System & Supply Co 
Peerless Steel Equipment Co 
Rockwell - Barnes Co. 


Cash Registers 
Burroughs Adding Machine Co 


Cash Tills 
Indiana Cash Drawer Co 


Casters, Caster Bearings, Slides 
Bassick Co., The 
Darnell Corp. Ltd. 
Master Mfg. Co. 

Center Drawer Desk Trays 
Goodfrend Metal Products Co 


Chair trons 
Bassick Co., The 
Collier-Keyworth Co. 
Seng Co., The 


Chair Mats 
Hardboard Fabricators, Inc 


Chairs, Folding 
Adirondack Chair Co 
Royal Metal Mfg. Co 
Wells Chair Corp. 


Chairs, Office 
Aluminum Seating Corp 
Ard Mfg. Co., Inc. 
Art Metal Construction Co 
Bright Chair Co. 
Cramer Posture Chair Co 
Engineering Mfg. Co 
General Fireproofing Co 

jrand Rapids _ Furn. Co 

Gregson Mfg. 
Gunlocke, w oe , Chair Co 
Hamilton Mfg. Corp 
Harter Corp., The 
High Point Bending & Chair Co 
Imperial Leather Furn. Co 
Jasper Chair Co. 
Johnson Chair Co. 
Metal Office Furniture Co 
Mtiwaukee Chair Co 
Milwaukee Metal Furn. Co 
Niemann, Ine. 
Riteform Chair Co. 
Royal Metal Mfg. Co 
Shaw-Walker Co. 
Shepherd Chair Co. 
Stanley Mfg. Co. 
Sturgis pone Chair Co 
Taylor 
U. 8 Chaireraft Mfg. Corp 
Upholstery Lthr. Group, The 
Wells Chair Corp 


Chairs, Posture 
Aluminum Seating Corp 
Art Metal Construction Co. 
Bright Chair Co. 
Cramer Posture Chair Co. 
General Fireproofing Co 
Gunlocke, W. H. Chair Co. 
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pate Mfg. Corp. 


arter .. The 
High Point Bending & Chair Co. 
Imperial Leather Furn. Co. 
Jasper Chair Co. 

ohnson 





Chairs, Tablet Arm 
Adirondack — Co. 
Jasper Chair Co. 
Wells Chair Corp. 

Cheeks, Stamped 

Dayton Stencil Works 

Force, William A., & Co. 


Cheekwriters and Signers 
Hall-Welter Co. 


Clipboards 
(See Arch & Clipboard Files) 


Coat and Hat 4 
Vogel-Peterson Co. 


Coin Bags, Trays, Wrappers 
Amer. Passbook Co. 


Continuous Forms 
Hano, Philip, Co. 


Copyholders 
Acco Products, Inc. 


Box Co. 
Right Mfg. Corp. 
Hall-Welter Co. 
Int'l Office Appliances, Inc 


Covenens Trays 
Ast etal Construction Co 


Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. 
Globe- Wernicke Co. 

Imperial Methods Co. 

ts Co. 

Morris, Bert M., Co. 

Peerless Steel Equipment Co 
Security Steel ulpment Co. 
Sengbusch Self-Clos. Inkstand Co. 
Shaw-Walker ba 

wen, & Mfg. 

Valeo 

Wells Chair Corp. 


C 


ostumers 
Ard Mfg. Co., Inc. 


Peerless Steel 1 Paul pment Co 
Royal Metal Mf. 
Valeo Steel Beuipment Co. 
alco 
ogel-Peterson Co 
Welch Industries 
Wells Chair Corp. 


Covers, Loose Leaf 
Smead Mfg. Co. 


Crayon: 
Rowles, E. W.A.., 
Tweeten Fibre Co., » 


Cughtene & Pads, C 


hair 
ect Rubber Seat, Cushion Co. 


ode Stamps 
Amer. Numbering Moshine Co. 
Force, William A., & © 
Fulton Marking euipment Co, 
Rivet-O Mfg. Co. 

Desk Lam 


ps 
Copy Right Mfg. Corp. 
Industrial Lamp Corp. 
Wells Chair Corp. 


Desk Name Plates 
Force, William A., & Co. 
Kutch, Walter E., Co. 
Rowles, E. W. A., & Co 


Desk Pads and Tops 
Wilson Jones Co. 


Desk Pen & Ink Sets 
Changepoint, Ine. 
Esterbrook Pen ~ 
Morris, Bert M.. 
Sengbusch Self- Mang Inkstand Co 


Desk Side Files 
Amberg File & Index Co. 
Cole Steel Equipment Co. 
Rockwell-Barnes Co. 


Desk Trays 
(See Correspondence Trays) 


Desk Work Distributors 
Advanco Products Div. ASB 
Globe-Wernicke Co. 

Victor Safe & > eames Co 
Wilson Jones Co, 

Desks 

Alma Desk © 


ny, tay Mfg. Corp, 
pe Fireproofing Co. 
Haskell, Inc. 


For the benefit of the subscribers the lines 
advertised in this issue are here classified. 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which the information will be promptly and 
cheerfully given by letter without obligation. 








a an atte, Cee 
t'l Office Postcoess, bes. 
Shipman Wi Mfg. Go. 
Drafting lactruments & Equipment 
Ruler Co, 
Corp. 


Drafting Tables 
Engineering Mfg. Co, 
Stacor Equ Corp. 

Drafts, Notes & Reesipts 
Duplicate Receipt Book Co. 


Drills, Paper 
Smead Mfg. Co. 


Duplicating Machines & Supplies 
Addo ine Co., Ine. 


odo Mf. 
Scivebis’ Mibten & Carbon Co, 
Hart Mfg. Co, 
Heetographia Corp. 


Heyer Corp., 

Ink Specialties Co., Inc. 
Manifold Supplies Co. 
Ey 


Peerless-I rial Co., I 

ess-Imper ‘0., Ine. 

Print- t+ xX The 
ibbon 


Queen RB Carbon Co. 
Smith, BQ .C., & eoene Types. 
Speed- O- Print 
aS 
Victor Bate «& Equipment Co. 
Wolber Dupl. & Supply Co. 
— 0 
Mace Ntoot, toe. 
Envelopes 


Cooke & Cobb Co. 
Northern States Envelope Co. 
Quality Park Envelope Co. 


Wilson Jones Co. 


nvelopes, Plastic 
Aigner, G. J., Co. 
Markilo Co. 
Smead Mfg. Co. 


Eradicators, ink 
Sanford Ink Co. 


Erasers, Rubber 
Roberts, Weldon, Rubber Co. 
Rowles, E. W. A., Co, 


Expense Books 
Boorum & Pease Co. 


Eyelets & E Fasteners 
Rivet-O Mfg. Co. 


File Gomme, Fibre Collapsible 
Bankers Box Co. 


Diebold, Ine. 
Globe-Wernicke 
Guide System & ) Co. 


Filing Cabinets, Insulated 
Herring -Hall-Marvin Safe Co. 
Meilink Steel Safe Co. 
Mosler Safe On 
Shaw- Walker Co. 

Victor Safe & ren pg Co. 


F yr Cabinets, M 
ance Prod. ttm Ase 
Equipmen 


Western Mfg. C 
Filing Cabinets, wove 
Globe- Wernicke Co. 
Imperial Methods Co. 
Wells Chair Corp. 


(Continued on page 6) 








(Continued from page 5) 


Filing Supplies 

Acco Products, Inc 
Advanco Prod De ASB 
Aigner, G. J., 
Amberg File . Sader Co 
Art Metal © jenetrustion Co 
pernter, Cc. L., & Co 

ne- Morse éo. 

Cooke & Cobb Co. 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co 
Guide System & Supply Co 
Imperial Methods Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Parker Steel Products, Inc 
Quality Park Envelope Co 
Rockwell- Barnes Co. 
Security Steel Equipment (« 
Shaw-Walker Co. 
Victor Safe & Equipment Co 
Warshaw Mfg. Co 


Finger Pads 
Speed Products Co. 


Fountain Pens (inel. Ball Pt.) 
All-Rite Pen Inc 
Autopoint Co. 
Changepoint, Inc 
Esterbrook Pen. Co., The 


Gummed Cellulose Tape 
Minnesota Mining & Mfg. Co 


Gummed Tape & Sealing Boshines 
Minnesota Mining & Mf 


Hardware, Office Desk 
Nat’! Lock Co 

Honor Rolis 
Kutch, Walter E., Co 


index Card Signals 
(See Signals, Index Care 


index Tabs 
Aigner, G. J., Co 
Amberg File & Index ¢ 
Barkley, C. L., & Co 
Elbe File & Binder Co., Inc 
Globe-Wernicke Co 
Graff, George B., & Co 
Guide System & Supply ¢ 
Markilo Co 
Shaw-Walker Co 
Speed Products Co., Inc 
Victor Safe & Equipment C« 
Warshaw Mfg. Co 


Inks, Adhesives, ete. 
Fulton Marking Equipment Co 
Higgins Ink Co.. Inc 
Ink Specialties Co., Ir 
Rivet-O Mfg. Co 
Sanford Ink Co 


Inkstands 
Cushman & Denison Mfg. Co 
Sengbusch Self-Clos. Inkstand ¢ 


Intercommunications Systems 
Midway Co., The 


Knives, Office 

X-Acto Crescent Prods. Co. Inc 
Label Holders 

Chicago Card Holder Co 
Labels 


Imperial Methods Co 
Oxford Filing Supply Co 
Smead Mfg. Co 
Warshaw Mfg. Co 


Ladders, Library, Store & Vault 
Cotterman, I. D 


Leather Goods 
Bristol Mfg. Co 
Canvas Products Corp 
Leathercraft, In 


Letter Trays 
(See Correspondence Trays 


Library Equipment 
All-Bteel eanemant Inc 
Browne- Morse ( 
Corry- Semestown. Mfg. Corp 


Lithographed Continuous Forms 
Hano, Philip Co 


Lockers & Storage Cabinets 
All-Steel Equipment Inc 
Art Metal Construction Cx 
Browne - Morse Co 
Commonwealth Steel Prods. Cort 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co. 
Invincible Metal Furn. (: 
Keystone Steel Equipment Co 
Parker Steel Products Corp 
Security Steel Equipment Corp 
Bhaw-Walker Co. 
Supreme Stee! Products, Ir 


Loose Leaf Books & Devices 
Amberg File & Index Co 
Boorum & Pease Co 
Elbe File & Binder Co.. Inc 
Neiman Loose Leaf & Bary. « 
Stationers Loose Leaf Co 
Wilson Jones Co 


Loose Leaf Books & Systems 
Aigner, G. J., Co 
Nat'l Blank Book Co 


Loose Leaf Metals 
Elbe File & Binder Co.. I: 
Nat'l Blank Book Co 
Wilson Jones Co 


Loose Leaf Sheet Covers, Plastic 
Aigner, G. J., Co 
Markilo Co 
Neiman Loose Leaf & Bary. ( 
Smead Mfg. Co 
Wilson Jones Co. 

Loose Leaf Tray Binders 
Nat'l Blank Book Co 
Posting Equipment Corp 
Willson Jones Go. 

Mail Bags, Canvas or Leather 
Canvas Products Co 








Mail Distributors 
Advanco Pro 
Qo he-Werr ke ( 
r Safe & Equipment ¢ 
Manifold Books & Business Forms 
Ha 


», Pt ‘ 
Map Tacks 
Graff, George B.., ¢ 


Marking Devices 
r W r 





Matched Office Suites 
una Desk ( 
Le mold « 
Memorandum Books 


Boorum & I 


Meme randum Devices 

Morris. Bert M’.< 
Mending Tape 

Minne iM & Mfg. Co 
Metal Badges, Checks, Tokens 

) r W ks 


Mo isteners 


oO Mf ‘ 
g S ( Ink ‘ 
Numbering Machines 
Numbering M e ( 
i wi : 4 & (' 
t rts N ng Machine ¢ 
— . rt R A & ¢ 
Office Furniture Sectional Units 
G »- Wernicke ¢ 
tockw Bart ( 
Office Partitions and Railings 
( W ke ( 
Office Printing Outfits 
e, W : A & { 
Ml g } ‘ ‘ 
Pads, Figuring 
rT &P é 
B k Book { 
Paper 
Paper Clamps 
" Pr 
\ ma i > rT . 
Ny Mr ( 
} & | ( Ine 
10k 
Paper Clips 
A n Mfz.C 
\\ ( 


Mf ( 
Paper Fastening Machines 
t ‘ 


Parcel Post & Postal Scales 
Ha S r 


Paste 
. Ink 4 
Pen & tnk Sets 
~ Desk I & Ink Set 
Pencil Sharpeners 
‘ ma Por ( 
M ( 
Pencils, Mechanical 
Aut ‘ 
x I 
Pens, Steel 
k rbr P ( T 


Self. I ‘ 
Pins & Pin Containers 
Mr { 
Plaques 
Wa E. 
Platens, Typewriter. ets 
Mf 


WV ( 


Posting Trays & Stands 
oe Ba Leaf 7 


Presentation Covers 


ri & index 
F & I ( I 
Mi ( 
e & Sian Markers 
\ 4 & { 
s I & 
Punches 
P 
& | ‘ 
Wert ke ( 
B I ( 
Engla I { 
~ M 


{fe. « 
h I & Ca ( 
> Mr 
mbia R & { M ( I 
fo Ss i 
id Town ¢ 
ss-I ‘ | 








or 
S ‘ 
S R M ( 
W ~ 
\\ 
Rubber Bands 
rts, We R ( 


Rubber ome | & Plate Mig. Mechs. 
Amer. Evaty ‘ 


Rubber Type 
Force, William A., & 
Stewart, R.A., & ¢ 


Rulers, Transparent 
C-Thru Ruler C 


Safes, Office 
Art Metal Construction 
Brush-Punnett Co 
Cole Steel Equipment Co 
Dt tebold Inc 
General Fireproofi 
Hall's Safe Co The 
Herring-Hall-Marvin Safe Co 
Invincible Met } T 
Meilink Stee] 
Mosler Safe Co 
Protectall Safe ¢ 
Remington Rand Ir 
Schwab Safe Co 
Shaw-Walker Co 
\ tine Safe & Lock Works 
Victor Safe & Equipr ( 











as -~ Books 
Tag & Sale ok « 


Sales Representatives Wanted 
box € 


Sand Urns 


Scrapbooks 

Elbe File & Binder I 
Globe -Wernleks ( 

\ , Jones ( 


Sheiving 
All-Steel Equipme I 
Amer. Metal Pro ‘ 


Bankers Box ¢ 


Browne-Morse ¢ 
Clark, R K. ( 

TT Jamestow Mfg 

I Steuben Met Pr ‘ 
Neubauer Mfg. Co 
Supreme Steel Prod Ir 


Shows & Exhibitions 


ge & Lthr. G Mf f Amer 
Busine Show ( 
Signals, Index Card 
} Tag & S book Co 
( ff. George B 
Safe & E ( 


Signs, Changeable Letter 
Rowles,. E. W.A.. ¢ 


Slide Rules 
eering Mfg. ¢ 


Smoking Stands, Office 
i Salle Produ t ‘ 
Royal Metal Mfg. ‘ 
Valco Co 

Chair ¢ 


Sorting Devices 
Amberg Fi « ( 


Spindle Files 
Wells Chair ¢ 


Stamp Pads 
I 





Stencils, Brass 
7 


Ster . 


Ste enographers’ Notebooks 


Tag & Sal nob 
| Blank Book (| 
ckwe Barr ( 
Stools 
Engineering M ‘ 
Harter Corp., Ti 
Royal Metal Mfg 
We Indust 
\\ Chair ¢ 


won moe I 





Meta! Office Furn. ( 
Oxt ees ling Supply ‘ 
Parker Steel Product 
Peer s Steel Equipmer ( 
Pronto File Corp 
Rockwe Barnes Co 
Security Steel Equipmer 
Shaw-Walker Co 
Vanguard Engin. & Mfg. ¢ 


Store Fixtures & Equipment 
All-Steel Equipment Ir 


Strong Boxes, Fire Protected 








Shaw Walk 

U. 8. Chair ait Mfg. 

v Safe & Equ ( 
Wells Chair Corp 


Tabulating & Statistic Machines 


Burroug Adding M ( 
Remington Rand Ir 

Tags 
Er Prag & Sales 


Telephone Accessories 
Elbe File & Binder 
(; ex ¢ Wt 


Mor Bert M.. ¢ 


Thumb Tacks 
Graff. George 
Vail Mf ( 

Ticket Holders 
A G. J { 
S 4 Mie. Co 


Time Clocks & Recorders 
4. D., Mfg. ¢ 


Trimming Boards 
An Pp Lab 
Type, Typewriter 
Shi un-Ward M ( 


Typewriter Cleaning Material 
‘ 


ar vp 

Cla e ( Ir 

M A ‘ 

Norta Distr f 

Regal T ( 

Rivet-O Mfg. ¢ 

Sanford Ink ¢ 

Ss! Ward M 

We > Wee © 
bir ated Covers 

Vard Mf i 

Typewriter Cushion Bases & Knobs 

Amer. Hair & Felt ¢ 

Peerless-Imperial Co 


Ss ma War Mfg ( 
= Ke Cort 
Spe Produ ‘ i 


Typewriter Parts & Tools 
an-Ward Mf ( 


Typewriter Pedestal Desk Mechanisms 


Seng Co.. The 


Typewriters, Mfrs. of 





\ n, R. ¢ Bu 

Re gtor _ | e 

RK ype ter « I 
8 ( & ( I 
I od Corp 





on T pewri Co 
R e Tw. & Addis ( 
Shipman-Ward Mfg. ¢ 


Upholstered Furniture 
Mig 





Ar 
B 

G I ( 
I ( 
N < 

I Metal Mf ( 

Ss Mfg. Co 

U. 8S. Cha aft Mf 

Ww Chair Cort 


Upholstery Materials 
I t Leathe 


Visible Systems Equipment 
4 G 





Wardrobe Racks 


wel-Peterson ( 


Waste Bachete 





Steel Equipr ( 
Corr amestown Mfg 
‘ e i ing ( 
Gi 
ty x x 
Na 
= « 

“ Chair ¢ 


OFFICE APPLIANCES, August, 1952 








SITUATIONS WANTED 





SALESMAN WITH REMARKABLE RECORD, particularly in Eastern 
states, plans to return to industry after brief absence. Well! and favorably 
known by dealers from Maine to Florida. Interested only in lines of 
major importance or potential. New York headquarters preferred but 
not essential. Will serve as district manager, as territory representative 
for one manufacturer, or may consider two or three non-competitive lines. 
Has proven initiative and sales know how. Best of references. Address 
H-64, care Office Appliances, Chicago 6. 

SALESMAN WHO HAS SOLD nearly all types of office equipment success- 
fully for old established dealer, desires to join staff of menufacturer. Has 
had excellent results on wood and metal furniture, visible systems, dupli- 
eators, and a long list of stationery items. Interested primarily in some 
part of area between the Mississippi and the Atlantic, and from the 
Ohio to the Gulf. Will consider other sections. Ready to give first-class 
service on any line offering good, potential earnings in return for capable, 
conscientious effort. Address H-65, care Office Appliances, Chicago 6. 
OUTSTANDING STORE SALESMAN for well known retail dealer desires 
to sell for manufacturer. Preference is to locate in Chicago area, travel- 
ing group of states, but plans including location are subject to change 
depending upon possibilities presented. First-class references. Address 
H-66, care Office Appliances, Chicago 6. 

OFFICE MACHINE SALESMAN-MECHANIC (college man, 44, $5,000) 
wishes position, part interest. Progressive firm. Address H-67, care Office 
Appliances, Chicago 6. 














MECHANIC—10 years’ experience, formerly in business for self; last two 
years with Royal dealer. Six months’ training on Monroe Calculators. 
Repair all makes of typewriters and adding machines. Box H-77 care 
Office Appliances, Chicago 6. 





EXECUTIVES WANTED 


WANT A MAN who has had experience in furniture factory in the fol- 
lowing capacity: accounting, production, cost work and management. Fac- 
tory is located in southwest area near two large metropolitan centers. 
In reply, give full details and qualifications. Box W-125, care Office 
Appliances, Chicago 6. 








SALESMAN WANTED 


EXPERIENCED DITTO SALESMAN capable of handling complete depart- 
ment. Territory consists of eleven counties in fast growing upper Pied- 
mont section of South Carolina. Ideal climate and reasonable living con- 
ditions. Salary and commission. Must have car. Write, giving experience, 
age, etc., to J. G. Brightwell Co., Greenville, 8. C. 

AGGRESSIVE SALESMAN FOR CITY accounts in Dallas, Texas, selling 
office furniture, stationery, printing, and lithographing for large estab- 
lished dealer. Must be experienced. Commission and drawing account. 
Box W-126, care Office Appliances, Chicago 6. 


ARE YOU PLANNING ON COMING to Southern California?? Our rapid 
expansion requires additional Stationery, Equipment and Office Machine 
salesmen. Also trained Mechanics. Write us your plans or ask us for 
further information. Stockwell & Binney, San Bernardino, Calif. 


SALESMAN—WITH EXPERIENCE for selling office supplies and furniture 
in a mid-west city Salary and commission plus bonus to right man. Give 
full particulars when writing. Box W-127, care Office Appliances, Chicago 6. 


EXPERIENCED OFFICE SUPPLY SALESMAN to handle large industrial 
accounts in eleven counties including and surrounding Greenville, 8. C., 
the textile center of the south. Excellent remuneration for right man. 
Contact J. G. Brightwell Co., Greenville, 8. C 


EXPERIENCED OUTSIDE SALESMAN in general office supplies and 
equipment. Must be able to produce. Prefer young man with ability to 
be trained as sales manager. Excellent future. Midwestern industrial area 
tae around city of 40,000. Box W-128, care Office Appliances, 
Chicago 6 


EXPERIENCED SALESMEN WANTED with knowledge of store manage- 
ment. Prefer young man that can become store manager with minimum 
of training. Excellent future. Indiana city of 40,000. Salary open. Box 
W-129, care Office Appliances, Chicago 6. 


























SALESMAN WANTED—With following among snap-out form Printers to 
sell One-Time Carbon Paper. State territory covered, experience, etc. Box 
Ww 1% ire Office Appliances, 100 East 42nd Street, New York 17, N. Y. 


SALESMAN WANTED TO HEAD DEALER OPERATIONS in a group of 
states with Chicago headquarters. Experience in record protection desired 
but not essential. Give complete business history and references. Address 
W-131, care Office Appliances, Chicago 6. 








MECHANICS AND REPAIRMEN WANTED 


WANTED: SUNDSTRAND BOOKKEEPING MACHINE Repairman. East 
Coast of Florida. Rapidly growing machines business. Underwood agency. 
Include qualifications, age, etc., in letter. HALSEY & GRIFFITH, West 
Palm Beach, Florida. 


EXPERIENCED COMBINATION MIMEOGRAPH mechanic and salesman 
to train and assist our dealers in the Eastern States. Excellent oppor- 
tunities for advancements. State experience, references and pay. Addo 
-. Company, Inc., Roneo Division, 145 W. 57th Street, New York 
19, Y 


COMPETENT MECHANIC ON CALCULATORS, Clarys, Sundstrands and 
Remingtons. First-class shop. Pleasant surroundings. Give full details— 
information confidential. Perdue’s, 13 S. Laura St., Jacksonville 2, Fla. 


MIMEO MECHANIC: Responsible position in New York, experienced in 
servicing twin-cylinder stencil duplicators preferred. High salary. Box 
W-132, care Office Appliances, Chicago 6. 














OFFICE APPLIANCES, August, 1952 


The rate for classified advertise- 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 
is used. 





SUNDSTRAND, ELLIOT FISHER ACCOUNTING Machine Service men. 
Underwood age near Detroit. State training, experience. Dodge Office 
Equipment, 3962 rt, Lincoln Park, Michigan. 








SALES REPRESENTATIVES AVAILABLE 





TOP FLIGHT SALES EXECUTIVE with field sales ability desires lines 
offering real sales potential in California, Washington, . Have 
successfully established highly specialized business machine line, Present 
obligations permit eating line or two stationery or mechanical. Out- 
standing sales record will interest you. Have Los Angeles office, Write 
H-68 care Office Appliances, Chicago 6. 


INQUIRIES INVITED FROM MANUFACTURERS of office furniture 
equipment and office supplies desiring representation to the Federal 
Government and commercial coverage in the District of Columbia area. 
Advertiser established 25 years, warehouse facilities, our own fleet of 
trucks, large clerical and sales staff plus 21 outside commercial and 7 
Federal Government salesmen. Write x H-68, care Office Appliances, 
100 East 42nd Street, New York 17, N. Y. 


OFFICE FURNITURE SALESMAN covering New York City area has 
capacity for another line. Desks, chairs, or related products preferred. 
Excellent sales recérd. Graduate of Harvard Business School. Offers 
coverage of dealer trade plus contract and sub-contract activities. Top 
references. Address H-70, care Office Appliances, Chicago 6. 


GRADE A STEEL FILES, DESKS, TABLES WANTED for wholesale 
distribution Metropolitan New York City and exclusive foreign sales by 
established wholesaler exporter with Manhattan display rooms and ware- 
house. Now serving manufacturers allied lines. Box H-71, care Office 
Appliances, Chicago 6. 


WELL ESTABLISHED MANUFACTURER'S REPRESENTATIVE now cov- 
ering southeastern states desires additional lines of Office Supplies, Office 
equipment or Furniture. Box H-72, care Office Appliances, go 6. 


SMALL MANUFACTURER. Financially sound Washington, D. C. sales- 
man will handle specialty line on own account. Have 20 years experience 
in Government sales work. Want to establish new line on exclusive 
basis. Particularly interested in equipment using supply items. Box H-73, 
care Office Appliances, Chicago 6. 


FORMER NATIONAL CASH REGISTER—Sheaffer Pen Salesman 17% 
years specialty selling beginning manufacturer's representative Texas, 
Oklahoma, Arkansas, ‘Lectiona, Kansas and Missouri wants established 
lines. Associate living Dallas. We ask your consideration since we have 
new and fresh approach to your sales problems. A. L. Hayes Associates, 
6720 ElMonte Road, K. C. 15, Mo. 


SALESMAN SELLING LINE of wholesale stationery to dealers in middle 
Atlantic states has capacity and ability to handle steel equipment or 
filing supplies or other line as commission representative. Full informa- 
tion to interested manufacturer. Well acquainted with dealers throughout 
area. Address H-74, care Office Appliances, Chicago 6. 


MANUFACTURERS’ REPRESENTATIVE in Ill, Ind, Mich, Minn, and 
Wis desires line of metal office furniture filing supply or good specialty. 
All or any part of territory. Excellent coverage. de dealer acquaint 
ance. Best ref. Box H-75, care Office Appliances, Chicago 6. 





























JOBBER ITEMS WANTED: Smaller office supply items and supplies 
wanted to distribute along with the Print-O-Matic machines and sup- 
plies in Minnesota, Dakotas and surrounding territory. Donald F. Ros- 
sin Co., 428 So. 5th St., Minneapolis 15, Minn. 


MANUFACTURER'S REPRESENTATIVE desiring additional lines of 
wood or metal office furniture and equipment for the southwestern terri- 
tory. Know the trade and will give the proper representation. Box H-76, 
care Office Appliances, Chicago 6. 








SALES REPRESENTATIVES WANTED 


MANUFACTURER'S AGENT, NOW CONTACTING RETAIL Commercial 
Stationers, Business Machine Dealers, etc., various open territories. Sup- 
plement present lines by representing Manufacturer nationally known 
office appliance. Box W-133, care Office Appliances, Chicago 6. 








CHOICE TERRITORIES OPEN in Midwest and West Coast—Additional 
Sales Representatives, commission basis, wanted by Substantial New 
York Manufacturer of Leather Desk Pads, Desk Sets, and Accessories. 
Catering to Office Furniture Dealers, Stationers, and Department Stores. 
Want men willing to make extra initial effort, and reap benefit of re- 
orders. Write W-134, care Office Appliances, 100 E. 42nd St., New York 17. 





WANTED: MANUFACTURERS REPRESENTATIVE calling on commercial 
stationers and wholesalers, for manufacturer of commercial and industrial 
staples. Choice territories excepting New York to Washington, D. C. area. 
Write personal particulars, territory covered and lines carried. All re- 
plies confidential. Box W-135, care Office Appliances, Chicago 6. 





STEEL FILING CABINETS: California Manufacturer of steel files for 
thirty-years wants factory representative in the territory of Arizona, Utah, 
Colorado and New Mexico. In reply give full details and qualifications in 
first letter. Resident Salesmen preferred. Box W-136, care Office Appli- 
ances, Chicago 6. 


MANUFACTURER OF HIGHLY COMPETITIVE top grain leather and 
plastic upholstered chairs and sofas has openings in many choice terri- 
tories for aggressive sales representatives on exclusive basis. Send full 
information in first letter. All replies confidential. Sales Manager, Box 549, 
High Point, N. C. 








WANTS AND FOR SALE, Continued on Page & 


7 








WANTS AND FOR SALE, Continued from Page 7 _—_— 








SALES REPRESENTATIVES WANTED, Cont'd 


WANTED: MANUFACTURERS REPRESENTATIVI ering Texas and 
Louisiana calling on stationery and off equipment dealers. Address 
W-137, care Office Appliances, Chicago ¢ 














LARGE MFR. (EST. 48 YEARS) of 1! Leaf Products, desires Sales 
Representatives. Commission ba W rite tating experience, territory 


desired, etc. Box 951, Fall River, M 


SIDELINE SALESMEN To cover Stationery trade a et in several 
states. Repeat—Profitable—Opport t ARCO |] r Band Alliance 
Rubber Company, Alliance, Ohiv 








FULL OR SIDE LINE—Complete line er 00 | gns for all busi 
nesses; beautiful display; sold only tl t n ope! int; territory 
protected; 3123 Broadway, Chicag { 





OHIO, MICHIGAN, INDIANA open for George E. Fox & Co. line 
1051 North Throop St., Chicago Esta ed for 42 years 





RETAIL BUSINESS FOR SALE 





SMALL OFFICE SUPPLY & STATIONERY STORE In Rocky Mountain 
city of 60,000. Very good outside te f Box W ire Office Appli 
ances, Chicago 6. 

FOR SALE A MONEY MAKEI 
Business located in the shopping trict thin t blocks of the main 
Post Office. Population of the ¢ Northeastern Michi 
gan, If interested get in touch t 





susiness well 


established by owner over 50 years in 1 Ameé ution, good franchise 
on good Nationally advertised lin xcellent territory Nature of 
business retail sales L C Smith type RC Alle und Clary adding 
machines, complete line General Fire; fing stee ffice furniture, Jasper 
office furniture and Imperial des} Marble ha Mosler and Victor 
safes, Sheaffer and Parker per plet ine flice stationery, sup 
plies and bookkeeping forms. G« ta ul air ervice (4 mal 
shop). Typewriter and office machi: nes iy be excluded if not 
interested. Business conducted in thre t brick | ding, modern two 
store front in good condition and | I irking n rea of building 
Building can be purchased on long t ntract or leased on reasonable 
terms. Owner must retire due t th and upon doctor’s advice 
Address: W-139, care Office Applia West Ja n Blvd.. Chicago 6 





OFFICE MACHINES STATIONERY rOREI 
PUBLIC ACCOUNTING SERVIC! 
BUSINESS COLLEGI G. I. APPROVED 
MIMEOGRAPHING AND MAILING SERVICE NEW —Modern Office Build 
ing. This combination of closely re i | eSS€ ioney maker 


Will sell all or part—very reasonal ted N k & Bull Shoal 
Lakes, the Vacation Wonderland of t Ozar No petition anywhere 
near—All phases of business clos« pported | ty of approximately 
3500, 5 other smaller towns—Most | bu g in town, only block 
from post office—lowest insurar n t ! R ! for selling 


Progressive Muscular Dystrophy é 
cash required $20,000.00 Write direct | ‘ H 
525, Mountain Home, Arkansa 


terms—minimun 
tt P. O. Box 





FOR SALE—WEST COAST OFFICE EQUIPMEN 


STORI Major fran 
chised agency line for two ersifi 


ed industry and 


large military installations. Net t t year five figures, verified 
by C. P. A. audit. Books open t I n. § ited in heart of 
downtown shopping section, cit Favorable lease with option of 
renewal. Will sell all or part f t $ 00 inventory. Staff will 
remain and owner agrees to sta f t t t assist. Thorougl 
investigation invited. Box W-14 e Office A Chicago ¢ 





FOR SALE OFFICE SUPPLY AND MACHINE SALES company. Locate: 


in city in Oklahoma, 20,000 popula g00 I 9 trade terri 
tory. Have several franchise ag t r é Will sell at inver 
tory price. Around 25 to 35 t ul } lle. Reason f 
selling is bad health. Box W-14 Office A t Chicago ¢ 





FOR SALE—Office and school ' Northwest 








Montana town, 10,000 with good tent Established business 
excellent franchised lines, long it \ e $40,000. Other 
interests and health compels W-14 Off Appliances 
Chicago 6. 

FOR SALE: Established stations T I ne in thriving 
SE Colorado farm and ranch ar e for retirement 
Opportunity for younger mar t t : } ne one of the 
best of its kind. Choice locatior t St fixtures 

tory about $14,000. Box W-14 of \ Chicag ¢ 
FOR SALE—Office supply and office t W established it 
rapidly expanding central Indiana G anchise Sales ' 
easily be increased 50%. Owner { pportunits 


Box W-144, care Office Appliance r 








ONLY STORE OF ITS KIND wit Office Supply and 
Equipment store including Clar th-( ' e in centra 
Missouri in college town of al ' at ’ miles 
Army Camp. Nice Rental vol te $30.000.00 
B. P. Dette, Rolla, Mo 

OFFICE SUPPLY BUSINESS, hed, ¢ vicinity, annual 
volume $150,000. Capable of ta pa tor approxi 
imately $50,000. No store involve \ W-14 Office Appliances 


Chicago 6 





FOR SALE: OFFICE EQI IPM} NT—Ofl M ' ‘ Supplies business 
in city of 40,000, seling surround t tor f O71 lati 
W-146, care Office Appliance, 








BUSINESS FORMS, MANIFOLD UNITS 





ONE-TIME CARRON 
INTERLEAVED FORMS 


ro PARTS 
DEALERS—lIncrease Profits by s« 3 \ t type tary 
lithograph equipment installed to off fast t. highest qualit 
work. Easy to understand price \ f t all type tte 
press and offset business forn : g Ask for inf 
mation about large discounts, ex t t Gener Multi For 


Sales Co., P. O. Box 1004, Nast 


- DESK NAME PLATES 

For the World's Most Beautiful DESK PLATE, send $3.95 and name de- 
sired to MAIL-N-POST, Wapping, Connecticut Business houses write for 
discount and terms 











LISTS 


WILL SELL CHEAP list of 5 m commercial stationers and office appli 
ince dealers. Also list of app. 5 m typewriter and adding machine dealers 
Names not duplicated. The Kraus Co., 48-02 43d St., Woodside, N. Y 











ADDING MACHINE PARTS, TYPE, ETC. 





LARGE STOCKS of new and used Adding and Calculating Machine 
Parts available. Quotations furnished on specific parts upon request 
I. A. Dehn, Jr 643 10ist Ave., Oakland, Calif 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 














ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 
Machines, Comptometers, Electronic Typewriters, and fanfold machines, 
bought and sok Chicago Office Appliance 1930 West 2ist St., 
Chicago & 


BURROUGHS BOOKKEEPING MACHINES, All Models, Bought and Sold 
Give serial number and model in request for quotation. Business Equip 
ment Co., 160 W. Larned, Detroit 26, Mict 





WANTED TO BUY Late model Elliott-Fisher bookkeeping and billing 
ichines. Must be over 250,000 serial number. Accounting Machine Serv 
ice Co., 605 W. Washington St., Chicago ¢ 














NATIONAL BOOKKEEPING MACHINES wanted, 3000 Class, 4 and ¢ 
total machines, with typewriter and front feed carriage ibove 40,000 
erial number al s« 100 Model, Adding Machines, Calculators, Comptom 
eters. Advise serial and model numbers. Office Machines Inc., 619 Pine 
St., St. Loui Missouri 





ELLIOTT-FISHER AND SUNDSTRAND machines. Comptometers, Bur 
roughs, Friden, Marchant, Monroe Calculators, Electromatic typewriters 
Adding machines and all office machines bought sold, rented, rebuilt 
Teeter-Warsh ( 349 N. 83d St., Milwaukee Wis 











NATIONAL 2000 & 3000 Class, Burroughs Bookkeepers, Calculators, Ad 
dressing Machines, Bot & sold. Send full d iption. Pan-American, 1225 
S. Olive, Los Angeles 








BURROUGHS BANK POSTER, model 23-13-05 serial A-511,000 FOR SALE 
Remington totalizers, Sundstrand Bookkeeping Machine del A, serial 
0,000, all reasonably priced. Adding Machine Sales & Service Co., 1100 
Prospect Ave Cleveland, O 








BURROUGHS MOON HOPKINS, ELLIOTT-FISHER Bookkeeping Ma 
hines, Compt yneters, all makes calculators bought and sold Dorrell 








Office Machines ¢ (Inc.) 93 So. litl Minneapolis, Minr 

WANTED—ALL MAKES calculators and adding machine State make 
del, seriai number and adding capacity. International Off Appliances 

Ir 26 Broadway New York 7, N y 

WANTED TO BUY—Sundstrand bookkeeping machines, Models C and D 

Give complete model number, serial, size urriage and whether front 

feed or back feed. Internationa] Office Appliances, In 6 Broadway, 


New York 7, N .Y 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remingtor Accounting 
Machines, and everything in the office machinery ine tate model 














serial number and we will quote highest ish prices. International Office 
Appliances, Ir 6 Broadway, New York a.” 

BURROUGHS CALCULATORS EXCLUSIVELY Bought 1, repaired 
and overhauled for dealers only Gorman Se! es, 7150 West Sth Ave 


Wheat Ridge, Colorado 











WANTED: Burroughs or N.C.R tookkeeping and Billing Machines, Cal 
itors Compt neters Adding Machine et any stvie Quote com 

plete descripti ind best price. AMERICAN BUSINESS MACHINES, Inc 

7 Broadway, New York 12, N. \¥ 

ELLIOTT-FISHER machines, calculating achines ridding machines 
iffice equipment, bought and sold. W I. Crowley ¢ pany, 906-908 


N. Water St., Milwaukee 2, Wis 


BURROUGHS PRODUCTS our specialty, get r higher h prices for 
tlculators, bookkeepers, billers, comptomete« A. L. St i7 § Dear 
rn, CUnicago Ii] 

BURROUGHS ACCOUNTING MACHINES Bought and Sold: Dearborn 

Equipment ¢ pany, Inc., 301 West Lake Street, Chicag f Il 





CASH PAID FOR MULTIGRAPH, MULTILITH, Varitype Mimeograph, 
Addressographs, Typewriters, Presses. A we trac : 
Dixie Service, King, North Carolina 











VARITYPERS WITH TYPE WANTED: Quote serial and ¢ We als 
erhaul machine for the trade ADAMM CO 250 Ave New 

York 10. Phone OR 7-8765 

KARDEX ACMI ill makes used visib filing equil ent Thousands 
f reconditioned abinets, panels, books ilways n hand. Special service 

and price to dealers for purchase or ale. Get our quotat s. Chas. S 

Nathan, In i8 Broadway, New York N \ 

VISIBLE EQUIPMENT bought, sold and exchanged. W pecialize it 

ebuilt Kardex \ e and Internatior \ ble Factograph cabinets 
well as other iakes. Write and ts hat Visible Equipment you 
ed or have for sale. Special prices t dealers. Heine in Office Equip 
nt ¢ Dept. OA, 4 N. 8th St St. Louis 1, Mo 





LARGE AMOUNT used visible cabinet KARDEX 


ACMI AND RAND 


Variety and styles A-1 condit ry verstee 
Equipment Company, 69 Spring Street New York 


VISIBLE FILING EQUIPMENT 
OLDEST ESTABLISHED dealer specializing in rebuilt Kardex Acme 


Postindex, et We offer full co-operation to the deal sales and 

renase W rite is in full confidence t t ir twent eight years of 
experience give is the know how you re Comme il Card Systen 
( Grand Street, New York 1 N. ¥ 
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Leaf from 
the Logbook 


STAR SALESMAN, member of 
A the staff of a branch of an out- 
standing office machine manufac- 
turing company, becoming much 
impressed with a new competing 
mechanism, resigned his position, 
and with an old friend risked his 
accumulated funds in the manufac- 


ture of the new machine. 

Within two or three years (actual 
term forgotten) the new firm col- 
lapsed with total loss of capital 
invested! Creating a situation 
which made a new connection nec- 
essary forthwith at a time when 
general business was in no great 
flourish and opportunity was less 
frequently “knocking unbidden once 
at every gate.” 

By way of search for “opportu- 


nity” he looked in upon an old 
friend who knew of his ill fortune, 
from whom he thought he might 
receive a helpful suggestion or in- 


formation of something affording 
chance of connection. 

Well!” observed the friend, lead- 
ing the caller into his office, “this 
is an odd incident. Had you made 
your inquiry by phone or note I 
doubt my having anything to pro- 
pose this morning, but your pres- 
ence and your voice set my mind 
clicking at once and just now like 
a flash came a suggestion. 

‘YOUR FORMER CONNECTION.” 

Puzzled expression in the caller’s 


countenance 

My wit may be very dull this 
morning. I don’t get your ‘flash.’ 
It couldn’t mean the ‘connection’ 
I broke to establish a rival busi- 
ness 

(Friend The very thing, and 
why not 

(Caller 
wouldn’t 

(Friend 


wont let 


Oh that cannot be, they 
consider such proposal.” 
Maybe not. But we 
urmise check search for 
opportunity. I have the notion that 
your recent experience qualifies you 
to give the old company better rep- 
resentation than before. However, 
to get the chance to prove it en- 
tails nsiderable adjustment on 
your part. Which is of no moment 
until we learn what chance has in 
we will know soon—if 
the chief is in his office. 


store wi ‘nm 


Draw up your chair and hear 
one side of the conversation. You 
some part of the other 
side. My object is to make an ap- 
pointment for you tomorrow if 


, . 
Wilil Sensé 
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possible, you to determine, after 
hearing the conversation, whether 
or not you will keep the appoint- 
ment. But make no suggestion dur- 
ing the conversation. We are on 
the way.” 

(at telephone) 

“Good morning. Is the chief in 
his office and in good humor?” 


like to have part of his next quar- 
ter or half hour.” 


“Oh! Greetings, chief. It’s pleas- 
ant to have you say that. I was 
told you are in your usual good 
humor. The object of the call is to 
ask if you would be interested in 
a star office equipment salesman? 
I know of the slight slow down just 
now but the upturn is on the way 
and a bit more intensive cultiva- 
tion might be effective.” 

(Chief) “You are well enough ac- 
quainted with our operations to 
know that such slow downs always 
automatically key up our efforts 
and we are well staffed now. How- 
ever, what about the bright star?” 

(Bother) “He is competent, has 
qualities you insist upon for staff 
members and has had experience in 
our field.” 

(Chief) “Where is he located and 
what is his name.” 

(Bother) “He is in Chicago just 
now. Was a caller here this morn- 
ing and will be here tomorrow 
morning. His name is Edgar Blank.” 

(Chief) “What’s that! ! Do you 


mean! ! ! Say! Are you spoofing 
me!” 

(Bother) “Just a moment chief. 
Don’t spring at me. Your attitude 
is about the same as Ed. Blank’s 
was this morning when I made the 
suggestion. The idea is mine, not 
his and I am in dead earnest with 
no axe of mine to grind. Until his 
call this morning I had considered 
his situation sympathically and 
wondered what he could turn to. 
But face and voice brought thoughts 
of the old relations between you 
and an idea entered my mind and 
would not be dismissed. So here it 
is: 

“First came the thought that 
somewhere out from center there 
might be a territory that has never 
been as efficiently cultivated as it 
would be by Ed. Blank, and that his 
recent experience would impel de- 
termination for greater achieve- 
ment than ever before. Under such 
stimulus he would not fail. 


“Then, how to best present it for 
your consideration: and came an- 
other flash, Senator Sherman about 
the much debated Resumption of 
Specie Payment—The way to re- 
sume is to resume.’ Hence this 
phone call to ask if an appointment 
for Ed. Blank tomorrow morning 
would be agreeable to you? You 
will be impressed with his attitude 
and I feel certain that if restored 
relations should result, it will be 
an important event to both. To 
take the initiative in the situation 
will be no easy task for him. But 
the pleasant relations of many 
years will put a friendliness in your 
greeting that will relieve embar- 
rassment. It will be good will in 
full flower. What say you? 

“That's fine, chief. I think to- 
morrow will be a glad day for all 
concerned.” 

“There Ed. You have heard 
enough to give you something to 
think about tonight. Be here at 
nine o’clock tomorrow to learn the 
hour of your appointment and hear 
another suggestion.” 

And the nub of the report? An 
entry for the memory file for recall 
in event of similar situation of self 
or friend. 


ENVOY 


The result of the meeting ex- 
ceeded the hopes of the proposer. 
An off center territory at once. 
Gradually up and up through a few 
years. Then branch manager in a 
flourishing section of the South and 
then—manager of the company’s 
branch in a neighboring country.— 
EJ 











state of the industry 


@ Signs “Fair Trade” Bill. With reported mis 
givings, President Truman on July 14 signed 
into law a bill restoring the so-called ‘Fair 
Trade” laws of 45 states. The president ex 
pressed his opposition because, he claimed 
the law removed some aspects of competition 
which should be retained in a free enterprise 
economy. The measure legalizes retail price 
fixing on trademark articles by their manufac 
turers in states where such practices are law 
ful. Forty-five states permit such arrangement 

retailers 


held unlawful a year ago by the United States ; ; 
Sle aici ; The original ruling was not clear in that it 
Supreme Court. At that time, the court did sade 
a gees failed to define competitive bidding. However, 
e 


t 1 ; 
, in June, at the request of NSOEA, William R 
which left the way open for a federal law t a, a 
tines nine McComb, administrator of the Wage and Hour 
¥ is ind Public Contracts Division of the U.S. De 
The law signed by President 


1an wa x . 
ade F + partment of Labor, clarified the situation. His 
sponsored by Rep. McGuire (Dem.-Conn.) 


have succeeded in securing a clarification of 
the retail status and consequent exemption 
inder the Wage and Hour Act of dealers who 
sell by ‘competitive bidding They were 
deeply concerned with the Administrator's rul 
ing in the case of three dealers who received 
instructions that “competitive bidding’ done 
by them took them out of the classification of 


definition limits ‘competitive bidding’ to re 
sponses that are made to invitations t bid 
This pertains to such things as school supplies 
r federal, state, or local government business 
tial h 4 The important thing is that it does not in- 
p< Pipecrnelees clude quotations that might be made to private 
(Commerce Department “ «age agian a — asl hel 
oa industry or others in the form of a proposal 
O b ; IMmaustry OF oO wie [OFTrir Ol proposc 
) i tne Om I lee compiained T . P ; 
a “a “ neem It is quite customary in our industry to prepare 
tha sctlve foreign-made pens bearing the 
to . Gerective 50 ater tret 1 complete proposal and submit it as a “pack 
s ‘ of his firr Ire pelng returned t a. T ’ : 
a aleve j returned ige deal.” It was feared at first that this type 
i guaranteed repair, by Americans ’ 
is plant, for g " : p ge of selling might be a reason for refusal on the 


® Hit Foreign Imitation of Pens. The Fountain 
Pen & Mechanical Pencil Industry Advisory 
Committee has a grievance which was recently 

National Production Authority 


returning from abroad . part of the Wage and Hour division to admit 
This development is an aggravation of the dealers of this industry to exemption from the 

industry's loss of § f its foreign market Wage and Hour Act. Such is not true 

since 1947, caused by import restrictions 

adopted by a number of companies suffering @ What's New on Controls? The NSOEA in 

a dollar imbalance mmittee members sald its regular release on government regulations 


~ 
vle ‘ thea eantr mto 1h + oN " r 
They objected, 1] he entry into the U.S interprets the new extension of the Defense 
: nanisms ntaining critical m } - ° ; 3 tl 
of pen mechanism: nian ritical ma Production Act. Under the amendments the 
j he = f which ractrictead fo Ts : 
terials the use vhich is restricted for U.: control over wages and prices has been ex 


manufacturers tended until May 1, 1953. Controls over pri 
Use of chrome iron in place of nickel-bearing orities and allocations have been extended 


stainless steel and brass in many parts involves until Tune 30, 1953 
a costly labor process in machining and plat The new Wage Stabilization Board must 


+ 


ing. This cuts profits and is bringing many have membership confirmed by the Senate and 
firms close to the break-even point, committee the functions of the new board are limited to 
members explained to NPA. Competitive pr the stabilization of wages, salaries and other 
sure operates, neverthel keep low-cost compensation. The new Board is explicitly 
items on the market deprived of any jurisdiction in labor dispute 
matters; thus, it could not after Ji 0 
® Wage and Hour Determinations. Pau! | any jurisdiction over labor dispu 
Burbank, general manager of NSOEA, and that that involved in the steel industry 
organization's couns¢ Reuben S. Halsam Section 301 of the New Defense Production 
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mends the Walsh-Healy Public Contracts 

pplying to Government supply contracts 

eding $10,000 in amount. It is now pos- 

sible to challenge in the courts any wage de- 

nations that may be issued by the Secre- 

f Labor under the Act. Also, for the first 

nce the Act became effective, the Sec- 

retary will be compelled to make wage deter 
ns on a record after hearing. 


Walsh-Healey Act purports to exempt 
sovernment contract for commodities of 
ype that “may usually be bought in the 
ket.’ This exemption would seem to 
race most contracts for the products of the 
nery and office equipment industry 


eless, the Department of Labor has 

eld the “open market’ exemption does not 
contracts for products of this industry 

suse the Government itself does not pur 

h products in the ‘open market” but 

1d makes its purchases after competitive 


* . Up Renegotiation. The NSOEA als 

rs some questions regarding the aa 
Act and this industry. Two signifi 

wers are: 
sales of office equipment to manufac 
r dealers who are engaged in work 
-d by the Renegotiation Act considered 
tles to a ‘covered’ Government depart 
ANSWER: If the manufacturer or dealer pro 
the equipment for its own use and does 
mately deliver it to a covered defense 
then the Act would not apply to the 
however, the commodity is later sold 
ivered to the Government, each seller 
i be subject to renegotiation if his aggre- 
vered business in a fiscal year exceeds 


there any exemption from renegotia- 
office supply sales, as distinguished 
ce equipment or office machine sales? 
ANSWER: Yes, but as to subcontracts only. 
ntracts for office supplies, even though 
‘e supplies are ultimately sold to a 
tment, are not subject to renegotiation 
plies to paper, ink, typewriter ribbons, 
orth; the term ‘office supplies’ does not 
office furniture, machinery and equip- 
COS 


good reading 





Page 12 . . . Completing a year of expanding mem- 
bership NOMDA rewards its progressive leaders with 
trophies. See this page of pictures showing presenta- 
tions at Dallas and read in succeeding pages about 
the successful session recently concluded. Once again 
Office Appliances gives complete coverage of an im- 
portant industry meeting. You'll enjoy the pictures 
of convention personalities at work and play. Read 
the full account of the convention proceedings. 


Page 22 ...V.N. Vetromile is the author of a 
thought-provoking article, “Foresighted Planning Safe- 
guards Established Stationery Business.” He tells 
what makes a business “go to seed” and says that 


an owner can't afford to rest on past accomplishments 


Page 24 
hum for an Indiana concern 


A Printing Calculator makes business 
Read how Wendell 
Taylor built a unique bookkeeping business and ad- 
vertises it with radio programs 


Page 26... 
can build good will on every call and customer con- 


Edmund Mottershead explains how one 


tact. Another top-notch article for readers of Office 
Appliances 


Page 28 
and through the use of a sign “library.” 


You can boost sales with custom signs 
Here's an 
experience story based on what a Denver firm ac 
complished in better display 


Page 29 A new feature is “What the Courts Say—.” 
Here are court-tested formulas for answering knotty 
problems of law and our industry. It's profitable 


reading 


Page 30 


make sure that everything necessary is in the agree- 


. If you're buying or selling a business 


ment. Otherwise, points can haunt the buyer, espe- 
cially. This article is packed with worthwhile informa- 


tion 


Page 31 
white. Read about the experience of a dealer who 


Offices are no longer just black and 


specializes in color and sells it 


Page 33 . 
book ads. Irving Settel, 


You can promote business with phone 
advertising expert, tells Office 
Appliances’ readers how they can profit by using 
directory ads 
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NOMDA rewards 
membership 
efforts... 


FROM PRESIDENT LISTON JACKSON: 





To N. H. Von Soosten, St. Louis, Mo. 








- — te . - 
To Lloyd W. Reedy, Cushing, Okla. To Dave Silvers, New York, N. Y. 





To Ralph Archinal, Alameda, Calif. To D. L. Kenney, Jr., Dallas, Tex. 
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Dallas Proves Ideal Convention City— 
Liston Jackson Succeeded by Weiner 
in Presidency—Rodeo Is Popular 
Feature—to Atlantic City Next 


gw THE UNIVERSAL comment “NOMDA’s best” was 
heard in the air-conditioned lobbies and rooms of the 
comfortable Baker Hotel in Dallas, Tex., June 16-18 
as members of the National Office Machine Dealers 


Association conducted their annual convention and 
trade exhibit. 

It was a case of “the eyes of Texas” smiling upon 
the largest registration in the history of the associa- 
tion, the 500 attendance being swelled by a large 
percentage of dealer members. Traffic flowed heavily 


through the exhibits where the newest in office ma- 
chines and appliances were on display. 





Promises Are Fulfilled 


The host Texans headed by President Liston Jack- 
) son and Chairman D. L. Keeney, Jr., had promised 


“king-size” entertainment of a ranch flavor. And 
they made good on advance publicity. 
Heading the entertainment program was a dude 


ranch barbecue in which buses took the NOMDA crowd 
25 miles out of Dallas. The barbecued ham was tender, 
the beans and potato salad ample. 

Partaking of chuck wagon refreshments throughout 
the evening and dancing to the music of a cowboy 
band, the NOMDA visitors came early and remained 





New Officers Elected to Pilot NOMDA Through the 1952- 


Ralph Archinal, Alameda, Calif., vice-president; Jack Weiner, 
Chicago, president; Lynn Roper, Seattle, Wash., treasurer, and 
Harold Mann, executive secretary. 


Serving in the top offices for the year 1952-53 are the above 
leaders of the National Office Machine Dealers Association. Left 
to right they are Edward Pfitzenmaier, Ardmore, Pa., secretary; 
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Texans entertain 500 of NOMDA 


late. An exhibition of square dancing gave a pro- 
fessional flavor to the program at friendly Wiley 
ranch where the fixtures included a large black bear. 

On the following evening the rodeo near Mesquite, 
Tex., provided entertainment that would not have 
been out of place in Madison Square Garden. It was 
a mixture of truly professional acts with those in 
which NOMDA members and their youngsters par- 
ticipated. 

Seated on the bleachers the conventioners thrilled 
for several hours to square dancing on horseback, 
bull-dozing, spirited riding and roping. They saw 
Lloyd Reedy of Cushing, Okla., Jack Thomas of Bos- 
ton, Mass., Eugene Todryk of Beaver Dam, Wis., and 
Larry Wirtz of Waukegan, Ill., among others starring 
in calf roping. 


Youngsters Have Fun, Too 

A greased pig chase for the youngsters was won 
by Dale Headley of Philadelphia, Pa. The associate 
editor of Orrice APPLIANCES neglected to get the name 
of the potato race winner because he was plain tuck- 
ered out from his own losing efforts. Irving Ritchie 
of New York City was a game, but somewhat un- 
willing performer in the rodeo. General Secretary 
Harold Mann contributed a bit of horsemanship. 
Professionals need to look to their laurels. 

From the wide-open spaces of Texas to the sea in 
1953. This is the variety that will be enjoyed by 
NOMDA members as a result of having chosen Atlan- 
tic City, N. J., for their next year’s convention and 
exhibit. Tentative dates are June 17-20. 

The successful bid to hold the 1953 event in that 





any 





te 2? 


53 Association Year 
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resort city was presented by members of the Penn- 
Jersey-Del NOMDA with Harold Steinke of Upper 
Darby, Pa., as a leading spokesman. Their campaign 
to woo the convention to the city of beauty parades 
was started in Detroit the year before and came into 
full bloom in Dallas. 

The P-J-D men are promising another outstanding 
convention and will have Mr. Steinke as the general 
chairman. 

St. Louis’ bid for the convention in the year of 1954, 
presented by N. H. Von Soosten, was given the con- 
vention’s blessing. 

Succeeding the affable and hard-working Liston 
Jackson of Fort Worth, Tex., as president of the asso- 
ciation is Jack Weiner, owner of the Belmont Type- 
writer Sales & Service Company, Chicago. 

Jack has been in the industry for many years and 
has operated a successful business. He has been 
very active in the affairs of NOMDA and has been 
a director of NOMDA for several years. He has served 





Jack Weiner Accepts 
NOMDA Responsibility 


“Dear Fellow Members: 

“At this time it is difficult for me to find words to 
express my gratitude for the support you have given 
me in reaching the responsible 
office of president of our asso- 
ciation. 

“The last administration did 
such an outstanding job that it 
will be difficult for the new order 
to surpass their efforts. 

“I can say this to you, that | 
will honestly and sincerely try 
to live up to their past perform- 
ance, and that, together with the other officers, we 
will endeavor to carry on the work to greater heights. 

“It is too early for me to make a statement at 
this time regarding my plans for the coming year, 
but | will be reporting to you from time to time 
regarding plans and the progress made. 

“| have made many friendships through this asso- 
ciation, which | hope will be lasting, and trust that 
| will make many more new friends and that each 
and everyone of the members will take as much 
pride in their association as | do, so that we will 
all work together as a team, co-operating with each 
other in order to obtain the greatest benefits which 
only teamwork can produce. This will produce a 
successful year in increased membership and in finan- 
cial stability.” 





—JACK WEINER. 











the association in most of its offices and was general 
chairman of the silver anniversary convention held 
in Chicago in 1950. 

Elected to serve with Mr. Weiner as officers of the 
association for 1952-53 are: 

Vice-president—Ralph Archinal, Alameda Type- 
writer Company, Alameda, Calif. 

Secretary—Edward Pfitzenmaier, Suburban Type- 
writer Company, Ardmore, Pa. 

Treasurer—Lynn Roper, Roper Office Machine Com- 
pany, Seattle, Wash. 

Recognizing the work of the energetic and capable 
Harold Mann, he was given a three-year committment 
to serve as executive secretary from the offices of 
NOMDA at 1267 N. Wilton Pl., Los Angeles 38, Calif. 
Charles F. Krause, Jr., continues as legal counsel. 
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Past presidents and representatives of member asso- 
ciations chosen to serve on the board of directors are: 
Anderson, C. Elmer—Anderson Typewriter Co., Pasa- 


dena, Calif. 

Blaisdell, Robert K.—Blaisdell’s Typewriter and 
Office Equipment Co., San Leandro, Calif. 

Brewington, Russell D.—Brewington Typewriter Co., 
Houston, Tex. 

Burt, William H.—Wm. H. Burt Co., Seattle, Wash. 

Bush, Clarence E.—Genera! Typewriter Co., Wash- 
ington, D. C. 

Cannon, Richard—Pacific Stationers, San Diego, 


Calif. 
Carr, George T.—Carr’s Business Machines, Inc., 


Great Neck, L. L., N. Y. 

Chaffee, Myron E.—Chaffee Office Machine Co., Kan- 
sas City, Mo. 

Chappell, Charles R.—Peter Paul Mechanical Serv- 
ice, Pittsburgh, Pa. 

Connolly, Allen B.—Reliable Office Equipment Co., 
Inc., Evansville, Ind. 

Corney, William T.—Thomas & Corney, Ltd., Toronto, 


Ont., Canada. 
DeGroot, Earl T.—DeGroot Typewriter Exchange, 


Kalamazoo, Mich. 
Fifield, Ivan M.—Waterloo Typewriter Exchange, 


Waterloo, Iowa. 

Fincher, Al M.—A. M. Fincher, Atlanta, Ga. 

Foxcroft, Alfred—Guaranteed Typewriter Co., Los 
Angeles 13, Calif. 

Fucci, Nicholas H.—American Typewriter Co., Inc., 
Englewood, N. J. 

Glassman, E. A.—City Typewriter Co., Rochester, 
N. Y. 

Gruener, Robert H.—Gruener Typewriter & Station- 
ery Co., St. Louis, Mo. 

Jackson, Liston—Typewriter Supply Co., Fort Worth, 
Tex. 

Johnston, W. AA.—W. AA. Johnston Sales & Service 
Co., Knoxville, Tenn. 

Keeney, D. L., Jr—Keeney Office Equipment Co., 
Dallas, Tex. 


On the Opposite Page... 


1. Kim Garrett, Effie Xeros and Colleen Yaws, a trio of ‘Alices from 
Dallas” with two hustling Dallas convention chairmen, Roy Malone 
and Harold Ulrick. 

2. Bill Simpkins and Earl E. Hanson, Tiffany Stand Co. 

3. Twins June and Jean Jackson, Patricia Stevens models, provide a 
Texas welcome for Jack Weiner, Belmont Typewriter Sales & 
Service, Chicago. 

4. J. M. Hackney and J. F. Landy of Remington Rand Inc.; E. P. 
Lingo, E. P. Lingo Co., Corpus Christi, Tex.; C. W. Barsch, Rem- 
ington Rand Inc.; Edwin A. Russell, Russell's Office Machine Co., 
Albuquerque, N. M. 

5. Walter Wienecke and Emory Booty, both of Print-O-Matic Co., Inc.; 
Mrs. Jack Hood; Barney Barnett, Print-O-Matic, Inc.; Jack Hood, 
Jack Hood Typewriter Co., Victory, Tex. 

6. S. Polk, Polk Bros. Typewriter Co., Chicago; Chas. S. Meyers, 
Chas. S. Meyers, Inc., Miami, Fla.; George Headley, Headley 
Office Equipment Co., Philadelphia, Pa. 

> no a rs. Hazen R. Ames, Ames Supply Co., Chicago; R. D. 
Brewington, Brewington Typewriter Co., Houston, Tex. 

8. Jack Weiner, Belmont Typewriter Sales & Service, Chicago; Art 
Benassi, St. Louis Typewriter Co., St. Louis, Mo. 

8. D. L. Kenney, Jr., general convention chairman, greets Marcia, 
David and Paul Schlaver, whose father was operating the OA 
camera. 

10. Chuck Lee, anny | Co.; Mrs. Jimmy White, Jimmy's Typewriter 
Service, Texarkana, U. S. A.; Joe Falbo, Codo Mig. Co. 

ll. L. G. Meyer, Poplar Bluff, Mo.; Marjorie Rugel, Dallas, Tex.; 
Wesley H. Beekman, Underwood Corp.; Cynthia Hood, Dallas, 
Tex., at the popular Underwood orange juice bar. 

12. All Randazzos from General Typewriter Co., Kansas City, Mo. 
Mr. & Mrs. Robert Randazzo and Buddy; Mr. and Mrs. Vito 
Randazzo and Vickie. 

13. Robert H. Gruener, Gruener Typewriter & Staty. Co., St. Louis, 
Mo.; J. R. Archey, Speed-O-Print Corp.; C. E. Winkleman, General 
Office Equipment Co.; H. M. Alexander, Lead Belt Office Machine 
Co., Farmington, Mo.; Claude C. Driever, Stillwater Typewriter 
Co., Stillwater, Okla. 

14. Gordon Miller, Southern California Adding Machine Co., Pasadena, 
Calif.; Harold Mann, NOMDA executive secretary; Jim Ward, 
Ames Supply Co., Chicago. 

15. Robert Randazzo, General Typewriter Co., Kansas City, Mo.; 
Lamont H. Wood, National Typewriter Co., Kansas City, Mo.; 
Louis F. Wood, Royal Typewriter Co., Inc. 

16. Prepared for Texas-size refreshments are these wheelhorses of the 
Texas host delegation: Harold Ulrick, Roy C. Malone and D. L 
Keeney, Jr. 

17. Liston Jackson, retiring president of NOMDA, greets an early 
president of the association, W. R. Shilling, Fort Pitt Typewriter 
Co., Pittsburgh, Pa. 
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Knecht, E. J.—Peter Paul Mechanical Service, Cleve- 
land, Ohio. 

Macon, Jack—Ames Supply Co., Atlanta, Ga. 

Malone, Roy C.—Malone Office Equipment & Supply 
Co., Dallas, Tex. 

Mauck, Lavry N., Jr—American Typewriter Ex- 
change, Richmond, Va. 

McHale, Ed J.—Peter Paul Service, Cincinnati, Ohio. 

McLane, C. W.—McLane Sales Agency, Elko, Nev. 

Meizner, Israel—Mercury Business Machines Co., 
Inc., New York, N. Y. 

Meyers, Charles S.—Chas. S. Meyers, Inc., Miami, Fla. 

Miller, Gordon E.—Southern California Adding Ma- 
chine Co., Los Angeles, Calif. 

Miner, Harvey Co.—Miner Business Machines Co., 
Kankakee, III. 

Myers, Wade H.—Durham Office Supply Co., Dur- 
ham, N. C. 

Osmon, Lee—Gulf Coast Business Machines Co., 
Tampa, Fla. 

Phelps, Lawrence—Nestor’s Typewriter & Office Sup- 
plies, Detroit, Mich. 

Randazzo, Robert—General Typewriter Exchange, 
Kansas City, Mo. 

Ritchie, Irving—Typewriter Distributors, Inc., New 
York, N. Y. 

Romano, John D.—Valley Typewriter Co., Fresno, 
Calif. 

Reedy, Lloyd W.—Typewriter Supply Co., Cushing, 
Okla. 

Santangelo, Louis—J. S. Stahl & Co., Denver, Colo. 

Schafer, Ted—United Typewriter Co., New York, 
Ke - 

Shilling, W. R—Fort Pitt Typewriter Co., Pitts- 
burgh, Pa. 

Silvers, David C——American Business Machines, Inc., 
New York, N. Y. 

Stein, Samuel—Quality Office Equipment Corp., New 
York, N. Y. 

Steinke, Harold E.—H. E. Steinke, Upper Darby, Pa. 

Tateman, R. D.—The Typewriter Shop, Dayton, Ohio. 

Taylor, Gene—Pantagraph Ptg. & Staty. Co., Bloom- 
ington, Ill. 

Teschion, M—AAA Typewriter Co., St. Paul, Minn. 

Toussaint, Herbert C—Central Duplicator and Type- 
writer Co., Camden, N. J. 

Vincent, Irwin—Western Typewriter Co., Topeka, 
Kans. 

Waedekin, J. O.—American Typewriter & Office Ma- 
chine Co., Milwaukee, Wis. 

Walker, Wilbur E.—Wilbur E. Walker Co., Wichita, 
Kans. 

Walter, Larry—Peter Paul Mechanical Service, Chi- 
cago, Ill. 
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On the Opposite Page... 


1. Frank C. Allin, central sales manager and A. C. Buehler, Jr., 
vice-president, both Victor Adding Machine Co. 

2. Retiring NOMDA President Liston Jackson and John A. Gilbert, 
OFFICE APPLIANCES. 

3. George Headley, Headley Office Equipment Co., Norristown, Pa., 
and son, Mike, 4. 

4. Bill Simkins, Tiffany Stand Co., meets “Alice from Dallas,” six of 
them in fact. 

5. W. T. Corney, Toronto, Canada; Stanley Dymek, Swift Business 
Machines, Inc.; Floyd J. Kavanaugh, Galveston, Tex.; Mrs. Corney; 
Clarence Chambers, Swift Business Machines, Inc. 

6. Don Milton, Duplicator Corp.; B. J. Smykal, Smykal Business 
Machines Co., Austin, Tex.; Henry W. Pardo, Modern Business 
Machines, Shreveport, La.; Wallace B. Schneidau, Modern Busi- 
ness Machines Co., Houston, Tex. 

7. George Deutsch, manufacturers’ representative, Dallas, Tex.; Albert 
Knaebel and Henry Deutsch, Stanley Mfg. Co.; Ben Brannon, 
Service Ptg. & Office Supply Co.; Frankie McCall, Stanley Mfg. 
Co.; Earl Otta, manufacturers’ representative, Dallas, Tex. 

8. H. M. Alexander, Lead Belt Office Machine Co., Farmington, Mo.; 
C. R. Chappell, Peter Paul Mechanical Service, Pittsburgh, Pa. 

9. R. E. Kuykendall, firm of that name, Abilene, Tex.; Jim Ward, 


Ames Supply Co. 

10. Tom Morgan and William Showers, Indiana Cash Drawer Co. 

ll. John A. Stuart, Price Cash Register Co., Shreveport, La.; Jeff B. 
Plotts and Jim Liebe, L. C. Smith & Corona Typewriters, Inc.; A. L. 
Morrison, Borger Typewriter Co., Borger, Tex. 

12. Gregg Keating and his father, G. Max Keating, manufacturers’ 
representative; Mrs. & Mr. F. C. Ellsworth, King Posture Chair Co. 

13. H. E. Steinke, firm of that name, Upper Darby, Pa.; Wilbur E. 
Walker, Wilbur E. Walker Co., Wichita, Kans. 

14. K. A. Adams, Clary Multiplier Corp.; Paul C. Hauser, Dakota 
Business Machines Co., Sioux Falls, S. D. 

15. Louis De Sciose, I.X.L. Typewriter Co., Denver, Colo.; Steve Kantor, 
Shipman-Ward Mfg. Co., Chicago; R. W. McCoy, McCoy Typewriter 


Service, Miami, Fla. 

16. K. A. Adams, Clary Multiplier Corp.; John D. Haygood, Lubbock, 
Tex.; Frank Randall and Larry Wirtz, Clary Multiplier Corp. 

17. J. D. McGehee, James Webb and Brice Dobbs, al! of Elliott Ad- 


dressing Machine Co. 
18. S. Jack Taylor, Gary Office Equipment Co., Gary, Ind.; David 


Schlaver, Mt. Prospect, Ill. 
19. Mr. & Mrs. Claude C. Driever, Stillwater Typewriter Co., Stillwater, 


Okla. 
20. D. L. Keeney, Jr., general convention chairman, with the Jaycee 


official choice as Alice from Dallas, Barbara Ann Gentry. 

Ward, James P.—Ames Supply Co., Chicago, Il. 

Wittelsberger, Raymond—Adding Machine Sales & 
Service, Baltimore, Md. 

Wood, Lamont H., Sr—Kansas City, Mo. 

Woods, William E.—Woods Typewriter Co., Provi- 
dence, R. I. 

Of this group the past presidents are C. Elmer 
Anderson, Earl DeGroot, Nicholas H. Fucci, Liston 
Jackson, Jack Macon, Gordon E. Miller, Robert Ran- 
dazzo, Irving Ritchie, Ted Schafer, W. R. Shilling, 
Gene Taylor, Irwin Vincent, James P. Ward and La- 
mont H. Wood. 

The delegates at large are William T. Corney, E. A. 
Glassman, Ivan M. Fifield, W. AA. Johnston, E. J. 
Knecht, Larry N. Mauck, Jr., Ed. J. McHale, C. W. 
McLane, and Wilbur E. Walker. 

In resolutions presented to the convention, the work 
of the Dallas, Tex., dealers in behalf of the session 
and the contribution to NOMDA membership growth 
were recognized. NOMDA extended its congratulations 


Colorful Scene at NOMDA’S An- 
nual Banquet in Ballroom of 
Baker Hotel in Dallas, Tex. 
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and thanks to Liston Jackson and his 1951-52 group 
of officers saying, “We feel that Liston Jackson is the 
outstanding president of NOMDA and that future 
presidents will have something to shoot at to equal 
the accomplishments of this period. Our hats are off 
to Liston Jackson.” 

Another resolution commended those manufacturers 
“who co-operate so well with the dealers in office 
machines. We wish to thank the manufacturers who 
had displays at our convention...” 

It was moved that NOMDA “issue a complete list 
of all officers of all locals to the officers of such locals 
so that a complete and free exchange of information 
may be maintained from and between such locals.” 

The resolution committee was composed of Irwin 
Vincent, Topeka, Kans., chairman; W. AA. Johnston, 
Knoxville, Tenn., Fred Standley, Chickasha, Okla.; 
John Stifter, Detroit, Mich., and M. Teschion, St. Paul. 
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A feature of the Dallas program was the opportunity 
for panel discussion. Today’s trends and problems in 
the typewriter, bookkeeping machines and adding 
machine divisions of the industry were thoroughly 
discussed. Hal Pettit presided over the typewriter 
panel and Paul McWilliams over the adding machine 
division. Robert Randazzo reported on the dwindling 
government controls. 

These panels gave NOMDA members an occasion 
to “talk shop” and discuss various phases of the in- 
dustry. It was a “democratic” convention and the 
voices of the members were heard in the business 
meeting at which changes in the by-laws relating 
to payments of dues were under discussion. In view 
of the increased mailings of information to NOMDA 
members it was voted to raise the dues $5.00 in each 
division. 

Under consideration was a plan for having regional] 
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Eyes of NOMDA Upon a Rodeo Deep in the Heart of Texas; Some OA Camera Glimpses 


1. Irving Ritchie, Addressing Machine & Equipment Co., New York 
N. Y., wants over the fence and away from a rodeo ride. 

2. He made it. 

3. Eugene Todryk, Beaver Dam Typewriter Service, Beaver Dam 
Wis., shows the ten-gallon hat he won for his calf-roping per 
formance. 

. Mrs. Constance Ellison, Ellison Typewriters, Houston, Tex., secretary 
of the Houston OMDA, is fittingly costumed for the night. 

Dale Headley, Philadelphia, winner of the greased pig contest 
ets a ride and a pair of Texan boots for his skill 

6. neral view of part of the rodeo audience 
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Another crowd shot. 

8. Three Metalcrafters: W. R. Hansen, Earl Hanson and Milton Hav 
lick. 

9. Elizabeth Stemp, Stemp Typewriter Co., Madison, Wis.; James P 
Ward, Ames Supply Co.; W. R. Shilling, Fort Pitt Typewriter Co., 
Pittsburgh, Pa. 

Mrs. Roy Malone, Dallas, Tex.; Mr. & Mrs. Dick Nickel, Nickels 
Business Machines, Clovis, N. M 

General Secretary Harold Mann and Mrs. Mann. 

Mrs. Albert Nelson, Dallas, Tex., with Norman and Arleen Nelson 
children of Mr. & Mrs. Ralph Nelson, Dallas, Tex. 


OFFICE APPLIANCES, August, 1952 





ty 
in 
ig 





NOMDA Orators .. . President Liston Jackson (left) 
and Executive Secretary Harold Mann address NOMDA. 


governors of the various areas in NOMDA, similar to 
that used by the National Stationery & Office Equip- 
ment Association. 

It was proposed that the 1953 dates for the conven- 
tion be spaced further from the closing date of schools 
in order to make possible more family participation. 

Dave Silvers, president of the New York State Office 
Machine Dealers Association, proposed that the U. S. 
Government be requested to give consideration to the 
purchase of rebuilt and used typewriters according 
to NOMDA specifications, thus recognizing the rebuilt 
dealers as a vital part of the industry. This was re- 
ferred to the resolutions committee. 


Convention Thanks Jackson 


A rising vote of thanks was expressed to retiring 
president Liston Jackson for the invaluable service 
he gave to the association during his term of office. 

John Romano, secretary of the association, who was 
unable to attend the convention because of illness 
and who expressed his regrets in a letter, was given 
the fervent wishes of the members for a speedy re- 
covery 

Recognized for service with Mr. Romano in aiding 
President Jackson during a year of NOMDA growth 
were Jack Weiner as vice-president, Harry C. Van 
Zant of Dayton, Ohio, as treasurer, Charles F. Krause, 
Jr., as general counsel and Harold W. Mann as exec- 
utive secretary. 


The convention heard several guest speakers. They 
included Walter Casey of Beaumont, Tex., who spoke 
on “Selling in Today’s Economy” and Arthur A. Smith 
of the First National Bank of Dallas, Tex., who dis- 
cussed “The General Business Outlook.” 

Mr. Casey’s remarks proved an illuminating dis- 
course on salesmanship. He told his audience that 

people buy only when they get benefit from what 
you have to offer them ... . it is better to understate 
than t verstate in selling .... when you have knowl- 
edge you speak with authority .... you can sell any- 
thing if you glamorize it ....one eye is worth seven 
years. Don’t telephone your prospective customer but 
instead let him see how what you have to sell works.” 

The prosperity we have been enjoying is a ‘doped- 
up’ one,” declared Mr. Smith. “We have been running 
from an enemy greater than Old Man Joe and that 
is Old Man Surplus. They have taught us in this 
country to produce more than we can use in ordinary 
peaceful pursuits. That is why we had the depression 
in 1930 and why we turned to the New Deal and legis- 
lati pertaining to the behaviour of our national 
nomic situation.” 

The speaker hinted that the present economic pol- 
icies are popular with many people and he advised his 
audience not to be too optimistic that there would be 
a chi e in the party in power come next November. 

A feature of the Tuesday session luncheon was the 
honorir f the press. Representatives of the various 
trade irnals and industry publications were guests 
at the head table. President Jackson voiced his appre- 
ciation {f the “wonderful co-operation” given 
NOMDA and his remarks were echoed by General 
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Secretary Mann. Introduced were John Gilbert, Orrice 
APPLIANCES; J. Dal Marvil, Ames Supply Co.; William 
Schulhoff, The Office; Steve Kantor, Shipman-Ward 
Mfg. Co., and Hugh Ward, Geyer’s Topics. 

A highlight of the association’s program was the 
awarding by President Liston Jackson of trophies and 
plaques for the individuals and chapters responsible 
for the NOMDA membership growth. These presenta- 
tions are pictured exclusively in Orrice APPLIANCES’ 
frontispiece opening this section. 





Scenes from NOMDA’s Banquet... 


1. Gordon Miller presents Retiring President Liston Jackson 
with a mysterious package. 

2. A happy Mr. Jackson displays the camera which, complete 
with case, was a gift from NOMDO. Mrs. Jackson is at the 
right. 

3. Liston bestows a kiss on an “Alice from Dallas” runner-up 
after presentation of fountain pen. 

4. A typewriter goes to Alice from Dallas, Miss Barbara Ann 
ag 

5. Mrs. Weiner and President-Elect Jack Weiner at the NOMDA 
closing banquet. 
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1. George Skybrock, Shipman-Ward Mfg. Co., Chicago; Thomas |] 
Burkholder, San Antonio, Tex. 

2. Louis De Sciose, I.X.L. Typewriter Co., Denver, Colo.; Glen W 
Boyce, Boyce are Service, Pueblo, Colo 


3. Ivan Fifield, aterloo Typewriter Exchange, Waterloo, Iowa 
Frank C. Ellsworth, King Posture Chair Co. Reunion after 28 years 
Elisworth, now at Long Beach, Calif., knew Fifield back in lowa 
way back when and they met again at the NOMDA barbecue. 

4. Cyril Godwin, Dallas Dictating Machine Co., Dallas, president of 
Dallas OMDA, with James S. Gladney, Dictating Machine Service 
Co., Philadelphia, Pa., president of Pa.-N. J. & Del. OMDA. Both 
have been in the business for about 20 years, met for the first 
time at Dallas, compared notes about their similar business and 
Boy Scout committee work. 

5. L. W. Reedy, Typewriter Supply Co 
bauch, Victor Adding Machine Co 

6. Ed McHale, Peter Pau! Service, Cincinnati, Ohio; R. D. Tateman. 
The Typewriter Shon. Davton. Ohio 


Cushing, Okla.; E. F. Hime- 


N. H. Von Soosten received the large, tall President 
Jackson trophy awarded to St. Louis for the greatest 
percentage of increase in the 1951 membership cam- 
paign which ended December 31, 1951. 

W. A. Johnston of Knoxville, Tenn., was awarded 
the trophy for the member not belonging to a local 
bringing in the most members in the same contest. 

D. L. Keeney, Jr., of Dallas received a plaque for 
the Texas OMDA awarded to the local association 
bringing in the most members in this contest. 

Dave Silvers, president of the New York OMDA, 
accepted the plaque for his OMDA, winning the mem- 
bership contest in Division I. 

Ralph Archinal of Almeda, Calif., received a plaque 
for Northern California OMDA, winner of Division II. 


Without Benefit of Local 

Lloyd W. Reedy of Cushing, Okla., accepted a plaque 
for the Oklahoma OMDA, winner of Division III. 

Wilbur Walker of Wichita, Kans., received a plaque 
as the member not belonging to a local who brought 
in the most members. 

The last four were winners in the membership con- 
test which began January 1, 1952, and ended May 
31, 1952. 

The ladies attending the NOMDA convention were 
treated to the fullest program of events just for them 
that any convention has yet provided. 

First on the program was the glamorous fashion 
review by Neiman-Marcus of Dallas at the Monday 
luncheon—a spectacle that the men apparently en- 
joyed as much as their wives. Whistles were in evi- 
dence all over the ballroom. 

A tour of Dallas was enjoyed with a stop at the 
famous Lambert Gardens. An afternoon of bridge, 
canasta and samba with beautiful prizes was an event 
that proved popular. The early risers were taken to 
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Arthur Everts, Jewelers, to see an exhibit of rare 
gems and jewel pieces for which the store is famous. 
The banquet and dance were closing events. 

Mrs. Betty Nelson was in charge of the affairs for 
the ladies and drew high praise, along with her com- 
mittee members, for diligent attention to the enter- 
tainment of the visitors. 

The Texans under the direction of D. L. Keeney, 
Jr., proved hard workers for the success of this con- 
vention. They gave personal attention to many de- 
tails assuring smooth handling of registration and the 
conduct of entertainment features. 

Assisting Chairman Keeney were R. S. Craig, vice- 
general chairman; Fred Johnson, transportation; 
Cecil Dugger, hospitality; Mrs. R. S. Craig, chairman 
of ladies’ hospitality; George A. Paine, finance; Roy 
C. Malone, registration; Mrs. Ralph Nelson, ladies’ 
committee; Ralph Nelson, entertainment; Harold M. 
Ulrick, publicity, and Albert Nelson, program. 

Cyril Godwin served as president of the Dallas Office 
Machine Dealers Association, an organization having 
such a vital part in the convention details. 

A meeting of the Texas Office Machine Dealers 
Association opened the program on Sunday afternoon 
and this organization was host to a friendship hour 
that evening. 

R. E. Kuykendall of Abilene, Tex., was chosen as 

Turn to page 186, please) 





Successor . New president Jack Weiner 
is congratulated by Liston Jackson, his pre- 
decessor. 
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1. W. AA. Johnston, W. AA. Johnston Sales & Service, Knoxville, Tenn.; 
C. R. Chappel, Peter Paul Mechanical Service, Pittsburgh, Pa.; 
]. Walter Johnson, Johnson Service Co., Stillwater, Okla 
Kenneth W. Carr, Duplicopy Co.; Gus Rutherford and A. J. Wright, 
Master Addresser Co. 

3. Mr. & Mrs. Tom Riendl, Peerless-Imperial Co., Inc.; W. AA. 
Johnston, W. AA. Johnston Sales & Service Co., Knoxville, Tenn. 
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safeguards established business 


by V. N. VETROMILE 
special writer 


gw ANY STATIONER who has de- 
veloped a successful business and 
then neglects to protect his in- 
vestment against the always-pres- 
ent potential incursion of new com- 
petition in his immediate vicinity, 
so far as protection is humanly 
practicable, is cheating himself of 
the maximum fruits of his ability 
and effort. 

The immediate site of any power- 
ful stationery outlet is very seldom 
usurped by experienced prospec- 
tors in the identical line of busi- 
ness. That is because they under- 
stand that the speculative element 
in such intrusion increases in exact 
proportion to the prestige and pub- 
lic acceptance of the long-estab- 
lished store. 

There are some extraordinary 
situations in which this general 
observation may be contradicted, 
but they are comparatively few. 

Why is it that so many dealers 
lack the foresight to build a Wall 
of Sparta around their business 
by timely modernization or expan- 
sion that would probably inhibit 
new competition almost next door 
or around the corner? 


Potential Unrealized 


I believe that it may be because 
those men believe that they have 
reached the zenith of the oppor- 
tunity in their locality when, ac- 
tually, they have nowhere fully 
developed the business potential- 
ities of their trade-drawing area. 

It is a very interesting and sig- 
nificant fact that some of the larg- 
est and most prosperous stationery 
and office equipment establish- 
ments in this country are not situ- 
ated in the very largest centers of 
population. They are located rather 
in strategic spots that enjoy a 
wide contributory trade - drawing 
area with a well-diversified mer- 
cantile and industrial composition. 

Every dealer can’t have a “big 
city business,” because there simply 
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are not enough big cities. Here are 
some challenging statistical facts: 
There are only 197 cities of more 
than 50,000 population in all the 
United States, and furthermore, 
40% of all cash sales made daily 
in these United States are made 
in towns of 10,000 or fewer popu- 
lation! 


It is clear, therefore, that the de- 
velopment of a relatively “big” 
business in the comparatively small 
city is the real field of stationery 
merchandising achievement. Of 
course, the same truth would hold 
with regard to complete dominance 
in a well-situated town that is the 
natural trading center for a num- 
ber of contiguous smaller commun- 
ities. 


Snare and Delusion 

A business that can be “started 
with a little money” is nearly al- 
ways nothing but a snare and a 
delusion for the inexperienced in- 
vestor, ever ready to consume the 
savings of ill-advised aspirants 
who have the beguiling ambition 
to “open a store and be indepen- 
dent.” 

That is why small garages, small 
restaurants, and small grocery 
stores have always headed the cas- 
ualty lists of retail business mor- 
tality, the average grocer, for ex- 
ample, having a statistical business 
life of only eight years. 

When Andrew Carnegie said years 
ago that “Business success is 25% 
money, 75% the man,” it is prac- 
tically certain that he was speak- 
ing more along philosophical lines, 
with regard to the preservation of 
capital by merchandising and 
managerial ability than with mone- 
tary resources in the usual sense 
of the capital investment needed 
to set up a business enterprise. 

He was speaking figuratively, 
rather than literally, and he had in 
mind the permanence and preser- 
vation of a business rather than 
merely the launching of it on the 
turbulent sea of competitive com- 
merce and industry. 


Even a plethora of monetary 
capital can never guarantee endur- 


ing success in the absence of abil- 
ity and a sustained market for the 
investor’s wares. Starting finances 
must always be ample so as to pro- 
vide the best auspices for sound 
management, according to the 
character of the investment, pre- 
vailing economic conditions, estab- 
lished competition, and the poten- 
tialities of the trade territory 
selected. 

Capital that, 25 years ago, gravi- 
tated chiefly to the utililties, trans- 
portation companies, and power 
projects has since been finding in- 
creasing application for invest- 
ment in various retail distributing 
fields, a notable illustration of 
which is the nationalized “chain” 
food industry. 

Fortunately, for our industry, 
this idea of multiple-unit operation 
on a national scale is not as con- 
formable to a business selling type- 
writers, adding machines, check- 
writers, filing cabinets, and office 
furniture as it is to groceries, shoes, 
and drug-trade items. 


There are also the additional dis- 
similarities that every stationery 
outlet serves a larger radius than 
other retail outlets and that the 


Don't Let Habit Stand 
In Way of Progress 


Any dealer who will not change 
his system or methods because 
“It has never been that way be- 
fore,” will eventually be pushed 
to the wall by competition. 

Such a man is not likely to be 
able to make the right move at 
the right time. In all his business 
thinking he is the servant of old 
customs instead of being the mas- 
ter of new ideas and trade trends. 


Such a self-handicapped dealer 
must snap out of his tradition-fet- 
tered state and be willing and 
eager to investigate every new 
merchandising idea or managerial 
method that is brought to his at- 
tention. 

The race is to the fastest and 
keenest thinkers and planners in 
every line of trade and industry. 
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stationery business (at least, when 
it is a full-line establishment) usu- 
ally necessitates a larger stock, 
fixture, and location investment. 
It also involves special goods and 
special service features, auxiliary 
to the mere selling of supplies or 
appliances, as well as to many fea- 
tures that involve technical as well 
as selling knowledge and experi- 
ence. 


Requires Sagacity 

In accordance with these facts 
and conditions, it is indisputable 
that the establishment and devel- 
opment of a stationery and office 
appliances business to the status of 
local leadership and conspicuous 
financial success, certainly requires 
more specialized trade knowledge 
and merchandising sagacity than 
the typical retail store in other 
lines. 

Such a business as the stationery 
business can never be reduced to 
operation by virtual automatons 
and mere price appeal—a truth 
that invests the stationery busi- 
ness with a distinct individuality 
and “personality” among most 
other kinds of retail operations. It 
is incontrovertibly the one business 
that caters to all other businesses! 

The stationer who has a strong 
and ascendant business should, 
therefore, do everything in his 
power to keep it head and shoul- 
ders above competition, knowing 
that the market for such a business 
is as certain as the existence of 
business itself. That is, provided 
he can maintain his reputation for 
his ability to cater to the require- 
ments of that market with effici- 
ency, dispatch, and complete sat- 
isfaction to every buyer. 


Advertising Pays 
The mill run of retail stationers 


are said to be weak advertisers by 
virtue of which condition, the out- 
standing exponents of efficient ad- 
vertising in the stationery trade 
usually reap a good sales harvest 
as the reward of their creative 
enterprise and _ sales-promotion 


talents. 

There is no business that will not 
profit by advertising, if the adver- 
tising is the right kind and the 
store and the goods and service are 
attuned to the caliber of the pub- 
licity. 

The weak concept of advertising 
among many dealers is simply that 
of stimulating the sale of this or 


that article or machine. They lack 
sufficient consciousness of the over- 
all or accumulative purpose which 


Should be that of creating domi- 
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nant influence for the business 
throughout its trade area and fos- 
tering an inalienable reputation 
for the store as an institution of 
business-efficiency supplies and 
service. 


“A good name is more precious 
than riches,” and, in business, is 
prerequisite to the attainment of 
riches, which means that the sta- 
tioner whose record of performance 
has earned a good name for him, 
should “burn that good name into 
the consciousness of the public. He 
should use every practicable de- 
vice of sound advertising until it 
becomes a “buy-word” for office 
sundries, supplies, and appliances 
throughout the trade-drawing ra- 
dius which his business serves. 


Must Earn Prestige 

The price argument is an in- 
stantaneous appeal, but prestige is 
of slow growth. It can’t be acquired 
by claiming it—it has to be earned 
by performance—by service, values, 
and ideals that excel the best en- 
deavors of competitors, or at least, 
never fail to equal them. 


The standard of business prac- 
tices in all lines has been elevated 
to such heights that honesty is 
common in all trade relations in 
these times, but more reliability 
and progressiveness are still needed 
in many establishments to bring 
them to the top and keep them 
there. 

There are very few dealers in any 
line who fail from lack of knowl- 
edge of what they are selling and 
probably few who fail from lack of 
effort. But knowledge of merchan- 
dise is of relatively little value 
without equal knowledge of mer- 
chandising, and mere effort is not 
an assurance of success if the effort 
is not being directed in accordance 
with correct principles and pro- 
cedures for entrenching the busi- 
ness in public favor. 


Principles Remain 

The basic principles of honest 
dealing and progressive retailing 
never change, but the style or man- 
ner of doing business, as regards 
both customers and competitors, 
certainly does change—often sud- 
denly and unpredictably—and the 
stationer who is slow to understand 
and embrace the new situations 
has no claim upon large and 
permanent success. 

The most successful dealers real- 
ize that no one man can run a 
business alone, though there are 
many who can ruin a business. A 
business can be built around a 
personality, but it must always 





function as an organization. 

When employees are not merely 
instructed to do things a certain 
way, but are really educated in 
merchandising, so that they will 
understand the reasons and prin- 
ciples underlying certain methods 
and procedures, they will arrive 
eventually at that point of com- 
petence where, while needing less 
supervision and direction, they will 
actually do more sales-promoting 
work. 


Discussions Aid 

The proprietor who is constantly 
building a bulwark against com- 
petition or striving to outdo com- 
petition, knows that educative 
group discussions help to sell his 
merchandise. 

The employees meet as a group 
under the direction of the proprie- 
tor or store manager, once a week, 
or at least, once a month, to dis- 
cuss store operations and analyze 
sales results. 

Such discussions produce a bet- 
ter all-around understanding of 
the store’s business and policies 
and stimulate the free interchange 
of valuable ideas. 

The ideas suggested are kept 
within practical bounds by the 
opinions of the entire group; 
whereas, if put into practice solely 
on the enthusiastic opinion of only 
one man, an idea might prove un- 
sound. 

Salesmen should be encouraged 
to contribute their ideas to the 
advertising and display endeavors 
of the business, beeause many a 
good idea comes from the ranks 
and salesmen can often suggest 
original schemes for displaying 
both seasonal and staple merchan- 
dise. 


Displays Vital 

A great deal of attention should 
be accorded displays in such meet- 
ings, because good displays—not 
only in the windows, but inside the 
establishment—are such an impor- 
tant accessory to salesmanship. 

Often the right kind of display 
set-up stimulates sales of some- 
thing new or acts as a reminder 
of some well-known commodity or 
article currently needed by many 
buyers. 

Good window displays turn feet 
into the stationer’s entrance while 
good counter and floor displays in- 
vite buyers within close inspection 
reach of the actual merchandise; 
whereas, even the best advertise- 
ment can accomplish almost 
nothing until readers come into the 
store to see the merchandise. 
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makes business hum 


Accounting Service Built 
Around a Modern Office 
Machine in Indiana 


@ PHIL SPITALNY and his All- 
Girl Orchestra are selling book- 
keeping and tax accounting serv- 
ices in Indianapolis this season. 


In between the melodious per- 
formances of Evelyn, her Magic 
Violin, and the rest of the Spitalny 
entourage, an Indianapolis an- 
nouncer tells “Mr. Small or Me- 
dium-Sized Businessman” how he 
can get rid of all the headaches of 
bookkeeping and tax figuring for 
“pennies a day.” 


The sponsor is the Taylor Book- 
keeping Service, second largest lo- 
cal user of air time on WISH, the 
American Broadcasting Company 
station in Indianapolis. 


President and spark plug of this 
unusual business service is Wen- 
dell Taylor, a small, quiet man of 
38 with unlimited ideas and an ex- 
perimental nature. 


Wendell Taylor brought a spirit 
of restlessness with him when he 
took over the management of the 
Taylor Publishing Company, Inc., 
a few years ago. Founded by his 
father-in-law in 1914, the parent 
company had for many years been 
eminently successful in the pub- 
lishing of business news and re- 
ports for large corporations, espe- 





Easily Done . . . John Rice, gen- 
eral manager, demonstrates the ease 
by which Tayor Bookkeeping Service 
operators compute business statements 
for customers. 
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cially insurance firms, all over the 
country. 


One of its services, still performed 
regularly, is the issuing of a weekly 
news letter summarizing the latest 
developments in tax and legislative 
procedures. This is still a valuable 
tool for the executives of hundreds 
of the nation’s largest corporations. 


In his early efforts to expand 
this news letter, Wendell Taylor 
considered publishing a letter on 
accounting for small and medium- 
sized businessmen. He learned 
quickly, however, that this was the 
wrong market. 


More than Advice 

The average small midwestern 
businessman with one to 20 em- 
ployes had no accounting depart- 
ment to which he could refer the 
Taylor news letter. He was also 
frank in admitting that the infor- 
mation in the letters was over his 
head. 


“T learned that the small busi- 
nessman doesn’t need advice on 
how to do his accounting; he needs 
someone to do it for him,” Mr. Tay- 
lor recalls. 


In looking over the possibilities 
of opening a bookkeeping service 
for the small and medium-sized 
business of Central Indiana, Mr. 
Taylor decided the job could be 
done most efficiently with large- 
scale, mass-production methods. 
He examined the methods of the 
firms then in this field and con- 
cluded that their methods involved 
too much waste motion. In almost 
every case, an accountant would 
visit the store, shop or office of the 
customer and do all his figuring 
right there, using whatever book- 
keeping equipment the customer 
happened to have on the premises. 


To Wendell Taylor’s way of think- 
ing, an accountant’s time is too 
valuable to be wasted in traveling 
from one customer to another. His 
idea was to keep his accountants 
working at peak production in a 
comfortable, well-lighted office 
with the most modern bookkeep- 
ing equipment he could get. 


Mesengers could do the neces- 
sary traveling from customer to 





. Wendell Taylor, 
operator of Taylor Bookkeeping Service, 
Indianapolis, Ind. 


At the Helm .. 


customer, bringing their records 
and figures into the Taylor offices 
where the accounting work could 
be done in less time, at lower cost. 

The building occupied by the 


* Taylor Publishing Company had 


enough office space to accommodate 
the new bookkeeping service. The 
publishing end of the business also 
had the necessary personnel to de- 
sign and print the efficient, cost- 
cutting bookkeeping forms which 
the Taylor service introduced. 

In the matter of equipment, Mr. 
Taylor and his general manager, 
John Rice, chose Remington Rand’s 
printing calculator, a new develop- 
ment at that time. 

By using this machine, Mr. Tay- 
lor was able to do with one piece 
of equipment what usually requires 
two units to accomplish. In the 
type of figuring done by the Taylor 
service, a major portion of the work 
consists of adding the total busi- 
ness volume of the clients. Figures 
on percentages of profit and cost 
must be developed. 


Serves Well 

The Printing Calculator serves 
both purposes. Its 10-key panel 
enables the operator to enter and 
compute all figures by the touch 
method. Without ever looking up 
from the papers or forms on which 
he is working, the operator can 
jump with ease from addition to 
multiplication, substraction or divi- 
sion. 

The Taylor service has also capi- 
talized on the fact that the Print- 
ing Calculator provides a printed 
record on tape of the work accom- 
plished. By stapling these tapes to 
the bills or records totaled, they 
have a permanent proof of the fig- 
uring process in the handling of 
every problem. 

With all the preliminary ground- 
work and methods worked out, 
Wendell Taylor officially launched 
his bookkeeping service in January, 
1948. A good indication of its suc- 
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cess lies in the fact that this year 
he will be figuring 1951 income 
taxes for more than 1,000 clients. 

The average cost of $20 a month 


is a small price for the peace of 
mind purchased by Mr. Taylor’s 
customer. Each month, the Taylor 


firm supplies him with an enve- 
lope for his cost and income rec- 
ords. If the business is a store, as 
the majority are, the owner mere- 
ly enters his daily cash register 
receipts on a form which the Tay- 
lor Service provides. If he has a 
cash register which produces a 


tape record, he puts the proper 
date on each day’s tape and places 
it in the same envelope. 


Taylor Service will check the 
totals and give him any volume 
breakdowns he wants from this 
tape. The other requirement for 
the store owner is to place all his 
paid bills in the same Taylor en- 
velope. Once a month, the full 
envelope is picked up and an empty 
one left in its place. 

As each customer receives his in- 
come or other tax forms, he places 
them in the same envelope. These 
forms are returned to him in a 
short time filled out and ready for 
signature. 

Each envelope is opened sepa- 
rately at the Taylor offices and 
spread out on large-topped sorting 


tables. Here, are totalled all in- 
come, expenses and payrolls and 
are computed monthly totals for 
gross income, gross expense, and 
gross and net profit. 

These totals are entered on a 
form which is sent to the customer 
as a monthly operating total. The 
same form contains a space where 
the client’s income to date for the 
current year is entered. 

In going into radio advertising, 
Wendell Taylor has sponsored 
such nationally known packages as 
The Hardy Family, the Guy Lom- 
bardo Show, the Allen Roth Show 
(currently) and Spitalny’s Hour of 
Charm. 





THE SALT LICK 


Monthly Musings on Salesmen 








and their Problems 
by L. R. ADDINGTON 


Vice-president, 

Dealer Sales, 

Art Metal Construction 
Company 


m OFFICE EQUIPMENT 
and office supplies fall 
into the classification of 
service equipment. This 
service equipment contrib- 
utes to the making or using of records and there- 
fore must be considered the production tools of the 
office. 

There are three factors to be considered both by 
the buyer and the seller when buying and selling 
office equipment and supplies, namely, purchase 
price, quality, and value. 

The job of buying and selling too often brings 
into focus the two least important of these factors. 
The buyer concentrates on the price viewpoint and 
the salesman with less determination tries to prove 
that his product is worth more money because of 
its superior quality. 

The wise buyer and conscientious, honest sales- 
man will dwell on the value of the item sold (value 
or usefulness being what you get back in service 
by using the item in office record production). 

When the salesman is selling the prospect, he 
should compliment the person or persons inter- 
viewed, by submitting a factual outline of the points 
of value that he, the salesman, believes important 
to the customer who is going to use the proposed 
product. 

Obviously, value is made up of quality in the 
merchandise and proper functional design. Careful 
presentation of the service or use values, and com- 
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plete assurance that the person using the new 
product will be shown how to use it to the best 
advantage, is most important to the owner of new 
equipment. 

Where a new and better product is being sug- 
gested, which will replace outmoded equipment or 
supplies, it is often well to show the advantages of 
the present equipment and the many more advan- 
tages of the suggested new equipment or procedures. 

As examples, suppose on carbon paper, which 
costs 10% more, you could prove that there was 
20% more service in better carbon paper. Or sup- 
pose a person seated comfortably at his work, 
wastes less time chasing to the pencil sharpener, 
the water cooler, or the rest room, so that they get 
out one more letter a week. Savings of this kind 
pay for better equipment and supplies very quickly. 
Surely it is not difficult to understand and believe 
that tools or equipment which we use every day 
will pay back in saved labor dollars many times 
their cost if they are the right tools for the job. 

Another obvious value to the customer or the user 
is the often overstated and under-priced item of 
service. 

The customer will gain through good service when 
it centers around the continued interest of the sales- 
men in the work problems of the office, and his 
determination to be sure to help people use the 
things he has sold to the best advantage, and in 
following up on the things he has sold, he will be 
exposed to new needs and new requests for infor- 
mation from his satisfied customer. 

We should never overlook the fundamental, eco- 
nomic truth that there is seldom any profit to the 
user merely through the act of purchasing merchan- 
dise which is going to be used over and over again 
in the office by high-priced labor. 


The gain to the user must be the repetitive small 
gain in using the right thing day after day and in 
many cases, year after year, to produce the great- 
est number of records and service with the smallest 
possible consumption of office labor. This is the 
same principle which has made American plant 
production the tops in all the world, and it can be 
applied wherever people, machines, and work 
benches are used. 


Next month—How good advertising to key people 
pays. 
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ow fo build good will on 








every sales call and customer contact 


by EDMUND MOTTERSHEAD 
special writer 


@ PEOPLE BUY FOR a wide va- 
riety of reasons. Those whom a pro- 
fessional salesman must deal with 
are of many different types, atti- 
tudes, prejudices, and dispositions. 
It is consequently desirable that 
the salesman avoid jumping to snap 
decisions as to whether or not this 
particular individual will buy the 
“deal” he is offered, or whether he 
is worth bothering about as a pos- 
sible customer. 

The fact is that the unusual con- 
ditions of the war years and post- 
war years have upset many of the 
normal elements of buyer-seller 
relationships. The result is a need 
for extra care on the part of the 
salesman to build good will for his 
company with every customer rela- 
tionship. 

Studying the “head bumps” or 
the color of a man’s hair—phreno- 
logy and pseudo-sciences of char- 
acter analysis—are of little avail. 
If you can get the prospective buyer 
to open up and talk about his own 
needs and problems, his family, his 
business, his likes, dislikes, and 
plans for the future, you can go a 
long way towards qualifying him 
as a potential buyer. 

At the same time, most experi- 
enced salesmen realize that many 
sales are built up over a relatively 
long period of time, and that it is 
necessary to build customer good 
will gradually over a series of con- 
tacts and interviews. 

Repeat business is the heart of 
any business that stays in business. 
Strange as it may seem, the man 
who once buys usually buys again 
from the same source. I can recall 
many instances of this happening 
with my father, who spent 30 years 
in the North Dakota farm land 
business, as he sold the same farmer 
additional land or helped the same 
man through trades and deals time 
and again over the years. 

“Free” business—business which 
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requires no active advertising or 
sales promotional activity—recom- 
mendations from satisfied custom- 
ers and friends, is the best and most 
profitable source of new business. 
The professional field salesman who 
cannot create a high percentage of 
his deals through direct tips and 
leads from friends, customers, and 
friends of customers, has some- 
where in his selling technique a 
serious weakness. 

The only effective way salesmen 
can obtain these two types of busi- 
ness—repeat and recommended—is 
by building prospect good will on 
every call, both good will for him- 
self as an individual, and good will 
for his company. 


It’s Capital Gain 

“Good will” is the capitalized 
value of the estimated net income 
from business which will continue 
to the company or salesman with- 
out solicitation because of previous 
contacts and deals made. 

It might be interesting some time 
to look back over the record of two 
or three years’ business and see 
just how much of it is traceable to 
this good will, coming to you either 
through repeat customers or 
through recommendations of cus- 
tomers and friends. If you can cal- 
culate this fairly closely, capitalize 
the amount at 10% to see for your- 
self roughly what good will is 
worth. 

Building good will is more than 
creative selling in its usual sense. 
It means creating friends, develop- 
ing and maintaining. relationships 
which will be of long standing and 
from which can come activity and 
business time and again over the 
years. People on the outside, look- 
ing at the record of success which 
some salesmen and businessmen 
have made, speak of having the 
right “contacts” or having a “pull’’ 
or a “fix” in the right places. 

The truth of the matter is usually 
more fundamental than that. Last- 
ing business friendships are based 
on more than personal likes and 
dislikes or temporary advantages to 
be gained by one party or the other 


to a transaction. Such good will 
is based upon mutual] trust and 
esteem, full recognition of the inte- 
grity and professional ability of 
both parties. 

I can recall one extreme instance 
of the personal good will built up by 
a business man years ago who was 
forced into bankruptcy in the crash 
of 1921. After going through the 
wringer, and losing everything he 
had built up over a period of many 
years, his local banker made him 
a $10,000 loan on his simple signa- 
ture for a fresh start and gave him 
a letter of credit to use with other 
banks. This said in so many words: 
“Mr. X ----- is good for anything 
he signs his name to and we will 
stand back of him.” 

He had, of course, over a period 
of years built up a close personal as 
well as business friendship with his 
bank, but banking practice and 
friendship have been known to part 
company long before such a point 
was reached. 

The Biblical act of casting your 
bread upon the waters is more than 
fine sentiment; it is based upon a 
basic principle in human relation- 
ships. Consistent, simple honesty, 
doing the right thing because it is 
the right thing to do and not be- 
cause you can hope for immediate 
gain, common human decency, are 
the basic elements in such “bread” 
cast upon the waters of modern 
business. 


Right Thing to Do 

H. P. Williams, for many years 
the advertising manager of Hart, 
Schaeffner & Marx Clothing Com- 
pany, and one of the pioneers in 
establishing professional ethics in 
American advertising, often said: 
“The Golden Rule is the basis of 
good business, not because you ‘do 
unto others because you want them 
to do unto you’ but because it is the 
right thing to do in the first place.” 

The code of ethics of the National 
Asociation of Real Estate Boards 
says in part in its preamble: “The 
realtor is the instrumentality 
through which the land resource of 
the nation reaches its highest use 
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and through which land ownership 
attains its widest distribution. He 
is a creator of homes, a builder of 
cities, a developer of industries and 
productive farms. Such functions 
impose obligations beyond those of 
ordinary commerce: they impose a 
grave social responsibility .. .” 

To a large extent, of course, a 
similar ethical basis is an integral 
part of selling in every line, and 
the professional salesman who can- 
not develop a “feel” for the ethical 
relationship he establishes with his 
customers finds himself a hard row 
to hoe before many months have 
passed. 


Here’s How: 

At this point, you might say to 
yourself: “Such fine ideas are very 
nice, of course, and I recognize the 
desirability of getting repeat or 
recommended business, but how do 
you go about building good will with 
every call?” 

First, by doing a good thorough 
job of using the techniques of pro- 
fessional selling, making sure you 
understand the needs of your pros- 
pect, making sure you have done 
a thorough job in presenting the 
salient points of your product, mak- 
ing sure the customer understands 
and appreciates the importance of 
these points, giving the prospect the 
feeling that you and he are mutual- 


ly working out a solution to HIS 

problem, not two antagonists fenc- 

ing around to see who can win. 
Secondly, there are a number of 


simple things you can do to make 
people like you personally and like 
the company you represent. Try 
developing—and showing—a genu- 
ine interest in other people not just 
because you hope to do some busi- 
ness, but an interest in people for 
their own sake 

The news vendor on the corner, 
the receptionist in your prospect’s 
office, the waitress in the cafeteria 

.. these are the people whom you 
should start showing an interest in 
for their own sake as individuals. 
Once the habit is formed, it is easy 
to transfer it to your dealings with 
prospects and buyers. 


Smiles Needed 
If you want to make people like 
you, smile! Like begets like, and 


action begets reaction. Charles 
Schwab claimed that his smile had 
been worth a million dollars to him, 


for his charm and ability to make 
people like him were almost en- 
tirely responsible for his outstand- 
ing success 

Personal managers of retail stores 
make a point of hiring sales girls 
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with "personality” rather than 
brains, girls who can make custom- 
ers like them and like the store. A 
sincere smile wins friends and 
builds good will on every contact. 

In many ways, the professional 
salesman starting out to call on a 
prospect has much the same prob- 
lem as the young man courting a 
young lady for the first time. His 
first job is to make her like him, 
then listen to him, then understand 
him, then believe him, and finally 
to follow him. Courtin’ and cour- 
tesy come from the same basic lan- 
guage roots, and a sincere, friendly 
smile is the first important step. 

I happen to have been born with 
an unusual name. There is only one 
other person of my name in the 
Chicago telephone directory, and 
possibly only a scattered half-doz- 
en or so in the country. Conse- 
quently, many people have trouble 
understanding the name over the 
telephone, or pronouncing it when 
they first hear it, but once they get 
it, they never forget it. 

The result is that a great many 
people know me and call me by 
name that I either have never seen 
or fail to recognize. Nevertheless, 
this personal recognition by name 
is very flattering. A man’s name is 
one of his most cherished posses- 
sions. Get it right, spell it right, 
pronounce it correctly, and in talk- 
ing with him, use it. As far as he is 
concerned, his own name is the 
most important word in the lan- 
guage. 


Listen Well 

Professional salesmen recognizes 
the importance also of being a good 
listener, not only to draw factual 
information out of the prospect so 
that they might better understand 
his problems and point out how 
their solution fits his needs, but also 
for the simple reason that being a 
good listener is an additional way 
of getting people to like you. 

Next to the sound of their own 
names, people generally like to hear 
the sound of their own voices. Get 
your prospect to talk about himself, 
his family, his hopes and plans, and 
he will love you as a good listener 
and an intelligent conversationalist. 

People like a sense of importance, 


a sense that they are “superior” in 
some way. One sales analyst points 
out that in many instances there is 
a psychological conflict rightly or 
wrongly, in many sales interviews, 
in which both the buyer and the 
seller more or less battle for domi- 
nance. 

The buyer feels that he is impor- 
tant and superior to this “peddler” 
and attempts to make the salesman 
knuckle under to him. The sales- 
man may also feel that as an ex- 
pert in his line he is vastly superior 
to this ignorant and stupid buyer. 

Actually, such behavior and atti- 
tude on the part of both men indi- 
cates a basic lack of self confidence 
in entering into a relationship 
which rightly should be character- 
ized by a feeling of mutual respect 
and confidence in the other per- 
son’s intelligence and integrity. 


Recognize Buyer 

One way to avoid such a struggle 
and conflict of personalities is for 
the salesman to let the buyer 
achieve some sense of self impor- 
tance by giving the salesman some 
advice, expressing his opinions on 
the subject at hand, or possibly by 
getting him to do the salesman 
some small personal favor. 

It is well said that it is more 
blessed to give than to receive. It is 
psychologically much easier for us 
to be “givers” and have the psy- 
chological sense of importance and 
virtue resulting from giving, than 
it is for us graciously to accept ad- 
vice and help and favors. Make 
your listener feel important, and 
he will go on listening, and buying. 

Remember that building good 
will is more than making a single 
sale; it is developing business 
friendships for yourself and your 
company which will survive through 
the years and form an important 
part of your future business, either 
through recommended business or 
repeat business. 

If you will take the time and 
trouble to estimate the good will 
you now have established, capital- 
ize it and estimate its total dollar 
value, you will begin to see the 
importance of the “estate” you can 
build for yourself in such friend- 
ships and relationships. 





The gold mine of any business is its list of present customers. It may 
be a very poor little gold mine, or it may be like one of the great 
mines of Johannesburg. It pays to study the people who are giving 
the business its revenue. By pleasing them and adding to their num- 


bers, a business prospers. 


—The Efficiency Magazine 
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Boost tastes tie 








custom signs and a sign “library” 


by BERT MERRILL 


feature writer 


@® A LONG-STANDING POLICY 
which has had a lot to do with 
steady sales success of Kendrick- 
Bellamy Company, outstanding 
stationers of Denver, Colorado, is 
the fact that no “canned win- 
dows,” manufacturers’ posters, or 
ready-made displays of any sort 
are used. 

The store has for more than a 
decade produced its own custom, 
individually-lettered descriptive 
signs for every display, either in 
the windows or interior of the 
store. 

This policy has been the result 
of long-range thinking by H. E. 
“Woody” Woodend, display man- 
ager for the store, and Jack Ken- 
drick, head of the firm. One of its 
most important tenets is the use 
of descriptive signs which give the 
public some information about 
every product shown in the Ken- 
drick-Bellamy windows, whether or 
not the item is a commonplace, 
everyday bit of office equipment, 
with which most visitors may be 
expected to be familiar. 


Builds Curiosity 

Thus, whether the item on dis- 
play is a steel office desk, or a com- 
plex filing system, there is always 
to be found a neatly hand-lettered 
sign in one corner or in the center, 
which gives a “thumbnail descrip- 
tion” of the use of the equipment, 
and is inclined to build up the 
onlooker’s curiosity to the point 
where he will come into the store 
for additional information. 

The store has followed this rule 
inviolately for many years, with 
the result that many Denverites 
have received at least a smatter- 
ing of “office equipment informa- 
tion” merely from regularly read- 
ing the signs which appear in the 
Kendrick-Bellamy windows. 

The signs, for the most part, are 
lettered by Mr. Woodend in black 
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Typical Examples of Custom-Made Signs by Kendrick-Bellamy Co. 


India ink on 11x14 inch cards, with 
or without border, and average 
anywhere from 10 to 31 words in 
the description contained. Occa- 
sionally, more artistic signs are 
turned out on buff or tan back- 
grounds, with colored letters used 
to emphasize gift lines, develop- 
ments in office appliances and 
equipment. 

Turning each sign out on an 
easel, with drafting tools and a 
considerable sense for artistic pro- 
portions and balance, is a long ex- 
hausting job, according to Mr. 
Woodend, but results have always 
justified this additional expense 
and labor for the Denver stationery 
store. 

Both Mr. Woodend and Mr. Ken- 
drick share the same conviction 
that the “canned window” sent out 
ready-made by manufacturers, in- 
cluding posters, display props and 
merchandise, has far less value 
than the individually-designed dis- 
play. “Our theory is that there is 
very little point in showing a win- 
dow display which may be read- 
ily duplicated somewhere else with- 
in a few blocks,” Mr. Kendrick said. 

“Actual experience shows that 


once a passerby has admired a par- 
ticular window display, whenever 
he sees a duplicate of the same dis- 
play somewhere else, he actually 
does not see it at all. Therefore, 
we have attempted to make every 
Kendrick-Bellamy display as in- 
dividualistic and interesting as 
possible, with no relation to pro- 
motional windows being used else- 
where. Hand-produced signs are 
one of the best methods of doing 
SO. 

There may be anywhere from 8 
to 15 such “descriptive signs” in 
simultaneous use around the Ken- 
drick-Bellamy sales floor. The copy 
on each sign is the result of a con- 
ference between department buy- 
ers, Mr. Woodend and Mr. Ken- 
drick, who together develop the 
selling message which is to be in- 
cluded. 

Some of the information is ex- 
tracted from manufacturers’ liter- 
ature on his own product, other 
from a sense of seasonal impor- 
tance. Actual spacing and the 
number of words which may be 
placed on a sign are, off-course, 
under Mr. Woodend’s direction. 

These small “conferences” in- 
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evitably result in well-balanced, 
terse signs which carry maximum 
impact to the passerby, and which 
are considered responsible for a 
large part of sales increase over 
the years. Limiting sign messages 
to final results of a discussion of 
this sort, also means that each de- 
partment in the store actually gets 
a hand in their production, and 
there are no instances in which 
sign materials have been over- 
slanted for one section of the 
store. 

Mr. Kendrick, through long ex- 
perience, feels that there should 
be three basic points observed in 
every sign’s production. 

First, it must describe merchan- 
dise in such a way that the cus- 
tomer may see a use for it in his 
own business, or intrigue his curi- 
osity enough to come in for addi- 
tional information. Second, the 
sign must suggest “action,” such as 
“Buy It Today,” “Save Labor,” and 
so forth. Third, the sign must give 
a price, or indicate to the customer 
that a certain amount of saving 
is possible with the use of the item 

an economy point ,.which must 
always be observed. While it is 


not possible for all of the indivi- 
dual custom signs at the Denver 
stationery store to fit this pattern, 
in general, the passerby finds the 
three points brought out within a 
maximum of 31 words. 

Another important point in con- 
nection with the production of 
“custom windows” by Mr. Wood- 
end, is the fact that his individual- 
ly-lettered signs are durable, and 
versatile enough that they may be 
used again season after season. For 
this reason, a large file is main- 
tained in the display department, 
in which are kept signs to fit each 
merchandising period of the year, 
each season, each line of merchan- 
dise in the store, and so on. 

“We usually manage to use the 
individually-lettered signs at least 
two or three times,” Mr. Woodend 
said: “Before they become dirty, 
broken, and so forth, or there are 
such changes in the market that 
they no longer fit the situation. 
We believe that the public memory 
is usually very short-lived, so that 
the card which is used to promote 
staplers during spring, for example, 
may be readily used the following 
fall, with little or no remembrance 
of having already seen it. 


what the courts say— 


“However, we do not run the pol- 
icy into the ground, with too much 
repeated use of the same signs. In- 
stead, we re-use every sign where 
it is initially possible, moving them 
from the window into the store in- 
terior, or vice versa, or always ex- 
hibiting them at different points 
through the store. About three 
uses, where the sign is on display 
for a week or more, is about the 
maximum, inasmuch as they are 
bound to suffer some damage dur- 
ing that time.” 


The signs, when put away, are 
slipped into heavy Kraft envelopes, 
with a duplicate of their message 
reproduced in soft pencil on the 
front. This does away with the 
danger of soot, smudges and damp- 
ness and preserves them for later 
use. 


It is largely because of the suc- 
cess of the individual signs that 
Kendrick-Bellamy has developed a 
one-two-three punch in display 
promotion. Whenever a display ad 
is run in Denver newspapers on 
any particular item, the policy is 
to use both a window display and 
an interior display on the same 
topic, the day following. 


(Case Histories Reported by Albert Woodruff Gray) 


ABOUT PRICE ADJUSTMENTS 


@ An order for furniture was acknowledged by the manufacturer 
and on the acknowledgment was stamped, “All prices subject to 
adjustment to prices in effect at the time of shipment.” 


The manufacturer failed to deliver the furniture. A lawsuit was 
brought by the dealer against the manufacturer for breach of 
contract. In his defense, the manufacturer maintained that since 
no price was agreed upon there had been no contract and, con- 
sequently, no breach for which he could be held liable. 

The Federal Court of Appeals in its decision in favor of the 


manufacturer, holding that this was not an enforceable contract, 
followed as authority a decision by that court two years ago in 
which it was held that a contract for the future delivery of goods 


will of only one of the parties to the sale. 


‘A contract in its nature and character and according to the 
intention of the parties, should involve and impose a reciprocity 
of obligation and duty. And it is law that to make a valid exe- 
cutory contract there must be at least two parties capable of 


contracting and both must be bound thereby. The promise of each 
must be concurrent and obligatory on both at the same time to 
render the promise of either binding.” 

A situation almost identical with that involving this furniture 
order in which the price was left for adjustment at the time of 
shipment, was another case before that same court involving a 
sales contract with the clause that the price was left to the seller's 


determination on or before fifteen days before shipment. 

Holding in that case as it did in these two recent decisions the 
Federal Appellate Court said, “We see nothing in this contract 
which takes from the seller the absolute right to fix the price in 
the future. Certainly the buyer has no voice in fixing the price. 
Upon the ground of uncertainty and also for want of consideration 
we conclude that the agreement as drawn was unenforceable.” 

x * * 
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ON RETURN OF DEFECTIVE GOODS 


@ The sales contract made by a Missouri firm for the purchase of 
a cash register contained the provision, “All defects in manufac- 
ture to be made good for a period of one year from the date of 
the invoice and should said system get out of order through ordi- 
nary and proper use during such period of one year, then, and in 
that event, the company agrees that it will make all necessary 
repairs and adjustments at its factory without charge to the pur- 
chaser, provided that said system shall in either of such events, 
be returned to the company for such repairs or adjustments. 

“Upon the completion of such repairs or adjustments the com- 
pany will return said system to the original point of shipment, 
shipping charges one way to be paid by the company, and the 
holder of this guarantee to pay shipping charges the other way. 
We make positively no other guarantee as to any of our products 
other than made herein.” 

The machine was defective. The purchaser complained to the 
salesman but failed to return the cash register according to the 
terms of the agreement that it should be so returned for repairs. 

The law governing claims by a customer in the purchase of 
goods under contracts with provisions of this character is both 
cleqr and mandatory. The lawsuit brought by the purchaser of 
this cash register was decided according to an earlier decision 
in which the court had said, “In a sale of a chattel with a war- 
ranty, accompanied by a stipulation making the warranty condi- 
tional upon certain acts of the purchaser it is incumbent on the 
purchaser to show fulfillment of the condition before he can hold 
the seller liable on the warranty.” 

In its decision in this lawsuit relating to the sale of this cash 
register in September last year, the court said, “The contract 
fixed and limited the seller's responsibility in the event of a 
breach of either of said warranties, to an adjustment or repair of 
the machine within one year from the date of the invoice provided 
that the machine be returned to the seller for such purpose.” 


xx*«re 
References: 
McCaskey Register Co. v. Link, 242 S.W. 2d 281, Mo. 
Brooks v. Wells, 167 S.W. 604, Mo. 
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be sure that it’s in the agreement 


by ERNEST W. FAIR 


special writer 


mw SOME DAY, SOONER OR LAT- 
ER, almost every office supply dealer 
will have an opportunity to pur- 
chase another business, sel] his own 
or arrange a consolidation. The 
problems that will arise are mani- 
fold. One points stands out—be 
sure that everything is in the 
agreement! 

We have checked with a number 
of recent sale transactions, with 
lawyers and accountants, and se- 
cured 38 pointers that should be 
remembered when any such agree- 
ment is made. They are: 

1. Definite legal ownership should 
be established by not only inspect- 
ing titles but checking them against 
county clerk’s records. 

2. Date should be set for taking 
an inventory, books closed and 
creditors established before making 
the actual agreement. 

3. Make such transfers of title 
as of the first of the month in order 
to expedite figuring balance sheets 
involved. 

4. The agreement should include 
a clause prohibiting the selling par- 
ty from going into the office supply 
business within the territory for a 
given length of time, preferably 
five years. 

5. Experience has shown that it 
will always pay to have lawyer, and 
if possible an accountant, handle 
technical details. 


Hinges Upon Date 

6. Effective date of agreement 
should be established before enter- 
ing into details as many decisions 
will hinge upon the date itself. 

7. A definite time should be es- 
tablished in the agreement for clos- 
ing of the business involved in 
order to speed up accounting. 

8. Assets included in the stipu- 
lated price should be set out in de- 
tail and not generalized. 

9. A check should be made for 
mortgages and liens against the 
business or property before enter- 
ing into the agreement. 

10. Where an impartial arbitra- 
tor is needed in establishing values 
a supplier salesman covering the 
territory can generally be depended 
upon to do the best job. 
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11. Transfer of accounts past 30 
days due should be avoided. Gen- 
erally such accounts are transfer- 
red only for collection purposes and 
the new owner receives a fee for 
handling. 

12. A base method of pricing in- 
ventories should be set at the start 
of negotiations; whether it will be 
cost or market value. 

13. A complete analysis of the 
tax situation should receive very 
close study; this should include all 
local, state and federal taxes. 

14. Most “losses” in such pur- 
chases occur in over valuation of 
dead-stock inventory. Newest trend 
is a dual inventory base figure, i.e., 
one for movable merchandise of 
value and another for that fitting 
into the ‘dead stock’ category. 


“Pick and Choose” 


15. When such an agreement 
cannot be reached “pick and 
choose” arrangements are often 


made; with the purchaser taking 
only the inventory he deems worthy 
of purchase. 

16. Where accounts receivable 
are to be collected by the purchaser 
a definite interval time should be 
established for remittance to seller 
ot collections. 

17. A definition within the agree- 
ment should establish what con- 
stitutes reasonable effort on the 
part of the buyer to collect old ac- 
counts. 

18. Disposition of credit balances 
in accounts receivable should be 
established. 

19. All service contracts, licenses 
and permits should be listed and a 
determination made of their trans- 
ferability. 

20. A detailed outline of insur- 
ance coverage should be prepared 
by the seller for the purchaser and 
this checked with the insurance 
agent handling. 

21. Seller should arrange with all 
utilities for ‘cut off” billing to the 
date of closing. 

22. Agreement should cover de- 
posits on utilities, if transferable, 
and how they are to be paid by the 
purchaser. 

23. Status of the business being 
purchased with leading suppliers 
should be closely checked. 

24. Provision should be estab- 
lished in the agreement for 
handling of unpaid accounts or 
contracts. 


25. The agreement should pro- 
vide that the seller notify all ven- 
dors regarding sale of the property 
and request “cut off” statements be 
rendered both to the seller and to 
the purchaser. 

26. Stipulation should be made 
covering all salary and wage liabili- 
ties, liability for wage claims and 
retroactive adjustments and trans- 
fer of social security or withhold- 
ing tax funds deducted from 
employee’s wages and salaries, and 
not remitted. 

27. Have a complete audit made 
of the business and a copy fur- 
nished buyer and seller; it'll save 
more expensive auditing later 
should the income tax people de- 
mand it...and they have a habit 
of doing so on business close-outs. 

28. A complete study of the ren- 
tal situation or lease on the build- 
ing is recommended. 

29. An outline of all zoning reg- 
ulations covering the operation of 
the business should be made. 

30. Agreements with employees 
as to vacations and pay, sick bene- 
fits, insurance, and so forth, should 
be outlined by the seller. 


Check on Taxes 

31. Check should be made on 
local or state tax on personal prop- 
erty involved, status, amount and 
liability for payment prior to effec- 
tive date of the agreement. 

32. An adjustment clause should 
be made covering prepaid or ac- 
crued real estate taxes, mortgage 
interest, and so forth, if any. 

33. Responsibility for violation 
of any building ordinance, past or 
present, should be established as 
well as the method under which it 
is to be treated and the cost of 
remedying the situation fixed. 

34. Definite disposition of all 
books and accounting records per- 
taining to the business should be 
established, the purchaser given the 
right to examine them for a reason- 
able length of time, and if they are 
left on the premises for the con- 
venience of the purchaser, the de- 
gree of responsibility should be 
definitely established. 

35. An article of the agreement 
should establish who is to pay for 
Federal Revenue stamps on various 
documents, any local or state taxes 
involved in the transfer, and any 
fees for experts hired. 


36. Recording and registration 
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fees, mortgage taxes and fees and 
any chattel mortgage filing and 
fees should be provided for as part 
of the agreement. 

37. Agreement should be reached 
as to future income, franchise or 
other tax liabilities applicable to 


Sell color! 





periods prior to the date of sale, 
which may be unknown or con- 
tingent at the time of sale. 

38. A clause should provide for 
a method of arbitrating any subse- 
quent differences which may result 
from the agreement itself. 


These 38 points will serve any 
office supply dealer as assurance 
that the factors ordinarily causing 
disputes, misunderstandings and 
later losses, have been eliminated 
in any purchase or sale of a busi- 
ness. 


offices no longer just black and white 


by ROBERT STEFFES 


special correspondent 


@ MORE COLOR is needed in the 


office equipment field, and much of 
it is there but not utilized. But 
relax, dealers and salesmen, there’s 


no need for you to get wrapped up 
in paste] tissue paper, tinted lights 
and gay lacquer. Those colors right 
in your products will sell them- 
selves if you give them a chance. 
Colored products featured in win- 
dow displays and advertising copy 


have a peculiar psychological effect 
in that they create a desire for the 
product whether the customer buys 
the colored article or not. A bright 
array of colored typewriter ribbons 
in the window suggests to the 
passer-by that he needs a new 
ribbon—even though he still may 
prefer—and buy—a black one. 

A bit of magic lurks in a red and 
black ribbon. Somehow, a dull- 


colored typewriter in a show win- 
dow is given a gay appearance 
when it wears a bi-colored ribbon. 

Office equipment dealers! How 
long since you suggested to someone 


that a brown typewriter ribbon 
blends better with their letterhead 
than the conventional black? Ask 


yourselves, must writing ink always 
be blue black? And isn’t there any- 
thing but the purple carbon back? 
Have you shown your customers 
how attractive two-color mimeo- 
graphing can be? 

Consider office machines — and 
the correspondence they have pro- 
duced. They have been pretty much 
of a solo flight of black and white. 
Yet women, who buy around 85% 
of our consumer goods, are color- 
conscious creatures who probably 
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started the trend which has re- 
sulted in even railroad locomotives 
appearing in gay hues. This is a 
fact worth much thought. 

To stress this, we recall a woman 
customer who planned the outfit- 
ting of a newspaper office. First 
and foremost in her plans was the 
factor that the equipment must 
match in color. And there is 
nothing unusual in such a request. 
It is becoming more and more com- 
mon as a steadily greater number 
of women enter all types of busi- 
neses. 


Some Sugestions 

Products with color which could 
be successfully emphasized include 
tinted mimeograph paper—for spe- 
cial editions of the school news- 
paper, or for handbills designed to 
draw specia] attention. A dealer 
might suggest stationery printed on 
different colored paper to distin- 
guish correspondence from individ- 
ual departments in a customer’s 
business. Samples of mimeograph- 
ing showing how effective colored 
ink appears on colored paper can 
be made up to strengthen this 
suggestion. 

In merchandising typewriter rib- 
bons, many customers welcome 
pointers regarding choice of color 
to match stationery. Personal type- 
writers often are equipped in good 
taste with blue, brown, or purple 
ribbons. In many cases, the most 
pleasing arrangement is a ribbon 
which matches the color of the ink 
in the letterhead. Others prefer 
lightly tinted paper on which the 
typing is a deeper shade of the 
same color. 

Businesses occasionally prefer to 
type their letters or bills in a color 
that seems to “belong” in their 
trade. For example, a florist may 
well use a green ribbon and a frozen 


food locker concern could appro- 
priately choose blue. 

While we are discusing color, 
don’t overlook colors when stocking 
leads for automatic pencils or fillers 
for ball point pens. It will be found 
that the wider the range of tints 
found in fountain pen ink, the 
greater the possibility for sales. 

Another point for consideration! 
Do you set a “good example” in 
your firm by practicing what you 
preach in office outfitting? One 
may take a tip from the printing 
industry in this matter. On fine 
printing we often see a note which 
tells the reader the name of the 
type used, the kind of paper stock, 
or the breed of ink. 

You can go one step farther. If 
the duplicating process or the typ- 
ing is characterized by speed, men- 
tion the time element in connection 
with producing this particular 
piece. 


Why Black Only? 

Few things pep up mimeograph- 
ing like a dash of extra color. Yet 
many operators never think of buy- 
ing anything but black ink. For 
some unknown reason, color dupli- 
cating always has seemed like 
something extra special, when in 
reality any salesman knows it isn’t 
hard to do. 

As victims of habit, we are in- 
clined to shun those processes 
which are unfamiliar. And don’t 
overlook the ease with which colors 
are used in the gelatine process or 
spirit duplicators. This is a good 
selling point. 

Desk accessories are gayer in col- 
or, waste baskets and pen stands 
are brighter, and even the rubber 
band now snaps to the hue of some- 
thing other than gray! Color really 
has invaded the old-time, drab 
business office. 
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Old Jumers’ Party 


“Yan” turned from ships to pencils 





Horace B. Van Dorn 


@ ANOTHER “OLD-TIMER” in 
the stationery and office supply 
field is Horace B. Van Dorn now 
finishing 44 years with the 
Joseph Dixon Crucible Company 
with only 100 years more to go 
to make it a gross! 


As a boy, he had little idea of 
becoming a salesman. He grew 
up in the busy small town of Red 
Bank, N. J., where he graduated 
from high school at the age of 15. 


For a couple of years after 
that he was a clerk in a clothing 
store and worked at various odd 
jobs from carrying mail to serv- 
ing as rodman for a surveyor 
while carrying on a correspond- 
ence school course in engineer- 
ing. This led to the possibility 
of entering the Engineering Col- 
lege of the Ohio State Univer- 
sity which was recommended by 
an engineer relative who had 
been associated with the faculty 
there. 


After two years at Ohio State, 
came an appointment to the U.S. 
Naval Academy in furtherance 
of an early ambition. The Navy 
doctors turned him down on ac- 
count of frail physique! 

With mind turned to ships and 
having acquired some adeptness 
in the use of the lead pencil and 


other drawing instruments, he 
applied for a beginner’s job in 
the drafting rooms of the New- 
port News Shipbuilding and Dry 
Dock Co., and was hired. 

Then came a surprise offer 
from an uncle in the business to 
travel over most of the country 
selling steel pens to schools and 
stationers. He had observed 
traveling salesmen in his store- 
clerking days—some good and 
some bad—and had admired the 
ones that could really put it over. 

It was January 1, 1906, that he 
started with Alfred Field and 
Company of New York selling 
Gillott steel pens and Joseph 
Rodgers Sheffield cutlery — the 
latter mostly for sharpening 
pencils. Selling by no means 
“came natural” to him. 

In the beginning he was hesi- 
tant about going into places to 
see people; but after the first 
few weeks, he says he never left 
a town without an order—and 
he didn’t stay in many of them 
too long either. 


This experience led to a con- 
nection with the Joseph Dixon 
Crucible Company as_ school 
salesman in New Jersey and New 
England. Soon taking on Dixon’s 
commercial pencil business in 
New England, he located in Bos- 
ton and continued there until 
1922 when he was called back to 
the Jersey City headquarters to 
be special representative of the 
pencil sales department. 

As special representative he 
worked with the Dixon salesmen 
all over the country, attended 
most of the trade and school 
conventions, and became active 
in promoting the National Sta- 
tioners Association and other 
school and trade organizations. 

He became successively assis- 
tant sales manager, sales man- 
ager, and vice-president in 
charge of pencil sales for his 
company. 

He was vice-president and 
chairman of the manufacturers’ 
division of the National Station- 
ers Association in the years 1945- 


1946—over the years that the 
beloved Charlie Garvin passed 
away and Paul E. Burbank was 
engaged to succeed him. He re- 
tains his keen interest in the 
continued growth and activity 
of NSOEA and is seen at the na- 
tional conventions and many of 
the regionals—now being vice- 
president in charge of trade, in- 
dustry, and public relations of 
the Dixon Company. 


“Van” has a married daughter 
and married son, a M.I.T. grad- 
uate who is a successful engineer 
in New England; three grand- 
children, and two younger sons 
who are now in Dartmouth Col- 
lege. Mrs. Van Dorn is active 
in musical circles and women’s 
club work and greatly enjoys the 
acquaintance of many of the sta- 
tionery folks who gather to- 
gether at the conventions. 

Outside the stationery field, 
“Van” is active in various organ- 
izations in which his company 
has an interest and where he has 
a personal interest. He is a 32- 
DEGREE Mason and a Shriner— 
and a regular reader of OFFICE 
APPLIANCES! 
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Van Dorn Views 


On Salesmanship: 


A story of an important sale 
which he made, one surmount- 
ing difficulty in “converting” a 
purchasing agent, is told by 
H. B. Van Dorn in “How I Made 
the Sale that Did the Most for 
me,” a book by J. M. Hickerson 
on the experiences of 60 “great 
salesmen.” In conclusion, Mr. 
Van Dorn makes these perti- 
nent observations on salesman- 
ship: 

“Selling is one of the subtle 
arts, which throws mind against 
mind, tongue against tongue, 
firmness against firmness... . 
As I reflect upon a life of sell- 
ing contracts, the experiences 
that leap out are those made 
memorable by something said, 
something said to me or some- 
thing I replied.” 
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by Irving Settel, authority on retail advertising 





23.promote business with phone book ads 


m= THE CLASSIFIED Telephone Directory plays 
an important part in the promotional activities 
of the nation’s office appliance merchants. This 
unique advertising medium is one of the very 
few which is actually “sought after and looked 
into” purely for the sake of its advertisements. 

To the average consumer, the Directory is a 
shopping guide. To the local retailer, it offers 
an effective means of telling potential customers 
what products and services he sells. The “Classi- 
fied” probably does more promotional work for 
less money than any other single medium. 

In most advertising media, display advertising 
is literally forced upon the reader. The publica- 
tion is purchased for the editorial matter. Even 
though the ads “pay for’ many of the extras 
offered within the pages, they are looked upon 
with disdain by the readers. For this reason, all 
layouts must be startling to attract attention. 

The Directory, on the other hand, is a source 
book. It contains no editorial matter to compete 
for attention. It is unique in that the average 
reader goes through it to find advertisements. 

Let us take a typical example. Mrs. Smith, a 
potential customer, finds that she is in need of 
a new typewriter stand. Knowing that these 
items are sold in office appliance stores, she 
opens the Classified Directory in search of a 
convenient store. Under “office appliances” she 
discovers a long list and makes her choice. The 
next day, she visits your store and makes the 
purchase. The Classified Directory has actually 
directed her to your store. 

Important to note is that the circulation of 
the Directory is not limited to private telephone 
owners. Many stores maintaining public phones, 
make their Directories available for general use. 

For many years office appliance merchants 
throughout the country have utilized this effec- 
tive advertising medium. They have found too 
that it can do a strong job of selling even when 
used alone. 


How to Use the Directory 

As an advertiser, there are three possible ave- 
nues of promotion you can take within the Tele- 
phone Directory. Each plays a distinctive part 
and the combination does a maximum job of 
‘reating traffic within your store. 


THE LISTING . . . You can obtain, for example, 
a simple listing of your store name in the same 
type face and size as all others on the list. This 
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service is free of charge. Because of competi- 
tion, however, this is the least effective of the 
three. With no sales message used, it merely 
acts as an informant to your own customers 
who may have forgotten your address. 


THE BOLD LISTI* > . . . Your name in bold 
face will attract wae reader’s eye. It affords the 
element of difference from the ordinary light 
face listing. In addition, a line or two of de- 
scriptive copy can be used to good advantage. 


THE DISPLAY ADVERTISEMENT .. . Probably 
the most effective of the three possible avenues 
of promotion is the display advertisement. Here, 
the characteristics of newspaper display ads can 
be applied and the benefits accrued. It is pos- 
sible, for example to employ strong, attention- 
getting layouts; to write powerful sales copy; to 
use interesting production tricks. Many appli- 
ance dealers make use of reverse headlines, ben- 
day backgrounds, hand lettering, good illustra- 
tions and so forth. 

Consequently, this type of advertising has the 
greatest “pulling power.” Mrs. Smith, in search 
of an office appliance store, would turn to the 
“office appliance” page. Here, she would find 
not only the listings, but also your display ad. 
If it is well prepared, it will attract her atten- 
tion and eventually bring her into the store for 
the purchase. 

It is important to note here that the life span 
of the Directory is 6 to 10 months, considerably 
longer than the life of a newspaper (about 15 
minutes) or of a magazine (anywhere from one 
week to one month). This means that your ad 
will be seen every time a person looks through 
the office appliance section of the book. Be- 
cause of this, the ad should be “promotional” in 
design, but “institutional” in content. 


Preparation of the Ad ; 

The Telephone Classified Directory maintains 
free advertising and art departments through- 
out the country for the advertiser. True, these 
ads lack a certain amount of distinction or indi- 
viduality because they are turned out in mass 
production; nevertheless, you can make use of 
the service effectively by submitting your own 
rough layout and copy. Professional artists and 
copyrighters will put your materials into shape 
so that they do their jobs well. 

(Turn to page 174, please) 
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P.O. Box 542, Long Beach, Calif. 


double service chair display 


Use of Specially-Built 
Background Helps 
Los Angeles Firm 


@ THE PHOTOGRAPH illustrates 
the use of a specially-built back- 
ground in the display window at 
Western Office Furniture Company, 
428 S. Spring St., Los Angeles, Calif. 

This attractive background was 
designed and executed for use at 
the office furniture show held at 
San Francisco, early in May, 1952. 
It can readily be seen that the 
executive chair was placed on a 
turn table which was allowed to 
move slowly, showing every angle 
of the chair as it revolved. It was 
executed by a Long Beach display 
firm in exquisite colors pre-ar- 
ranged to harmonize with the 
chairs used at the show. In a sim- 
ple but very impressive manner, it 


told the story of Do/More to the 
thousands of business men who 
visited the presentation. 

The word DO/MORE was made 
of cut-out wood letters shown in 
relief against the oval background 
of contrasting color. The side panel 
indicated the health value of the 
chair and the smaller lettering fea- 
tured the fact that the Do/More 
chair company has been a seating 
specialist for a quarter of a cen- 
tury. 

Realizing the value of such a 
display on a busy city street such 
as Spring St., Los Angeles, the 
Western Office Furniture Company 
acquired the background for use 
in its display window, after which 
it will be used as a background in 
the very large Do/More chair de- 
partment of this progressive Los 
Angeles concern. This is a display 
that cannot be missed by the shop- 
per. Everyone who walks or drives 
past the window will see it and 


DO/N\ORE 


“ 
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hundreds will be impressed. It is 
window advertising at its best. 

Such a display costs money. The 
artist will not work for nothing. 
However, it is well worth the money 
spent if it is used in a spot where 
thousands of prospects will be able 
to view it. In the store it will tell 
the story of Do/More from the be- 
gining to the end of every year it 
is in use. 

There is no better repetitive, con- 
Stant advertising available. Any 
concern can do likewise. It will 
add to the dignity of the presen- 
tation of the merchandise involved 
and will be the means of bringing 
in hundreds of dollars worth of 
business over a period of time. We 
are grateful to the Do/More Chair 
Company for permission to use this 
illustration for the benefit of our 
readers. We pass it on to you with 
the hope that it will help you in 
your store promotion of Do/More 
chairs. 


Effective display at Western Of- 
fice Furniture Co., Los Angeles 
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showing off special stationery 


by GEORGE D. TAYLOR 
display specialist 





Special Stationery Display at Stationers Corp., Los Angeles 


gm WE ARE PRESENTING another 
photograph showing a display for 
Stationers Corporation, Los Ange- 
les, Calif., by the very versatile 
display manager, Hans Andres. The 
display reveals a display of “spe- 
cial stationery” which was built up 
on the permanent step arrange- 
ment in one of the show windows 
on Spring St. 


This step arrangement is surely 
a time-saver and can be adapted 
to almost any display of small 
goods one might want to promote. 
The stationery was arranged on 
simple easels with the envelope at- 
tractively placed in the band sur- 
rounding the writing paper. Two 
or three small cards were used, 
telling of the variety of merchan- 


why send a boy? 


@ IN AN ADDRESS to a display 
association in London a prominent 
displayman had this to say, “Why 


send a boy on a man’s errand?” He 
was referring of course to the in- 
difference shown by all too many 
merchants to the most valuable 


sales medium they have, the show 
window 


He was deploring the fact that, 
as is the case in this country, mer- 
chants will not hesitate to spend 
many dollars for a one-day splash 
in the local newspaper but will 
Squeeze pennies when it comes to 
the proper presentation of mer- 
chandise in their 365-days-per-year 
Store front. The actual value of 
this store front has not become 
apparent to many merchants. 
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Where the fault lies is hard to de- 
termine but the truth of this state- 
ment is very easy to prove, espe- 
cially as far as this office supply 
and equipment business is con- 
cerned. 


The opinion seems to be that 
just a few items piled in the show 
window serve to show the public 
that here is a store where you can 
purchase a bottle of ink or a type- 
writer ribbon, AND THAT IS SUF- 
FICIENT for a good promotional 
job. 

I heard a businessman say not so 
very long ago that an intelligent 
approach to the selling game is nec- 
essary and that “knowledge” was 
the most important factor that en- 
tered into selling. I agree with him 


dise and covering the price and 
some description of a few of these 
items. 


Once again the striped effect was 
used on the base of this stand and 
harmonizing colors were selected 
from the stationery stocks and 
shown effectively. A large, well- 
executed sign surmounted the dis- 
play. This sign was framed for the 
best effect and all in all helped to 
emphasize the merchandise to the 
many window shoppers on the busy 
Los Angeles thoroughfare. 


The balance of the window was 
used to show products of the Amer- 
ican Crayon Company. Once again, 
Mr. Andres used the step idea and 
evolved a well-balanced display as 
can be seen in the photograph. 
We are indebted to Mr. Andres for 
his consistent help in these col- 
umns. He has given us many ex- 
cellent ideas and will, we hope, 
continue to do so. 


wholeheartedly, but that “knowl- 
edge” of which he speaks must not 
be confined to the necessary clerk 
on his sales floor. He must under- 
stand the important factors that 
enter into visual merchandising 
and to be able to apply it to his 
own place of business. 


These factors are usually simple. 
There is no mystery about them. 
However, there is usually quite a 
little physical energy required and 
this all too often becomes the stum- 
bling block. Off with the coat, not 
merely the coat of the “willing 
horse,” but several coats, plus sev- 
eral hours of real hard work, will 
turn the trick if proper direction 
is available. 


Here again, one may find a stum- 


35 








bling block where there are too 
many cooks and the broth is 
spoiled. 

Yes, knowledge in display is im- 
portant and yet this knowledge 
must be born of experience and the 
artistic dreamer must realize that 
there are times when these ideas 
must give way to sound, proven 
methods which may “gripe” his 
artistic soul. 


Where is this knowledge to be 
found? It is discovered in articles 
and books written by men who 
have been through the merchan- 
dising mill and have recorded facts 
learned through the trial-and-error 
method of business. 


Enthusiasm must not be mis- 
taken for understanding. Artistic 


ability must not be confused with 
promotional ability. Some attributes 
are the attributes of youth and the 
others are the fruit of experience. 
When you can combine the two you 
have as near perfection in promo- 
tional work as it is possible to ac- 
quire. 


An Opportunity 

In the larger cities this knowl- 
edge can be attained free of charge. 
One does not need to enroll in a 
night school for the reason that 
there is always a practical demon- 
stration of thousands of methods 
available at all times. The actual 
results (not theory) are placed be- 
fore ones eyes in the thousands of 
store windows and all one has to 





do is to spend an evening a month 
with note book or camera. 


It is true that in our industry 
one has to develop the knack of 
applying the presentation of sta- 
tionery items to the props. But this 
is not hard to do. If one is familiar 
with the various items in his stock 
it is not hard to visualize the items 
as they would look if used with 
the props under study. The mer- 
chant in the smaller community 
is handicapped, but his handicap 
can be overcome with the correct 
library of display facts. 


Why send a boy on a man’s er- 
rand? The wise merchant will not 
do so, but will concentrate men- 
tally upon every available means 
by which he can use his displays. 





VE careful lost 





mass displays become “mess” displays 


gw IN SIMPLE WORDS mass dis- 
play means a crowded window. We 
see many mass displays which 
would be better named mess dis- 
plays. The reason for this is simply 
because they are attempted with 
little or no necessary equipment. 


Once in a while you run across 
a trimmer who is adept at mass, 
using very little in the way of props 
or stands. But this is a rare talent 
bestowed upon the very few. With 
the proper equipment it is not too 
hard to achieve mass display and 
most anyone can produce a selling 
display. 

The main purpose of this type of 
display is to convey an idea to the 
window shopper. It suggests that 
your store has large and varied 
stocks and this air of plenty stamps 
your store as a desirable source for 
present and future shopping tours. 


The photograph shows a mass 
display installed by the writer at 
Belcher & Schacht Company, Long 
Beach, Calif. Plenty of props were 
used in this display and each indi- 
vidual unit served its own purpose. 
At the same time it was used as 
a focal point from many angles 
at which the displays were viewed 
from the street. Decca Poles and 
accessory stands were used for the 
Scotch tape and Shaeffer pens at 
the left and right wings. 

Boards were used to display 
Keuffie & Esser drafting material. 
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Mass Display at Belcher & Schacht Co., Long Beach, Calif. 


The main front display on the 
Slanting board and two “drug store” 
units featured the merchandise 
played up in the “Ticonderoga” 
$25,000 dollar limerick campaign. 
Artist easels supported a sign call- 
ing attention to the famous names 
on display and a frame featuring 
the “Paper Mate” pens. The center 


units featured a small showing of 
stationery staple items. 

No matter from which angle one 
viewed the display, a distinct and 
different item of merchandise pre- 
sented itself. 

This type of display is especially 
useful during “rough times.” It 
may not be too apparent at the 
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time the display is installed, or 
even during its occupation of the 
show window. But, when people 


play, if not left in too long, does 
a whale of an advertising job and 


lays the groundwork for many fu- 
ture sales of merchandise. 

In the larger communities, many 
visitors view this window and peo- 
ple who never knew that you car- 
ried so many items become pros- 


pective customers. Thus, slowly the 
business is built up. Mass display 
is a must, and from time to time 
you should make such an effort in 
order to do that which is necessary 
to build for your future. 


elegant simplicity in furniture display 








Special Background Proves Effective for ~~ my 4 Chairs in 
« Les 


Show Windows of Western Office Furniture 


gw IN THIS ISSUE we present an- 
other display from Spring St., Los 
Angeles, Calif. It shows a simple 
but effective display of office fur- 
niture arranged to entice the exec- 
utive by it egant simplicity. 

The turned leg desks were com- 
plemented with maching chairs 
arranged as if 
yccupant of the office 
to assume command. Fine leather 
chairs were used at each desk and 
a davenport or sofa added a touch 
if comfort to the set-up. 

Desk trays, desk pads, costumers 
and lamps all found their place in 


and accessories 


ready for t 


Wesco File Display. . . This effec- 
ive display of Wesco files, made by the 
Wes'ern Mfg reated interest and in- 
reased file s luring the three weeks 
t remained i » window of Erlenborn’s, 

mmercial ers of Aurora, Ill. The 

mufacturer furnished the five celorful 
utout figures and Wesco files completed 
the display. The slogan, “Oiled for Life” 
refers to the feature by which rollers are 
il at the time of manu- 


impregnateda wit 


facture. En il comes to the surface 
© lubricate properly and to help insure 
ible fre« peration for the life of the 


xbinet 
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Angeles 


the office plan and ash trays were 
shown in handy position. Notice 
that the Do/More secretarial chair 
was used at the typist desk. 

This should always be the rule. 
In any arangement use the items 
featured in your store promotional 
program. Do/More Chairs are a 


must at Western Office Furniture 
Company and no chance is over- 
looked to display or promote them. 
The local manufacturer is also rep- 
resented in this display as is evi- 
denced by the Louis R. Bursk gen- 
uine leather davenport shown at 
the right of the display. These are 
manufactured in Los Angeles and 
are also stressed at Western. 

Smart, well-made signs, hung on 
the pillars, make it impossible for 
the window shopper to miss the 
fact that these well-known chairs 
have a home here. Coming from 
either direction the shopper is ad- 
vised of this fact. Small readers 
are always used in the Western 
Office Furniture displays. The ones 
in this setting featured Clemco 
desks and Louis R. Bursk leather 
furniture. 

Ben Tufeld, president of this pro- 
gressive Los Angeles concern, be- 
lieves in conservative display pres- 
entation that really shows his qual- 
ity merchandise to advantage. Lo- 
cated in a very thickly-populated 
area and right in the business dis- 
trict, he has proved to his own 
satisfaction that this type of dis- 
play lends itself perfectly to his 
store promotion. 
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Wsuild a fire 





under your protection selling 


by W. K. WILSON 


vice-president, 
Diebold, Inc. 


(Address delivered before the 13 
regional meetings of NSOEA in 
spring of 1952) 


@ ALL SELLING TAKES FIRE, 
the fire of enthusiasm. We hope we 
can impart some fire to you. Man’s 
memory is short indeed. In this 
Atomic Age, cities can be crumbled 
into rubble in a matter of minutes. 
Man’s memory includes vital rec- 
ords—the very life blood of com- 
merce and industry. They can be 
completely obliterated. 

Let’s concern ourselves momen- 
tarily with these memories. Have 
you given thought to the matter of 
their importance? They establish 
America’s industrial might? What 
are they?—tracings, drawings, ma- 
chine tolerances, techniques of pro- 
duction—they are the irreplacable 
elements of this arsenal of democ- 
racy. 

It is easy to reconstruct machines 
and buildings BUT we must admit 
that it could happen here. You are 
not so naive as to believe that our 
stock of atomic bombs will prevent 
a sneak attack being launched upon 
us. 
To those of you who saw the rub- 
ble of German cities, Hiroshimi. or 
Nagasaki, you will never be com- 
placent. If you saw the devastating 
effects of the bombing and the 
resulting fires, you will readily 
agree that this nerve system of 
production — the paper records — 
could easily be destroyed unless 
they are adequately and properly 
protected. You, Mr. Office Equip- 
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ment Dealer, must bring to the 
attention of every executive that 
proper protection of his vital rec- 
ords is essential. It is your obliga- 
tion to bring this matter to the 
attention of those firms on defense 
work, Are they adequately protect- 
ing their productive know-how? 

Don’t say, “It can’t happen here.” 
Little did you and I imagine on a 
balmy Sunday afternoon in Decem- 
ber 1941, as we complacently went 
about our pleasures—that an at- 
tack was being launched upon us 
that practically wiped out our 
Naval might. No, we didn’t think 
Pearl Harbor was possible—but it 
happened. 

It doesn’t even take a bombing 
attack to ruin a business venture. 
Fires are happening every minute 
in these United States. You must 
agree to the premise NOT if I’m 
going to have a fire but when are 
you going to have your fire. Some- 
one has said that fire is man’s 


Business Survival 
After a FIRE 


43% 


FAILED DID NOT RESUME BUSINESS 


REDUCTION IN CREDIT RATING 


NO FINANCIAL STATEMENT 





UNAFFECTED CREDIT RATING 


“ee Dorit Gamble on your customers Future - Recommend 
<7 - r 

eee) Lee to aged Mee 
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Chart No. 1. 





servant, yet it is his greatest mortal 
enemy. 
CHART NO. 1 

Did you realize that 43% of the 
businesses that have a fire and 
their records are consumed, never 
resume business? Further, 14% 
suffered a reduction in the credit 
rating and 17% who furnished a 
financial statement no longer do so. 
This is almost fantastic. Practically 
one-half of the businesses fail and 
another 30% suffer serious financial 
reverses. Remember the chart. 

We members of the office equip- 
ment industry must be motivated to 
bring this to the attention of our 
friends and business associates. It 
is an absolute necessity that men 
who manage commerce and indus- 
try be fully cognizant of this fact. 

There is no such thing as a fire 
“proof” building. Nothing is fire 
“proof.” You must realize that pro- 
tection can only be a factor of 
resistance against time and the 
amount of heat generated. Therein 
lies the necessity of proper applica- 
tion of protection and we shall 
consider that in detail a bit later. 

CHART NO. 2 

Sure you sell protection by scar- 
ing the very daylights out of an 
individual. You and I, and every 
citizen are complacent. Guess we 
think it can’t happen to us. 

So you must overcome that bar- 
rier of complacency. How to do it? 
That depends on the technique you 
care to apply. Unfortunately, we 
can’t gather all our prospects to- 
gether and follow that fire truck 
as it goes howling through the 
night. 

To that foolish man who has no 
safe that siren should have been an 
all-consuming fear. If only in his 
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Chart No. 2. 


dreams he can see his building with 
the flames streaming through the 
roof. Such a nightmare would pro- 
pel him into action. He would call 
you immediately, regardless of the 
hour, and insist that he have the 
proper protection without delay. 


CHART NO. 3 
Another technique might be to 
take our unprotected business 
friend to the scene of the fire shown 
in the chart. Show him the safe 


smouldering in the ruins. He could 
easily be convinced of the necessity 
for proper protection. 

If, on the other hand, we could 
stand with the owner of that busi- 


ness that had been swept by fire— 
had been watching the ruins and 
hoping the records had been af- 
forded adequate protection. Then, 
when the unit had cooled and was 
opened and we found the vital 


records intact, the owner of that 
business would tearfully say, 
Thank goodness, John, you sold 
me the proper record protection.” 
There is a feeling of inner satis- 
faction. You have done your cus- 
tomer an adequate service. You 





Chart No. 3. 
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have savep his business from ruin. 

Incidentally, such a man, if you 
could take him around to all your 
prospects, could easily influence 
those skeptics. His story would 
move them into action. 

What is adequate protection? You 
have the tools available to properly 
assess the fire hazard. Let’s review 
how it can be done. Use a fire haz- 
ard chart. They are available from 
the reputable manufacturers. 

Any modern protection unit that 
has an Underwriters’ Laboratory 
Label and Safe Manufacturers Na- 
tional Association Label is graded 
in its performance under actual fire 
conditions. Such a unit can be 
placed in an hazard with the as- 
surance that the records will be 
adequately protected for the pos- 
sible length and intensity of a fire. 
If you do your job right. Let’s take 
a look at the fire hazard analysis. 


CHART NO. 4 
If you do not have available cop- 
ies of these charts we will be glad 
to forward a quantity to you. 
Consideration must first be given 


Measure The Risk 
Pan Pa esa 
Q Building Construction 


FIRE RESISTIVE - NON FIRE RESISTIVE 
SEMI FIRE RESISTIVE - FRAME 


@ lntensifiers in Building 
WOOD OFFICE EQUIPMENT 


STEEL OFFICE EQUIPMENT 
STAIRWAY ~ ELEVATOR SHAFT 


® Location Exposure 
SURROUNDING BUILDINGS 
Chart No. 4. 


to the calculation of the hazard in- 
herent in the building. The type 
of construction establishes the basic 
factor. These factors are in units 
for a fire resistive to a frame build- 
ing and we progress on the chart 
from 25 units to 93 units. 

We must then add the intensifiers 
in that particular office. Steel office 
equipment adds five units and wood 
office equipment up to 20 units. 
Being located along side an open 
stairway adds 10 units. 

Then of importance is the fact 
that we must give further consid- 
eration to the exposure of the loca- 
tion. Neighboring buildings located 
within 15 to 40 feet govern your 
fire hazard. After all a gasoline 
station along side your building 
adds a tremendous possibility to 








the intensity of a fire that you 
might have. 

I hope your business records are 
adequately protected because you 
will sleep much better tonight. So, 
you can measure a protection haz- 
ard and know. without fear that 
the contents of a unit will survive 
—the papers will be undamaged— 
if you do your job properly. 

Modern safes and protection 
units are rated according to the 
length of time that will withstand 
the heat of fire. Safes are built in 
1-2-4 hour ratings, with fire- 
resistive vault doors in %-1-2-4- 
6-hour and fire files in % and 1- 
hour ratings. Safes tested in the 
laboratory are under controlled re- 
sults. The conditions in a fire are 
often uncontrolled. It is an absolute 
necessity that you specify adequate 
protection. 

So how do we go about selling 
protection—the same as you do any 
other product. Scientific selling can 
be reduced to four basic and funda- 
mental steps. 


CHART NO. 5 

The first step in a sale is getting 
attention. We use advertising. We 
send mail, write letters and then I 
might further add we go call on 
them. 

The next step is to secure real 
business interest. SCARE him—and 
do it well. Self-preservation is one 
of man’s strongest instincts. Appeal 
to it. 

You might try the technique of 
getting your prospect out of bed 
at 3:00 am. and taking him along 
to a fire. This might be a little 
difficult. 

Better still, build yourself and 
your salesmen a ‘Scare Booklet.” 


Steps toa SALE 


QO Cet Attention 


ADVERTISING - DIRECT MAIL - CALL 


@ Secure laterest 
SCARE HIM BAOLY 


® Crate Desire 


SURVEY RECORDS - SHOW HAZARD 


@ Close 
Chart No. 5. 


It is simple. Take acetate sheets 
and an ordinary ring binder. Re- 
move from your local newspapers, 
fire stories. In addition, use your 
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manufacturer’s literature. Graph- 
ically show the prospect how almost 
one-half of the businesses fail. Re- 
member our original chart. 

Let’s go to the next step in the 
sale. Now we must create desire in 
a prospect’s mind. Make a fire haz- 
ard analysis of his location and 
then survey his needs. What records 
should actually be stored in a safe? 
The answer is easy. What value are 
the records after a fire? We will 
dwell on this a bit more in detail. 
Obviously, if you go through the 
steps to a sale properly, you always 
get the sale. 

Let’s take time to review this sur- 
veying of needs. 


CHART NO. 6 

We usually divide the records in 
any business into four classes. 
VITAL - IMPORTANT - USEFUL - 
NON-ESSENTIAL. The first two are 
the ones with which we are most 
concerned. 

Class 1—VITAL records are those 
needed to recover monies to resume 
business the day after you have 
your fire. They include property 
records, building records, interior 
equipment, inventory, accounts re- 
ceivable, original books of entry, 
stocks, bonds, deeds and contracts. 
All of these are needed the day 
after you have your fire if you ex- 
pect to resume business. 

Class 2 are IMPORTANT records. 
They can easily be identified as 
those records, the reproduction of 
which can be obtained but only at 
a considerable expense. While the 
business could continue without 


Survey Records 


O Vital 


© ‘mporiant 
@ kkeful 
@ Won-tssential 


{ WATCH FOR APPLICATIONS OF 
OTHER EQUIPMENT THAT YOU SELL 


Chart No. 6. 


this category, it should be pointed 
out that it would be exceedingly 
expensive to restore them. In this 
category are sales records, credit 
records, purchase records and the 
like. 

The third class of USEFUL rec- 
ords are those that, if lost, would 
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inconvenience the business some- 
what, but prompt restoration of 
activities would not be seriously 
hampered. They need not be stored 
in protection units. 

Class 4 Records — NON-ESSEN- 
TIAL. It is self-evident by the 
terminology that we need not give 
consideration to them for fire pro- 
tection. 

I would like to point out to you 
though that you are capable sales- 
men. Look at these records care- 
fully. The findings of a record 
analysis have often led to the se- 
curing of business for other types of 
equipment. After all, we do sell 
various types of filing devices. 

So if we do our job properly, we 
automatically get the order BUT, 
he has a unit. It is one handed 
down from grandfather who estab- 
lished the business. It is a beautiful 
unit. It even has an attractive 
landscape painted on the front. 
Good?—Why the walls are at least 
a foot thick. That old clunker is a 
LIABILITY. About all it is good for 
is a boat anchor. Such a unit can 
easily be the cause of the ruination 
of a business in a serious fire. 

Any safe built prior to 1917 is a 
very questionable fire protection. 
Such a unit was never graded under 
actual fire conditions. 

Does it have an Underwriters’ 
Label and the SMNA Label? If it 
doesn’t throw it away. These old 
units are a nuisance and take up 
valuable space. The liability comes 
about when you try to haul it away. 

Don’t be misled by the erroneous 
impression that a big, heavy walled 
safe affords any degree of fire pro- 
tection. Look for the labels. Here’s 
another idea. Open the front door 
and unscrew the back cover plate 
on the door. I would be willing to 
bet that you would find the insula- 
tion cracked and badly powdering 
... more proof the unit is absolute- 
ly useless. Don’t forget that unit 
had no “proven” degree of fire pro- 
tection. 

The cast construction and heavy 
iron jambs on the door are ideally 
suited to transmit heat to the con- 
tents of the unit. 

How long is a safe really safe?— 
What actually affords protection in 
a safe? These are topics that could 
occupy considerable time. I suggest 
you ask these questions of your 
manufacturers’ representative. 


CHART NO. 7 
We haven’t discussed the man 
who says, “I don’t need a safe; I 
am fully covered by insurance.” The 
chart graphically says what you 
must appreciate. A standard fire 
policy does not insure or replace 


the vital records of a business. Most 
important, it requires actual proof 
of loss. Take a standard fire policy. 
Read the fine print. There is al- 
ways a paragraph—“Requirements 
in case loss occurs.” Let’s read a 
typical policy. “The insured shall 
give immediate written notice to 
this company of any loss, protect 
the property from further damage, 
forthwith separate the damaged 
and undamaged original property, 
put it in the best possible order, 
furnish a complete inventory of the 
destroyed, damaged and undam- 
aged property showing in detail 
quantities, cost, actual cash value 
and amount of loss claimed; and 
within 60 days after the loss, un- 
less such time is extended in writ- 
ing by this company, the insured 


Standard Fire Insurance 
Policies do not INSURE or 
REPLACE the vital records 


of a business- but require 
them as PROOF of value 


of losses... 
Chart No. 7. 


Shall render to this company a 
proof of loss, signed and sworn to.” 

Carry a policy in your “Scare 
Book.” Show that individual who 
smuggly feels he is secure because 
he has insurance and doesn’t need 
a safe. Show him that a safe, in 
other words, is considered a neces- 
sity to back up the coverage of his 
insurance policy. 

Here is an actual happening with 
one of our good dealers a short 
time ago. A small town in Iowa, 
with a population of 2,500 to 3,000 
people, had a serious fire at a lum- 
ber yard. A modern labeled 2-hour 
safe went through that fire and the 
contents were unscathed. 

The dealer placed an ad in a local 
newspaper. He sent out direct mail 
to the local businesses. He then 
went around and made calls with 
his “Scare Book” under his arm. 
He sold seven units—one of which 
was sold to the newspaper in which 
he placed the ad. 

Who are your prospects? ... 
everyone in business. The instance 
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I have just cited bears out that 
point. There are probably some in 
your city right now. 


CHART NO. 8 
Let me emphasize the statement 
on the chart—don’t place your cash 


Don't Place 


CASH 


ina 


SAFE 


Chart No. 8. 





in a safe. The average business 
man thinks that a safe is a place 
to store valuables. This is not en- 
tirely accurate. A safe is designed 
for fire protection and is intended 
to store records 

A safe is made of light gauge 
steel and it is filled with insulation 
material, generally using Portland 
cement as a binder. It is relatively 
easy to go through the walls, top 
or bottom, with a hatchet or ax. 

It is only the inexperienced thug 
who tries to go through the door. 
Never—no, never, store your cash 
in a safe. If it is cash protection 
you require, then use a money 


chest. The walls are of 1 inch of 
solid steel and 1% inches of solid 
steel in the door. 

If the man says he has mercan- 
tile insurance and doesn’t need a 
chest; then point out he can re- 
duce his insurance premium as 
much as 70% with a certified Cash- 
gard. These units produced by 
reputable manufacturers carry the 
Underwriters’ Laboratory Label. 
True value of the protection they 
afford is indicated by the insur- 
ance saving. It takes a really ex- 
perienced cracksman to knock off a 
chest and he will have a difficult 
time doing it. Your prospects are 
anyone handling cash. 

We could talk about daylight 
holdup. This is when a thug jambs 
a gun in your ribs and says, “Hand 
over your cash.” A unit is available 
with a double compartment. Our 
change fund is in a readily acces- 
sible area with the daily receipts 
under a double key lock. One key 
is located off the premises which 
eliminates the possibility of the 
thug gaining access. 

CHART NO. 9 

So we sell safes and chests profit- 
ably if we scientifically approach 
the sales situation. Follow the 
steps. At least 70% of the safes 
sold are sold without competition. 
There is no excuse to cut a price. 

Consideration must be given in 
the metropolitan areas to the pos- 
sibility of an atomic bomb. A safe 
will give protection for the fire that 
follows the bomb blast. 

While you might feel that be- 
cause you are in a rural commun- 
ity, there is no such possibility 


then you face the constant hazard 
of a complete burn-out. The fire 
fighting facilities in most small vil- 
lages is inadequate. Once a fire is 
started, it is usually a complete 
loss of the building. 

In those areas that have defense 
contracts, it is spelled out in the 
contract—the necessity for protec- 
tion of the vital records. 

Another fallacy that you must 
correct is that many people feel 


Sell Creatively 


YOU CLOSE 
ORDERS WITHOUT 
COMPETITION 


Chart No. 9. 


the proper fire protection is ex- 
pensive. Proper protection for the 
average business is no more expen- 
Sive than an electric refrigerator 
for your home. You pay $300 to 
$500 for a refrigerator to protect 
a mere $40 food value and you will 
not buy a safe to protect the future 
of your business? How ludicrous 
can we get? 

You have an obligation to your 
community and to your fellow busi- 
ness men. It is the obligation of 
every member of this industry... 
to see that records, the very life- 
blood of America’s industrial might, 
are properly protected. 








Use Techniplan .. 
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. New “Techniplan” installation of The Globe-Wernicke Co., in 
the general offices of the Mt. Carmel Hospital, Columbus, Ohio, which has added greatly 
to the attractiveness and efficiency of the offices. The installation was made by the 
Diehl Office Equipment Co. of Columbus, through William R. Diehl, Jr., president, and 
Ralph Waldo, salesman. 


41 





olent ec a orce in 








by PHIL LANCE 


feature writer 


gw “SHOWING GENUINE interest 
in customers and making a special 
effort to aid their proper selections 
of office furniture is our best sales 
factor,” says Leon Wilcox, sales 
manager for Patten’s Office Furni- 
ture Company, Philadelphia, Pa. 

“We never sell office furniture to 
customers without giving them suf- 
ficient reason to know why we have 
suggested it to them. This per- 
sonalized interest helps us bring 
back the same customer time and 
time again.” 

The Patten firm is located on N. 
Board St., among the largest and 
main office buildings in the Quaker 
City. Through the years, Patten’s 
has built up such a following among 
its customers that the firm does not 
use salesmen to make contacts. The 
sole promotional campaign is based 
on regular direct mail literature 
and window displays. 


Business Sufficient 


“We feel that there is enough 
business in our own territory that 
can be had without sending out 
salesmen,” says Mr. Wilcox. “A 
check of our records show us that 
we have been serving the same cus- 
tomers for years and when a repeat 
business like this is had, outside 
salesmen can be done away with.” 

Each month, Patten’s mails a 
piece of literature to all its cus- 
tomers. This material is supplied 
by manufacturers and its prime 
purpose is to associate brand mer- 
chandise with Patten’s. It also acts 
as a reminder of the office furni- 
ture and supplies handled by this 
firm. 

In an effort to maintain contact 
with its regular customers and pos- 
sibly new ones, Patten’s has a 
working agreement with realtors 
and agents for these large mid- 
town office buildings. These helpers 
pass along any notices, or intent to 
move, or advice on new tenants 
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helping customers make selections 





Leon Wilcox Sets Up Display at Patten’s, Philadelphia, Pa. 


coming into the buildings. Every 
move, whether in or out, is a pros- 
pect for office furniture and tele- 
phone contacts are then made. 

‘We call all persons involved in 
moving in or out of offices and find 
out the nature of their offices and 
the type of duties that they intend 
to carry out,” says Mr. Wilcox. “We 
then tell them that we stock a 
complete line of furniture along 
the lines they need and ask them 
to stop in to see us, as we are only 
a few blocks away. We make defi- 
nite appointments so that we can 
keep track of these prospects and 
if they don’t come in, we contact 
them again until they do. 

“All prospects are told that the 
best way to buy office furniture is 
to see it, and not through cata- 
logs,” asserts Mr. Wilcox. “This 
combats the sales pressure that 
salesmen may exert when they call 
on these potential customers. We 
also tell them about offices we have 
outfitted and usually we impress 
them sufficiently to come here.” 

Each piece of furniture that is 
sold to customers is done so on a 
specialized and specific basis. The 
customer is told why certain desks, 
chairs, reception tables and related 


articles should be purchased. The 
firm never tries to promote an “en- 
semble or complete package deal” 
although it tries to sell the cus- 
tomer everything needed along 
these lines. 

“We have noticed a tendency of 
many buyers to point out a selec- 
tion of desks and chairs and ask 
us to make a special sale price for 
the package,” explains Mr. Wilcox. 
“We explain that while we want to 
sell everything needed we will not 
sell package deals because of price. 
We want them to select and pick 
the exact piece of furniture suit- 
able to needs rather than make 
selections based on a price propo- 
sition. And once we get customers 
to understand that in the long run 
they are buying selected merchan- 
dise that will give them better use, 
they get away from the price deal 
principle.” 

The store’s windows have been 
found to be excellent silent sales- 
men. Executives and employees 
pass the store daily and always see 
new lines of furniture, modern office 
equipment and equipment. Store 
windows are illuminated until late 
evening in order to get the benefit 
of the heavy traffic along Broad St. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:—- 
CONFIDENCE ... COUR. 
AGE .. . CO-OPERATION 





mg FROM A KANSAS office outfitter 
comes this No. 1 award of the 
month for a most different and 
cheerily-put slant that genial Mr. I. 
Will Pepper-Upper holds aloft on 
his O. A. TV screen: 


aenirmescet 


No one but the 
government can 
afford to pay peo- 
ple more than 
they are worth. 








MODERN EQUIPMENT 











... and now we bring you via OA- 

TV this important flash from:— 

HERE’S AN IDEA FROM UNDER 
MY VERY OWN HAT:— 








) “There is courtesy in buying 
as well as in selling— 
TRY IT!” 











The above from a Los Angeles 
buyer for an important stationer of 
that bustling city. 


* . oo * . . > 
I-D-E-A E-X-C-H-A-N-G-E 


Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 

* the price— 
ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU!!! (Always men- 
tion idea number, and 
address the co-ordinator 
of this page, Care of Shaw and 
Borden Co., Box 2153, Spokane 10, 
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Wash. Use this same address in 
sending in your thoughts for our 
Mr. I. Will Pepper-Upper, Here’s 
an Idea From Under My Very Own 
Hat, and Terse Trailer departments 
of BUSINESS BUILDERS’ monthly 
telecast. 


* . . * * . . 


* Ask right now for Business 
Builder No. 8-52-1 from a Texas 
stationer, who presents a most 
worthy and original idea, namely: 
“WHAT I HOPE TO ACCOMPLISH 
AND WHAT I HOPE TO CONTRIB- 
UTE TO THE FORTHCOMING NA- 
TIONAL CONVENTION AT CHI- 
CAGO!” 


* Ask right now for Business 
Builder No. 8-52-2 “LONG RANGE 
PLANNING WE ARE DOING IN 
LAYING OUT OUR NEXT SIX 
MONTHS’ ADVERTISING AND 
SALES PROMOTION PLANS”— 
This from a Detroit important sta- 
tioner. 


* Ask right now for Business 
Builder No. 8-52-3 “Store layout as 
we are re-aligning it in our modest 
size establishment.” This is gener- 
ously presented by a medium-size 
office outfitting store with progres- 
sive ideas—perhaps you'll find sev- 
eral ideas here in this Business 
Builder. 


. . * * * > . 


Again we emphasize: 
“TERSE TRAILERS 
PRODUCE FOR YOU!” 
So send in your TERSE TRAILERS 
and there’s a prize for each one 
used. 

. and the winner is one of the 
newest stationers in America, a de- 
livery boy, who has just been two 
months with a Tacoma, Wash., sta- 
tioner. His five-word contribution 
is truly terse and cryptic: 
“Prejudice is just frozen emotion.” 
... and the runner-up was his boss 
with another prize winner in: “If 
some people had more horse sense 
they could say nay a lot oftener.” 


It, 32, 3B, 3 


Office-efficiently yours! 
RALPH B. ORTEL 





Maiden Trip .. . The first use of a 
huge new Steelcase truck brings furniture 
from Metal Office Furniture Co., Grand 
Rapids, Mich., to the warehouse of Spak 
& Natovich, Inc., at 217 N. Jefferson St., 
Chicago. Standing beside the truck are 
Harold Lucas, driver; George Weslow, 
manager of warehouse; Herman Spak and 
son Daniel. The truck, opening a new era 
of fast Steelcase transportation, has 12-ton 
allowable capacity in the 32-foot trailer. 
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Streamlined ... Tyler's Office Supply, 
Inc., Winter Haven, Fla., made this scien- 
tific layout in the new general offices at 
Barton, Fla., of the Florida Phosphate Divi- 
sion, International Minerals & Chemical 
Corp. Streamliner double-pedestal, flat-top 
steel desks produced by The Globe-Wer- 
nicke Co. are used throughout. Other 
equipment includes Streamliner tables and 
telephone stands, four-drawer Globe- 
Wernicke steel files, all finished in gray 
to match the desks. 


Gunlocke Seating .. . The new office 
of Cole, Clark & Cunningham in Portland, 
Ore., equipped with the 4500 line series of 
Standard, along with Gunlocke chairs. 
Smith Brothers, Portland, Ore., planned and 
made this installation in the palomino finish 
for a general office which is attractive in 
new type lighting, acoustic ceiling and 
interesting back wall. 





















Milwaukee Chairs .. . Haines & Essick Co., Decatur, Ill, 
made this installation of seating by the Milwaukee Chair Co. in 
the imposing executive offices of the Milligan National Bank in 


Decatur. 


44 








More Bank Seating . . . A view of the personal loan de- 
partment of the Milligan National Bank in Decatur also equipped 
with Milwaukee chairs. It is part of the Haines & Essick Co. 
installation. 
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Left .. . Board room of First National Banking & Trust Co., Alton, 
Ill., equipped with Taylor’s 4815 chair for chairmen and a num- 
ber of 4807P chairs 





Right . . . Officers’ space in the same bank equipped with Taylor 
executive desk chairs and 4807PB guest chairs. Mathers-Morrison 





ge 


Co., Alton, Ill, made these installations. 





tax liability in the sale of a business 


Buyer Must Beware or 
He'll be Shouldered 
with Obligations 


by HAROLD J. ASHE 


tax counsellor 


g@ CONTRARY TO POPULAR be- 


lief, the purchaser of a business is 
personally liable for various taxes 
incurred by the seller if the latter 


fails to discharge these obligations 
and such oversight is not caught in 
escrow. 


Going through escrow or pub- 
lishing a notice of intended sale 
will not give the new owner clear 
title to the business so far as the 
previous owner’s tax liabilities are 
concerned 

It appears that various govern- 
ment agencies and departments are 
not obliged to take official cogni- 
zance of notices of intention to sell. 
Neither are they required to follow 
such transactions or ferret them 
out with a view to protecting gov- 
ernment claims before the sales 


are consummated 
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The significant point in this is 
that the government, state or Fed- 
eral, looks to the business, as dis- 
tinct from the owner who incurred 
the tax obligations, if this is nec- 
essary to effect easy collection. 

The foregoing governmental posi- 
tion is well known in respect to 
property taxes and explains the use 
of escrow agencies skilled in tracing 
property tax delinquencies before 
a sale is completed. 

What probably not one business- 
man in a hundred knows is that 
the purchaser of a business is liable 
for collected and unremitted sales 
taxes, social security and unem- 
ployment insurance taxes of the 
seller, as well as income tax with- 
holdings collected by him. And, in 
addition, the buyer is liable for the 
seller’s share of contributions to so- 
cial security and unemployment 
insurance taxes. 

The only safe course for a buyer 
to take in protecting himself 
against such tax bills incurred by 
his predecessor is to demand evi- 
dence such payments have been 
made. 

Moreover, such evidence should 
be carefully scrutinized to make 
certain that such tax bills have 
been paid in full right down to the 
moment the new owner takes pos- 
session. There is a considerable 
time lag between the period for 


which taxes are collected and the 
date of remitting. 

At any given time, any going 
business is likely to be holding un- 
remitted tax funds in varying 
amounts ranging from a few dol- 
lars on up into the thousands of 
dollars. 

As an example of the government 
view on this matter, consider the 
Unemployment Insurance Act of 
one large state. It provides that 
“unless a certificate of release of 
buyer is issued by this department, 
the purchaser of a business may 
become personally liable for any 
unpaid contributions, interest and 
penalties owed by the seller. A cer- 
tificate of release can be issued 
only after the seller has filed all 
required returns and paid all 
amounts of contributions, penalties 
and interest due.” This is a policy 
of other states. 

The department advises that 
“the purchase money should not be 
disbursed until a certificate of re- 
lease has been issued by this de- 
partment. Publishing a notice of 
intended sale will not relieve you 
of your obligation in this respect.” 

In the case of a seller who is 
going broke it may even be possible 
that delinquency in remitting such 
taxes is a pressing cause prompting 
him to sell his business and, if pos- 
sible, to an unwary buyer. 
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Better Handwriting and 
the Typewriter 


@@ A PROMINENT WRITER on “The Parent 
Problem” has suggested that poor handwriting 
by children sometimes has medical, emotional 
and moral aspects. If your child gets a poor 
mark in school because he’s a miserable writer, 
says Dr. Myers, it may be because he is excitable 
and high strung, and you at home can help him 
to better muscular co-ordination and surer fin- 
ger movement by more friendly sympathy and 
co-operation with him. 

Nervous instability can be conquered, it is sug- 
gested, if the school or the home encourages 
children to practice their handwriting until it 
becomes a fine and pleasurable art. 

At the same time it avails little to blame the 
typewriter on the premise that most of the im- 
portant writing is done on a machine—so why 
bother to use a pen legibly or appealingly? 

Educators have discovered that the typewriter 
provides a moral.and emotional discipline of its 
own. Many persons using the machine take 
more pains with their spelling on a typewriter 
because they can’t blur a word as they might do 
in handwriting in the hopes that the reader 
won’t catch them in a mistake. That can’t be 
done on a typewriter so proper spelling is en- 
couraged. 


Needed —An Understanding 
of Profits 


@@ ANYONE TODAY who contributes to a 
clear understanding of what constitutes real 
profit in industry is doing himself and our 
national economy a service. There are few sub- 
jects about which there is more misunderstand- 
ing. 

The Chamber of Commerce of the United 
States in this respect points out, “Profits have 
little or nothing to do with a company’s cash 
position, since a part of the revenue reported as 
profit may be in the form of accounts receivable 
or appear in inventories or even machines.” 

The analysis points out that profits turned 





downward in 1951 due to sharply increased in- 
come taxes and softer markets... . 

“Through the last decade, net profits, con- 
trary to a general impression, accounted for only 
about five cents of every sales dollar. In 1951 
they slipped to four cents. Rising taxes were 
mostly responsible. Over the years, profits have 
increased not by reason of higher prices, but 
because of a tremendous rise in volume of sales.” 

This is a time for clear understanding of the 
fact that if profits are paid out entirely to wage 
earners there can be no funds for expansion and 
for increased employment. These same profits 
form the base of risk capital, investment in fa- 
cilities for larger production and, most impor- 
tant of all, the base of our high American 
standards of living. Nobody would take business 
risks if there were no prospect of making profits. 

This is a time to know that while in 1940 cor- 
porate income taxes took $.02 cents of every 
sales dollar that in 1951 they took over $.05'. 
It is only through a tremendous rise in the vol- 
ume of sales that a corporation can increase its 
net profit. 

Yes, this is still a profit and loss economy un- 
der which we operate. Profits still must be 
earned and they must be real, instead of paper 
in character. 





Ten Factors in Retailing Success 


@@ MAKING A SUCCESS in retailing involves 
a knowledge of the industry involved and provi- 
dential culmination of many things. There are 
10 factors involved, which someone has concisely 
enumerated as follows: 

1. A desirable location. 


Skillful buying. 

Effective stock control. 
Sound merchandising. 
Proper financing. 
Adequate financing. 
Adequate, helpful records. 
Good housekeeping. 
Service to customers. 


10. Analysis of operating ratios. 
What’s your score on these 10 points? 


Co eEnNowh & b& 





MOSLER SAFES AT HOME 
IN WORLD’S PALACES 

Kings, presidents, and prime ministers 
recognize the importance of protecting 
important records and documents from 
fire as well as from thieves, judging by the 
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kind of orders the Mosler Safe Company 
is receiving from its export dealers. 

The King of Thailand, for example, has 
purchased a Mosler fire-resistant safe for 
his personal use, according to a report 
recently received from Bangkok. 


In a letter to Harold Grigg, manager 
of Mosler’s export division, Mosler’s Bang- 
kok dealer, Assia Ltd., points out that the 
prime minister of Thailand also selected 
a Mosler fire-resistant record safe. 

President. Aleman of Mexico has pur- 
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chased two Mosler fire-resistant record 
containers “in a beautiful white finish” for 
his personal use, according to Manual 
Mangino, Mosler’s dealer in Mexico City. 
And from Ciudad Trujillo, Mosler learned 
that the wife of the President of the Do- 
minican Republic recently purchased two 
Mosler letter-sized insulated record con- 
tainers “in a tropical cool-green finish.” 





WEIS SILVER DOLLARS 
AVAILABLE AT NSOEA 

The Wheel of Fortune won't be a famil- 
iar sight at the Weis Manufacturing Com- 
pany booth at the forthcoming NSOEA 
national convention, but Weis silver dol- 
lars will again be in evidence. 

The Weis company is making available 
coupons which can be sent in not later 
than September 20. Those filling them out 
may then visit booth No. 87 at the con- 
vention in the Conrad Hilton Hotel, Chi- 
cago, between October 4 and 8. There, 
the coupons will be on file (a Weis file, 
of course) and a real silver dollar will be 
waiting. 

In connection with this convention fea- 
ture, Weis is asking these questions: 

1. Who was the first manufacturer to 
make double top file folders to sell through 
commercial stationers? 

2. What is the trade name of the Weis 
indexes with cellulose acetate protection 
on the tabs and across the top? 

3. What is the width of the window 
opening in a 2'4-inch Weis metal tab? 





GEORGE H. WOLCOTT TOURS 
WORLD VIA SHIP, AUTO, AIR 

Office Appliances hears from George 
H. Wolcott, veteran Wilson Jones Com- 
pany official, that he is engaged in a 
world tour via an intriguing itinerary. His 
method of travel is primarily by steam- 
ship but does not include some auto jaunts 
and a flight across the Atlantic in return 
to the United States August 27. 

George sailed from Los Angeles June 10 
via S.S. President Cleveland. His trip plan 
included stops at Honolulu, Yokohama, 
Manila and Hong Kong where he planned 
to sail for Saigon, Singapore and Colom- 





bo. The airways were then to be used 
in visits to Madras, Calcutta, Benares and 
Delhi, India. Sightseeing by auto to vari- 
ous points of interest was mapped out by 
the travel bureau 

Leaving Bombay early in August, Mr. 
Wolcott expected to go to Marseilles, 
The flight home was scheduled 
from Lisbon 


France 
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HORACE M. WALMSLEY NOW 
MAYOR OF WINCHESTER, ILL. 

His many friends in the industry will be 
pleased to know that Horace M. Walmsley, 
the veteran typewriter man, was elected 
mayor of Winchester, Ill., in the June vot- 
ing. But this fact did not prevent him 
leaving in July for a three-months trip to 
Europe. 

Mr. Walmsley left the typewriter sales 
field in Milwaukee, Wis., in 1942, where 
he was last employed by the Underwood 
Corporation. He sold typewriters for many 
years in San Francisco, Reno, Stockton, 
Sacramento, Los Angeles, Detroit and Mil- 
waukee. He was associated with the Rem- 
ington, Woodstock and Underwood firms 
and also worked for some time for Alex- 
ander Bros. in Honolulu. 

In 1942 Mr. Walmsley became a per- 
centage train conductor at Houston, Tex., 
for the Southern Pacific Railroad. With his 
quickly-acquired seniority he was in charge 
of such famous trains as the Sunset Limited 
and the Argonaut that run between Los 
Angeles and New Orleans. In 1949 he 
was retired and moved to Winchester to 
enter agriculture and baking. His election 
as mayor marked his initial entrance into 
politics. 





NAMED MEMBER C. OF C. 
PUBLICITY COMMITTEE 

Carl W. Didde, of the Didde Printing & 
Office Supply Company, Emporia, Kans., 
has been named chairman of the local 
Chamber of Commerce publicity committee. 
The chief task of the group will be to pre- 
pare and finance production of a new ad- 
vertising folder for the Chamber. 





TOLEDO BUSINESSWOMAN 
ELECTED CLUB PRESIDENT 

Mrs. Eloise Strahley of McManus-Troup 
Company, Toledo, Ohio, office appliance 
and furniture firm, has been elected presi- 
dent of the Toledo Women’s Advertising 
Club for the 1952-53 season.—AK 





ANGUS CATTLE, LIKE OFFICE 
MACHINES, INTRIGUE MALONE 


Roy Malone, the hustling Texan who 
presided over the registration desk for the 
recent NOMDA convention in Dallas, has 
a twin interest besides operation of Malone 
Office Equipment & Supply Company. 

That second, or is it first, “love” of Roy 
is the raising of purebred Aberdeen Angus 
cattle at Ranchocita (which means “Little 
Ranch” in Spanish). The Malone acres are 
located about 25 miles from Dallas. In 
the near future, Roy plans to move the 
herd east to a larger ranch on which he 
can increase the numbers. 

Roy’s herd bull is a grandson of Prince 
Sunbeam 29th (his owners sold more than 
$2,000,000 worth of cattle from him before 
he died about a year ago). 

Sunbeam breeding is one of the most 


popular blood lines in this country and 
most of the cattle on the Malone ranch 
are of Sunbeam lineage. 

Get Roy Malone to talk about Aberdeen- 
Angus cattle and he is really enthusiastic. 
He’ll tell how in competition with the other 
beef breeds at the Chicago International 
Livestock Exposition—the ‘Supreme Court” 





Malone Raises These 
Steers on His Texas 


of the livestock industry—Angus cattle have 
won nearly three times as many grand 
championships in all classes as all other 
beef breeds combined. This has not been 
because of the color of their hides—but 
because of what lies under those sleek, 
black coats. 

Roy points out that calves from an Angus 
bull are hornless and black, no matter 
whether the dam is Angus, Brahma or 
some other breed, or mixed. This is an 
inherited, bred-in characteristic. Angus 
have been horniess since the dawn of their 
history and records going back 500 years 
tell of these black, hornless cows of Scot- 
land. 

“People not familiar with the breed 
wrongly accuse it of being wild,” says the 
Dallas enthusiast. “| cannot stress too 
strongly the point that Angus are easier 
to handle than other breeds, hoving raised 
grade as well as registered cattle of other 
breeds for many years. You can handle 
the Aberdeen-Angus more like they had 


horse sense than cow sense.” 





FUND TO BE MEMORIAL FOR 
LATE JOHN L. WREN, JR. 

In accordance with the wishes of the 
family, requesting no flowers, friends of 
the late John L. Wren, Jr., The House of 
Wren, Inc., may make contributions to the 
Oklahoma Medical Research Foundation, 
825 N.E. 13th St., Oklahoma City, Okla., 
J. L. Wren, Jr., Memorial. 

Ted Warkentin, Southwestern Stationery 
& Bank Supply, Lawton, Okla., is president 
of the Oklahoma Medical Research Foun- 
dation. 

This information is given Office Appli- 
ances by D. A. MacDougall, secretary- 
treasurer of the Midwest Travelers Club. 





BLADE COMPANY PRESIDENT 
NAMED TO BUSINESS BUREAU 
Lester Crowl, president of the Blade 
Printing & Paper Company, Toledo, has 
been elected president of the Toledo Better 
Business Bureau for the coming year.—AK 
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special sect regional meetings 


NSOEA 


NEW ENGLAND STATIONERS CONVENE 
AGAIN AT WENTWORTH-BY-THE-SEA 


Facilities Once More Found Ample for 
NSOEA Regional of District No. 1— 
Granfield Nominated as Governor 


@ THE ANNUAL convention of District 1 NSOEA-was 
held June 1, 2 and 3 at the famous Wentworth-by-the- 
Sea just outside of Portsmouth, N. H. For four suc- 
cessive years James Barker Smith, owner of the Went- 
worth, has been host to the New England stationers in 
their annual gathering. Because of the satisfaction 


4 


1. Governor-Elect Edward Granfield, Edward Granfield, Inc., New 
Haven, Conn., is congratulated by Ed F. Stockwell, American Pencil 
Co., president of New England Travelers Club.; Bill Driscoll, The 
Carter’s Ink Co. 

2. Mr. & Mrs. Edwin Keeney, Jr., and Mrs. & Mr. John D. Kenyon, 
Edwin Keeney Co., New London, Conn. 

3. Bob Slate, Cambridge, Mass.; Ed Granfield, Edward Granfield, Inc., 
New Haven, Conn.; Horton Frisbie, Roberts Office Supply Co., 
Portland, Me.; Jack Witte, Mittag & Volger, Inc. 

4. Nat Blish, Reyburn Mfg. Co.; Mrs. Wigon and Sally Wigon, Joe 
Wigon, Portland, Me.; Julian Shoor, Plimpton’s, Hartford, Conn. 
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On the following 8 pages are pictures and text re- 
ports of the last group of the scheduled 13 district 
conventions of the National Stationery & Office 
Equipment Association. 


with the location and service reservations were made 
for a return to the same place in 1953. 


The program for the business sessions was provided 


largely by members of the NSOEA troupe. Entertain- 
ment consisted of a New England shore dinner, boat 
rides, a Monte Carlo night, golf, and dancing. Numer- 
ous prizes were provided for attendance, for golf, and 
for special programs for the ladies. 


The meeting opened with a luncheon at which in- 


vocation was given by Rev. Joseph Shields of Immacu- 
late Conception Church, Portsmouth. He was followed 
by Bill Gove of Minnesota Mining & Manufacturing 


On the Opposite Page... 


20. 


21. 


At the registration desk. 

The ladies look over the prizes: Mrs. Mae Goss, Mrs. George 
Griffiths, Mrs. Howard Sanders, Mrs. Rosnosky, Mrs. George 
Wheeler, Mrs. Hilda Caracci, Mrs. Ed Knapp. 

Louis Caracci, Nor-Wood Co., New York, N. Y.; Elmer Rahe, The 


' Globe-Wernicke Co.; NSOEA President Grant Howard, Howard 6 


Stofft, Tucson, Ariz.; Sidney Challenger, Frank H. Fargo Co., 
Bridgeport, Conn. 
Harvey Rockwell, Yawman and Erbe Mig. Co.; Ralph Maish and 


' Howard Gorton, Dennison Mig. Co.; William Pape, Adkins Printing 


Co., New Britain, Conn. 
A. C. Howard, The Globe-Wernicke Co.; Howard Sanders, Sta- 
tioners & Publishers Board of Trade; John A. Gilbert, OFFICE 
APPLIANCES. 
R. R. Merchant, Jr., F. S. Webster Co. 
Guy Hart, Joseph Dixon Crucible Co.; Mrs. & Mr. Ben Richman, 
Moody Staty. Co., Waltham, Mass.; Leon Banov, Art Steel Co. 
Malcolm Derry, The Globe-Wernicke Co.; Forbes Snyder, Forbes 
Snyder, Inc., Holyoke, Mass.; Howard W. Gunlocke, W. H. Gun- 
locke Chair Co.; Ed Knapp, Victor Safe & Equipment Co. 
Mark Young, A. W. Faber-Castell Pencil Co.; Bill Martin, Bruhn 
Office Equipment Co., Burlington, Vt.; Otis Prior, Mutual Stationers; 
Joe McLaughlin, Herring-Hall-Marvin Safe Co. 
H. A. Sweatt, G. E. Prince & Co., Lowell, Mass.; John Dwyer, 
manufacturers’ representative; Mike O’Hanian, Wilson Jones Co.; 
Ralph Bender, Watson Mfg. Co.; Bert Chillson, American Pad & 
Paper Co. 
Mr. and Mrs. Dale Brown, A. S. Hyland & Co., Fitchburg, Mass.; 
Charles Dwyer, manufacturers’ representative; Billy Gunlocke; 
Mrs. Howard W. Gunlocke. 
Jim Johnson, Security Steel Equipment Co.; Mrs. Helen Sampson; 
I. Shulkin, Allen Staty. Co., Lynn, Mass.; Hal Tough, Security 
Steel Equipment Co.; F. W. Sampson, Moore Push Pin Co. 
Al Paris, Stationers Guild; Edmund Little, Edmund Little Co., 
Haverhill, Mass.; Walter Barbier, Weldon Roberts Rubber Co.; 
R. H. Llewellyn, Jr., R. H. Llewellyn Co., Manchester, N. H. 
Stanley McGar, John F. Molloy, Inc., Meriden, Conn.; Abe War- 
shaw, Warshaw Mfg. Co.; Lew Foster, Speed Products Co.; Sully 
Vacirca, D. J. Casey Paper Co., Haverhill, Mass.; Elmer Pape, 
Adkins Printing Co., New Britain, Conn.; John Casey, D. J. Casey 
Paper Co., Haverhill, Mass. 
Harold Low, Jerry Warshaw, Mildred Maravnick and Abe War- 
shaw, all Warshaw Mfg. Co.; Mr. Paul, Brock Press, Stamford, 
Conn. 
Percy Jacobs, John R. Rembert, New Haven, Conn.; W. H. Morgan, 
Morgan's Art Store, Waltham, Mass.; Henry Rosnosky. Boston, 
Mass.; Ed Jensen and G. F. Griffiths, Noesting Pin Ticket Co. 
Bernard Willander, Thos. Groom & Co., Inc., Boston, Mass.; Leo F. 
Kavanaugh, The Keystone, New Bedford, Mass.; Chet Gooding, 
E. Murran Co., Boston, Mass.; Samuel E. Murray, G. & C. 
Merriam Co. 
The newly-nominated governor and Mrs. Edward Granfield, 
Edward Granfield, Inc., New Haven, Conn.; John W. Murray, John 
W. Murray Co., Boston, Mass.; Allan Murray, Victor Safe & Equip- 
ment Co. 
George Smith, Loring, Short & Harmon, Portland, Me.; Cal Cameron, 
Oxford Filing Supply Co.; John Conway, =e Short & Harmon, 
Portland, Me.; William Fletcher, The Carter's Ink Co.; Ronald E. 
Daley, Ronald E. Daley Co., Waterbury, Conn. 
Mr. & Mrs. W. B. Keppie, Eaton Paper Co.; Joe Yates, Jos. F. Yates, 
Inc., New Haven, Conn.; John Whalen, American Pad & Paper Co. 
Charles Lipman, George B. Graff Co.; Arthur King, Ward‘s, Boston, 
Mass.; Frank Palmer, Eaton Paper Co.; Governor Charles P. 
Anderson, Thos. Groom & Co., Boston, Mass. 
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One of the Tables at the 
Shore Dinner, a Highlight 
of the Portsmouth ssion 


Company, top flight speaker, as a member of the 1951 
troupe. 

Because he was received so enthusiastically last year, 
Bill was prevailed upon to speak at three meetings on 
the 1952 circuit, St. Petersburg and St. Paul in addi- 
tion to Portsmouth. He also spoke at the National 
Office Furniture Association convention in Atlantic 
City in April. His topic “What’s Old?” was a dramatic 
presentation of sound salesmanship. 

Arthur L. King of Ward’s, Boston, presided at the 
afternoon session. Addresses were given by Grant 


1. D. G. Swerling and A. L. Traynor, Protectall Safe Corp.; William 
Fletcher, The Carter’s Ink Co.; Joe Poitrast and Bernie Hartwell, 
Minnesota Mining & Mfg. Co. 

2. Phil Rooney, Bailey's Inc., Brockton, Mass.; Jim Armington, Eber- 

hard Faber rae Co.; Ra Fletcher National Blank Book Co.; 
Russ Goss, W. H. Gunlocke ; Sid Croke, National Blank Book Co. 

3. Walter 3a "eB Moody Co., Inc., Salem, Mass.; Henry 
Shoor, i Boston; John Horne, Eberhard Faber Pencil Co.; Julian 
= ee Hartford, Conn.; Bob Starkel, Joseph Dixon 

ucib 


4. Ro A F. S. Webster Co.; James T. Towhill, The James 
A Townhill Co., Boston; Ben Willender, Thomas Groom & Co., Inc., 
Boston; F. H. Caswell. F. S. Webster Co. 

5. W. G. and E. W. Pape, Adkins Prtg. Co., New Britain, Conn.; 
Lucille and Walter Barbier, Weldon Roberts Rubber Co. 

6. Geo. Aigner, Aigner Index Co.; Leon Banov, Art Steel Sales 
LY. Frank H. Salmen, Salmen & Paddock, manufacturers’ repre- 
sentatives. 
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Howard, association president; Ralph Maish, Dennison 
Manufacturing Company, vice-president of the field 
division; Carl Priesing, vice-president of the American 
Pencil Company; and Daniel G. Donovan, director of 
purchases, Pepperell Manufacturing Company, and 
vice-president of the National Association of Purchas- 
ing Agents. Mr. Donovan’s topic was the question, “Is 
‘Caveat Emptor’ Good Salesmanship?” Excerpts from 

his address follow this report. 
Sidney Challenger of Frank H. Fargo Company, 
(Turn to page 181, please) 


val 
—— —~ 


7. Ralph Gerard, Sanford Ink Co.; Ben Richmond, Moody Staty. Co., 
Waltham, Mass.; Bob Straley, Straley’s, Newton Center, Mass. 

8. Mrs. Phil Rooney, Brockton; Mrs. Ray Fletcher; Vic Corkran, 
manufacturers’ representative; Mrs. Corkran. 

8. Al Howard and Elmer Rahe, The Globe-Wernicke Co., at the ninth 
hole. Mr. Howard gave a demonstration by sinking his chip shot 
for two. 

10. Sidney Challenger, Frank H. Fargo Co., Bridgeport, Conn.; Stanley 
McGar, John F. Molloy, Inc., Meriden, Conn.; Joe Wexelbaum, 
Cooke & Cobb Co.; Ed Knapp. Victor Safe & Equipment Co. 

ll. Art O’Hara, Acco Products, Inc.; Edmund Little, The Edmund 
Little Co., Inc., Haverhill, Mass.; John Whalen, American Pad 
& Paper Co, 

12, Frank Palmer, Eaton Paper Corp.; Ralph Maish, Dennison Mfg. 
Co.; Harvey Rockwell, Yawman and Erbe Mig. Co.; Bob Gooley, 
Cushman & Denison Mfg. Co. 

13. Frank Palmer, Eaton Paper Corp.; Lou Caracci, The Nor-Wood Co., 
New York. 
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Annual Banquet of Districts 3 and 13, NSOEA, is Held at Haddon Hall, Atlantic City 


280 ATTENDED COMBINED 3RD, 
13TH REGIONALS CONVENTION 


Renominate Governors Rosendorf and 
Wahrman—Chalfonte Haddon Hall Is 
Scene of Interesting Sessions 


@ HADDON HALL in Atlantic City, N. J., was the site 


of the combined annual NSOEA Districts No. 3 and 13 
convention held on Monday and Tuesday, June 16 and 
17. It was the next to the last of a series of successful 


regional conventions staged by the NSOEA throughout 
the country 


Governors Samuel S. Rosendorf, Jr., Southern Stamp 
and Stationery Company, Richmond, Va. and Richard 
E. Wahrman, R. E. Wahrman, Inc., New York, New 
York, presided. The total registration of 280 included 
122 manufacturers, 60 dealers, 87 ladies and 11 mis- 
cellaneous guests. 


Most of the addresses of the convention were given 
by members of the NSOEA troupe who were President 
Grant Howard, Howard & Stofft, Inc., Tucson, Ariz., 
who gave his talk entitled “Balance;” Howard W. Gun- 
locke, The W. H. Gunlocke Chair Company, whose topic 


was “With Office Equipment it Pays to Package;” Carl 
W. Priesing, American Pencil Company, whose talk was 
entitled “Put it on the Line;” W. K. “Bill” Wilson, 


Diebold, Inc., whose topic was “Build a Fire Under Your 
Protection;” Ralph Maish, Dennison Manufacturing 
Company, who spoke on “A Traveler Talks To the 
Trade” and General Manager Paul E. Burbank, whose 
message was “News of Fifty-Two.” Non-troupe orators 





Renominated ... Richard E. Wahrman (left), R. E. Wahr- 
man, Inc., New York, N. Y., and Samuel S. Rosendorf, Jr., Southern 
Stamp & Stationery Co., Richmond, Va., will again serve as 
governors. 
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were: Joseph Burger, Art Steel Sales Corporation, tell- 
ing of “Profit Opportunities For The Dealer By Direct 
Mail;” Glenn Turquand, Underwood Corporation, who 
spoke of “The Vital 30 Seconds;” and William H. Gove, 
Minnesota Mining & Manufacturing Company, whose 
topic was “What’s Old?” 

The program was divided into three sessions pre- 
ceded by registration, which started at 5 p.m. Sunday 
evening June 15. 

A large audience assembled in the theatre-like 
Viking Room on the tower floor of Haddon Hall when 
the first session was called to order at 10:30 a.m. 
Monday morning by Presiding Governor Richard E. 
Wahrman who extended a hearty welcome on behalf 
of the 13th district. 


Rosendorf Extends Welcome 


He was followed by Governor Samuel 8S. Rosendorf, 
Jr., who also extended a cordial welcome on behalf of 
the 3rd district and then appointed his area’s nomi- 
nating committee. They were: Joseph E. Runnels, 
Commercial Office Furniture Company, Washington, 
D. C.; Charles V. Sinisgalli, R. P. Andrews Paper Com- 
pany, Washington, D. C. and Charles W. Lukens, Yeo 
& Lukens Company, Philadelphia, Pa. Governor Wahr- 
man then appointed the nominating committee for 
the 13th district who were: Robert Reichman, Mooney’s, 
Inc., New York, New York; J. 8S. Libien, Libien Press, 
Inc., New York, New York and Sigmund H. Engelberg, 
Eagle Pencil Company, New York, New York. 

Governor Wahrman presented three of the troupers. 

At the conclusion of the first session luncheon was 
served at 1 p.m. in the Rutland Room, attended by 
both ladies and men, with Governor Rosendorf pre- 
siding. 

After luncheon Governor Rosendorf introduced the 
guest speaker, Honorable Gay H. Brown, former Justice 
of the Supreme Court of New York State, whose topic 
was “Is It Wrong To Be Successful?” an inspiring 
address in which he was gravely concerned with the 
worldwide menace of communism, which he declared 
now controls 24s4ths of the people of the world. 

Declaring the great issue confronting the world now 
is “Individualism against Stateism” he went on to tell 
of the many advantages and opportunities for success 
under the free enterprise system in America com- 
pared to the lack of those advantages in communist 
ruled countries. 

In conclusion, he said it is not wrong to be successful. 
He urged that people believe and have faith; become 
vigilant, awake; that they go out and work in their 
communities and among their friends and acquaint- 
ances. 

The second session was called to order at 2:30 p.m. 
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expanding one,” declared Mr. Burger, 
time, it affords to the alert 
grand opportunity to widen his area of service, busi- 
ness, and new customer contacts.” 

The speaker revealed that his firm has prepared 
a mail order manual to acquaint the dealers with its 
various phases. 
month or two. 
industry service. 

At this point the program was interrupted to hear 


1. 


in the Viking Room with Governor Rosendorf pre- 
siding. 


The first speaker was Trouper W. K. Wilson, Diebold, 


Inc. He was followed by Joseph Burger, Art Steel Sales 
Corp., whose topic was 
Dealer by Direct Mail.” 


“Profit Opportunities for the 


“The challenge of mail order to our industry is an 
“but, at the same 


dealer and stationer a 


ready within a 
a Steelmaster 


This booklet will be 
It is intended to be 


Turn to page 130, please) 
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At the registration desk: Lewis Watkins, Victor Safe & Equipment 


Co.; George F. Griffith, Jr., Noesting Pin Ticket Co., Inc.; Paul F. 
Steever, Office Equipment Co., Harrisburg, Pa.; Mrs. J. A. Malloy, 
General Fireproofing Co.; Mrs. M. M. Moldow, mfrs. rep.; Mrs. 
M. J. Weinstein, mfrs. rep. 

Charles V. Sinisgalli, The R. P. Andrews Paper Co., Washington, 
D. C.; Allan Murray, Victor Safe & Equipment Co.; Cort. B. Horr, 


Associated Stationers Supply Co., Chicago, III 


Allen B. Cammack, Sr., Cammack Office Supply. Burlington, N. C.; 


E. H. Gatewood, Jr., Wood Office Furniture Institute; J. B. Wagoner, 
Jr., mfrs. rep. 

Ralph G. Henriques, Bates Mfg. Co.; Louis Wachtel, American 
Pencil Co.; M. E. Escoffier, Clinton Stationery Co., Inc., Newark, 


N. J.; Gilbert A. Keith, American Pencil Co. 

John F. Emhardt, Columbia Steel Equipment Co.; Frank R. Curtiss, 
Neva-Clog Products, Inc.; Ward Taylor, Walcott-Taylor Co., Inc., 
Washington, D. C.; Charles Parker, All-Rite Pen, Inc. 


Robert Reichman, Mooney’s Inc., New York, N. Y.; E. A. Keeling, 
Watson Manufacturing Co., Inc.; J. S. Libien, and Miss Ester 
Libien, both of Libien Press, Inc., New York, N. Y.; William 
McDowell, Art Metal Construction Co.; John Link, Lucas Brothers, 
Baltimore, Md.; Sigmund H. Engelberg, Eagle Pencil Co.; Ben 
Wachtel, Parker Pen Co. 

W. Glenn Turquand, Underwood Corp.; Paul F. Steever, Office 


Equipment Co., Harrisburg, Pa 


Joesph W. Wardman, Bates 
NSOEA; Royal H. Eckert, 


Art Steel Sales Co.; 
Manufacturing Co.; Rose .Cushman 
Royal H. Eckert, Inc., Allentown, Pa 
J. George Aigner, Aigner Index Co.; E. J 
facturing Co.; Wm. G. Hintz, Jr.. Wm. G 
J. Kip Edwards, mfrs. rep. 

William P. Corbett, mfrs. rep.; Archer Gibbons, Rutherford, N. J.; 
K. D. Bleakly and R. W. Mueller, both of Esterbrook Pen Co. 
Rupert Jacobus, Edward Madison Co., Montclair, N. J.; Herbert 
Grayson, Ace Fastener Corp.; Wm. Reinhardt, A Pomerantz & Co., 
Philadelphia, Pa.; Stanley Geismar, Joshua Meier Co., Inc. 


William Lampel, 


Moore, Dennison Manu- 
Hintz, Inc., Reading, Pa.; 
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8. Richard E. Wahrman, R. E. Wahrman, 


20. 


22 


23. 





Inc., New York, N. Y.; 
E. Russell Ashley, Ashley-McCormick Co., Bridgeton, N. J.; Samuel 
S. Rosendort, Jr., Southern Stamp & Stationery Co., Richmond, Va. 
Michael LaMorte, Security Steel Equipment Corp.; Louis Hendrick- 
son, Harter Chair Corp.; John G. Kolb, C. Howard Hunt Pen Co.; 
Mortimer H. Chute, Jr., Bainbridge, Kimpton & Haupt, Inc., New 


York, N. Y.; Ben V. Cole, Cole, Harding & James, Inc., Richmond, 
Va.; E. L. Rosenberry, Koh-I-Noor Pencil Co. 

Carl W. Priesing, American Pencil Co.; Harold L. Tallman, 
Stockett-Fiske Co., Inc., Washington, D. C.; Mark J. Kenna, Ameri- 
can Pencil Co.; Ben V. Cole, Cole, Harding & James, Inc., Rich- 
mond, Va.; William Fink and Howard Bleakley, both of The 
Price Co., Baltimore, Md. 

Joseph Mazer, Keystone Steel Equipment Co.; John J. Kerns, Sta- 


tioners Loose Leaf Co.; J. E. Dugan, J. E. Dugan Co., Pittsburgh, Pa.; 
Max Block, Keystone Steel Equipment Co. 
Paul W. Cheney, Southworth Co. 


M. H. Jackson, Joseph Dixon Crucible Co.; Charles W. Luken, 
Yeo & Lukens Co., Philadelphia, Pa.; Joseph Dunn, Wm. F. 
Murphy's Sons Co., Philadelphia, Pa.; Wm. Boyer, Wilson 
Jones So.: L. Avanzino, Eberhard Faber Pencil Co. 

William H. Gove, Minnesota Mining & Mig. Co.; Miss Nancy 


Gove, his daughter. 

Mr. & Mrs. Carl C. Judkoff, Cantigny Printing & Stationery Corp., 
New York, N. Y.; James T. Hurley, Oxford Filing Supply Co.; 
Milton Goldhair, Harmil Office Supply Co., New York, N. Y. 
Thomas P. Crilley, Jr., Wilson Jones Co.; Chris J. Tomford, Carters 

Ink Co.; Edward J. Healy, Wilson Jones Co.; George A. Grosch, 

mrfrs. rep. 

K. G. Kirk, F. S. Webster Co.; J. A. Malloy, General Fireproofing 

Co.; Robert D. Raeder, Robert D. Raeder, Kingston, Pa. 

Mr. & Mrs. David Norman, Norman's Stationery Co., Bristol, Pa.; 
M. J. Weinstein, Martin M. Moldow Associates. 

H. G. Tough, Security Steel Equipment Corp.; Allen B. Cammack, 

Sr., Cammack Office Supply, elineton N. C.; Stanley M. Wood- 
ruff, Weis Manufacturing Co.; Herbert Walsh, Ace Fastener Corp. 
Ralph Maish, Edwin C. Ross, Frank J. O'Donnell, Paul K. Rampley, 
and Edwin J. Moore, all of Dennison Manufacturing Co. 

W. L. Harrington, Boorum & Pease Co.; T. M. Stout, E. W. Curry 
o., Pittsburgh, Pa.; E. G. Kilfeather, Boorum & Pease Co.; Charles 
W. Lipman, George B. Graff Co. 

Singing Commercial Quartet. George E. Harscheid, National Blank 
Book Co.; Robert Reichman, Mooney’s Inc., New York, N. Y.; Wm. 
F. B. Lindenberger and Arthur Brigham, both of National Blank 
Book Co. 

Earl H. Prentzel, Speed Products Co., Inc.; Martin M. Moldow, 
Martin M. Moldow Associates; William Reinhardt, A. Pomerantz & 

Co., Philadelphia, Pa.; Robert E. Gooley, Cushman & Denison 


Mig. Co. 

Robert Whitesel, Brooks Co., Philadelphia, Pa.; Sid Lichtenstein, 
Sturgis Posture Chair Co.; Irving Roth, Roth Brothers, Philadelphia, 
Pa.; Edward F. St. George, Oakville Co 
“Si” J. Donnelly, R. A. Stewart & Co. 
Marking Equipment 

Howard S. Sanders, The Stationers & Publishers Board of Trade, 
Inc.; J. S. Libien, Libien Press, Inc.. New York, N. Y.; Hugh T. 


Morgan, mfrs. rep. 


“Ray” R. Fritz, Fulton 





Samuel S. Rosendorf, Jr., Southern Stamp & Stationery Co., Rich- 


mond, Va.; Paul E. Burbank, NSOEA; Lewis Watkins, Victor Safe 
4 Equipment Co.; Wade Land, Charles G. Stott & Co., Washington, 
Mr. & Mrs. Abe Siminoff, Colonial Stationery & Supply Co., Newark, 
N. J.; Gerard D. White, Acco Products, Inc.; Harry Seidman 
Trinity Stationers Co., New York, N. Y. 

Joseph C. Runnels, Commercial Office Furniture Co., Washington, 
D. C.; Earl Koch, Koch Office Supply Co., Baltimore, Md.; Charles 
W. Lukens, Yeo & Lukens Co., Philadelphia, Pa. 

L. Avanzino, Eberhard Faber Pencil Co.; Charles M. Jaffer, mfrs. 


rep.; Taylor B. Kellogg, C. Howard Hunt Pen Co. 
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DISTRICT NO. 2 NSOEA MEETS IN 
HISTORIC COOPERSTOWN, N. Y. 


Vernon R. Evans Renominated for Governor 
at Regional Session—Troupers Heard— 
Panel Session is Part of Program 


@ DEEP IN THE HEART of the beautiful country 
which furnished the inspiration for James Fenimore 
Cooper’s famous Leatherstocking Tales—at the foot of 
legendary Lake Otsega in Cooperstown, N. Y.—nestles 
the Otsega Hotel, host to the Second Regional District 
convention of the National Stationery & Office Equip- 
ment Association on June 18, 19 and 20. 

Indeed, the entire district abounds in delight for the 
student and lover of early American life. Perhaps if 
the facilities of the hotel provided all the superb com- 
fort of the Waldorf the charm of this early American 
setting might diminish. 

Governor and charming Mrs. Vernon R. Evans, 
Vernon R. Evans Co., Utica, N. Y., greeted and wel- 
comed the conventionites who arrived Wednesday 
afternoon. There was a good representation for din- 
ner and by the time the informal cabaret party got 
under way in the ballroom the group was almost com- 
plete. This get-together seemed to get the whole con- 
vention off with a fine start. 

The registration desk did a thriving business after 
breakfast on Thursday morning. Under the watchful 
eye of Frank E. Wilkerson, Dennison Manufacturing 
Company, chairman of the committee, these details 
were handled wtih ease and despatch. 

To assure a successful start President Grant Howard, 
Howard & Stofft, Tucson, Ariz., was introduced by 
Governor Evans who presided. The president “talked 
turkey” to his listeners in his now well know address, 
“Balance.” 

L. R. Addington, Art Metal Construction Company, 
and vice-chairman of manufacturers’ division, NSOEA, 





1, henge ¢ Mrs. Vernon R. Evans, Vernon R. Evans Co., 


Utica, 

2. President , ar and General Manager Burbank con- 
gratulate each other on a job well done at the closing 
minutes of their last regional convention. 
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came up with some pearls of wisdom in answering his 
question “Where Are Tomorrow’s Orders?” 

He told of expressions he had encountered recently 
indicated false fears for the future. False fears, he 
said, because our present-day economy exclusive of 
government preparedness spending was the greatest 
it has ever been. 

He said he believed it absurd to give government 
credit for the business of today—a 250 billion market— 
when military expenditures account for only 14 bil- 
lions. “Orders for tomorrow” are there, he said, “but 
they must be sold.” Surveys indicate more than 50% 
of the office equipment in use today is more than 25 
years old, showing that obsolescence is to be a big 
factor in the future. The last few years the tempo of 
our business has been sustained by the creation of new 
buildings. Several years prior to these the tempo was 
sustained by replacement. The salesmen’s job is to 
recognize and develop the need of business for our 
products. 

Mr. Addington charged his listeners to know their 
customers’ needs as well as the equipment they use 
and record the potential of all their customers. “Select 
carefully, train thoroughly and most of all motivate 
your salesmen. Help them get started right every day. 
Demonstrate and offer well prepared proposals,” he 
advised. The speaker believes the opportunity to sell 
is greater than ever. Instead of increasing the number 
of salesmen he suggests that present forces be re- 
quired to work eight hours per day calling on cus- 
tomers. 

A panel consisting of L. Hoelscher, Hoelscher’s, Inc., 
Buffalo, N. Y.; K. Heinrich, Heinrich-Seibold, Roches- 
ter, N. Y.; C. Nichols, Nichols Business Equipment, 
Syracuse, N. Y.; F. DiPerna, Genesee Office Equipment 


(Turn to page 137, please) 
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1. Seated: Chas. Oliver, Oliver Office Equipment, Rome, N. Y.; L. J. 
VanMarter, VanNatta Office Equipment Co., Ithaca, N. Y.; D. A. 
Towles and Glenn Elwood, both of Standard Furniture Co. Standing: 
Jerry McCormick, Fred Michels and Chas. Amann, all of Victor Safe 
& Equipment Co. 

2. Seated: Ruth Nicol; Judy Clark; Al Clark, General Fireproofing 
Co.; Larry Fitzpatrick, Rochester Stationery Co., Rochester, pA 
Standing: Al Nicol, Rochester Stationery Co., Rochester, N. Y.; 
Palmer Carnright, Snyder's, Newburgh, N. Y. 

3. Seated: Mr. & Mrs. Louis H. Hoelscher, Hoelscher’s, Inc., Buffalo, 
N. Y.; Mrs. & Mr. R. J. Hoelscher. Standing: W. A. Santor, General 
Fireproofing Co.; Charles & Mrs. Geer, Geer-Dunn Co., Jamestown, 


4. Seated: John Trojnar, Pfleegers Business Equipment, Inc., Utica, 
N. Y.; C. L. Purvis, Georgia-Hanks Co., Binghampton, N. Y.; 
Eugene Rebot and Jas. Hyde, both of Pfleeger’s Business Equip- 
ment, Inc., Utica, N. Y. Standing: William Davis, Pfleeger’s 
Business Equipment, Inc., Utica, N. Y.; Carlton Orth, McClenathan 
Printery, Inc., Dunkirk, N. Y.; Jack Cahill, Georgia-Hanks Co., 
Binghampton, N. Y. 

5. Walter H. Miller, Otto Ulbrich Co., Buffalo, N. Y.; Harry L. 
Fellowes, Bankers Box 

6. Mrs. R. J. Adler, Mr. & Mrs. Harry F. Sanner, Sr., R. J. Adler, all 
of Sanner Office Supply Co., Erie, Pa. 

7. The Troupe. Grant Howard, Howard & Stofft, Tucson, Ariz.; Ralph 
Maish, Dennison Mfg. Co.; Carl W. Priesing, ‘American Lead Pencil 
Co.; Howard W. Gunlocke, W. H. Gunlocke Chair Co.; William 
K, Wilson, Diebold, Inc.; Be > Burbank, NSOEA. 

8. Fred —-— ye Watson Mf ; Fred ere mfrs. rep.; F. A. 
Searles, F. A. Searles Co., tw N. Y.; A. C. Shearman, Boorum 
& Pease — 

9. Mark Young, A. W. Faber-Castell Pencil Co.; Philip H. Yawman, 
William Ludwig, and Erny Parent, all of John R. Bourne Co., 
Rochester, N. Y. 

10. Lem Stevens, Aigner Index Co.; A. A. (Bud) Preston, Utica Office 
Supply Co., Utica, N. Y¥.; George Aigner, Aigner Index Co.; Fred 
H. lmen, mfrs. agent. 

ll. Ralph A. Maish, Dennison Mfg. Co.; Bob Wilson, H. R. Mann & Co., 
Troy, N. Y.; Henry Martin, Clayton E. Marsters Co., Albany, N. Y.; 
Frank Doblmeier, Nascon Products; Harry Armitt, Oxford Filing 
Supply Co. 

12. Mr. & Mrs. Louis H. Hoelscher, Hoelscher’s, Inc., Buffalo, N. Y., 
presented with flowers by Gov. Vernon Evans on their wedding 
anniversary. 

13. Art O’Hara, Acco Products, Inc.; C. L. “‘Doc’’ Williams and Peter J. 
Murrett, both of Ryan & Williams, Inc., Buffalo, N. Y. 

14. J. L. Heinrich, Ken C. Heinrich, W. J. Siebold, Jr. and W. J. Siebold, 
Sr., all of Heinrich-Siebold Stationery. 

15. Bob Gooley, Cushman & Denison Mfg. Co.; Harvey Rockwell, 
Yawman & Erbe Mfg. Co.; R. E. Smith, R. E. Smith Co., Erie, Pa.: 
Allan Murray, Victor Safe & Equipment Co.; Frank Curtiss, Neva- 
Clog Products, Inc.; H. W. Koehn, Jr., mfrs. agent. 

16. Mr. & Mrs. E. F. Stacy, Jr. and Mrs. & Mr. E. S. Howard, all of 
E. S. Howard Co., Oswego, N. Y. 

17, Geo. Schmieg, Syracuse Office Supply Co., Syracuse, N. Y.; Bill 
Fletcher and O. F. Pecor, both of The Carter's Ink Co. 
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MICROFILMING CAMERA 
Diebold, Inc., 
Canton 2, Ohio 


This new Flofilm camera, claimed to eliminate all load- 
ing, threading and film handling, enables even in- 
experienced personnel to microfilm all types of copy. 
The film carriage holds 50 feet of 16mm film, enough 
to copy 3,600 checks or 1,600 letter-size documents. 
The illustration shows the camera in use with the 
operator feeding letter-size copy at 90 feet a minute. 
The copy emerges into the rear copy collector tray. 
Dimensions are 13x11x5'% inches. The weight is 20 
pounds. It will photograph copy up to 11 inches 
wide. 








MERCHANTS FILE 
Cole Steel Equipment Company, Inc., 
285 Madison Ave., New York 17,N.Y. 


A concealed vault is the outstanding 
feature of this new file made of heavy 
gauge steel. The dial lock is actually 
vault size. The cabinet also contains 
two letter files, working on ball bear- 
ings; an index drawer for 3,200 3x5- 
inch or 4xé6-inch cards; two adjustable 
compartments under lock and key. The 
overall measurements are 32 inches 
high, 30% inches wide and 17% inches 
deep. Finished in olive green or Cole 
gray baked enamel, the cabinet, No. 
1370, costs $49.95. Equipped with a 
plunger lock which automatically locks 
all drawers, No. 1370 PL; it costs 
$59.85. Finished in grained walnut, 
mahogany or knotty pine, cost is $12.50 
additional. 





ROYAL TYPEWRITER 
Royal Typewriter Company, Inc. 
2 Park Ave., New York 16, N. Y. 


The latest model typewriter from this company incorporates several new fea- 
tures. The “Magic” tabulator gives dual tab control with both fingers and 
palm tabulation without moving the hands from essential guide key positions. 
The carriage control makes it possible to adjust the tension of the carriage 
to suit the job by turning an indicator dial on the left side of the machine. 
The “Magic” Margin and the Easy-Action space bar are said to be improved 
and easier to operate. The keyboard of the new typewriter has an extra 
key furnished with any combination of five characters, or at additional charge, 
with any personalized symbol. The keys are made of non-glare green plastic 
while the machine is finished in soft brown frieze. 
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NEW GLOBE MODELS 
George F. Cram Company, Inc., 
730 E. Washington St., Indianapolis 7, Ind. 


In an effort to produce globes which blend well 
with home decoration, this company has intro- 
duced several new models designed with such 
a purpose in mind. The model illustrated de- 
parts from tradition by replacing the familiar 
blue used to distinguish areas of water, by a 
pastel shade of red. On other models gray has 
been used instead. A new type of mounting 
made of wood has a mahogany finish. The new 
Globe Catalog No. 62 gives details of the latest 
models in the new color arrangements. 
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WOOD DESK ACCESSORIES 
Sell Corporation 
500 S. Clinton St Chicago 2 Hil. 


Recently introduced by this corporation, these desk accessories 
are made of kiln-dried solid oak, walnut and mahogany, with 
tongue and groove corners and lacquer finish. Two models, 
the Economy desk tray and the deluxe “Front Office,” are obtain- 
able in letter and legal sizes, in a choice of finishes. Card file 
styles include covered card index cabinets and card index box; 
open-top card index cabinet and card index tray. All four items 
ore made to fit standard 3 x 5, 4 x 6 and 5 x 8-inch file cards. 
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CARD-O-MATIC PUNCH 
Remington Rand Inc., 
315 Fourth Ave., New York 10, N. Y. 


The Card-O-Matic Punch for punching tabulating cards hos just been introduced 
by this firm. Teamed with the Conve-Filer, or other suitable filing systems, the 
punch is said to offer new economies in many punched-card accounting proce- 
dures such as billing and sales analysis, payroll, order writing and so forth. 
The combination provides for almost completely avtomatic location of the 
master card in the motorized file, transfer selection and punching of desired 
information and the opportunity to enter variable dota as required. It is 
operated by a remote control sensing unit which mokes possible the selection 
of any one of the 60,000 master cards which may. be filed in a Conve-Filer. 





SOPHISTICATE CHAIR 
Sturgis Posture Chair Company, 
Sturgis, Mich. 


Featuring a wider, posture arched backrest and a thicker 
coil spring seat, the Sophisticate (No. 620) chair, and its 
companion spring back chair, the Spry-lite (No. 920) have 
recently been introduced. Both chairs have two-inch rubber 
ball-bearing casters, are fully adjustable for seat height, 
height and position backrest, and have the Sturgis avto- 
matic Follow-Flex backrest support. 


SKYLINER DESKS 
Orna-Metal Products Company, 
2412 S. Seventh St., St. Louis 4, Mo. 


Two new all-purpose utility desks, companions to the Skyliner Jet model, 
cre the Rocket (at left) and the Comet (at right). Both are similar in 
appearance, but slightly larger than the Jet. Top size of the Rocket, 
No. 2438, is 24 x 38 inches, with a knee space of 22 inches. The Comet, 
28 x 42 inches with ca knee space of 26 inches. Both desks are adjust- 
able in height from 28 to 29% inches, and both have three drawers for 
letter or legal-size papers. Tops are covered with Armstrong linoleum 
protected by stainless steel corners, edged with aluminum trim. The 
desks ore availabe in gray, green or brown baked enamel finish. 
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. GENIE LETTER OPENER 


Office Accessories Corporation, 
P. O. Box 717, Encino, Calif. 


Said to work equally well on air- 
mail thin paper and on brown 
paper envelopes, this plastic letter 
opener uses easily replaced injector- 
type razor blades. There are no 
moving parts and it may be fastened 
to a desk so that letters may be 
opened with the use of one hand 
only. It will also cut cellophane 


Price is $1.00. 





POSTURE CHAIR 
Welch Industries, 


2911 Empire Ave., Burbank, Calif. 
WASTEPAPER BASKET 


Franklin Metal Products Company, 
1500-02 S. Wabash Ave., Chicago 5, Ill. 


Top models of posture chairs made by this 
firm are said to have improved tilting back 
and simplified adjusting mechanism. They also 
have a specially designed self-balancing back 
rest. Some models have tempered heavy gauge 
helical spring-filled seat, covered with vinyl 
plastic coated fabric, available in a variety of 
colors. Other chairs have a Moltex rubber 
base. Prices range from $29.90 to $53.90 


The 400 wastepaper basket features a pat- 
ented five-piece construction, which is claimed 
to eliminate spot welding weaknesses. The 
side edges consist of four thicknesses of metal 
equivalent to 14 gauge, while three beads 
are embossed on the edge for rigidity. Rubber 
feet and corners are part of the panels and 
are locked onto the basket. Rolled top ledges 
are dent-resistant. The basket stands two inches 
off the floor. It is available in several colors 
in baked enamel finish. 





NEW BRONZE FINISH 

La Salle Products 
Company, 

2216 N. Clybourn Ave., 

Chicago 14, Iil. 


A new finish known as gold 
en bronze has been produced 
by this company for its smok- 
ers and ash trays. The soft 
color blends well with the 
lighter colored woods. A 
new metal smoker, No. 140X, 
designed along modern, sim- 
ple lines and constructed 
similarly to the Model No. 
150, but with a more heavily 
weighted base, is available 
in the new bronze finish, also 
in satin chrome finish 


+ 
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UTILITY CABINET 
Dolin Metal Products, Inc., 
315 Lexington Ave., Brooklyn, N. Y. 





An all-purpose utility cabinet, No. 4210, is 
made of steel and electrically welded through- 
out. Counter high, it has two locking drawers 
measuring 12 x 16% x 4 inches each. The 
cabinet has two adjustable shelves and a two- 
way paracentric locking device on the doors. 
Over-all dimensions are 42 inches high, 30 
inches wide and 18 inches deep. It comes in 
either green or gray baked enamel finish. 
Descriptive literature is available from the 
manufacturer. 
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REST-ALL CHAIR 
Ohio Chair Company, Inc., 
28 W. Madison Ave., Youngstown, Ohio 


The line of Rest-All aluminum office and institutional 
chairs now includes this new straight armless model for 
reception room and occasional use. Model No. 550, it is 
claimed to combine simplified, moderate cost design with 
sturdy, long-lived construction. The chair features a 
saddle seat and concealed welds. Aluminum parts have 
satin finish. Upholstered in foam rubber, it is covered 
in the full color range of U. S. Naugahyde simulated 
leathers, perforated or plain, or in Goodall fabric. 





SLIDE RULE CONVERTISOR 
C-Thru Ruler Company, 
827 Windsor St., Hartford, Conn. 





The No. 6 Convertisor is a calculator which 
performs conversions from the English to 
the metric system of weights and measures, 
both linear and liquid. It also performs 
multiplication and division. The calculator 
consists of two discs, one opaque, printed 
in black, and one clear transparent disc, 
| printed in red. Directions for use and list 


E-Z SLIDE HOLDERS 





of conversions are given on the reverse of . 

par the opaque disc Cook's, Inc. 

med Camden 1, N. J. 

The 

etal A complete line of plastic “window sleeve” card 

ads and ticket holders, said to prevent inserts from 

ag sticking, is featured by this firm. The E-Z slide 

oad design is used on three types of card holders, 

ges those with electronically sealed edges, with stitched 

hes bound edges and cemented tape edges. These 

lors are available in a complete range of shapes and 
sizes. For a catalog giving complete details, write 





on a business letterhead to the firm. 








ALL-WHITE TAPE 

Labelon Tape Company, Inc., 
450 Atlantic Ave., 

Rochester 9, N. Y. 


An all-white form of this tape has now been put on the market. The 
solid black writing on the white tape provides the greatest contrast 
possible ogainst certain backgrounds. Any ordinary lead pencil or 
stylus may be used for writing, which appears beneath a transparent 
plastic layer and is protected against smudges, dust, dirt, oil, water and 
so forth. 


400 LINE WOOD FILES 
The Globe-Wernicke Co., 
Cincinnati 12, Ohio 


The 400 line of two-drawer wood files is now being offered in the new 
height of 29 inches instead of the former 30'%-inch height. This és in 
answer to customer demand for two-drawer, desk-high files for use with 
HAND CLEANER the 29-inch high dtsk, now in standard use. 





HAND CLEANER 





A. C. Davenport, Inc 


311 N. Desplaines St., Chicago, il. STAPLER POWER ARM 


The Bates Manufacturing Company, 
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Wix, a waterless hand cleaner with lanolin content, Orange N. J 
. Pe. de 


said to both smooth and clean the skin, is available 
in one-pint jars or cans, quart or gallon cans. It is 
claimed to remove stains, ink, paint, tar and grease, 
and to be economical in use. The cream contains 
no abrasives 
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This power arm has been designed for use with the Mercury H-30 
stapler to enable up to 100 sheets of paper to be stapled together. It 
is claimed that the pressure of a finger is sufficient to operate it. List 
price is $12.50. 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, June 31 

A big rise in the export of typewriters sent overseas 
revenue from British office equipment, exclusive of 
furniture, up to £1,068,825 in May, it is announced 
by the Office Appliance & Business Equipment Trades 
Association. 

Nearly £260,000 of typewriters and £200,000 of safes 
and cabinets, £187,000 more than during May, 1951, 
were shipped abroad. 

The office equipment industry’s best customer dur- 
ing the month was the U.S.A. 

So far this month, total exports have created a 
record exceeding those for the same period last year 
by over £1,180,000 despite a reduction in orders for 
the Australian market, hitherto the industry’s best 
individual overseas’ customer. 

The wisdom of office equipment manufacturers’ 
post-war policy of unceasingly seeking new overseas 
markets for their products, even during the years 
when output and current overseas demand made it 
impossible to supply home markets to the extent 
desired, is having its reward. 


oe * 


The partial loss of Australian markets as a result 
of that continent’s economies—for Australia has for 
years been the U. K.’s best individual client for office 
equipment—has been more than offset by increased 
consignments elsewhere. 

For May, exports of machinery and safes and cabi- 
nets alone amount to £1,078,825, bringing the total 
for the first five months of the year for these sections’ 
shipments to £5,272,137 or £1,182,921 more than dur- 
ing the same period last year. 

Yet during May office machinery shipments to Aus- 
tralia dropped from £164,851 in this month of 1951 
to £45,000; to South Africa from £78,467 to £52,833 
and to Sweden by £10,000. In lieu of Australia, the 
U.S.A. became the industry’s best over-seas client for 
the month. The Americans took over £83,000 worth. 
Canada put up her imports from £5,000 to £45,000. 

Undoubtedly the feature for May has been the big 
rise in the export of typewriters, an increase of £112.,- 
000 in typewriters alone, in comparison with May last 
year, and an improvement on the monthly average for 





last year—easily a record year—of more than £70,000. 

The export of steel safes and cabinets also shows 
another marked improvement. In May these amounted 
to nearly £200,000, some £75,000 more than in May, 
1951, and £65,000 more than the monthly average for 
last year which in itself was a nearly 50% improvement 
on the year before. 

ae co e 

I hear an interesting story from the Imperial Type- 
writer Company. A report has been received by the 
agents in Fiji, Messrs. Armstrong and Springhall, Ltd., 
relative to the hurricane which struck Fiji sometime 
ago. The Fiji Times and Herald had its plant put out 
of action and the agents were able to come to their 
rescue by producing a news sheet on the “Imperial” 
and “Gestetner.” 

cd * a 

Mr. & Mrs. Jules Mendelsohn, of Messrs. J. Maddison 
and Company (Pty), Ltd., of Johannesburg, are again 
in England. They are to visit the continent as I write. 
They have, of course, a very thriving distributive 
organization in that part of the world. 

oF & a 

I have been very much impressed with the latest 
catalog of D. Matthews & Son, Ltd., office furnishers 
of Liverpool. This firm was established in 1848 and 
there is a note in the current catalogue on “sales 
policy.” 

“It is our belief,” writes the firm, “that customers 
do not want to be bothered by regular visits from 
outside travelers looking for orders and we employ 
no one in that capacity. 

“We print and mail this detailed catalog and be- 
lieve that if office equipment is required and a visit 
to our showrooms is impractical, our reputation is 
such that orders will be placed with all confidence by 
telephone or post. If a personal visit is requested, we 
will be pleased to arrange one. 

“We back this catalog with occasional exhibitions 
in the main centers of our sales.” 

The company has its own transport department 
and delivers by its own motor vehicles over a wide 
area. 

The firm has for long specialized in the sale of hand- 


In Session ... A scene during the 
British Stationers Assn. annual conference 
when a plan was discussed which aims at 
the elimination of direct selling to large 
consumers by manufacturers. 
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made private office furniture and I understand there 
is an increasing demand for this. In addition, board- 
room tables have also been a specialty for many years 
and one which is especially imposing has a chairman's 
desk incorporated in it. 

Card index equipment has been evolved to answer 
the need for containing a considerable number of 
drawers in the form of an article of furniture, and 
not merely as a collection of loose filing drawers. 

It is built up in the same way as the sectional 
bookcase. The depth of each drawer is 14 inches. The 
standard width of all units is three feet four inches for 
which width are manufactured units of six or 12 5x3- 
inch drawers, five or 10 6x4-inch drawers and four or 
eight 8x5-inch drawers. The intermediate slab unit 
contains two pull-out slides and can be fitted at any 
height. The leg stand (or plinth) completes the whole. 


x a ee 


An article which has created much interest in office 
equipment circles is that by S. E. Wood-Higgs, A.C.IS., 
AC.CS., general secretary, Typewriter (and Allied) 
Trades Federation of Great Britain and Ireland, in a 
recent issue of the “Financial Times.” 

Mr. Wood-Higgs, referring to exports states that the 
trend in post-war years, both in the value of type- 
writer production and in the value of exports, has 
been upward and the government’s latest requirements 
of industry mean that this trend will continue. 

“Imports of foreign machines, in order to fill the 
gap caused between the demand for new machines in 
the home market and the small quantity which can 
be released for that purpose, have also risen both in 
quantity and in value and the overall balance of 
payments between imports and exports of typewriters 
has remained fairly constant. If one bears in mind 
the general decrease in the value of money. 

‘The shortage of steel and the consequent restric- 
tion by the government on the less essential trades 
eannot fail to have some effect on the typewriter 
industry. Fortunately, alloys are being employed to 
a large extent and substitute materials can ease in 
a large measure the small reduction in steel supplies. 

“Both the British and American manufacturers are 
ereatly assisting in maintaining full employment by 
opening factories in areas where there is a permanent 
hard core of unemployment.” 

cs at * 

For the first time since the war the Office Appliance 
& Business Equipment Trades Association is to stage 
a second Business Efficiency Exhibition on a major 
scale during a calendar year. 

In November it will be holding the 39th B. E. E. at 
Kelvin Hall, Glasgow, one of the biggest exhibition 
halls in the British Isles. It will open on November 
4 and run until November 14—the first major ex- 
hibition the association has been able to organize in 
Scotland since before the war. 

The demand from business circles in the North for 
such an exhibition has been intensifying for some 
time and it was because there seemed little oppor- 


tunity for staging a major show for two years that the 
association held a minor one in Glasgow in February 
last year. This proved an outstanding success. In- 
cidentally, the association has decided to call all its 
exhibitions “Business Efficiency Exhibitions” hence- 
forth and scrap the title of Business Equipment and 
Management 

The first of these medium-sized Business Efficiency 


Exhibitions will open at Liverpool St., George‘s Hall, 
on September 22 and have a six-day run. 

Her Majesty the Queen has already sent her good 
wishes for the success of the Glasgow Exhibition to 
the president of the association, B. B. Dyer. 


. a * 


The British office equipment industry and its asso- 
Clation, O.A.B.E.T.A., has lost a pioneer in the death 
in June of George Maiden Simpole, managing-director 


of Simpole’s, Ltd., the office furniture manufacturers, 
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British Lens-Views .. . Top picture shows the large Rem- 
ington Rand Safetifile installation at the Abbey National Building 
Society, Baker St., London, N.W. 1. The cabinets hold ledger cards 
relating to approximately 210,000 members, both investors and 
mortgagees. Lower picture is one of industrial equipment dis- 
played by Constructors, Ltd., Nickel Works, Tyburn Road, Erding- 
ton, Birmingham 24, at the recent British Industries Fair in Birming- 
ham (Castle Bromwich). 


and past chairman of the wood office furniture section 
of the O.A.B.E.T.A. 

Simpole’s is over 100 years old and was founded by 
the late managing-director’s grandfather. 

“Gerry” Simpole, as he was known to his many 
friends, served in World War I in Salonica and won 
the Military Cross for bravery, one of the most coveted 
awards in the British Army. He was a past president 
of the Manchester and District Furniture & Allied 
Trades Association. 

* * 

A new process for making braille, the six-dot writ- 
ten language of the blind, by means of a standard 
duplicator has been produced by Gestetner, Ltd. 

The stencil is prepared by using a Stainsby-Wayne 
or Pyke-Glauser braille writing machine and then 
placed on the machine in the ordinary way. The only 
difference is that a special ink containing shellac is 
used and as each copy comes off the machine it is 
passed through a tray of Gestetner braille powder 
which adheres to the ink and when heated in an 
Adana Thermograph brings up the dots hard and solid. 

Because the dot produced by the process is not 
embossed there is no need to use expensive card. 

Copies can be produced on normal duplicating paper 
at 32 characters to the line, using both sides of paper. 

No special equipment beyond some form of heater 
is required and even this can be done in front of an 
electric fire. These factors should make the duplicat- 
ing of braille of particular interest to the many blind 
schools and institutions where a duplicator is already 
in use for office routine. 

A full set of equipment with a duplicator sent to 
Lord Normanby, chairman of the National Library for 
the Blind, has resulted in a grateful letter of apprecia- 
tion being received by the firm. 


(Turn to page 145, please) 
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Push-Button Offices Still In Future, 
John S. Coleman Tells NMAA Convention 


Push-button offices are still for the future, John S. 
Coleman, president of Burroughs Adding Machine 
Company, told the National Machine Accountants 
Association in Minneapolis in June. In the banquet 
address of its first national convention, Mr. Coleman 
said that the adaptation of electronics to office pro- 
cedures will come about as a gradual evolution, not a 
revolution, and described the problems which scientists 
and engineers are trying to solve in order to bring 
fully automatic office techniques within reach of the 
great majority of business concerns. 

“The overriding question in this matter of office 
equipment,” Mr. Coleman said, “must inevitably be 
this. Will it pay for itself? We must evaluate cost in 
relation to the results to be achieved. 

“The majority of electronic computers completed to 
date were designed, not for business use, but for scien- 
tific use. True, at many points, the underlying prin- 
ciples of both types of work are similar, but there are 
important differences and these have given rise to a 
legion of provoking technological problems.” 

Among the problems Mr. Coleman described were 
random access, reliability, original and maintenance 
cost, and input-output. 

Regarding the input-output problem, he told the 
association: “The mathematics of science and engi- 
neering involve a large amount of computation sand- 
wiched between short questions and short answers. 
So it follows that the electronic computer, with its 
relatively simple input and output mechanisms, and 
its larger and more complicated internal components, 
is ideally designed for this type of work. 

“Now, if we think of almost any clerical duties, it 
will be clear that the proportions are reversed. If the 
electronic computer is to be adapted to clerical use, 
the input and output mechanisms must be greatly 
amplified and the computing mechanism appropriately 
cut down in size—and I might add, in cost. 

“In the great bulk of office operations, the basic 
need is not an increase in the speed of computation. 
Our big cost item is still time and labor. As long as 
that cost remains the same, we gain little by an 
investment that speeds up the arithmetic process. 
When the volume of computation becomes too great 
to be accomplished efficiently by other methods— 
usually it is at this point that the expense of an elec- 
tronic computer may be justified.” 
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Golfers Enjoy Outing in Ohio 
REPORTED BY FLOYD ZINKHON 


The annual golf party given by the Cincinnati Sta- 
tioners Club and the Queen City Chapter of the Fifth 
District Travelers Club held June 10 at the beautiful 
Makatewah Country Club was a huge success. 

There were 124 dealers and travelers in attendance. 
For a change the dealers outnumbered the travelers 
and a good time was had by all. The highlight of the 
evening was presentation of the silver loving cups 
given to each and every one who attended. Some of 
the boys took two. Wonder what they will do with 
the extra ones? 

The golfers really had competition this year with 
some very low scores turned in. Carl Avara of Pouns- 
ford had a very hot 72. This is men’s par for the 
course, one of the toughest in the Middle West. 

The two busiest guys around were Cal Long taking 
movies and Jim Stokes of Globe Office Equipment 
Company taking the stills. The pictures are really 
O.K. and the photographers deserve a vote of thanks. 





Spoils for Fifth District Golf . . . Milt Pickle, vice-presi- 
dent of The Winn Winnes Co., Cincinnati, Ohio, presents the 
Win-O trophy to Carl Avara of Poundsford Staty. Co. of Cin- 
cinnati. Bruce McCaleb, the “Old Scot” partner of Pounsford’s 
beams his approval. Carl retains permanent possession of the 
trophy as he won his first leg in 1949. He clinched it with a 
sizzling 72 this summer, men’s par for the course. Will Winnes, 
general manager of the Will Winnes Co., declares he will give 
a bigger and better trophy for 1953. 


End of a Perfect Day ... The sta- 
tioners and travelers’ dinner at Maketewah 
Country Club marking close of the golf 
outing. 
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Seen at Fifth District Golf Outing Held at Makatewah Country Club June 10 


Moore Business Systems; Geo. Handorf, 8. Jim Stokes, Globe Office Equipment & Supplies, Inc. 
; Will Kaiser, Sanford Ink Co.; Earl . All Ohioans: Ray Schumaker, Milt Pickle, Will Winnes, Paul 
representative; H. M. Donisthorpe, Ace Stoepel, Herb Manning, Frank G. Willenborg, W. Willenborg, 
d: Pat O’Connor, O'Connor & Raque, Louis- Frank Hellman, Paul A. Willenborg and Paul 4 Nichols. 
ng, manufacturers’ representative; Bob McMahon, 10. Ray Schumaker in company of Julian Crutcher, Central Office 
er Co Supply, Louisville, Ky.; Paul Stoepel, Cincinnati; Ray Goosen, 
& Dick, Cincinnati, Ohio; Harris Pilkington, Wilson Jones Co., and Bob Sprott, The Globe-Wernicke 
hair Co.; Bob Eldridge, Cooke & Cobb Co.; Emil . Lynn Carlson, Jack Schafer, Don Hanover, Jr., Jim Creel and Bill 
Raque, Louisville, Ky.; Jack Kuhlman and Diehl. 
sota Mining & Mfg. Co.; Ed Northam, Central . Jack Luke, Sengbusch Self-Closing Inkstand Co.; Joe Long, Geo. 
ryers, Moore Business Forms; Earl Hanson, Long & Son; James “Scotty” Robertson, Globe Office Equipment 
representative; Floyd Zinkhon, American Pencil Co. & Supplies, Inc., Cincinnati, Ohio; Frank Graham, Bates Mig. Co.; 
nley Poundsford and H. S. Willis, all of Cincinnati, John Kenney, Spitztadden’s, Cincinnati, Ohio. 
Grouped here are Russ Greydon, William Ryan, Mel Brehsme, 
hairman, and District Governor Pat O’Conner C. A. Friedman, Herb Mittendorf and Chet Sturr. 
stribution. . Jack Luke, Sengbusch Self-Closing Inkstand Co.; Frank Graham, 
hard Faber Pencil Co.; Lloyd Landenburger, Bates ae Co.; Bill Lashbrook, Esterbrook Pen Co. 
Co.; Pat Higgen, New Albany, Ind.; A. J. . Stanley oundsford, Armon Ashton and Paul Stoepel, all of 
ffice Equipment Co., Louisville, Ky. Cincinnati, Ohio. 
rican Pencil Co.; Walter Fischer, Roth Office . Lloyd Landenburger, Richard Best Pencil Co.; Bob Robertston, 
Ohio; Tom Joyes, General Fireproofing Co.; Globe Office Equipment & Supplies, Inc., Cincinnati, Ohio; Ray 
yer, Richard Best Pencil Co Schumaker, manufacturers’ representative. 
fice Equipment, Dayton, Ohio: Chet Sturr, Mel . R. M. Lamson, Bainbridge, Kimpton & Haupt; Nate Thul, and Herb 
Walter Fischer, Charlie La Vielle, Bob Duncan. Middendorf, Armstrong's, Cincinnati, Ohio 
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Scott-Rice Holds Annual Picnic 
REPORTED BY ART CARROW 

The annual picnic of the Scott-Rice organization of 
Tulsa, Okla., was held on June 7 at Mohawk Park 
when all employees and their families participated in 
sports and games and enjoyed a picnic lunch. 

The company has been established since 1920 and 
has moved only four times in 32 years. From a humble 





1. Taft Welch, secretary-treasurer; Art Carrow, Speed Products Co 
H. J. (Scotty) Scott, president. 

2. ae purchasing department: Barbara Broods, Don Scott and Jackie 

ipley. 

3. Ouiside salesmen: Earl Hart, Ken Holderman, Bill Shoemaker, Taft 
Welch, Emory Atkinson, Burks Robbins. Another salesman, Art 
Houston, was not present. 

. Store sales force: Morris Youngblood, George Harris, B. B. Hart 
Don Bowling, Lloyd Van Huss, Harold Parker and Ed Henderson 

. Ralph Randall, pressman with the company 18 years. He is state 
and city horseshoe pitching champion. 

6. Represented here are 108 combined years with company. Dewey 
Wilson, 27 years; H. J. Scott, 32 years; Earl Neely, 24 years; Cliff 
Guy, 25 years. 


beginning the organization has grown to the extent 
that there are now 110 employees on the payroll. 

Scott-Rice is located in its own building at 610 So. 
Main St. with the entire three stores as well as base- 
ment devoted to the business. In addition to the main 
building, the company maintains two large ware- 
houses. 

H. J. Scott is president of Scott-Rice and Taft Welch 
is secretary-treasurer. 





Webster Honors Ronald Gecewiez 


Back in the days when bichrome typewriter ribbons 
were made in a box inking device and were wound 
on a foot-treadle machine, Ronald Gecewiez started 
work with the F. S. Webster Company. That was on 
April 21, 1902. On the 50th anniversary of this day, 
Mr. Gecewiez, first of the factory production em- 
ployees group to achiéve this record, was presented 
with an automatic wrist watch with a gold wrist band. 
He was commended for his faithful and willing appli- 
cation to his duties through these many years. 


Employees of the company witnessed the ceremony. 
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New York Stationers 12:30 Club Holds Outing 


A record crowd of some 230 members and guests 
journeyed to the picturesque Schmidts’ Farm located 
in beautiful Westchester County to attend the annual 
outing of the Stationers 12:30 Club of New York on 
Thursday, June 5. 


Despite the cloudy weather which prevailed all 
morning, almost 200 were on hand by 12:30 o’clock to 
enjoy a high noon breakfast of ham and eggs served 
in the spacious pavilion. Members then turned to the 


On the Opposite Page ... 


1. Henry Kleinberg, Henry Kleinberg Co., New York, N. Y. Standing: 
Dave Lifton, Columbia Loose Leaf Co.; Irving Reighter, Wansco 
Paper Products Co.; Ted Reichard, Cardinell Corp.; Dave Silber, 
Advanco Products. 

2. Ben Bellman, Eastern Tablet Corp.; Frank Schneider, Art Crayon 
Co., Inc.; Harry Fensterheim, S. & Vernon, Inc.; Harry 
Halpern, T. R. Halpern, Inc. Standing: David Teitelbaum, U. S. 
Pencil Co.; Maurice Drate, Rubin Corp.; Ben Kohl, Eagle Pencil 
Co.; David Kupersmith, Delah Stationery Co.; H. Wolf, Globe 
Stationery Co. 

3. Ralph Barnett, Blaisdell Pencil Co.; William Goldschlag and 
Joseph Spielman, both of Bell Stationery Co., Inc., New York, 
N. ¥:; Nat. R. Chofnas, Aetna Safe Co.; Mortimer Libien, Libien 
Press, Inc., New York, N. Y.; Charles Wansker, Wansco Paper 
Products Co., Inc.; Jacob Schulman, Legal Stationery Co., Inc., 
New York, N. Y. 

4. G. Grubard, Wingard Stationers, Inc., New York, N. Y.; George 
Meinhelder, Atlas Stationery Corp., New York, N. Y.; Henry 
er Eagle Pencil Co.; Rus. Myers, John F. Sarle Co., New 

ork, N. Y. 

5. F. T. O’Hal and “Si” J. Donnelly, both of R. A. Stewart & Co., 
Inc.; Ray R. Fritz, Fulton Marking Equipment Co.; William Kelly, 
R. A. Stewart & Co., Inc. 

6. J. Gleit, Manhattan Stationery Co., Inc., New York, N. Y.; Arthur 
Friedland, Advanco Products; Edward Leventhal, Biddle Purchasing 
Co.; Howard Shaw, Select Paper & Tablet Corp. 

7. Samuel Austrian, Commercial Stationery Co., New York, N. Y.; 
Jack Silber, Advanco Products; Mortimer C. Lazarus, M. C. 
a? Inc., New York, N. Y.; Henry Rosefield, Speed Products 

o., Inc. 

8. George H. Delhagen, and Joe Schneider, both of Consolidated 
Loose Leaf Co.; Max L. Ditchek, Bayles & Ditchek Stationery Co., 
New York, N. Y.; Chas. P. Epifano, I. D. L. Mfg. & Sales Corp.; 
Jerry Cahn, Herz Mfg. Co. 

9. Frank May, J. L. May Co.; Arthur Cassinera, The Globe-Wernicke 
Co.; William Lampel, Art Steel Sales Co.; Al. Gurner, Olympic 
Office Supply Co., New York, N. Y.; Steven Lord, All-Rite Pen, Inc. 

10. Benjamin Simon, S. N. A. Stationery Co.; Ralph Halpern, Ralph 
Halpern, New York, N. Y.; Tony Migliore, Fulton Marking Equip 
ment Co.; Charles Sehringer, A. L. Salomon & Co., New York, N. Y.; 
William Lowenthal, A. W. Faber-Castell Pencil Co., Inc.; J. Cohen, 
Hudson Supply Co., Jersey City, N. J. 

1l. Chris J. Tomford, Carters Ink Co.; William Beyer, Oxford Filing 
Supply Co.; Harry A. Erny, C. Howard Hunt Pen Co.; Dick Perkins, 
LePage’'s, Inc.; Lew Whitcraft, C. Howard Hunt Pen Co.; Ed. 
Bonney, Automatic Pencil Sharpener Co. 

12. Clarence Judkoff, Cantigny Printing & Stationery Corp., New York, 
N. Y.; Gerard D. White, Acco Products, Inc.; Charles Trown, Bell 
Stationery Co., Inc., New York, N. Y.; Benjamin Sonnenberg, 
Manhattan Stationery Co., Inc., New York, N. Y.; Harry Seidman, 
Trinity Stationers Co., New York, N. Y.; Charles Reynell and 
Arthur Mott, both of Oxford Filing Supply Co. 

13. Herbert Grayson, Ace Fastener Corp.; Dwight N. Briggs, Sun 
Rubber Co.; Leo J. Cohen, mfrs. rep.; Ben Blatt, Cole Steel Equip- 
ment Co.; Arthur J. Lawless, mfrs. rep.; J. S. Libien, Libien Press, 
Inc., New York, N. Y. 

14. Ray W. Fritz, Jr., Fulton Marking Equipment Co.; John A. Burns, 
Frank A. Weeks Mfg. Co., New York, N. Y.; Edward Golde, 
Golde’s Stationers, Inc., New York, N. Y.; Charles McCarthy, 
S. E. & M. Vernon, Inc.; William Kelly, R. A. Stewart & Co.; Al 
Bender, Golde’s Stationers, Inc., New York, N. Y.; Charles W. 
Busk, Ezyindex Products Co.; Louis Wachtel, American Pencil Co. 

15. Emil J. Contreras, Joseph Dixon Crucible Co.; Leonard A. Mathews, 
Weis Mig. Co., Inc.; Ray Rooney, Andy Frey, and Gordon Pinkham, 
all of Carters Ink Co. 

16. John J. McQuaid, Sanford Ink Co.; John Muuse, Jr., Binney & 
Smith Co.; Milten Hopfenberg, Sainberq & Co.; George Feeney, 
M. C. Lazarus, Inc., New York, N. Y.; Martin Glaubinger, Zephyr 
American Corp. 

17. John Cardello, ——— Stationers, Inc., New York, N. Y.; Irving 
Kaplan, Otto Schmidt & Son, New York, N. Y.; E. M. “Ted” Brad- 
ford, American Pad & Paper Co.; Leo L. Winiarski, Wingard Sta- 
tioners, Inc., New York, N. Y. 

18. Fred Stern, The Cooke & Cobb Co.; Nat Kremer, The Kremer Co., 
New York, N. Y.; Dan Nigro, Defiance Calendar & Stationery 
Corp.; Dave Kohansky, Aetna Safe Co 

19. Joseph C. Strauss; Charles H. Parker, All-Rite Pen, Inc.; Sig H. 
Engelberg, Eagle Pencil Co.; Steven Lord, All-Rite Pen, Inc.; 
Andrew A. Huth, mfrs. rep. 

20. R. Meyer, Jaclin Stationery Co., New York, N. Y.; Chris. J. Tom- 
ford, Carters Ink Co.; Bob Liscomb, Martin M. Moldow Associates; 
Milton Stone, Milton Stone Associates; Stanley Geismar, Joshua 
Meier Co., Inc.; Charles W. Busk, Ezyindex Products Co. 

21. J. M. Weise, Bachtler Bros., Rockville Centre, L. I., N. Y.; AL 
Glucksman and David T. Pomerantz, both of A. I. Goldberg, 
New York, N. Y.; Edward Bachtler, Jr., Bachtler Bros., Rockville 
Centre, L. I. > - 

22. Max Lipscher, Henry Kleinberg Co., New York, N. Y.; Alex E. 
Rosenthal, Aero Stationery Co., New York, N. Y.; Robert Benet, 
Robel Press, New York, N. Y.; Joseph A. Linehan, Joseph Dixon 
Crucible Co.; Edward J. Healy, Wilson Jones Co.; J. S. Libien, 
Libien Press, Inc., New York, N. Y.; John Boschen, Joseph Dixon 
Crucible Co.; Murray Falk, Peerless-Imperial Co., Inc. 

23. Leo Berg, and J. George Aigner, both of Aigner Index Co.; Philip 
G. Tagley, Consolidated Loose Leaf Co. 

24. Irving O. Lasner, and Stuart Goldsmith, both of Goldsmith Bros., 
New York, N. Y.; Harry Lefkowitz, Guide System & Supply Co., 
Inc.; A. L. Sloan, Goldsmith Bros., New York, N. Y. 
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utdoors where they found that the weather had 


turned warm and sunny making it an ideal day for 
outdoor recreation and relaxation. 


Some of the members played golf on a nearby golf 
u e others enjoyed tennis, handball, horse- 
zrames about the grounds. 


course wn 


shoe S ana 


Salesmen Defeat Dealers 


One of the highlights of the day was the annual 
baseball between dealers and salesmen with 
the latter ing by a score of 8 to 2. The battery 
for the “Dealers” was Mike Gentile of A. I. Goldberg, 
pitcher, and David Herschkowitz, Industrial Tape 
Company itcher. The battery for the “Salesmen” 
was Henry Lehrman, Olympic Office Supply Company, 
New York, N pitcher, and Milton Stone, Milton 
Stone Associates, catcher. 

Captain for the “Dealers” team was Mike Gentile 
and captain for the “Salesmen” team was Dave Wexler, 
Pittsburgh Cut Wire Company. The umpire was Ben 
1 Equipment Company, who had no 
ng his decisions. 

were served during the afternoon at 
ed in a shady spot not far from home 

roup of story tellers congregated. A 


Blatt, Cole Stet 
trouble rend 
tefreshm«s 
the booth | 
plate where 


A Day of Varied Recreation Is Enjoyed By Members of Stationers 12:30 Club of New York 


OFFICE APPLIANCES, August, 1952 


delicious roast beef dinner was served in the evening 
to which all did full justice. 


During the dinner, several songs were sung by 
Leonard A. Mathews, Weis Manufacturing Company, 
and Joseph A. Linehan, Joseph Dixon Crucible Com- 
pany, after which Ed. Leventhal, Biddle Purchasing 
Company, announced that John Ryan, Manhattan 
Stationery Co., Inc., N. Y., N. Y. and Charles F. “Chic” 
Shelly, Eberhard Faber Pencil Company, were cele- 
brating their birthdays. Needless to say that the song 
“Happy Birthday to You” was sung by all present. 


The outing committee responsible for one of the 
most successful events the club has ever held included 
David T. Pomerantz of A. I. Goldberg and Herbert 
Grayson, Ace Fastener Corporation, who spend the day 
helping members with their tickets and other numer- 
ous details. As usual, Treasurer Dwight N. Briggs, Sun 
Rubber Company, was on hand to help with financial 
details. 


Gerard D. White, Acco Products Inc., editor of the 
Club’s bulletin, “Stationery Whitems” was in evidence 
looking for news items and President Philip G. Tagley, 
Consolidated Loose Leaf Company, saw to the comfort 
of everyone. 
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GLTC Golfers Punish Fairways at Rolling Green 


(MORE PICTURES ON PAGE 68) 

As usual for GLTC June golf tournament, skies were 
lowering on Thursday morning June 12 at the Rolling 
Green Country Club. Rain seemed imminent all day 
long, but none of the 82 golfers who participated in 
the annual spring tournament of the Great Lakes 
Travelers Club got wet, except from perspiration. A 
few good scores were turned in before the nearly 100 
partook of a delicious steak dinner at about 7:00 o’clock 
in the evening. 

Arrangements made for the tournament by Harry 
Balch, Quality Park Envelope Company, chairman, 
John Smythe, Geyer Publications, co-chairman, and 
member of the committee, were perfect. After the 
dinner, Chairman Balch asked Gordon Kickels, C. L. 
Barkley & Company, to handle the awarding of prizes. 
Except for two low gross awards, this was done on a 
draw basis, most of those present taking home some 
sort of a prize. 

Before the distribution of prizes, Don Sharpe, Rey- 





1, Folger Fellowes, Bankers Box Co.; Bill Small, Johnson Chair 
Co.; Harry Hofherr, Kendrick Furn. Co., Chicago; Art Olsen, 
Olsen's Office Supplies, Inc., Forest Park, Ill. 

2. E. W. Gotsch, Industrial Tape Corp.; Bud Laughlin, Harter 
Corp.; W. W. Wilson and C. K. Bingaman, Industrial Tape 


3. Ed Williamson, Elmer Krumwiede & Associates; Jack Harrer 


and Walter Bryzek, both Jos. Dixon Crucible Co.; Eddie 
Deacon, Elmer Krumwiede & Associates 
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1. The tournament committee: Harry Balch, 
Quality Park Envelope Co., chairman; Al 
Spafford, Associated Stationer Supply Co.; 
Bob Kane, Richard Best Pencil Co.; John 
Smythe, Geyer Publication, co-chairman; 
Bill Boyd, Acco Products, Inc.; Don Sharpe, 
Reyburn Mfg. Co., GLTC president; Gordon 
Kickels, C. L. Barkley & Co.; Elmer Krum- 
wiede, Elmer Krumwiede & Associates. 

2. The low gross winners: Bud Haskell, 
Haskell Mfg. Co., with 74; Clark Roland, 
Marshall-Jackson Company, Chicago, with 
81 


3. Ray Eichenlaub, Service Steel Products 
Corp., and Don Sharpe, Reyburn Mfg. Co., 
GLTC president, deep in the problems of 
finance. 

4. Ed Napp, Napp Office & School Supply Co., 
Manitowoc, Wis., governor of NSOEA Dist. 
No. 6; Frank Cooper, Codo Mfg. Co.; Jess 
Peck, Springfield Staty. Co., Springfield, 
Ill., governor-elect, NSOEA Dist. No. 6. 





burn Manufacturing Company, GLTC president, intro- 
duced two special guests: Ed Napp, Napp Office & 
School Supply Company, Manitowoc, Wis., governor of 
Dist. No. 6, National Stationery & Office Equipment 
Association, and Jess Peck, Springfield Stationery 
Company, Springfield, Ill., governor-elect of NSOEA 
Dist. No. 6. 

The two low gross awards went to Bud Haskell, 
Haskell Manufacturing Company, with a 74, and Clark 
Roland, Marshall-Jackson Company, Chicago, with an 
81. Another low gross shooter was Bob Warner, Rock- 
well-Barnes Company, who recorded a 79. 





Leather Goods Manufacturers Elect Officers 


The 14th annual convention of the Luggage and 
Leather Goods Manufacturers of America took place 
the week of May 26 at the Bedford Springs Hotel, Bed- 
ford, Pa. 

Discussion of industry problems, including fair trade 
and practice; traffic and transportation; publicity and 
public relations; excise taxes, and price and material 
controls took place. 

The election of officers for the 1952-53 term was 
held. Sydney S. Feinberg of the United States Trunk 
Company, Fall River, Mass., was elected president, 
while regional vice-presidents from each area will be: 
Eastern, Morton H. Borher of Amelia Earhart, Newark, 
N. J.; Midwest, Thomas J. Rolfs of Rolfs, West Bend, 
Wis.; Pacific Coast, Emmett H. Heitler of Shwayder 
Bros., Denver, Colo., and South, Robert A. Totty of 
Seward Luggage Manufacturing Corporation, Peters- 
burg, Va. 

Newly elected members of the board of directors 
include: Howard Baumann of Enger Kress, West Bend, 
Wis.; Irving Diamond of the United Luggage Com- 
pany, New York City; Leonard Katz of Crown Lug- 
gage Company, Baltimore, Md.; I. L. Lewis of S. Dres- 
ner Sons, Chicago, Ill., and Siegmund Sand of the 
Hartmann Company, Racine, Wis. 

Continuing as members of the board of directors 
are Messrs. Milton W. Daub of Boyle Leather Goods, 
New York City; Robert E. Dingman of King Leathers, 
Indiana, Pa.; Ary Kaufmann, Jr., of K. Kaufmann & 
Sons, Newark, N. J.; Sol Koffler of American Lug- 
gage Works, Providence, R. I.; Dana B. Collings of 
Buxton, Inc., Springfield, Mass.; Freeman Johnson of 
the Meeker Company, Joplin, Mo.; Samuel L. Weiner 
of the Reliable Trunk & Bag Company, Pittsburgh, 
Pa.; George H. Wheary, Jr., of Wheary, Inc., Racine, 
Wis.; A. S. Wichtel of Allied Luggage Corporation, 
Jersey City, N. J., and Mrs. Leah L. Gardner of Prince 
Gardner, St. Louis, Mo. 
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to a perfect 





“WRITE” 





ip ae “jhe! 
Program is a source of pride to us. 
There is another defense program in 


which we take particular pride . . . the protection 
of PANAMA-BEAVER quality. . . come what may. . 
so that YOU will always get a perfect “WRITE” 


ell 


PANAMA-BEA ver 
Yithbond Laie 


MANIFOLD SUPPLIES CO., 188 3rd Ave., Brooklyn 17, N. Y. 
Coast to Coast Distribution 
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GLTC Golfers Enjoy Favorite Pastime at Beautiful Rolling Green Country Club 


(Story appears on page 66) 


i. 


Dempster Passmore, University of Chi 
Ben Powell, A. W. Faber- woman Pencil 


of Chicago Book Store, Chicag 


Store, Chicago 
nch, University 


Walter Lennartson, OFFICE KPPLIANC ES, and Ed. Conlon, Rock 


well-Barnes Co. 
Stuart McDenald, Commercial Staty. 


Co., Chicago; Doug Allen 


American Pad & Paper Co.; Bob Reynell, Oxford Filing Supply Co 
Joe Corbino, Horders, Inc., Chicago; Ken Reister, Bob Cleary and 
Ralph Lowe, all Minnesota Mining & Mfg. Co. 

eR A ———- and Harry Venet, both Reyburn Mfg. Co. 


Stan Tejc 
Hanson, mfrs. rep.; George Mains, 
Bud Haskell, Haskell Mig. Co.; ¢ 


Rose, both Rockwell-Barnes Co. 
Dave Rucker, B. H. Hallin & Ass 
Richard Best Pencil Co. 

E. L. Wirth and Walter Howard, b« 
Saddlery Co.; G. J. Aigner, G. A 
Herb Johnston, Ace Fastener 


Products Co.; Norm Bickel, Sanford Ink Ce 


Harold Heyward, Speed Products 
Jackson Co., Chicago. 
Gordon Kickels, C. L. Barkley 4 
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and Sig Hammarborg, both Dennison Mfg. Co.; Ear] 
A. C. McClurg & Co., Chicago. 

° lie Roth, C. F. Roth Sales 
Chicago; Hal Johnsen, Gunvir Industries; Bob Warner, and Len 


siates, Chicago; Bob Kane 


guests Bob Vojta, Chicag: 


Chet Morse, Marshall 


& Son 


Chicago; Ollie Stevens, Stevens, Maloney & Co., Chicago; John 
Smythe, Geyer Publications. 

Sam Cohen, Stein Bros. Mfg. Co.; Frank Rainey, Horder’s, Inc. 
Chicago; Eddie Stein, Stein Bros. Mfg. Co.; Chuck Seefeldt, Sears 
Roebuck & Co., Chicago. 

Jack Rosenberg, Crown Office Supply Co., Chicago; David B. 
Marder, Wilson Jones Co. 

Frank Cognato, C. Howard Hunt Pen Co.; Frank Guintini, Utility 
Supply Co., Chicago; Harold Gould and Paul Sarno, both Wilson 
Jones Co. 

Roscoe Benge, Codo Mfg. Co.; Ray Achtner and R Gullett 
both Office Staty. & Equip. Co., Chicago; E. W. Walsh, Walsh 


Staty. Co. Chicago. 
Bill Glo ike, Esterbrook Pen Co.; Larry Struckmeyer, McLennon 


Pen Co °) 
Bill Kuhn, Ke nazoo Vegetable Parchment Co.; Wayne Mitchell, 
Hodgman Rubber Co.; Bob Grecco, Bowman Dairy Co.; Al Cote 
Reyburn Mfg. Co 
Rus Ragan, American Pad & Paper Co.; Abe Kutok, Chandler's 
Inc Ev n, Ill.; Clyde Vandeburg, guest. 

ony P Horder’s, Inc., Chicago; Harry Balch, Quality Park 
Envelo ope Co.; Bill Boyd, Acco Products, Inc.; Wally Glassman 
Graver-Dearborn Corp., Chicago. 
Bob Lauterjung L. M. Staty. Co., Chicago; Norbert Burgess, 
Sanford Ink C Parle Cooley, Bates Mfg. Co. 
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DUTY — LIGHT ToucH, 


AMAZINGLY LOW COST! > 





OLORSPEED KEYBOARD! 


bye: _ stant TAPES $107:5°° 
Snith-Corona 


ADDING MACHINE 


Cc 


*Price for all states permitting Fair Trade laws. 
Subject to change. Tax extra on adding machine. 





L C SMITH & CORONA TYPEWRITERS INC g 
191 ALMOND STREET, SYRACUSE 1 N. Y. a 


Please send me further information about : 
your Adding Machine and Cashier and s 


* 
a 
SMITH-CORONA : 
. the location of a near-by place where I 
a 
i 
7 
7 


CASHIER 


A dependable cash can see and try these machines. 


register with adding 





fp 

, 

a 
= = = 


machine advantages 
; 


at west 


CLIP THIS TO YOUR BUSINESS LETTERHEAD 8 
Lean ese eee eee eee 














...one example of how we help 
build your sales, boost your profits 


® Actually this one example, this advertisement—is duplicated millions 
of times in the magazines. Through many different types of magazines this 
ad and others like it are reaching into many different types of business— 
where adding machines are wanted, and needed. 


They’re telling millions of business men that here is a low-cost, pre- 
cision-performing machine that will be extremely useful to them. And this 
advertising is on just one Smith-Corona product. All Smith-Corona adver- 
tising is doing a job for you, right in your selling area—getting over the 
name Smith-Corona—to make your selling job easier—to keep your profits 
coming along! L C Smith & Corona Typewriters Inc 
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Philadelphia Stationers, Penn-Mar-Va 
Travelers Hold Combined Outing 

With the thermometer registering in the high 90’s, 
some 150 members and guests of the Penn-Mar-Va 
Travelers Club and the Philadelphia Stationers Asso- 
ciation journeyed to Oak Terrace Country Club, 
Ambler, Pa., on Thursday, June 26, for an outing. 


. 


i 
= AY 


\é 





The Oak Terrace Country Club, located a short dis- 
tance beyond the Philadelphia city limits amidst 
beautiful rolling country studded with stately trees, 
offered an ideal spot for the day’s outing. One of the 
main attractions for non-golfers was an excellent 
swimming pool as well as other recreations such as 
horseshoes, softball, putting on the green and cards. 

Shortly after 2:00 o’clock the softball players assem- 


Philadelphia Stationers and Penn-Mar-Va Travelers Combine in Outing 


1. Al. W. Williams; George E. Harscheid, Natic Blank Book Co 


James Lyons, Whiting Paper Cx ‘harles A. Newcomet, The C F 
Heller Bindery, Reading, Pa. 
2. Henry Trout, Palmer, Trout & C Trenton, N. J.; Ray Williams 


mfrs. rep.; Ralph G. Henriques tes Mig. C Mark J. Kenna 
American Pencil Co.; William F. Vogel, Sengbusch Self-Closing Ink 
stand Co.; Harry Tehan, Jr., The Cooke & Cobb ‘ 

3. Thomas Stagg, Hoskins Co., Philadelphia, Pa.; Walter Benson 
Dennison Mfg. Co.; Nelson Bushnell, Alvah Bushnell C Stanley 
M. Woodruff, Weis Mig. Co.; Ed. J]. Moore, Dennison Mfg. Co 

4. Joseph Dunn and Joseph Conaway, both of Wm. F. Murphy's Sons 
Co., Philadelphia, Pa.; James Conaway, James Hogan & Co 
Philadelphia, Pa.; Herbert Grayson, Ace Fastener Corp 

5. William D. McCully, S. E. & M. Vernon, Inc.; Richard M. Graft 
Esterbrook Pen Co.; Richard B. Lange, National Fiberstok Envelope 
Co.; Taylor B. Kellogg, C. Howard Hunt Pen ¢ 

6. Roger Casem, Feldser Printing & Office Supplies, Lancaster, Pa 
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Joseph Buckley, Radio Corp. of Amer Thomas Crilley, Wilson 
Jones Co Jett Nagel, Feldser Printing & Office Supplies, Lan- 
aster, Pa 

Nat. Small, Nes Loose Leaf C< Ernest Abe, Wm. I irp 
; / im [I McCully, S. E. & 


ons Co Philadelphia, Pa. ili M. 
Vernon, In William Boileau, Roth Brothers, Philadelphia, Pa 

tis R. Prior, Prior Stationery Corp.; Charles W. Lukens, Yeo & 
Lukens Cx Philadelphia, Pa.; Ben Wachtel, Parker Pen Co.; 
Irving Roth, Roth Brothers, Philadelphia, Pa 


3. Richard Nickerson, Eastern Specialties C Inc ohr 
‘olumbia Steel Equipment Co.; Joseph W. McCormick 
suild of Ame James Pierson, Columbia 
Sol Migliore, Fulton Marking Equipment C 
Acco Products, Inc.; Ray W. Fritz and Tony 
Fulton Marking Equipment Co. 

Softball play 
Al. Wagner and T 








m Barton, both of Industrial Tape 
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the NEW G/W SOUNDGUARD 
Streamliner Desk 


THUMP!—when tense situations call for em- 
phatic gestures—this fully soundproofed 
SOUNDGUARD desk takes the rap and 


preserves the quiet dignity of your office. 

SIDES, TOP AND DRAWERS are soundproofed 
through and through with G/W’s new 
SOUNDGUARD process. Soundguard elim- 
inates unnecessary noise—makes your new 
Streamliner Desk a more substantial com- 
panion worker—engineered to the varied 


needs of the dividual. 
NOISELESS DRAWERS are interchangeable, glide 


on channel suspensions. Height adjustment 


provides comfort, accommodates uneven 
floors. Standard 30” depth gives maximum 
usable work face—yet saves space, 


FLAT OR MOLDED TOPS available in pedestal or 
leg types; conference styles with overhang- 
yr tops 
1g tops. 


SEE THEM Globe-Wernicke dealer, 
listed in cl fied phone directory. 


| 
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Engineering Specialists in 
Office Equipment, Systems 
and Visible Records 
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Engineered WAYS TO BETTER BUSINESS 





























SOUNDGUARD Exclusive G/W 
Process, used on all Stream- 
liner Desks, eliminates disturb- 
ing, distracting noise through 
the application of an amarz- 
ing new sound-deadening ma- 
terial applied under pressure 
by special serrated nozzles. 





¥ 
Cincinnati 12, Ohio 





MAKE A NOISE ABOUT 
THIS NEW SILENCE! 


The NEW G/W Streamliner 
SOUN DGUARD Desk is a develop- 
ment of some seventy years of office 
furniture making. It has all the ad- 
vantages of smart engineering, mod- 
ern styling, and a wealth of practical 
field experience. The result is an- 
other G/W product masterpiece. 


Globe-Wernicke is telling the 
business world about these 
new Streamliner Desks with 
SOUNDGUARD features — an 
eager market — tired of re- 
sounding whangdoodle desks— 
ready for a desk that maintains 
QUIET for BUSINESS ! 


The adjoining ad is appearing in 
several business publications reach- 
ing MOST of your better customers 
and prospects. We also tell them 
that they can find you in the local 
classified telephone directory. 


If you are privileged to sell 
these NEW G/W Soundproofed 
Streamliners, PUT THEM IN 
YOUR WINDOWS! PUT THEM 
ON YOUR SALES FLOOR! 


Do your sales people know about 
them? Do they have the story? Can 
they TALK the advantages? The 
idea that products “‘sell themselves” 
is fading fast. 


The main reason for product 
improvement— better and more 
features — is SALES — out of 
your store. G/W can develop 
products but YOU must sell 
them. And here is a product 
that surpasses all competition 
—yours as well as ours—and 


it’s in YOUR hands! 


Will you — CAN YOU — doa 
job on it! 


Cordially, 


Eimer G. Rahe 
Vice President 
Sales 
Globe-Wernicke 
9-08 
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bled on the field, despite the heat, for their annual 
game. The game this year was played between the 
“Dealers” and the “Travelers” with Fred Gallo, Roth 
Bros., Philadelphia, as captain for the “Dealers” and 
Dick Lang, National Fiberstok Envelope Company, as 
captain for the “Travelers.” The batteries were Fred 
Gallo, pitcher, and Jack Pinkerton, Hoskins Company, 
catcher, for the “Dealers,” Ray Fritz, Fulton Marking 
Equipment Company, pitcher, and Don Endo, The 
Carter’s Ink Company, catcher for the “Travelers.” 

It was a hotly contested game from start to finish 
and, believe it or not, resulting in a tie of 6 to 6— 
regardless of what each side claimed. The umpire was 
Irving Roth, Roth Bros., Philadelphia, who maintained 
his decisions despite many protests by the players. 


| 


1. David Roth, Roth Brothers, Philadelphia, Pa.; Herman Schwartz, 
Schwartz & Co.; Louis Kirby, Philadelphia Stationers, Philadelphia, 
Pa.; Ben Levy, Majestic Stationery Co.; Bernard Spekter, Commercial 
Office Supply Co., Philadelphia, Pa. 

2. Francis Massing, Yeo & Lukens Co., Philadelphia, Pa.; L. B. Herr, 

. B. Herr & Son, Lancaster, Pa.; John Harte, Yeo & Lukens Co. 
Philadelphia, Pa.; William P. Reinhardt, A. Pomerantz & Co., Phila 
delphia, Pa.; Howard D. Adams, guest (of Ch. Newcomet). 

3. Robert Whitesel, Brooks Co., Philadelphia, Pa.; John Norcross, 
Commercial Stamp Co.; James W. Curren, Eagle Pencil Co.; Edward 
LaGasse, Victor fe & Equipment C 


After the game most of the players went to the show- 
ers or swimming in the clear waters of the large 
swimming pool to cool off. 

President of the Philadelphia Stationers Association, 
Irving Roth, and president of the Penn-Mar-Va Trav- 
elers, Harry Tehan, Jr., the Cooke & Cobb Company, 
were present to act as hosts, as was the committee 
who took care of the many details and to whom goes 
credit for arranging one of the best attended outings 
in years. Members were: chairman, William D. Mc- 
Cully, S. E. & M. Vernon, Inc.; Fred Gallo, Roth 
Brothers, Philadelphia, Pa.; Francis Massing, Yeo & 
Lukens Co., Philadelphia, Pa.; Richard M. Graff, Ester- 
brook Pen Company, and Paul Thorpe, Minnesota 
Mining & Manufacturing Company. 

After all had enjoyed a roast beef dinner served on 
the large veranda facing the swimming pool, chairman 
of the outing, William D. McCully, thanked his com- 
mittee and expressed the hope that all had enjoyed 
their day’s outing. 

He then called upon Richard M. Graff who an- 
nounced the winners of the golf contests and distrib- 
uted the awards. Winners of the 18 hole contest were: 
low net, Al Wagner, Industrial Tape Corporation: low 
gross, Sylvan Muchnik, Samuel F. Curry, Inc. Winners 
of the nine-hole contest were: low net, Irwin Berman. 
National Stationers, Philadelphia, Pa.: low gross. Art 
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Ketterer, Minnesota Mining & Manufacturing Com- 
pany. 

President Roth, after expressing the hope that all 
had spent an enjoyable day, announced the recent 
death of George Leonard, L. E. Waterman Company, 
and expressed the regret of the Philadelphia Station- 
ers Association at the loss of their former vice- 
president and former president of the Penn-Mar-Va 
Travelers Club. All stood with bowed heads in respect 
to his memory. 

Mark J. Kenna, American Pencil Company, then 
reminded his listeners of the Baltimore-Washington- 
Penn-Mar-Va outing to be held on September 18 at 
the Manor Club, Silver Springs, Md., and extended 
a cordial invitation for all to attend. 

Vice-President Charles A. Newcomet, the C. F. Heller 
Bindery, Reading, Pa., announced that the next meet- 
ing of the Philadelphia Stationers Association will be 
held on September 18 at “The Orioles,” Boyerstown, 
Pa., and urged all members who plan to attend their 
first Fall meeting to send in their reservations as 
early as possible so that ample accommodations may 
be provided. 

The dinner tables were then cleared, providing a 
suitable space to stage the splendid variety show that 
followed, with Fred Gallo as master of ceremonies. 





W-J Bowlers Appreciate Peoria System in Golf 

As golfers, most members of the Wilson Jones Men’s 
Bowling League are good keglers. At the fifth annual 
golf outing of the league, held at the Fox Valley 
Country Club, Batavia, Ill., they were grateful for the 
Peoria system of figuring handicaps, which resulted 
in scores as low as 64 being placed on record. 

Held on Saturday, June 21, the event drew 66 golfers 
and about 35 who indulged only in horseshoe pitching 
or the lighter exercises of elbow bending and card 
playing. The outing was co-sponsored by the bowling 
league and the Wilson Jones Company. 

Following a fine steak dinner prizes were distributed. 
As there were more prizes than people present, it was 
a very happy occasion. The first low net winner was 





The Committee and Some Prize Winners .. . Top-Men 
in charge of arrangements: Robert Rawls, Bill Wiedow, Fred 
Minds, Vern Van Breckman, Andy Ivattrochi. Bottom—Five top 
golfers in the low net contest: Glen Haley, Jacob Cruzan, Lee 
Mortenson, Earl Haley, Nelson Lovelace 


Glenn Haley, with a 64. Nelson Lovelace copped second 
place with a 68. The following three were tied for 
third place with 70’s: Jacob Cruzan, Earl Haley and 
Lee Mortenson. 

The committee in charge of the delightful outing 
was as follows: Fred Minds, Andy Quattrochi, Vern 
Von Boeckman, Bill Wiedow and Robert Rowes 
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The ‘““COMPTROLLER” 
No. 824 


Modern styling and tailoring combined 
with posture-formed backrest in full tilting seat and back 
make this swivel arm chair ideal for 
general office use. Foam rubber spring-filled seat and 
arms add to its comfort. Upholstered 
in Duran and Sheltmoor fabric...or Eagle Ottawa 
genuine leather...in a wide variety of 
colors. Your low price is only... 


$78.30 ea. List 


slightly higher in zones 2 & 3 





PREPAID TO DESTINATION 


in shipments of 100 Ibs. or more 
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Swingline Views .. . The striking 
night picture at the top shows the illu- 
minated action sign of Speed Products 
Co., Inc. In the lower picture the Swing 
line national sales force meets with Jack 
Linsky, the firm president, and Mrs. 
Linsky. 


Speed Products Company, Jack Linsky 
Welcome Swingline Sales Convention 


Jack Linsky, president of Speed Products Company, 
Inc., Long Island City, N. Y., on June 24 welcomed 
his entire national sales force and the salesmen’s 
wives to the new Swingline plant for the annual 
Swingline sales convention. 

Many of Mr. Linsky’s numerous friends in the indus- 
try recalled at this time how he introduced his first 
stapling machine back in 1926 and how he personally 
made sales presentations and spent much time “on 
the road”, calling on stationers from coast to coast. 

Thus it was with personal pride that Mr. Linsky 
took his friends on a personally-conducted tour of 


Jack Linsky 





the block-square Swingline plant encompassing more 
than 300,000 square feet of space. 

From ingenious plant layout to intricate and time- 
saving conveyor systems, to fabulous electronic de- 
vices and employee comfort facilities the Speed Prod- 
ucts Company plant is a testimony to a man who 
found America a land of opportunity. 

Swingline was built by a man who, in Horatio Alger 
fashion, started his first regular job in a stationery 
store in New York City at the age of 14, earning $3.00 
a week, and who supplemented his earnings during 
the lunch hour as a newsboy near Tompkins Park. 

The wives of the men were entertained royally at 
the Swingline national sales meeting by Mrs. Jack 
Linsky. She took them on a gay round of theaters, 
fashion shows, luncheons and sightseeing while the 
men attended the sales meeting at which future plans 
for the continued growth of the organization were 
blueprinted. 

The meeting was also the occasion for the celebra- 
tion of Lew Foster’s 25th anniversary with Speed 
Products. He represents the firm in the New England 
territory. Next year, Earl Prentzel, who covers Penn- 
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sylvania, Maryland and Virginia, will observe his quar- 
ter century with the organization. 

One of the most inspiring parts of the meeting took 
place when members of the sales force were met by 
members of the executive staff and it was discovered 
that more than 75% of the key Swingline employees 
had a tenure of more than 15 years with the company. 

The meeting was climaxed by a press conference 
and cocktail party attended by 38 representatives of 
the leading newspapers, magazines and trade publi- 
cations, who were taken on a tour through the plant 
and introduced to the new Swingline self-extracting 
staple and new plier model. 

On his last trip to Europe, Mr. Linsky saw another 
vision take shape in the establishment of Swingline 
Internationale, S. A., a plant now manufacturing 
Swingline products for the European market. Swing- 
line has also branched out to other parts of the world 
by way of licensee arrangements. 

Mr. Linsky’s foreign travel led to his one and only 
hobby. In 1926 he developed a keen interest in the 
arts and now has become one of the outstanding 
patrons. 





Lang Tells of National Business Show Progress 


Rudolph Lang, managing director of the National 
Business Show to be held October 20-25 at the Grand 
Central Palace, informs the industry that exhibit 
space is already an assured sellout and points out 
these advancements: 

1. Many progressive firms of the office machine 
and equipment industry have already contracted for 
space. 

2. Leaders of other industries are among about 60 
major businesses adding not only interest but in- 
creased audience. 

3. Business pages and financial columns started 
talking about the National Business Show eight 
months before the opening. 

4. Because of the expanded scope and purpose, in- 
dustrial leaders have volunteered an advance cam- 
paign speaking to selected groups which will further 
heighten interest and build audience. 

Theme of the show will be, “Invest in America.” 
Alongside the giants of industrial production the office 
machine and equipment industry will demonstrate its 
important role 

The first two floors of the exposition will be devoted 
to the office machine and equipment industry. Here 
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STICKS TIGHTER ! UNROLLS EASIER ! RESISTS BREAKING ! 


Thanks to exclusive new back- Tougher, more pliable construction 
sizing, this new tape comes off the means a tape that does a perfect 
roll twice as easily! job without splitting or breaking! 


New high-tack adhesive takes a good 
firm grip... holds tighter than ever! 











3 OUT OF 4 Shoppers prefer 
cellophane tape-sealed purchases ! 


It’s a fact! Arecent survey of hundreds of shop- Cellophane 


pers revealed that 3 out of 4 prefer cellophane 


tape to any other sealing method! Ds, Tape 





The term Scotch’ and the ploid design ore registered trademarks for the more thon 200 pressure-sensitive adhesive tapes made in U.S.A. by Minnesota 
Mining & Mfg. Co., St. Paul 6, Minn. —also makers of “Scotch” Sound Recording Tape, “Undersea” Rubberized Coating, “Scotchlite” Reflective Sheeting, 
Sofety- Walk" Non-slip Surfacing, "3M" Abrasives, "3M" Adhesives. General Export: 270 Park Avenue, New York 17 ,N.Y. In Canada: London, Ont., Con. 
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More and Bigger Profits with 


this Sales-making Royal Contest! 


Three full-page ads like this in Scholastic will send 
high school kids to your store in droves. 


1, page teaser—September 17, 1952 


1 page—November 


1 page—September 24, 1952 


5, 1952 


1 page—A January issue 


eee 


206 Chances to Win in $4575 Royal Portable Prize Contest! 


$200 CASH and ROYAL 


FIRST 
PRIZE 


(Senior OW) 


HERE’S ALL YOU DO! IT’S EASY! 


Write a letter on a subject you have lots of ideas about 


“What I think about my home town” 





HERE, OR THE ORIVERS TRAINING COURSE / 









Typewriter aword guen only when 
ntry ie maned by Roval Vortatte dealer 


5 MORE $200 CASH PRIZES AND 
ROYAL PORTABLE PRIZES! 
200 OTHER VALUABLE CASH PRIZES! 


Hey, Felles and Gels in both Senior and Junior Highs! Just 


take a look at these generous prizes in the Royal Portable 
Typewriter Prize Contest! 


103 Chances to Win in SENIOR High Division 


(10th, 11th, 12th grades) 


let Prize $200 Cash & Royal Gold Portable* 
2nd Prize $100 Cash & Royal Gold Portable* 
3rd Prize $ 50 Cash & Royal Gold Portable* 


100 Cash Prizes $ 10 each** 


*Gold Portable Typewriter award given only when entry signed by Royal 
Portable dealer 
**Cash doubled ($20 each) when entry signed by Royal Portable dealer 


103 Chances to Win in JUNIOR High Division 


(7th, 8th, 9th grades) 








Ist Prize 
2nd Prize 
3rd Prize 
100 Cash Prizes 


$100 Cash & Royal Gold Portable* 
$ 50 Cash & Royal Gold Portable* 
$ 25 Cash & Royal Gold Portable* 
$ 10 each** 


Attention, Seniors! Be sure your letter on the subject, “What 
1 Think About My Home Town” is not longer than 500 words. 


|. Suniers! Be sure your letter on the subject “What 
I Think About My Home Town” ie not longer than 350 words 


Everybody must write on one side of the paper only, in ink and 
in legible handwriting or in typewriting double-epaced. To win the 
extra awards (typewriters or cash) your letter must be signed by a 
local Royal Portable Typewriter dealer 


HINTS TO HELP YOU WIN— Hove you @ favorite local 
? Here's a real chance fo tell about it in your letter! Have you 
@ Camere club? Do you go on camping trips!’ Here are ewell subjects! 


Have you a local industry especially interesting to you’ Here's another 
fine subject! Js there some leading citizen who's done good in your 
taen? Let's hear about him! Do you think your high school’s just 
about the best in the world? Get going on that! What does your town 
do for servicemen! Does a group send CARE packages overseas 
Here are two splendid subjects 


Oh, there are millions of subjects to write about! Think of the 
good things about America, our freedom of speech. our equa! justice 
under law, our elections, and then apply these ideas to what's happen- 


*Gold Portable Typewriter award given only when entry signed by Royal 
Portable dealer 
**Cash doubled ($20 each) when entry signed by Royal Portable dealer 


IT’S EASY. Start working on your entry today. When fin- 
ished, be sure to put yourself in line for the extra award of a 
wonderful, new Royal Portable Gold Typewriter, or double 
the cash, by having a local Royal Portable dealer sign your 
entry. Mail to Royal Portable Contest, Scholastic Magazine, 
Room 400, New York, New York 


Put yourself in line te win 
2 Royal Portable Gold Type- 
writer, the sasiest - writing 


port able ever built! Or double 
the cash prize! Be sure to 
have your entry signed by 2 
Royal Portable dealer! 











ing in your home town. 

4, Write legibly in ink on one side of paper only 3. Contest open to any high school student of the &. To the winners of the first prize (Senior and 

or typewrite double-epaced on one side of paper United States, except employees of Royal Type Junior Divisions) and of the 2nd and 3rd prizes in 
writer Company, Inc.. ite subsidiaries, or its ad each division there will be awarded one Royal 


only, a letter on topic, “What I Think About My 
Home Town.” In Senior Division (10th, Lith 
12th grades) letter must not exceed 500 words in 
length. In Junior Division (7th. Sth. %h grades) 
letter must not exceed 350 words in length 


2. Mail not later than November 17, 1952. to 
Royal Portable Contest. ¢ 0 Scholastic Maganine 
Room 400, New York. N.Y. Submit as many eo 
tries as you wish. Be sure each entry is signed with 
your name, home address, name of school, grade 
you are ia in school, aod teacher's name 
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vertwing agencies and their famihes Contest sub 
ject to all Federal and State regulations 

4, Entries will be judged for originality. sincerity 
and aptness of thought by the Heuben H. Don 
nelly Corporation Final judging by editonal staff 
of Scholast Magatrine. Judges’ decisions final 
Prisee are heted elaewhere in the advertmement 
Duplicate prizes awarded in case of ties. No en 





All entries, contents, and seas 


2 the property of Koya! Typewriter 


tries returned 
there:n hecor 


Company. In to be used as it sees fit 


Portable Gold Typewriter each, provided entry ie 
signed by an authorized Royal Portable Type 
writer dealer. To the winners of the 100 cash 
prizes of $10 each (Senior and Junior Divisions 
will be awarded an extra $10 each, provided entry 
ie signed by an authorized Royal Portable Type 


writer dealer 


6. All prize winners’ names will be announced in 
a January imeve of Scholastic Magazine. All prise 
winners will be notified by mail and each will re- 
ceive his prize before December 25, 1952 
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Extra Sales! 


Extra Profits 
For You! 


EVERYBODY /N 
OUR HIGH SCHOOL 


/S MAKING A PROJECT 
OUT OF THE 
ROYAL CONTEST 












Boy, 
AM | GOING 
70 GET MY ROYAL 
PORTABLE DEALER 
70 SIGN MY ENTRY! 








1952 





Here’s what you do to get your 
share of Bigger, Bigger Profits! 


To be eligible for the bonus awards (Royal Portable as Royal Portable Headquarters! 


Gold Typewrit ers or double your rege if cosh rae And look at the timing! This contest goes on in the 
are won) the high school boys and girls must have their , : 

soy aleeedl toy o Revell Sesne cadens Fall. Ends on November 15. Is actually a continuation 
oy Soe ™. y ; of the Back-to-School Promotion! And, wow! Does it 
Think what that means in store traffic for you! Think bridge the gap between back-to-school and the big 
of the opportunity to TELL AND SELL your store Christmas promotion coming up. 





CASH IN! Use these 
eye-catching display pieces 








- 


Run these local newspaper 
mats! Mats are FREE! 























FREE! One-minute announcements! 
Run them on your local station! 














ASK YOUR ROYAL PORTABLE SALESMAN FOR YOUR 
COMPLETE DEALER ENVELOPE ON THE PRIZE CONTEST, 
OR MAIL THIS ORDER BLANK 





Royal Typewriter Co., Inc. 
2 Park Ave., New York 16, N. Y. 


4 7 * Please send me Dealer Prize Contest Envelope 


NAME 





ADDRESS 
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manufacturers of business machines will demonstrate 
the latest development and techniques produced in 
their field. Since the wheels of production cannot 
turn without an initial thrust from the modern office, 
everything needed to construct, maintain and operate 
the office of today will be exhibited. 

Members of the industry are cognizant of this rare 
opportunity both to display their products and to 
demonstrate their contribution toward the productiv- 
ity which has made the American standard of living 
the envy and the wonder of the world. 

The many thousands of executives and business peo- 
ple who will attend the National Business Show will 
be keenly alert to evaluate the status of the industry 
and how its products and services can further help 
them raise the efficiency and productivity of their 
offices. In that way they will contribute still more 
toward expanding the nation’s wealth, giving more 
to all Americans who “invest in America” their ener- 
gies, their ambitions, and their faith in the American 
free enterprise system. 

A partial list of progressive firms who will exhibit 
at the National Business Show: 


Addo Machine Co., Inc. Manhattan Storage & Ware- 

Aigner Index Co. house Co 

Alden Products Co. Harold Mannheimer 

American Dictating Machine Organization 

Marchant Calculating Machine 
C 


Xo. 
American Photocopy 
¢ Yo Co. 
H. C. Anderson Mimeograph 
Corp 


o e 
APECO 
The Audograph Sales Co. 
The Bates Manufacturing Co. 
The Bircher Company, Inc. 
Charles Bruning Co., Inc. 
Business Laboratories, Inc 
Cincinnati Time Recorder Co. 
Cincinnati Time Recorder 
Distributors of N. Y. 
Ralph C. Coxhead Corp. 
Cummins Business Machines 
Cummins Chicago Corp. 
The Denominator Co., Inc. 
Diebold, Inc. 
Elliott Addressing Machine 
Co. 
Executone, Inc. 
Facit, Inc. 
Friden Calculating Machine 
Co., Ine. 
Geyer Publications 
The Globe-Wernicke Co 
Gray Manufacturing Co. 
Philip Hano Co. 
Harris Seybold Co. 
John D. Hawkins Co. 
Hush-A-Phone Corp. 
Institutions Catalog Directory 
Institutions Magazine 
LeFebure Equipment 
Lightning Letter Opener 
Lightning Letter Sealer 
Linguaphone Institute 
Magna-Crest Corp. 
Magnetic Recording Industries 
Management Magazine, In« 


Marr Duplicator Co., Inc 

Marsh Stencil Machine Co 

Master Addresser Co 

Monroe Calculating Machine 
Co., Ine 

New York Telephone Company 

Office Appliances 

Office Management & 
Equipment 

Olivetti Corporation of 


America 
Ozalid Division of General 

Aniline & Film Corporation 
Payroll Tax Service 
Permofiux Corp 
Payrollmaster Co 
Pres-To-Line Corporation 

of America 


Rand McNally & Co 

Remington Rand In 

Rex Rotary Distributing Corp 

Rex-O-Graph, Inc 

Robotyper Corporation 

Royal Typewriter Co 

Safeguard Appliance 
Corporation 


Safeguard Corporation 
Sanford Electronics Corp 
Savasort Sorting Devices 
Simplex Time Recorder Co 
Sunroc Co 

Swift Business Machines Corp 


Times Facsimile Corp 

Van Hawk Sales Co 

Wassell Organization, In 
Webcor Products 

Weber Addressing Machine Co 
Webster-Chicago Corp 
Zephyr American Corp 








Office Furniture Dealers Enjoy Golf Outing 


Glencoe Golf Club was the scene of the first 1952 
golf outing of the Office Furniture Dealers Association 
of Chicago on Saturday, June 7. Under the energetic 
direction of Chairman Marty Hilmer this was an 
enjoyable affair in which nearly 30 golfers partici- 
pated. 

Henry Otto, the new president of the group, was 
introduced at the banquet in the evening and wel- 
comed the large attendance. The work of Chairman 


Fun at Glencoe ... Pictured at the 
left is the committee in charge of the Office 
Furniture Assn. of Chicago golf outing at 
Glencoe Country Club: Lou Farber, E. W. 
Anderson, Henry Otto and Hilmer Johnson, 
the chairman. At right, John Smythe pre 
sents the Geyer’s Topics trophy to Al Oker- 
berg, Corry-Jamestown Mfg. Co., whose 
76 won honors for the day. 
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Hilmer and his committee received a large round of 
applause. 

Al Okerberg of Corry-Jamestown Manufacturing 
Company again proved unbeatable on the links, turn- 
ing in a 76, and his third victory won him permanent 
possession of the Geyer’s Topics Trophy. To start a 
new series, Corry-Jamestown is donating a trophy, 
it was announced by Roy Edgren of that organization 
at the dinner. This is to be won three times for 
permanent possession. 

There were prizes for all in the form of golf balls. 
Besides the day’s winner, Al Okerberg, those receiving 
special prizes based on the Peoria system were Bob 
Hofherr, Maury Rezvin, William Boyd, Hank Oral and 
C. O. Schlaver. Consolation award went to Hal John- 
son. 





F.P.&M.P. Manufacturers Hold Annual Meeting 


At the annual meeting of the Fountain Pen and | 
Mechanical Pencil Manufacturers’ Association, Inc., 43 
representatives of member companies were present, 
The meeting was preceded by cocktails and luncheon, 

Charles K. Lovejoy, as chairman of the meeting, wel- 
comed those present. The report of the nominating 
committee was presented by J. H. Frank, in the absence | 
of Frank D. Waterman, Jr., chairman of the committee. 7 
The following nominations for officers and membership 
on the executive committee of the association for a 
term of one year beginning July 1, 1952 were elected 


unanimously: 

OFFICERS 
President—Wilbur K. Olson, W. A. Sheaffer Pen Co 
Vice-President Robert N. Wood, Esterbrook Pen Co. 
Treasurer—Clinton E. Marshall, Marshall & Meier, Inc 
Secretary—wW. Clarke S. Mays, Sr., Mays Manufacturing Co 
Chairman of the Executive Committee Louis Brown, 

Eberhard Faber Pencil Co. 
EXECUTIVE COMMITTEE 

J. R. Frank—American Improved Products, In¢ 
Robert E. Blythe—B-B Pen Co., Inc 
Robert J. Burnham—Robert J. Burnham, In« 
Bertram A. Strauss—Columbia Pencil Co 
\. H. Berwald—Eagle Pencil Co 
Charles P. Schoen—Essex Corporation 
George E. Bartol, Jr.—C. Howard Hunt Pen Co 
Julius M. Kahn—David Kahn, Inc 
Ivan D. Tefft—The Parker Pen Co 
Charles K. Lovejoy—Scripto, Inc 
Richard B. Sloane—Sloane Pen Co 
Frank D. Waterman, Jr.,—L. E. Waterman Co 
Brief addresses were given by the president, Wilbur 


K. Olson; Frank L. King, the executive secretary, and 
by G. Irving Baily of the National Production Authority. 





Kern Company Conducts Sales Conference 


The Jack C. Kern Company of Dallas, Tex., has 
recently completed a four-day sales conference at 
which the company slogan, “Office Equipment and 
Supplies to the Trade Only” was the theme. 

Discussions were led by Wayne Ritter of Shelby, 
Ohio, whose topic was “Sales and Receipt Books and 
their Uses” and by A. M. “Andy” Hardin, southeastern 
diivsion sales manager, who spoke on “Manufacturers 
aids to Dealers.” 

V. A. Chatelain was recently named a sales repre- 
sentative for the organization. He will travel out of 
Dallas. 

The Kern Company has taken on the sales repre- 
sentation for Lit-Ning Products Company and the 
Steelware Manufacturing Corporation, both California 
companies; also the Dorset Steel Equipment Company. 








OFFICE APPLIANCES, August, 1952 














ag 
n- 
nt 


Ly, 
on 
or 


ls, 
ng 


nd 
n- 


nd 
43 
it. 
yn. 
>] - 
ng 
ce 
2e, 
‘ip 
ed 


ur 
id 


WILTSHIRE MODERN EFFICIENCY ¢ 7 


speeds up paper work at 
Detroit defense plant! 


< 








~& 


1 ears 








® Office routine at this Detroit de- 
fense plant—by necessity unnamed— 
has become faster and easier since 
the company installed sleek, efficient 
Wiltshire Modern office furniture by 
Imperial. The installation was made 
by Hubert Buhler & Co. of Detroit, 
another dealer who has found the 
way to volume sales through Wilt- 


shire Modern and other Imperial 





lines. 
MEMBER WOOD OFFICE 


FURNITURE INSTITUTE 











4 P 4 


desk company 


EVANSVILLE 7, INDIANA 


Attractive, hard-selling ads for Imperial wood office fur- 
niture appear each month in these national magazines. . . 
pre-sell your prospects on Imperial . . . increase your 
business. 
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Bill Kobera, The Carter's Ink Co.; Joe Yates, Joseph F. Yates, Inc 


New Haven; Joe Fitzgerald, Mead Staty. Co., Greenwich, Conn 
Ted Hargen, Yawman and Erbe Mig. Co 

Hi Hooper, Hallmark Bros., Inc ill Van Ness, Eberhard Faber 
Pencil Co.; Walt Whitaker, guest 

Walt Barbier, Weldon Roberts Rubber Co.; Bill Pape, Adkins Ptg. 
Co., New Britain, Conn.; Ed Jensen, Noesting Pin Ticket Co.; John 
Dwyer, mfrs. rep. 

. Chas. Weldon, Adkins Ptg. Co., New Britain, Conn.; Jim Burke; 
Geo. Burns, Bainbridge, Kimpton & Haupt, Inc.; Ronald Daley 
Ronald E. Daley Co., Aivamuce, Conn, 

George Dykeman, Wilson Jones Co.; Chas. Rudd, Berger Mfg. Co 


c 


Mike Ohanian and Bill Boyer, Wilson Jones Co 


Chas. W. Hennion, Jr., and Cliff Slater, Mattatuck Staty. & Furni- 


ture Co., Waterbury, Conn.; Ed Granfield, Edward Granfield, Inc., 
New Haven, Conn. 
Watson Dee, Esterbrook Pen Co., tends bar at the picnic grove; 
Jas. F. Smith, guest; Melvin Blessen, W. A. Sheaffer Pen Co.; 
Howard Kelly, Felmore Co 
. Ladies in waiting (for hot dogs and hamburgers): Front—Mrs 
Weldon, Mrs. Fitzgerald, Mrs. Kobera, Mrs. Ohanian; Mrs. Burns. 
Miss Urso; rear—-Mrs. Yates, Mrs. Pape, Mrs. Barbier 
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Marchant at NOMA ... These striking exhibits were shown 
by the Marchant Calculating Machine Co. at the recent NOMA 
convention in San Francisco, Calif. The pictures arrived too late 
for inclusion in the NOMA section last month. 





Connecticut Stationers Hold Outing 


Even up on top of Southington Mountain, just out- 
side of Waterbury, Conn., the heat was over 100 de- 
grees on June 25 when members and friends of the 
Connecticut Valley Stationers Association met for 
their annual outing at the Chase Country Club. So 
intense was the heat that many who ordinarily would 
be “Johnny-on-the-spot” did not put in an appear- 
ance until later in the day. 

Sure enough, there were some hardy souls of the 
olfing clan who pounded the fairways and greens 
for nine holes, and some who went a whole round, 
The reports indicated that a mountain goat would 
be more at home in that locale than even the hardy 
sons of Connecticut. 

The ladies, as well as the men, whose enthusiasm 
for golf was completely destroyed by the heat, as- 
sembled on the lawn for a gab-fest until along about 
four in the afternoon, when they all made a pilgrim- 
age to the cool of the trees in the picnic grove. 

There, Regional Governor-elect Ed Granfield of 
the Edward Granfield Inc., New Haven, Conn., dis- 
played his culinary art with the assistance of Chief 
Cook Bob Stark of the Joseph Dixon Crucible Com- 
pany, Cliff Slater of Mattatuck Stationery & Fur- 
niture Company, Waterbury, Conn., and George 
Wheeler of OFFICE APPLIANCES, aided and abetted by 
the good-natured heckling of the ladies. 

Watson Dee of Esterbrook Pen Company presided 
over the bar. Most of the people who indulged in 
horse-shoe pitching displayed a strictly barnyard 
knowledge of the sport, but it was a great deal of 
fun arguing over the points. 

Came evening and the afternoon party was swelled 
to 75 by the late arrivals, all of whom assembled about 
the lawn and in the club house for the usual liquid 
refreshments. And then came a truly hearty dinner. 

The Nutmeg Cup, which is the golfing prize for 
which the dealers and travelers compete each year, 
was won by the dealers and accepted for them by 
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Here’s amazing new seating comfort that 
means better office production. And here’s 
handsome styling that wins a young 
lady’s heart; durable construction 

that pleases pocketbooks. 


Sell an Art Metal Aluminum 
Posture Chair and you banish seat- 
ing fatigue, step-up efficiency, improve 
morale. You sell the finest in quality 
— welded tubular con- 
struction, Foam Latex 
upholstery. You add 
another steady, satis- 
fied customer. 


"rs 


There's an Art Metal Posture Chair 
to meet every need. All are backed by 
more than 60 years of experience in 
manufacturing the very best in 
metal office equipment. Art 
Metal Construction Co., 


‘. Jamestown, N. Y. 


“*TILT-ACTION"’ SEAT. Ia 
working position or relaxing, 
same body angle is main- 
tained. Feet remain on floor at 
all times, constricting pressure 
back of knees is eliminated. 


“LIVE-ACTION” BACK, Auto- 
matically provides full sup- 
port in any position. Back 
construction pivots in special 
mountings, follows inclination 
of spine. 


All Adjustments For Perfect 
Comfort Made Quickly, 


4. Height of seot 


. Secretarial Posture Chair 
No. 709a 

. Clerical Posture Chair 
No. 707a 

. Clerical Posture Chair 
No. 707b 


. Executive Posture Chair 
No. 705 








President Charles W. Hennion, Jr., of the Mattatuck 
Stationery & Furniture Company, Waterbury, Conn. 
Low gross for the day went to Mike Ohanian of the 
Wilson-Jones Company, and low net to Jim Smith, 
now engaged outside our field. Other golf prizes were 
awarded. 

President Hennion expressed the appreciation of 
the group for the excellent work of the committee 
whose efforts had made the outing so successful, em- 
phasizing the contribution of Chief Chef Ed Granfield. 

The remainder of the evening was spent in dancing 
and conviviality. 





Stationery Division, UJA, Honors Burger 


More than 100 leaders in the stationery industry 
contributed $105,000 for the support of the worldwide 
agencies of the United Jewish Appeal and paid tribute 
to two outstanding figures in the trade Wednesday 
evening, June 11, at the annual dinner of the Station- 
ery Division of the United Jewish Appeal of Greater 


New York. The dinner was held in the Hotel New 
Yorker, New York City. 
The generous outpouring came after Dr. Ruth 


Gruber, foreign correspondent and author described 
Israel as “the new hope of the old world.” 


Hear Lazarus and Levy 

Brief talks were also delivered by Mortimer Lazarus, 
of M. C. Lazarus, Inc., chairman of the industry UJA 
drive, and Irving McKinley Levy, Art Steel Company, 
Inc., special gifts chairman. 

Illuminated scrolls hailing them “for their idealism 
and devotion” to the causes embraced by the UJA 
were awarded to Joseph Burger, Art Steel Company, 
Inc., and to Mortimer Libien, of Libien Press, Inc. 

Highlight of the evening was the surprise presenta- 
tion to Mr. Lazarus of a still life oil-painting by the 
English artist Philip Van Abbass depicting Jewish 
religious ceremonial objects. The presentation was 
made by Mr. Burger “on behalf of the industry in 
grateful recognition for the wonderful job Mort 
Lazarus has done in rallying support throughout the 
industry for UJA.” 


Industry Proud of Leaders 

“This gathering is a tribute to the tireless efforts 
and leadership of our guests of honor tonight,” Mr. 
Levy declared. “We in the stationery industry have 
always been proud of our record of achievement on 
behalf of UJA and the leaders we have produced. Joe 
Burger and Mort Libien represent the finest and best 
traditions of the stationery industry.” 

Through its 1952 campaign, Mr. Lazarus said, the 
United Jewish Appeal of Greater New York aims to 
help save lives, maintain the hopes and secure the 
future of 1,000,000 Jews throughout the world; to help 
the people of Israel win their desperate battle for 
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tS 
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economic survival; and to join in safeguarding human 
rights and strengthening the free world in this time 
of global crisis and danger to free institutions. 

These objectives are to be accomplished by raising 
the metropolitan area’s share of the nationwide 
United Jewish Appeal goal of $151,500,000. 








. Stationers Guild of America holds an- 


Annual Dinner... 
nual dinner in the Peacock Inn Room, Haddon Hall, Atlantic City, 
N. J., during the Districts 3 & 13, NSOEA combined regional meeting. 





Ward Taylor Marks 25 Years with Company 


Friday, May 16, marked the 25th anniversary of 
Ward Taylor’s joining the Walcott-Taylor Company 
in 1927. Mr. Taylor is now president of the firm. 

The occasion was celebrated by the company em- 
ployees gathering to present him with a set of leather 
luggage and a 25-year diamond service pin. Mrs. 
Taylor was at the presentation. 





IBM Gives “‘Recognition Dinner” in Austin 


Employes of the Austin, Tex., branch of Interna- 
tional Business Machines Corporation were guests at 
a “Recognition Dinner” given by the company on 
Thursday, May 15, at the Hotel Austin. T. V. Larsen, 
sales manager of the corporation was the speaker.— 
JHR 





Great Lakes Travelers Hear Poetzinger 


Addressing the Great Lakes Travelers Club lunch- 
eon on Friday, June 20, Floyd A. Poetzinger, sales 
counsellor, delivered an inspiring talk on the subject, 
“Sharpen Your Pencils.” His remarks are printed in 
full on Page 84. 

GLTO continues to add new members. 
cently voted into the organization include: 

Stanley K. Evans, Samuel Ward Manufacturing 
Company. 

Charles H. Parker, All-Rite Pen Company. 

E. W. Gotsch, Industrial Tape Corporation. 

Al J. Nordstrom, Smead Manufacturing Company. 


Those re- 
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United Jewish Appeal Honors New York Stationers at Fund-Raising Dinner. 


Mort Libien, Libien Press, Inc., and Joseph Burger, Art Steel Co., 
were honored for their work on behalf of the United Jewish Appeal 
at the annual trade-wide dinner of the Stationery Division of 
the UJA of Greater New York, held on Wednesday, June 11, at 
the Hotel New Yorker. Shown here are, from left to right: Jack 
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Linsky, Speed Products Co.; Charles I. Karasik, Jacklin Stationery 
Corp.; Wiiliam Lampel, Art Steel Co., Inc.; Mort Libien, Libien 
Press, Inc.; M. C. Lazarus, of M. C. Lazarus, Inc.; Irving McKinley 
Levy, Art Steel Co.; Dr. Ruth Gruber; Hon. Charles E. Keegan, 
New York City councilman; and Joseph Burger, Art Steel Co. 
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STAPLING EQUIPMENT 


























‘| ‘The One Complete Line You 


In- 


“| CanDepend Upon For Steady, 
.. Profitable Repeat Business 


1y 
“3 It’s repeat business that counts! Thousands 
er of successful dealers from coast-to-coast 
rs. . . 
can tell you that. They are cashing in on 
ACE’s ability to produce TOP QUALITY 
Stapling Machines and Staples .. the kind 


1- that brings customers back again and cipal 
at : . . : 

- again. ACE Stapling Equipment has been 

n, made with fine-watch precision for over 


20 years. You, too, can depend upon ACE 
products to give greater satisfaction to 
your customers, greater profit to yourself. 


eS SOLD THROUGH DEALERS EXCLUSIVELY 





FIG. 1 FIG. 2 


HOW THE ACE PROCESS MAKES ACE STAPLES STRONGER 


Ace engineers hove developed a process which gives ACE Staples the exoct 
degree of hardness and rigidity needed to insure greater tensile penetrating 
strength. FIG. 1: Shows @ cross-section of an ALL-ROUND steel wire. Ace uses 
only premium, precision-made, accurately drawn-to-size steel wire. FIG. 2: 
Shows the all-round steel wire after being treated by the ACE PROCESS. This 
gives maximum strength on the outer edge where it is needed most. 


ACE CLIPPER 














ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE «+ CHICAGO 
IN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST MONTREAL 
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Merrill “By the Waters of the Minnetonka” Hasty, 
manufacturers’ representative. 

Grant Yost, Lilly Tulip Cup Corporation. 

Conrad Netzhammer, Northwestern Furniture Com- 
pany, Milwaukee, Wis., was welcomed as a guest at the 
June 27 meeting. 

At this session announcement was made that the 
1953 District No. 6 NSOEA regional would be held 


March 26-27 in Springfield, Ill. 





Sharpen Your Pencils 


(Written especially for Sales Review by Floyd A. 
Poetzinger and permission granted for reprint. 
These ideas were expressed by Mr. Poetzinger at 
the Great Lakes Travelers Club luncheon on June 
20.) 


mw FOR SOME REASON, unknown ¢ not one salesman in 10 uses the 


magic of the ordinary pencil! near 


| have seen some great sale ) e Ww th 3 re tha a 
pencil used on every step of the ; e for r another. | think it 
is the greatest single sales tc that a esman can possess. AND HERE 


ARE SOME OBSERVATIONS THAT HAVE NVINCED ME OF IT 
IT WILL FLATTER YOUR PROSPECT. Taking tes in front of your pros 


pects indicates that you are te 1 tently And whethk not 
are taking notes or merely providing a SOL \ ext call. the 
fact that you are writing while Jicat to 
that you think what he is saying portant 

IT WILL PROVIDE NOTES FOR REBUTTA f t r objections 
often come in half dozens. And y t rtainly ynnot interrupt a 
customer or prospect in order to answ ' point as he makes it. If you 
do, you'll never hear the rest of the He wants sy al f hic 
plaints end to end for emphasis without having them k ked down as he 
goes along. 

You can easily jot them down as + ' nade. then take them a f 
with a “yes, but."’ Besides. you may want + hange your smments 
point one by the time you've heard the fourt Note-taking for this purpose 
makes you appear as if you are really ncerned with NO oe Ray ers 
as if you may be going to pass t+! for t t thers. too 

IT WILL PROVIDE NOTES FOR RE R é , have a phenomena 
memory, any notes you take w help y mak + a report to others 
Action from a customer or prospect d sn't stoo with you And facts count 
most toward getting actior Notes » helt t wn time required 


for paper work, 


But if nothing else, your notes w rc y with a reminder n your 
next call back. Refer to something sid r last ca and watch hi 
smile of satisfaction. You've just a tt that he impressed you on y 
last visit or you wouldn't have remem! ws he salesman think 
it's so important that he wants to get immediate act yives the custome 
a chance too, to see that the salesma jetting a jna traight 

IT WILL GET AGREEMENT ON OBJECTIVES. For tt t prospect 
who is constantly changing his n j Jetails, there is not 3 like writing 
down an objective. Then ery tin wa t ng add or delete 
just make sure that it contributes + ; biect agreed pon 
If it doesn't, ask him if he wants ¢ je it jically he would if it 
does not contribute. Ten time t of he w ggested d 
tail change. 

This is a terrific techniaue for gett + aa , + fror » grout of men 
Write the objective or objectives » big pie f wrapping paper witt 
@ marking crayon and hang it right f the meeting room wall Just 
be sure to get agreement on the objectives from fore sta 
on the details. 

IT WILL HELP YOU FIND OUT WHAT A USTOMER DOES NOT WAN 

tior Take them up one at a time. Eve 


At this point, just list your sugges 


time he says "NO scratch t th ss y Fine, then we are 
making progress. We have decid that w jo NOT want this one under 
any circumstances." 

You'll be surprised hew often he w vy We st te et's not 
throw it out entirely just yet a f wh Jiv th a lead as te 
those you can forget and those w Fy 3, especially if 
you can get him to explain why Joe t want to e ate ther 

IT WILL HELP YOU TO EMPHASIZE Three words written on a piece of 
paper can take on different empha pending how many underline 
you make under each as you are R hat to get emphasis 
you can always write larger or use a t of unde es, whereas you can 
seldom talk louder. 

IT WiLL H@LP TO SELL THE TOMER BENEFIT Printed material ca 
describe your product and te w good it is. But y you can tie the 
customer needs and benefits t > SI f ston Y sn help | + 
remember if you will write ‘em dow i give ‘em to hin 


IT WILL GET AGREEMENT IN A MP MENT. Your prospect is 
more likely to understand and agree on what have a plished on t¢ 
day's call if he sees it summed up in black and white. It helps, too, to 
outline whateyou intend to do betwe and th ext call and what he 
can expect from you on your next ca t shows that y synderstand. And 
getting agreements of this kind help to keer between calls 
especially valuable where it may take re tha nme call to make a 


single sale. 

IT WILL KEEP YOU FROM SMOKIN WHILE SELLING. And don't un 
derestimate this one. Waving »- 
@ salesman effectively wave a sht 4a f ; tt lt is espe 


5 pe 1et attantine: but | have never 
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jetrimental whe . sre talk ng t 5 fr ‘ ker. Reme ber "Red" Mot. 
$ fav , ' y of the saiesman wi tan sd tising 
act beca e customer thought the salesman t think og 
mportant enough to stop smoking while making the presentation? 
HELPS YOU TO ASK FOR THE RDER f you ha e andling 
cil all d 3 your contact, it is a ple matter to hand it to they 
prospect tor his okeh or go-ahead. j 
WILL HELP YOU TO SHOW WHAT MEAN. A j you #a 
sre NOT an artist. If you can draw too we th “ sta 
ng aft what you are drawing rather than t what you am 
trating 
| know ar jrance man who can use a tew figure sna a tew nes os 
jrapn to tind t what you want to be d 3 and you S of beings 
+ to afford it at the age of 65. From this point on it is easy for hing 
Iw 8 Tew ne wh nh w v ) effective y what you eed to! 
there 
ar w | ; wl e > more Ju t T . Dy ¥ it J 4 7 the 
erritory which the prospect expects to use the truck, with an indicatigs 
? tyf GS, loads and grades to be expected. 
These me e the world's greatest sales the but mighthi 
r to show their prospects that jJerstand y r problem, Meg 
F pect T sn use your per t bette w pla y and 
S€ nore een if pay... and we 





POSTINGE! 


VISIBLE ieoet Pugs 
Wwrentery  Perente. Mentnmens 
Mar twordime Conte — falas Merchanang, 
Predecion Peevosnel Reventh 





ELEMIS Titi | 
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NOMA Exhibit... 
Co. striking exhibit at the recent NOMA convention in San Frat 
cisco, Calif. This was considered to be one of the company’s) 
most effective displays and used its current national advertising) 
theme, “There’s an Art... .” 
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Three views of the Art Metal Construction’ 








3 


v4 The Best” 


tio Somebody’s product must be the best in every 
io field. In office equipment, nothing so clearly 


shows howcompletely superioris A*S*Eequip- 


ment as a point by point comparison with all 




















others made. In beauty, strength of construc- 
tion, and efficiency of function, A*S*E equip- 
7 ment stands at the top in any fair appraisal. 
There never has been and never will be any com- ad 
promise with the standards that keep A’S-E 
. . . 4 
the top quality equipment in all the world. 4 
2 yy 
; 
' 
#3 A 
Pr A 
: : nd | 
ir <tr 
Sle eel a 
: ps — 8 
‘ jai teslintll pa ras te 4 
a —— 
| | - 
se ei Ty The famous ASE Line of Desks 
> SE igre 35 and Tables is unexcelled for con- 
oy fie vertibility and flexibility. 
| 
A‘S-E Files are made in a size or 
: style for every need—all the finest 
(WU) in their class. 
ALL-STEEL EQUIPMENT INC. 
600 CLEVELAND AVENUE AURORA, ILLINOIS 
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Mr. and Mrs. A. William Lauw Zecha of Djakarta, 
Java, and four of their five sons—Allen, Adrian, Alwin 
and Austin—favored Orrice APPLIANCES with a visit 
June 24. The oldest son, Andrew, who completed his 
formal education at Columbia University, New York, 
in 1950, remained in Java tending affairs of the Zecha 
business. 

William Zecha is representative for the Parker Pen 
Company in the Indonesian Republic. As a young 
man he was graduated from the University of Iowa 
in Iowa City. Mrs. Zecha was educated at the English 
school in Kuala Lumpur. Their son Allen, who re- 
ceived a degree at Massachusetts Institute of Tech- 





Alwin, Austen, Adrian, Mr. A. W. 
Zecha, Allen. Seated: Mrs. Zecha. 


The Zecha Family ... 


nology, is doing post-graduate work at Leland Stan- 
ford University. Adrian is studying international law 
at Columbia. Alwin is expected to start in September 
at Tufft’s College, Austin at Andover Academy. 

Mr. and Mrs. Zecha and Austin arrived in New 
York by ship from Holland. Allen, Adrian and Alwin 
already were in this country. To facilitate movement, 
Mr. Zecha purchased an automobile which took the 
family from New York to Philadelphia; Washington; 
Carlisle, Pa., where they witnessed graduation cere- 
monies in which two of the boys participated; Leonia, 
N. J.; Janesville, where a week was spent with the 
Parker Pen people; Iowa City, and Chicago. 

Plans were to drive to Boston, with Mr. Zecha taking 
a side trip to Toronto to see Parker’s Canadian fac- 
tory. Later, a month was to be spent in vacation at 
Hopatcong, N. J. 

The Zecha family has operated a successful busi- 
ness in Java for many years. At three-year intervals 
Mr. Zecha makes an extended tour, including Canada, 
the United States and several European countries. He 
is alert to business opportunities. The young men 
have inherited an enterprising and preserving spirit 
which is an inspiration to those who know them. A 
visit with the Zecha’s is a most enjoyable occasion. 





Luxury Liner is a Floating Bank 

According to John Mosler, vice-president of the 
Mosler Safe Company, the new $70,000,000 S. S. United 
States, which made its maiden voyage on July 3, is 
the world’s “safest” ship. It is equipped with eight 
permanently anchored Mosler safes, which have bank 
type safe deposit boxes, in various parts of the ship. 
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personality 


FREDERICK A. REED—If there i 
ne thing which identifies this Corn 
husker, it is his non-business, 
well as his business activities. 
For '’Art" Reed has a host of frater 
nal and civic connections beside be 
ing vice-president of Latsch Brother 
Inc., of Lincoln, Nebr., and governor 
f the Eighth District, NSOEA. Edu 
ated in Lincoln public schools and at the University of 
Nebraska, Art joined the company in 1929. Out of office 
hours he is an enthusiastic civic worker, giving his time to 
the Red Cross Community Chest; a member of the 
board of directors, to the Cedars Home for Orphan 
Children in Lincoln, and to the Trinity Methodist Church 
of which he is a member of the official board. Art is also 
a past Vice-Commander of the American Legion and a 
member of the committee; an officer of the 40 and 8: a 
past president of Sertona International (formerly Co- 
»perative Club International); a 32nd degree Mason and 
a Shriner. During World War II he was a much decorated 
figure, having received five Battle Stars and the Bronze 





Medal. After serving for five years, 18 months of this in 
Europe, with the 35th Infantry Division, he was discharged 
as a Lieutenant Colonel. He now holds the rank of colonel 
in the Army Reserve. For exercise and relaxation Art 


indulges in golf, while his hobbies are hunting pheasant 
in his home state and fishing in Minnesota. Art says he is 
married to a wonderful wife, and has four children. A 
daughter has just graduated from the University of Ne- 
braska, while his other daughter is still a student there. 


The family is completed by two sons, aged 8 and 4. 
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October 4-8. Nat Stat onery & Office Equipment A stion's 46th 
annual convent C rad Hilton (formerly Stevens Hote hicago, Ill. 
Paul Burbank, general manager, 740 Investment B jing, Washington 5, D. C. 
October 20-22. Fifth Annual International Systems meeting conducted by the 
Systems Procedures Association of America, Hotel Roosevelt, New York 
N. Y. M. W. Boz, chairman, Shell Oil Company, 50 W. 50th New York 
20, N. Y. 
October 20-25. National Business Show srand entral Palace, New York, 
N. Y. Rudolph Lang, managing director, 33 W. 42nd St., New York 18, N. Y. 





Hutch-Line, Inc., Uses Novel Method in 
Introduction of New Salespeople 


“Hello! I’m Lillie Greathouse. . .” 
“Hello! I’m Wanda Hindman...” 
“Hello! I’m ‘Red’ Woleben.. .” 


In this manner, with a brochure picturing each of 
the persons named and a listing of the products he 
or she will sell, Hutch-Line, Inc., 79-year-old firm of 
Hutchinson, Kans., introduces three additional sales- 
people who sell the firm’s products. These newcomers 
to the industry have been carefully selected and tested 
for selling aptitudes, states President Lee B. Hausam. 

The approach is a novel one that will attract atten- 
tion of both customers and suppliers. 
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VICTOR 

SECTIONAL VISIBLE 
SELLS FASTER... 
GIVES YOU 

MORE PROFIT 








EXCLUSIVE SINGLE-SLIDE UNITS 


Fill your customer’s immediate needs... permit ex- 


pansion in the future as his business grows. 


STACK RIGIDLY TO ANY HEIGHT 


Special interlock feature holds individual sections in 


one sturdy, easy-to-assemble record unit. 


EASY-SHIFT VISIBLE-TIP POCKETS 


Protected margins afford at-a-glance reference. 
Pockets can easily be shifted singly or in groups. 





, 


VICTOR SELLS THE COMPLETE SYSTEM 


Forms and signals are made by Victor for the basic 





equipment. (Stock or Special forms are available.) 





Only Victor Sectional Visible offers you all these selling fea- 
tures to create faster sales, bigger profits. To help you promote 
the Victor line in your area, Victor also gives you complete 
display and advertising material without cost. Write today 
for the full profit story on Victor Sectional Visible. 





i THE VICTOR SAFE & EQUIPMENT CO., INC. 
mp NORTH TONAWANDA ° NEW YORK 
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Royal Names Four District Managers 

J. D. Farr, office typewriter sales manager for the 
Royal Typewriter Company, Inc., has announced the 
appointment of four new district managers. 

L. W. Siemering, formerly Royal manager in Brook- 
lyn, has taken over the managerial duties for the 
company in Philadelphia. Mr. Siemering fills the 
vacancy created by the recent appointment of H. W. 
Ulrey to the post of southern regional sales manager. 

Starting with Royal as a junior salesman in New 
York in 1928, he was subsequently advanced to the 
posts of salesman and national accounts salesman. 
His promotion to New York group manager in 1948 
was followed, in 1949, by his appointment as Brooklyn 
district manager. 

Stepping into the Brooklyn managership is W. E. 
Cone, formerly Royal manager at Albany. 

Mr. Cone began his career with Royal as a salesman 
in Boston in 1946 and was promoted to manager of 


y, 





F 


L. Siemering W. E. Cone 





A. D. Dodge W. Masterson 


the Springfield, Mass. office in 1947. In 1948 he took 
over the Albany post, which he held until his current 
appointment. 

A. Durstin Dodge, formerly manager of Royal’s 
Madison office, has been chosen to take over the Albany 
post vacated by Mr. Cone’s appointment to Brooklyn. 

Mr. Dodge came to Royal as a salesman at Pittsburgh 
in 1945 and, in 1947, transferred to Detroit. In 1948 
he was advanced to the post of Madison district man- 
ager, the post from which he steps into his new posi- 
tion in Albany. 

Filling the Madison post is William Masterson, for- 
merly a typewriter salesman for the company in 
South Bend, Ind. 

Mr. Masterson has had much experience in the type- 
writer business, having been a member of Royal’s sales 
staff in Minneapolis prior to his joining the company 
in South Bend. 





Clegg Remodels Store Front 


The Clegg Company of San Antonio, Tex., has re- 
modeled its store front and installed an all-glass door 
at its building at 130 Soledad St.—JHR 
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F. S. Webster Company Appoints Two 

The F. S. Webster Company has announced the ap- 
pointment of Raymond E. Wells and Thomas J. 
O’Leary, Jr., to new sales assignments on the Webster 
sales staff. 

“Ray” Wells brings seven years of successful Web- 
ster consumer selling experience in the Metropolitan 








R. E. Wells 


Boston area to his new assignment as dealer repre- 
sentative in the Mid-South area. He is a Purple Heart 
veteran of World War II. The family home is in Char- 
lotte, N. C. 

Mr. O’Leary rejoins the Webster sales staff after 
serving a “second hitch” of Navy duty. His broad 
experience in the carbon paper and inked ribbon in- 
dustry fits him well for his new assignment as special 
dealer representative in the Webster eastern sales 
territories. 


T.J.O’Leary,. Jr. 





Ames Supply Is 50 Years Old 


The Ames Supply Company of Chicago celebrates 
its 50th year in business in August. In honor of this 
anniversary the company is publishing a special issue 
of its house organ, Your MAN Frinay, which will show 
the growth of the firm from one small office and shop 
located in Chicago, to an organization of six branches 
throughout the United States; an export subsidiary; 
a subsidiary operating in Mexico, and a subsidiary 
rubber manufacturing plant. 





Marchant Enlarges Dallas Facilities 

The enlargement of the Marchant Calculators, Inc., 
offices and service facilities of Dallas, Tex., area were 
announced recently by Edgar B. Jessup, president of 
the company. 

Expansion of the agency in Dallas was attributed 
by Mr. Jessup to increased demands by the growing 
business and industry in the area for Marchant sales 
and service. 

M. Cecil Baugh is agency manager for Marchant in 
Dallas and Gus Rudd is service manager. The com- 
pany’s new quarters are located at 4419 Live Oak St., 
Dallas. 


i 7 -.... | 


In the July issue, page 80, in connection with the 
story of the outing of the Office Equipment Dealers 
of New York an error was made in photo identifica- 
tion. The name of the man at the extreme right was 
given as Howard A. Newman whereas he is Herman 
Lakow of Samuel Lakow & Sons, New York, N. Y. The 
error is regretted 
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LTING GLIDES 


ANOTHER lb VALUE POINT 


Tilting glides on the rear legs of Sturgis 
side-chairs have a large flat ‘‘foot"’ that 
stays flat on the floor when the chair 
is tipped. There’s much less danger 
of slips, and they're kind to fine floors. 


Safe! don't slip. 
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Flat bottom surface 
stays flat on the 


floor when chair is 
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Your customers can’t see all the quality 
that's engineered into Sturgis chairs but 
it’s there in full measure—and because 
it's there Sturgis dealers find it easy to 
build repeat business for the complete 
line of Sturgis chairs. 
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Monroe in the South ... Views from the 
recent dedication of the Monroe Calculating Ma 
chine Co. addition to plant at Bristol, Va.-Tenn. 
1. Main entrance; 2. Gov. John S. Battle of Vir- 
ginia giving the dedication address; 3. Alfred B. 
Connable, Jr., Monroe’s chairman of the board; 
Charles R. Mason, manager of Monroe's Bristol 
plant; Virginia's senator, Harry F. Byrd, giving 
main address at the banquet; 4. the speakers’ 
table at the banquet; 5. Monroe's Bristol plant 
showing new wing at extreme right. 


Dedication of Bristol Addition Marks 
Monroe’s Advance in the South 


“Not only does the company bring new labor skills 
to this part of the country, but its very product con- 
tributes to the industrial development of the South 
through its contribution to office efficiency.” 

These remarks by Senator Harry F. Byrd of Virginia 
were a highlight of the ceremonies dedicating the 
new million-dollar building which doubles production 
capacity for the Monroe Calculating Machine Com- 
pany at Bristol, Va.-Tenn. 

Joining Monroe in commemorating its pioneering 
venture in the South and its six years of progress in 
Bristol, some 2,000 government officials, industrialists, 
business and civic leaders gathered at the plant site 
May 19. 

U. S. Senator Byrd made the principal address at 
the banquet which followed the ceremonies. Governor 
John S. Battle of Virginia gave the dedication address. 

Representatives from every branch of business, in- 
dustry and the press in Virginia and Tennessee met 
in Bristol to felicitate the Monroe company in one of 
the most impressing gatherings ever held there. 


The conclusion of the afternoon’s program was the 
presentation by W. G. Zaenglein, president, to Charles 
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R. Mason, plant manager, of the keys to the building. 


Monroe’s chairman of the board of directors, A. B. 
Connable, Jr., said that the real contribution of the 
company in Bristol, the achievement of which it is 
most proud, “has been wrought by 500 of our people 
with their hands and their heads and their hearts.” 


An adding machine bearing an inscribed silver 
plaque went to the State of Virginia from the Monroe 
Company in one of the highlights of the banquet at 
the General Shelby Hotel for 400 guests of the com- 
pany. 

Today, the plant employs over 500 people, and with 
the added production capacity in the new wing that 
number will ultimately increase to 1,000. 





Meadville, Pa., Firm Names Manager 

Paul H. Lackey has been named manager of Hill’s 
Office Supply, Meadville, Pa., it was announced by 
Maynard J. Hill, owner and operator of the store. Mr. 
Hill himself plans to specialize in outside sales and 
promotional work. 

Previously, Mr. Lackey was associated with the John 
R. Shryock Company since 1945, after his return from 
Army service. 
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The conference office of Governor Warren in the new State Administration Offices in Sacramento. 


Leaders look to Genuine upholstery Leather 


Leaders in government, business and the profes- 
sions look to leather to give their offices the dis- 
tinction that measures up to their leadership .. . 
to express their good taste and sound sense of 
values. They look to leather for color to make 
their offices more inviting. They look to leather 


for that feel of luxury that is so pleasing. They 


THE UPHOLSTERY LEATHER GROUP ~ Tanners’ Council of America + 141 East 44th St. « New York 17 


to express their leadership 


look to leather for its pay-off in long wear with 
simple care. They look to you for fine furniture up- 


holstered in Genuine Leather 


and your response to their 
wishes will profit you... 
help lift your own selling 


to new levels of leadership. 
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American Leather Manufacturing Company, Newark, N.J. © The Ashtabula Hide & leather Company, Ashtabula, Ohio 
Blanchard Bro. & Lane, Newark, N. J. ° Eagle-Ottawa Leather Company, Grand Haven, Michigan ° Garden State Tanning Inc., Pine Grove, Pa. 
The Lackawanna Leather Company, Hackettstown, N. J. = * Rodel Leather Manufacturing Company, Nework, N. J. 
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Four Views from the Refurbished Kubli-Howell 
Store in Portland, Ore. 


TOP LEFT: the modern front making the interior of the store 


one large display window; TOP RIGHT: pens and office sup- 


plies are well displayed; LOWER PICTURES, 
displays. 


office furniture 


Kubli-Howell Store Completely Remodeled 
REPORTED BY KEN DICKENSHEET 


“Mr. Jones is smiling again.” 

This headline on an advertisement of Kubli-Howell 
Company in the Portland Oregonian recently told the 
story of a remodeling operation completed. Kubli- 
Howell is again serving customers seeking stationery, 
office equipment and printing in Portland 

For several weeks the advertisements told of the 
impatience of “Mr. Jones” over the slowness of the 
refurbishing. It was intriguing advertising and fur- 
nished a punch when the operations were completed. 

Kubli-Howell’s was established in 1904 and has 
operated continuously in the same location, 314 S. W. 
Fourth in Portland. It is on the ground floor of the 
11-story Board of Trade Building in the heart of the 
downtown business district. 

Here are operated a large furniture department, 
complete office supplies section, a printing plant in 
the basement and a full department for engineering 
supplies. In addition, the firm has just acquired a 
modern blue print and reproduction shop in another 
location in Portland. 

Owner of the store is Lowell Jones. 
the business in 1940. 

Kubli-Howell features these lines 
Metal Office Furniture Co.; wood 
Desk Co. and Central Desk Co.; filing supplies, Oxford 
Filing Supply Co.; loose leaf, Nationa) Blank Book 
Co., and engineering supplies, A. Leitz & Co 


who acquired 


Steel furniture, 
furniture, Myrtle 
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Doughty Named Burroughs Manager 

Alvin J. Doughty has been appointed manager of 
Burroughs Adding Machine Company’s Fort Wayne, 
Ind., branch, W. E. Morgan, general sales manager, 
announced in June. 

He replaces R. E. Grimmer, former Fort Wayne 
branch manager who died early this year. Mr. Doughty 


A. J. Doughty 





comes to Fort Wayne from Cleveland, where he has 
been zone sales manager since 1949. 

Mr. Doughty began his career at Burroughs in 1928 
as a salesman in the Cleveland branch. He was on 
the sales staff there until 1930. 

A veteran of World War II, Mr. Doughty rejoined 
the Cleveland Branch office after receiving his dis- 
charge in 1943. From 1943 to 1949 he was a senior 
salesman at that Branch. 





Peabody Store Changes Ownership 

William C. McCarthy, Peabody, Mass., stationer, has 
announced the purchase of the former Merrill’s Sta- 
tionery store in Peabody. 

Mr. McCarthy’s son James, will manage the original 
store in Beverly. 

Although totally blind, Mr. McCarthy successfully 
runs his two businesses, is a councilman-at-large in 
Peabody, a past president of the local Chamber of 
Commerce and past president of the Peabody Rotary 
Club. 
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ENNIS GUEST CHECKS 


37 «different styles, 


tock printed. 
A complete line ome . news 


f lar, fast- print, bend or beerd 
of popular s : —~ 


\ moving items in | pleia, single ond 
a wide variety of duplicate styles. 
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ENNIS SHIPPING TAGS 


Steck or printed-te- 
order oll weights 
and colors. Single or 
gongs, with or with- 
out fasteners oat- 
teched. 














on) 
TAG & SALESBOOK CO. 


Manufacturers of Paper Products 


FACTORIES AT ENNIS, TEXAS . CHATHAM, VA. 


Branches in Houston, Dallas, St. Paul, New Orleans, St. Louis, Albuquerque, 
Los Angeles, Denver, New York, Birmingham. 
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New Business-Forms Manufacturer 

General Multi Forms Sales Company, Nashville, 
Tenn., has been organized to manufacture and dis- 
tribute a line of rotary lithographed one-time carbon 
interleaved snap-out style forms. The registered trade 
mark is “Snap-i-Sets.” 

The company’s manufacturing unit has installed the 
latest high-speed Webendorfer web-fed press with 
collating machine which will assemble up to eight 
parts in a single operation. The personnel has a col- 
lective background of 46 years experience in printing 
and lithographing. 

Operating from Nashville, the company claims it 
can offer the lowest net factory cost to dealers and 
the lowest delivery price to customers in most of the 
country. 

Sales manager is G. Ernest Harrison, formerly asso- 
ciated with a national manufacturer of business forms 
and systems, and for many years owner and manager 
of a printing and publishing plant in Ohio. 

General Multi Forms Sales Company invites dealer 
inquiries for exclusive territories. They should be 
addressed to the company, P. O. Box 1094, Nashville, 
Tenn. 





Underwood Promotes F. J. Nicholson 

Francis J. Nicholson has been appointed manager 
of the Syracuse, N.Y., office of Underwood Corporation, 
according to an announcement made by Andrew J. 
Moynihan, regional manager in Albany. The Syracuse 
territory includes central New York, the Southern Tier 
and parts of western and northern New York state. 

Mr. Moynihan said that Mr. Nicholson had earned 
the promotion through an outstanding sales record 
for the past several years. 

Mr. Nicholson has been associated with the sports 
activities of central New York both as an athlete and 
an official—GET 





Bates Re-Establishes Trade-in Policy 


The Bates Manufacturing Company has re-estab- 
lished its policy on its model C staplers. Dealers may 
accept any old stapler, regardless of make, against 
the purchase of a Bates model C. Allowance to the 
user is $1.50, of which the company will stand one- 
half, in addition to the regular trade-discounts. Trade- 
in certificates are available on request. 





Equipment for “Busy Bees” .. . Globe-Wernicke Stream. 
liner desks and Cramer typewriter stands are installed in the 
administration offices of the Sacramento Bee, Sacramento, Calif. 
This installation was made by the Sacramento branch of H. S. 
Crocker Co., Inc., Joe Morton, branch manager. TOP LEFT: 
editorial offices; TOP RIGHT: social, music and drama; CENTER 
LEFT: advertising department; CENTER RIGHT: sports depart- 
ment; BOTTOM: business office. 
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Announce Speakers, Committee Heads for 
NSOEA’s National Convention 

After the Republicans and the Democrats will come 
the NSOEA at the Conrad Hilton Hotel in Chicago, 
October 4-8. In preparation for this 46th annual ses- 
sion and the trade exhibit, announcement has been 
made of a number of speakers and the chairmen of 
the committees. 

Part of the speakers’ lineup announced by NSOEA 
is as follows: 

Adrian Pembroke, of the Pembroke Company, Salt 
Lake City, Utah, vice-president of the retailers’ divi- 
sion—Will speak on “It’s a Conspiracy.” This talk, 
for retailers only, will be illustrated by charts. 

Survey of essential fire and casualty insurance for 
dealers—Speaker to be announced. 

“Cost of Operations on Main Street, U. S. A.”—Re- 
search done by Dr. Ralph DeArmond Cies, speaker to 
be announced. 

Frank Bettger, author of the book, “How I Raised 
Myself from Failure to Success in Selling’—a dra- 
matic, humorous, hard-hitting presentation on selling. 

Grant Howard, president of NSOEA—Will present 
a message based on the coverage of the country on 
his trip to 13 regional meetings. 

Globe-Wernicke skit on modern office layout—De- 
tails to be announced. 

Dr. William Alexander of the First Christian Church, 
Oklahoma City, Okla—A return engagement of this 
speaker, now on leave of absence. He will address the 
Tuesday noon luncheon. 

Following are the committee heads for the con- 
vention: 

General chairman—Folger Fellowes, Bankers Box Co. 

Co-chairman—Glenn Chambers, Weis Manufactur- 
ing Co. 

Banquet—chairman, Dan MacDougall, Stationers 
Loose Leaf Co.; co-chairman, Arthur Van Horn, Eber- 
hard Faber Pencil Co. 

Prizes—chairman, H. L. Fellowes, Bankers Box Co.; 
co-chairman, Al Skibbe, Boorum & Pease Co. 

Reception—chairman, Tom Gillice, Rockwell Barnes 
Co.; co-chairman, Ed Napp, Napp Office Supply, Mani- 
towoc, Wis. 

Ladies’ entertainment —chairman, Robert Heck, 
Eaton Paper Co.; co-chairman, Norbert Burgess, San- 
ford Ink Co. 





Ladies’ hospitality—chairman, Mrs. Grant Howard; 
co-chairman, Mrs. Paul Burbank. 

Hotel—chairman, H H. Dobey, Parker Pen Co.; co- 
chairman, Robert Kane, Richard Best Pencil Co. 

Entertainment—Kenneth Reister, Minnesota Mining 
& Mfg. Co.; co-chairman, Douglas Allen, American 
Pad & Paper Co. 

Exhibit hall—chairman, Kenneth Henderson, The 
Carter’s Ink Co.; co-chairman, Ben Powell, A. W, 
Faber-Castell Co. 

Publicity—chairman, Robert Reynell, Oxford Filing 
Supply Co.; co-chairman, Walter Lennartson, OFFicg 
APPLIANCES. 





Two Women Build Successful Alabama Business 


Two Gadsden, Ala., women who started their office 
equipment and supplies business without previous ex- 
perience in the field will celebrate the fifth anniver- 
sary next September of their Observer Office Supply 
Company, with a record of growth in each year since 
the enterprise was born. 

The women are Miss Bertha Parker, who previously 
managed an insurance agency in Oklahoma, and Miss 
Thelma McGibbon who taught school in the same 
state for eight years. 

The original store measured just half of the size 
of the present one. In August of 1949, the Observer 
Office Supply Company expanded with acquisition of 
an adjoining building, doubling the total floor space 
and providing a balcony for additional storage. 

Over 11 months of the company’s current fiscal year, 
its sales have increased 24% over the previous year, 
indicative of the rate at which the company is grow- 
ing. 

The proprietors of Observer Office Supply who are 
The Globe-Wernicke Co. dealers in Gadsden, attribute 
much of the success of their enterprise to effective 
Globe-Wernicke window displays which are changed 
every 10 days. Another feature of their business is a 
permanent Globe-Wernicke “Techniplan” work sta- 
tion display in the company’s show room. 





Abrahms Named Techniplan Specialist 

Syd F. Abrahms, of New York City, has been named 
Techniplan office specialist for the Bennett Printing 
Company, Dallas, Tex.—JHR 
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Hutchinson, Kans., Shows How to Premier a Film: Merchants Make Special Displays 


When the world premier of the 20th Century Fox film, “Wait ‘Till 
the Sun Shines, Nellie” took place in Hutchinson, Kans., where 
most of the film was shot, many of the merchants in town in- 
stalled “then” and “now” windows. On the day of the premier 
a one-hour sale on Main St., featuring 1902 prices, had the local 
populace stampeding the stores to buy five-cent sodas, 69-cent 
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dresses, man’s wool suit for $12.00 and pop corn at a nickel 
a bag. Our picture shows the window display of Hutch-Line, Inc. 
office supplies and equipment dealer in Hutchinson, with a 1902 
style office at the left and the present-day version at the right 
Roy Brown, floor manager of the company, was responsible for 
the window arrangements. 


OFFICE APPLIANCES, August, 1952 








a - 4 


Brar 


O- 


co eo. 





os remem 















Here’s all-express service to the one destinat 
stationer is heading for—Profit. | 

When you g board the Columbia “ul 
you're on the way to building ribbon an 
sales into a full-fledged department—onem 
your supplies business it should be. 


Your franchise as a Columbia dealer gets 
—all the way. with no way-stations or 
Columbia backs u up with a Sales Coope 
Plan that makes new customers—pushes up 
and carbon volume with lots of extra incom ‘ 





other business from accounts that grow and y > 
' ; 3s 
with you. Leading stationers* have experienced reat ore 










success with this program. — ‘- W -, . pee Dae 
] - a e il wow 
an It cost y a postage stamp to find out what _ a ed 
CSC wi for you. Mail the couponnow. 4***"" ONE FREE 





y PASS to PROFIT 


OAB 
*Names and statements on request ; & Canson MaNnuractuRine Co., Ine. 
N . ¥. ; 
' _ . ' CoLumBta eae Road, Glen Cove, E- 1., 8 ‘on Plan, that is! 
Co_umBia Rippon & Carson Mee. Co., Ine. 1 102-8 Herb 


Columbia Sales 


Name a ogame 


102 H I Road, Glen Cove, L. I., New York 
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NOMDA, NSOEA Ponder Group Insurance 


Both the National Office Machine Dealers Associa- 
tion and the National Stationery & Office Equipment 
Association are asking their members to consider 
group life insurance programs. 

For NSOEA it is entirely a new plan, explained to 
the members in a recent mailing by General Manager 
Paul Burbank upon authorization of the executive 
committee. 

Mr. Burbank is now polling the membership to find 
if their is sufficient interest in such a plan. 

NOMDA members are told that a large number have 
enrolled and the goal is now in sight. The plan re- 
quires no age limit, no medical examination of any 
kind and is employee cost tax deductible. 





Navy Publishes Office Equipment Guide 


A comprehensive digest of the entire field of visible 
records, issued under one cover for the benefit of 
those responsible for management improvement pro- 
grams, has recently been published by the Depart- 
ment of the Navy. The guide, Introduction to Visible 
Records Systems, is part of a series, at present in 
preparation, to be published as one phase of the 
Navy’s Office Equipment Program. 

Much of the information in the guide has not before 
been published and since there are many misappli- 
cations of visible equipment due primarily to lack of 
knowledge by the prospective user, it is expected that 
it will prove a useful reference. 

Guides in course of preparation include: Stencil 
Preparation Techniques, Introduction to Reproduc- 
ing and Duplicating, Manual vs. Electric Typing, 
Mimeograph Operating Techniques, and Selection of 
Typewriters. 

At the present time copies of the guide are not 
available in sufficient quantities for general distribu- 
tion to the public. If, however, public demand war- 
rants it, arrangements will be made by the Navy De- 
partment to place copies on sale through the Super- 
intendent of Documents, Government Printing Office. 





Western Manufacturing Opens New Factory 

The Western Manufacturing Company recently 
moved to its new factory in Aurora, Ill. All factory 
operations are accommodated on one floor and mod- 
ern-type material handling equipment helps to ex- 
pedite manufacturing. 

Sufficient land was purchased by the company to 
allow for further expansion, the first step of which 
is planned for this summer. 

The increased manufacturing facilities will permit 
the company to again offer the entire Wesco line of 
steel cabinets, files and so forth, part of which was 
discontinued several years ago. 








All-Luminum Products Wins Injunction 
On Infringement of Brand Name 


All-Luminum Products, manufacturers of the Fold- 
A-Way Table and other aluminum furniture, has 
obtained a preliminary injunction against the further 
use of the Fold-A-Way trade name and style of 
advertising by Frank & Seder Department Store and 
Parker-Allen Industries, a distributing firm of Chicago. 

The injunction, issued Friday, June 6, and again 
Monday, June 9, by Judge George G. Parry, of the 
Court of Common Pleas in Philadelphia, also restraing 
the two defendants from using pictures of the Fold-A- 
Way Table, which is not distributed by Parker-Allen; 
and from the use of deceptively similar advertising. 

The matter has been continued for further hearing, 
at which time Bob Cohen, sales manager for All- 
Luminum Products, has indicated his organization 
will seek an accounting from Frank & Seder and 
Parker-Allen for profits made by the two defendan 
as a result of the allegedly unfair advertising. All- 
Luminum will also seek redress for losses sustained 
as a result of the advertising. 

The action, Cohen said, was brought to serve notice 
that All-Luminum will brook no infringements of itg 
trade marks, patents or advertising style on the 
Fold-A-Way Table, which has become a nationally- 
famous product in the past five years. 





























Recordit Corporation Offices Move to Chicago 


Effective July 1 the main offices of Recordit Cor- 
poration were moved from New York City to Chicago 
and F. Stanton Webb, field sales manager, asks that 
all main office correspondence, remittances, and sd 
forth, now be sent to Recordit Corporation, 5900 W. 
Touhy Ave., Chicago 31, Ill. Manufacture, shipping, 
accounting, billing, sales and advertising have now 
been co-ordinated and centralized at the general 
offices and factory of Steno Dictation Systems in 
Chicago. 

Another announcement sent to dealers tells of the 
appointment of two new regional managers. They are 
Ralph Sprague, central regional manager with head- 
quarters in Chicago, and Robert Driggs, eastern re- 
gional manager with headquarters in New York City: 


























C. W. Voss Wins Victor Award 


C. W. Voss Typewriter Sales & Service Company, 
San Antonio, Tex., was awarded the “Merit Award” of 
the Victor Adding Machine Company for June. Mr, 
Voss received an engraved gold trophy and the 
“Golden Custom”, a gold-plated adding machine mad 
in honor of the award winners of 1952. The machine 
is on display in the store’s window. 

The award is presented each month to the outstand- 
ing Victor dealer in the nation—WLF 























Artist's Sketch of New Plant for Western Mig. Co. in Aurora, Il. 
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MODEL 201 


Popular because if can be used for Gdding and n 
tiplying as well as for protecting cast 
low priced. 


MODEL 201A Upright Service Station Model 
Brand New ... has all the famous R. C. Allen pro 
fective features. Especially designed for operators 
who prefer the upright type cash register 


aed 








MODEL 511 


Protects both stock and money. Designates merchan 
dise or kind of service and attendant. Accumulate: 
locked in totals of gallons of gas sold as well as 

money values. Handles cash and charge sales, re 
ceived on account and paid ovt transactions 








a 
H.C. Allen 


CASH REGISTERS 


designed fo protect 
















every business transaction in- 





OLS Te 


NOW is the time! 


Service Stations do their peak volume 
during the summer months. Get your 
share of cash register sales NOW! 


R.C.Allen 


Business Machines, Inc. 


680 Front Avenue, N.W. — Grand Rapids, Michigan 





MODEL 611 


(Six carriage 
widths available) 





H.C.Allen Business Machines, Inc. 


680 Front Avenue, N.W. Grand Rapids, Michigan 











The Show that’s all business—that's all—and that 


1» BIGGEST 
| and the BE 


Yes, the 1952 National Business Show will 


be bigger and more dramatic than ever. LJ => “ 





52 

NATIONAL 

BUSINESS 
SHOW 


GRAND CENTRAL PALACE 
OCTOBER 20-25 


“Invest In America Week” 





More new products than ever before will 






be seen by the largest buying audience 





in the world’s capital of business and finance. 






Newspapers, radio, television—continuous 






publicity is telling the story of this 








world-famous exposition. Be sure you are in it. 


*We'll send you proof on request. 


THE NATIONAL BUSINESS SHOW 


33 West 42nd Street * New York 36, N. Y. * PE 6-6760 
RUDOLPH LANG, Managing Director 


Sra 
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Offer New Furniture Catalog Plan 

The Democrat Printing & Lithographing Company, 
Little Rock, Ark., is arousing interest in its office furni- 
ture catalog plan which was shown at the recent 
NOFA convention in Atlantic City, N. J. 

Explaining this plan, E. L. Lewis, sales manager, 
says, “It simply provides that the manufacturers place 
with us, at their expense, plates presenting their lines 
as they would wish them to appear in the catalogs 
of their dealers, if these dealers had catalogs. Then 
we approach dealers and show them how easy it is for 
them to get out a catalog using the material we have 





Typical Examples of D. P. & L. Catalogs 

on hand. Most dealers tell us that they would like 
to publish a catalog to be used as a reference book, but 
all except the largest seem to have been stopped by 
the trouble and expense of getting the material to- 
gther.” 

Zach catalog is produced independently and individ- 
ually, with the dealer making his own selection of the 
material he presents. 

Among the dealers showing an early interest in the 
plan have been Robert L. Farkas Company, Itkins 
Bros., A. Pomerantz & Company and Nelson Thomas 
& Company. 

Manufacturers already participating include Art 
Metal Construction Company and W. H. Gunlocke 
Chair Company. 

If the dealer requests it, the Democrat Printing & 
Lithographing Company will also design a cover. 

It is planned not to sell more than one competing 
dealer in an area. 





Frank H. Parke, president of the Little Rock firm, 
is enthusiastic about the prospects and says, “This 
saves everybody concerned time as well as money. 
That probably is the reason there have not been more 
catalogs in this industry. The middle-sized dealer just 
never has the time to get around to it unless he has 
an advertising department with the time to assemble 
the material.” 





Beta Rays Aid Quality Control of Plastics 


Atomic energy, respected and feared universally, 
has been cast in the peaceful and effective role of an 
“inspector” at the Textileather Corporation of Toledo, 
Ohio, where five beta ray gauges measure every yard 
of plastic-coated fabric as it emerges from calender- 
ing machines. 

The gauges, manufactured by Industrial Nucleonics 
Corporation, Columbus, Ohio, weigh the amount of 
plastic which has been applied to the fabric, giving 
Textileather production men a fast, accurate check 
on the quality of production. Previously, quality 
checks were made by cutting sections from each 
production run and putting the fabric through labo- 
ratory weight tests. Today, some sections are still 
tested from each production run but this is only for 
additional laboratory information. 

The “inspector” device consists of a U-shaped arm 
with the lower section containing a capsule of radio- 
active Strontium 90 and the upper arm having a de- 
tector device. The fabric being weighed passes be- 
tween the arms. 

During runs, the beta rays bombard the fabric and 
the detector measures the number of radioactive par- 
ticles which pass through the material. This infor- 
mation is translated instantaneously into pounds per 
square yard and is recorded on a chart housed in the 
control console. 

The Strontium 90 in the unit has a life span of 30 
years and the beta rays, as used in the device, accord- 
ing to Industrial Nucleonics engineers, are not harm- 
ful to the material being measured or to plant per- 
sonnel. 

Textileather production officials report that the 
gauges have given them an additional check on qual- 
ity control and have contributed to the reduction of 
scrappage by enabling them to accurately check every 
yard of fabric for uniformity. 
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Aimed at Student Trade... Palley’s, Worcester, Mass., constantly makes friends 
of the student group through special displays beamed mainly to them. This repetitive 
type display has an impact that follows through with the value suggestion of the back- 
ground sign for economy and value are a must where limited student budgets are con- 
cerned.—ACS 
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Distinctive 
Leopold Features 
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Dulux Finish 


clear finish is tough, 
lurable . .. resistant to 
burns and liquids 


Utility Slide 
Handy for over-the-desk 


fe é r dictation. Installed to 
order at low cost. 


Adjustable Height 

Glides make it easy 
height from 29 to 30% 
Ideal for uneven floors 
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KEQOOM A ottie furniture 


.-- gives you extra sales 
better satisfied customers 


Pioneer Mutual Life Insurance Company, Fargo, 
North Dakota. Leopold Installation by Gaffaney’s 





‘ 


For greater sales, bigger profits, more satisfied buyers, offer 
your prospects Leopold office furniture, the distinctive office 
furniture with extra selling advantages. 


Your customers appreciate and enjoy the durability and 
attractive, functional design of every Leopold installation. 
Leopold gives users “living-room” comfort, improves office 
morale, boosts office efficiency and productivity . . . “plus- 
values” your customers are looking for. 


These money-saving features mean extra profits for the 
consumer, extra sales for you . . . proving conclusively that 
Leopold office furniture is a profitable investment for 
customers and dealers alike. 


nt Leqpole/ courant 


BURLINGTON, IOWA 
Wy 





MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 
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Sell MORE! 
Make MORE! 


with the sensational 











TYPEWRITE 


* Unconditionally guaranteed 


* Nationally advertised 


As advertised 


in Colliers *% Priced right 
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Sell the new Sure-Rite Nylin typewriter ribbon that’s not nylon, 
not silk, but a newly developed synthetic material that’s better 
than both. 


. Dealers like the new Sure-Rite Nylin ribbon, because it’s 
fast-selling, quality made, priced right for profit. 








. Customers like the new Sure-Rite Ny/in ribbon because it 
produces copies just the way they like them, stays brightly 
inked, lasts longer. 


] ke q b a Oo N Dealerships may be available in your city! Inquire today—then 
| watch sales and profits soar! 
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AMERICAN STENCIL MFG. COMPANY 


2714 Walnut Street © Denver 5, Colorado 


eco™ Phone AComa 2714 
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In Grand Rapids .. . Presenting the personnel of Yakes 
Office Supply Co., Grand Rapids, Mich., a firm which recently 
observed its four years of progress from a three-way partnership 
to a present staff of 14. TOP: Robert Blett, specialist in dicta- 
tion equipment; Delbert C. Yakes, manager; Jean Mulder, clerk 
and Ned Colby, publicity agent. BOTTOM: Leo Goetz, bookkeeper; 
Delbert C. Yakes, partner and manager of Burton Heights branch; 
Henry Karsten, stock and shipping clerk; James Lowe, receiving 
clerk and purchasing agent; Marty Hamstra, salesman; Mathew 
C. Yakes, president and general manager; Walter Kladder, sales- 
man; Lyle Robach, deliveries; Paul Malmberg, stock clerk; D. 
Hiler, salesman; Eugene R. Yakes, partner and manager Bridae 
St. store. 





Art Metal Opens New Jamestown Offices 
Equipped with Company-Made Products 

The Art Metal Construction Company played host 
to several hundred employees and their families at a 
special employees’ open house program, officially un- 
veiling the firm’s new office building in Jamestown, 
Ohio. 

Built at a cost in excess of $500,000, the new office 
—focal point for the company’s world-wide operations 
—is one of the most modern in the nation and the 
largest in the Jamestown area occupied by a single 
company. 

The buff and red-brick, three-story structure with 
its unique glass-block window design, houses Art 
Metal’s 200 office employees who handle the company’s 
multiple administrative duties. 

For approximately 1,400 employees, working in the 
company’s four plants in Jamestown, the new Art 
Metal office building represents a particular tribute 
to their own skills, for almost entirely, the building 
is equipped with company-manufactured products. 
Flush-type, movable partitions, desks, files and alu- 
minum office chairs, all products of Art Metal, have 
been installed throughout the building —GET 
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IBM Executive Aids Kenney Drive 


S. E. Furth, manager of International Business Ma- 
chines Corporation, has been named chairman of the 
office equipment group, manufacturing section, in the 
industry and commerce division of the Sister Elizabeth 
Kenny Foundation fund-raising campaign. 

Funds from the campaign, which will open on Au- 
gust 20, will be used to maintain the New York Kenney 
Treatment Center and the Sister Kenney Institute in 
Jersey City, both of which serve polio victims through- 
out the eastern area. 











$500,000 Quarters 


about 50 feet, has display rooms on the first floor and basement 
and working space for about 150 employees. It replaces the 
former Buffalo sales office at 51 Court St. At top is shown an 
outside view. Other pictures are interior glimpses of working 
space and displays.—GET 
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. Views from the new $500,000 | 
Business Equipment Center of Remington Rand Inc., 334 Delaware | 
Ave., Buffalo, N. Y. The two-story structure, with a frontage of | 
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Metal Hinge 
and 
Fabric Hinge Styles 





LINE EXPANDED TO MEET DEMANDS 


Here is the binder to recommend where extra large capacity 
is required for sheets of ring book or of automotive style 
punching. It is adaptable to every type of record for which 
a ring binder is used, as well as for catalogs, price lists, 
bulletins, sales and service manuals. 


Fabric Hinge Style 





Size 11x 8% inches, made with three sets of split prongs 
spaced 8% inches outside centers for ring book punching; or 
with four sets of split prongs spaced 2—4—2 inches for auto- 
Half Open for Working Position motive punching. Choice of metal or fabric hinge styles in 
1%, 2, and 3-inch capacities. 








Stock binders available with stiff covers full bound in 
black Colonial grain imitation leather; also flexible covers of 
one-piece brown hand boarded top grain cowhide. Can also 
be furnished in any other binding material desired. Lettering 
and design on cover and backbone to suit requirements. 


For Full Information 
Ask For Circular D-1245 





Full Open for Sheet Changes 


NS en 











WILSON JONES Co. 


NEW YORK CAMBRIDGE, MASS. CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
122 East 23rd Street 26 Blackstone Street 3300 Franklin Bivd. 1520 Cherry Street 246 First Street 


Main Plants at CHICAGO and ELIZABETH, N. Jd. 
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Lyon Metal Steals March on Politicians 


Stealing a march on the two political conventions 
held in Chicago in July, Lyon Metal Products recently 
staged a series of “conventions,” complete with plat- 
forms, delegates, candidates and all the trimmings. 

The “conventions” were actually regional sales con- 





Candidates for Election .. . Pictured here are Lyon Metal 
Products general sales manager, J. M. Olesen, as candidate 
“Upton Atom,” and Advertising Manager Leonard Rhodes as 
“Senator Coastawhile.” 


ferences, held in Chicago, Kansas City, Cleveland, 
New York City, Atlanta and Los Angeles. “Senator” 
Coastawhile, running on a platform of non-aggressive 
selling until the return of “normal” times, was op- 
posed by Lyon’s candidate, Upton Atom, who presented 
the case for a hard-hitting sales program. 





DuPont Publishes Anniversary Biography 


On the 150th anniversary of the founding of the E. I. 
Du Pont de Nemours & Company, of Wilmington Del., 
“Du Pont the Autobiography of an American Enter- 
prise,” was published. 

A most handsome book, it chronicles the history 
of the Du Pont family and enterprises since Eleuthére 
Irénée Du Pont arrived in America on New Year's 
Day, 1800. The cavalcade of the years since then 
in what they meant to the people across this country 
in terms of new inventions and the effect these had 
on every day economy are shown in text and lavish 
illustration, much of it in color. 

This 138-page book, bound in maroon and gray, is 
a fine tribute to the family of Du Pont and to the 
people who made their success possible. 





Firm Opens Executive Furniture Gallery 


Business Furniture Company, Indianapolis, Ind., has 
opened its executive furniture Guild galleries to dis- 
play office furniture made especially for executives. 
The newly-designed series of offices and conference 
rooms was created to portray graphically the most 
widely accepted ideas and advanced trends in tradi- 
tional and contemporary style office furniture, dra- 
peries, floor covering, decor and accessories 

The firm, currently celebrating its 30th anniversary, 
has five floors for the display of office furniture, equip- 
ment and accessories. 

C. S. Ober is president of the company.—AK 
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Jackson Office Supply Company Expands 

The Office Supply Company, at 517 E. Capitol St., 
Jackson, Miss., has begun an expansion program to 
provide more space for the display of office furniture. 

A building located at 209 S. State St., at right angles 
to the Office Supply Company building, has been oc- 
cupied and the two buildings will be joined to make 
one continuous unit. 

The display room on the second floor of the original 
store will be used for the display of used furniture 
and new furniture in the lower price ranges. The 
new display room, which will’ open directly off the 
other, will show modern office layouts. 

The expansion will provide over 4,000 square feet 
of display space for office furniture. 

The rubber stamp department and the print shop 
have been moved from the Capitol St. building to 
the first floor of the extension. The office machines 
and repair department, at present housed in a third 
location, will be moved into the space vacated by the 
print shop. 





Haloid Company Distributes Booklet 
On Decentralized Form Duplicating 

A 12-page booklet telling how a work simplification 
program was accomplished by the use of decentral- 
ized forms duplicating is available from the Haloid 
Company, Rochester 3, N. Y. This firm was called in 
to help solve the postwar increase in the use of forms 
by the world’s fourth largest producer of steel, the 
Jones & Laughlin Steel Corporation. 

Certain objectives of the plan, including speed, ac- 
curacy, quality versatility and economy, were achieved 
in a pilot installation at the Otis Works in Cleveland. 
Together with the Addressograph-Multigraph Com- 
pany, Haloid and Jones & Laughlin worked out plans 
to extend this program to 26 of the steel company’s 
field operations. 








New Field of Operations .. . For the rubber stamp in- 
dustry, that is. Yvonne De Carlo looks mighty satisfied with the 
stamp job she has just done on John Ireland's chest, just previ- 
ous to one of their scenes in Paramount Picture’s “Hurricane 
Smith.” Mr. Ireland, as the hero of the story, is supposed to be 
tattooed, but in spite of Hollywood's penchant for extreme realism, 
it seemed to be going a little too far to ask the actor to carry 
around a permanent tattoo. The problem was solved very happily 
by the use of a large rubber stamp, with which the battleship 
design was applied afresh each day. 
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it’s a sensation 
from coast to coast! 


qe 
King-Size 
FLEXI” 


Bookcase 
: 84° high 


| 38” wide 12” deep 


See 















) Here’s a bookcase that sells on sight! It’s “king- 
| size’ . . provides more shelf space per square 

foot of floor space . . has sliding shelves that 
| are adjustable without bolting .. it’s a quality 
product through and through . . made of heavy 
| gauge steel . . with beautiful, durable baked 
| enamel finish. No wonder this “king-size” book- 

case is one of the biggest hits in any line-up of 


office furniture values! Write today 
for more details! 


tops them all in 
quality and value! 








AMERICAN METAL PRODUCTS COMPANY 
BORROUGHS MANUFACTURING DIVISION 


5959 Linsdale . Detroit 4, Michigan 


<Froeo™wo* 
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Mosler Changes Boston Location 


After 60 years spent at the Sudbury St., Boston, 
location, the Mosler Safe Company has leased about 
8,000 square feet of space at 375 Boyleston St., Boston. 
The new quarters will be completely modernized to 
make an ultra-modern showroom and offices and will 
be ready for occupancy about September. Former 
space will be approximately doubled. 

The office is under the supervision of Co-Managers 
Arthur F. Anderson and E. L. Parker. Mr. Anderson 
heads the fireproof division, while Mr. Parker is man- 
ager of the bank division. 

Mosler has maintained a Boston office for the past 


80 years. 





Sainberg & Company Appoints Jaffe 


Sainberg & Company has announced the appoint- 
ment of Leon Jaffe as vice-president and general 
manager of the company. 

Mr. Jaffe for over 13 years has sold desk pads and 
desk accessories in the south, south west, middle west 
and west coast and is well known throughout the 
industry. In his new capacity he will be responsible 
for the general management of the company and the 
development of sales on a national basis. 

Mr. Jaffe is taking over from Bernard Mercer, who 
is returning to the practice of law. 





Atkins Company Observes Fifth Anniversary 
REPORTED BY ART CARROW 

It was five years ago that Dorothy and Ralph Atkins 
left Durango, Colo., and opened a small office supply 
store in Alice, Tex. 

During this short period the city of Alice has 
doubled in population and the business of the Atkins 
Company has also increased accordingly. 

The firm recently remodeled and enlarged the pres- 
ent store at 65 S. Wright St. and plans a 30-foot ex- 
tension in the rear for warehouse space. 

Ralph Atkins started in the office supply business 
back in 1922 with “Judge” W. W. Leverett of the 
Gainsville Signal in Gainsville, Tex. After being dis- 
charged from the service he operated the Durango 
Herald at Durango, Colo. 

A large stock of desks, chairs, filing cabinets, adding 
machines and typewriters is carried as well as office 
supplies. 


ed 








One-Handed Filing ... Filing has become a speedy, one- 
handed operation for the clerks of the Great American Insurance 
Co. since it completed a 100% installation of these Oxford Filing 
Supply Company, Inc. Pendaflex files. The installation, part of 
which is shown here, and which represents a purchase of more 
than 200,000 Pendaflex foiders, was provided by the Harold M. 
Mannheimer Organization of New York City. 





Texas Firm Introduces New Line 

The Texas Office Furniture Company of Dallas, Tex.., 
has named Ken Kilgore to introduce its new line of 
office supplies to Dallas and northern Texas. 

The company formerly handled only office furniture. 
—EEG 
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Stock Is Well Displayed at Adkins Co., Alice, Tex. 
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The “Finest Impressions” are made with OLD TOWN. Here's 
the sensational carbon with the sealed-in ink which truly doesn’t 
rub off on fingers and clothes. Rub your hands across the smooth 
clean surface and you will see for yourself that not the faintest 
trace of ink will show. 





















Now, type, write, draw or print through Super-Kleen. The pres- 
sure breaks through the moisture-proof protective covering and 
you have a master that is sharp, clean and ready to go to work 
for you. 


Used with an OLD TOWN Spirit Duplicator, or any other dupli- 
cator, you will be amazed at the hundreds of high quality copies 
you can make in a matter of minutes from a single master. 


For Duplicating Machines and supplies that are unsurpassed use 
OLD TOWN — the pioneers in liquid process duplicating. Be 
“letter perfect’ — use OLD TOWN finer Carbons and Ribbons 
scientifically created to fulfill every possible requirement. 





| » whe 750 PACIFIC STREET * BROOKLYN 17, NEW YORK 
Manufacturers of DUPLICATING MACHINES 
CARBON PAPERS - RIBBONS DEALERS — Write for your copy of the OLD TOWN Cownsellor, it will show you the many 


advantages of handling this world-renowned profit line. 


OFFICE APPLIANCES, August, 1952 111 





- p 


a 


monens (ecretianys 


LU some 





Clark & Gibby Plays Host to Secretaries 


When the National Secretaries Week was held in 
June, Clark & Gibby, Inc., of New York City, played 
host, on the afternoon of June 4, to more than 1,000 
secretaries. 

Miss Agnes K. Peterson, president of the New York 
Chapter of the National Secretaries Association, which 
sponsored the week, acted as hostess to the girls, each 
of whom was presented with a red rose, a secretary’s 
handbook and a small gift. 

The purpose of the week, of which Mrs. Vincent R. 
Impellitteri, wife of New York’s mayor and a former 
secretary herself, was honorary chairman, was to 
honor that group of women “whose importance in 
the role of national commerce has not received ade- 
quate recognition.” 

Special exhibits were set up by Clark & Gibby in 
its showrooms, to display the latest styles in office 
furniture and equipment, which help to make the 
work day of a secretary more efficient and more pleas- 
ant. Taking part in these displays were the Dicta- 
phone Corporation, International Business Machines 
Corporation, Royal Typewriter Company, Inc., Under- 
wood Corporation, Remington Rand Inc., and the 
Ralph C. Coxhead Corporation. 

Three windows of the store were decorated to honor 
the secretaries. One was devoted to a typical secre- 
tarial layout, showing a Dictaphone Telecord, which 
was operated by a model. Two other windows were de- 
voted to contests: one for the best tribute from a boss 
to his secretary, the other for the best description of a 
well qualified secretary. Posters saluting the secre- 
tary were also used. 

A nationwide campaign is now being conducted by 
this ten year-old association to encourage young wo- 
men to enter the secretarial profession. The associa- 
tion also awards a certificate naming a girl a Certi- 
fied Professional Secretary on her passing a 12-hour 
examination in all phases of secretaryship. 





Rochester Firm Furnishes Home Show Exhibit 


The Rochester Stationery Company, Rochester, N. Y., 
supplied the office furniture for the exhibit of the Real 
Estate Board of Rochester at the recently-held Home 
Show in the city. A conspicuous sign credited the 
Stationerv firm with supplying the very modern equip- 
ment.—RCS 
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Secretaries’ Day .. . When the Na 
tional Secretaries Week was held in June, 
Clark & Gibby Inc., of New York City, 
was host to 1,000 secretaries during one 
afternoon. Our picture shows, at top left, 
the scenes in the Clark & Gibby showrooms 
and, top right, a model operating the Dicta. 
phone Telecord in one of the window dis. 
plays. Miss Agnes K. Peterson, president 
of the New York Chapter of the National 
Secretaries Association, explains, bottom 
left, the operation of a new dictating ma. 
chine to a group of secretaries, while Mrs, 
Vincent R. Impellitteri, wife of the Mayor 
of New York, is seen, bottom right, accept. 
ing the honorary chairmanship of Nationa] 
Secretaries Week from C. King Wood. 
bridge, chairman of the executive commit. 
tee of the week and president of Dicta. 
phone Corporation. Miss Peterson, left 
looks on. 
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All through the night 
and for a week following, a battery of 69 Clary adding machines 
tabulated results of the recent primary election in Los Angeles 
County, Calif. Each woman operated two machines, one for “yes” 


Clary Machines Aid Election ... 


votes on propositions, the other for “no” votes. In spite of the 
highest registration in the county's history, returns were expedited 
faster than in any previous election. Although the machines 
were in constant use for 48 hours, no breakdowns occurred. 





Leo Epstein to Form Own Company 

Leo Epstein, for the past four years with the 
Wilson Jones Company, has resigned from the firm 
to form the Industrial Stationery Corporation, at 381 
Fourth Ave., New York 16, N. Y. Telephone number is 
LExington 4398. The new corporation will handle 
printing, office supplies and engraving. 

Before joining Wilson Jones, Mr. Epstein was with 
the Manhattan Stationery Company, Inc., New York, 
N. Y., for 24 years. 
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Are you losing money in your office every day? 


Your PRESENT OFFICE FURNITURE 
may be costing you money every day. 

GF modern metal business furni- 
ture frequently pays for itself in a 
short period of time by increasing 
the productivity of office employees 
even though they put forth no greater 
amount of human energy. 


Super-Filer — the mechanized file, 
Goodform Aluminum Chairs, cor- 
rectly adjusted to the individual, and 
Mode- Maker desks, properly adapted 
to the job, can frequently be used 
together to show astounding savings 
in dollars and cents, not to mention 
improved employee health and mo- 
rale and increased customer prestige. 


Ten years is the normal period 
during which office furniture is 
charged off as an expense. In that 
period each office employee costs you 


GOOD metal business 
furniture is @ 
GOOD investment 


an average minimum of $30,000 in 
salary, floor space cost and general 
overhead. Isn't it a wise investment 
to spend 1% to 2% of that $30,000 
fixed expense to provide good tools 
for your office employees and insure 
a bigger return on your money? 


Usually GF modern metal business 
furniture pays for itself in a short 
period of time and provides big divi- 
dends thereafter. Not the least of 
these dividends is a fine, smart and 
modern appearance that makes you 
and your employees proud to work 
in such an office and favorably im- 
presses your customers. 

Learn whether or not good metal 
office furniture is a good investment 
for you. Call your GF distributor for 
the facts or write The General Fire- 
proofing Company, Department 
X-8, Youngstown 1, Ohio. 





J 
j 
J 





GF Co. 1952 1902 


71 1952 








FIFTY YEARS OF PROGRESS 


GENERAL FIREPROOFING 


Foremost in Metal Business Furniture 


MODE-MAKER DESKS 
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Welch Industries to Make Office Furniture 


Welch Industries of Burbank, Calif., which formerly 
devoted all its facilities to contract work, has begun 
the manufacture of office furniture under its own 
name. 

The company believes that by employing top quality 
materials and scientific construction methods, com- 
bined with economical pricing, it will capture a good 
portion of the office furniture market. 

All Welch items, which include correct posture 
chairs, typewriter stands and costumers, are manu- 
factured completely in its own plant, where some 
interesting and unique methods of manufacture are 
said to have been developed. 

Welch Industries lays claim to originating the tilt- 
ing back for correct posture chairs on the West Coast. 

Present advertising plans are aimed at establishing 
a strong dealer organization and immediate delivery 
of all items is emphasized. 





Kellstedt & Son Uses Unique Advertising 


Kellstedt & Son, Peoria, Ill., dealer in “everything 
for your office,” is using some unique advertising of 
the institutional sort to call attention to its store and 
to the various line of merchandise carried. 

This consists of ads on the backs of benches placed 
by an advertising agency at strategic corners where 
people wait for buses. 

The benches are sturdily made, with heavy concrete 


Of hice 


FELLSTEDT & SON 


222 &. JEFFERSON 


nr Vi "i? 


sativa “Lave 


ant eurrul 


Attention-Getting .. . Kelistedt & Son, Peoria, Ill, uses 
ads effectively on bus benches.—HLS 


ends cast in one piece. To these are securely bolted 
two pieces of plank for the seat and a wide back 
board to carry the ads. 

The agency has a maintenance crew which places 
the benches, washes them once a week, and makes 
any necessary repairs. The benches are therefore 
permanent and always in good condition. 

With a considerable number of these benches placed 
at corners where a large number of people get on and 
off the buses, they attract much attention and pre- 
dispose people in favor of the firm that has provided 
for their comfort. In addition, they attract attention 
of passengers already on the bases who cannot help 
but see them at nearly every stop.—HLS 





Open Business Machines Store in Pasadena 


With 20 years of experience in selling business ma- 
chines, Ed M. Suderman opened a new business in 
Pasadena, Calif., in April. It is known as Business 
Machines & Equipment Company. 

Mr. Suderman operated the typewriter and adding 
machine concession at The Brown Shop in Pasadena 
for 20 years. He is the Pasadena dealer for Royal, 
Remington, Underwood and Smith-Corona portable 
typewriters and has the Hermes agency for the entire 
San Gabriel valley. 
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Burger Appointed to New York Commission 


The appointment of Joseph Burger as a member 
of the executive advisory committee of the Depart- 
ment of Commerce, City of New York, was announced 
June 26 by Commissioner of Commerce Walter T. 
Shirley. Commissioner Shirley administered the oath 





Honored... Joseph Burger (right), president of Art Steel Co., 
appointed a member of the executive advisory committee of the 
Department of Commerce of the City of New York, appears with 
Frank J. Connaughton (left), deputy commissioner; and Brig. Gen. 
Charles E. Keegan. 


of office to Mr. Burger at the Commerce offices, 500 
Fifth Ave. 

Mr. Burger, an attorney, is president and director 
of the Art Steel Company, Inc., as well as chairman 
of the board of Asco Futura,.Inc. His philanthropic 
and civic activities are numerous and he is director 
of the Alexander and Sarah Burger Charitable 
Foundation. 

In announcing the appointment of Mr. Burger, Com- 
missioner Shirley said, “Knowing your interest in the 
economic stabilization of our great city, your vast 
personal experience will be a decided help in formu- 
lating plans and making policy decisions.” 








. At a recent “Old 


Twenty-five Years on the Job . . 
Timers” dinner, R. A. Jonas, Jr., president of the Oxford Filing 
Supply Company, presented a wrist watch to Harry Armitt in 
appreciation of his service with the company. Harry has been 
calling on dealers in metropolitan New Jersey and New York 
states as an Oxford representative for 25 years. 
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BLUEPRINT 
CABINET 


FOR: Art and Photos 
Engravings 


Maps and Plans 





Blueprints 


A five drawer unit built of heavy 
gauge furniture steel. Smooth gliding 
, drawers on ball-bearing rollers, 
equipped with rear hood and lift com- 
pressor in front. Can be securely 


stacked. Cole gray or olive green. 


b oyes OUP MENT 


Inside Drawer Outside Cabinet Price for 
No. WwW. OD. H Ww. D. H. 5 Drawer Unit 





4030 37” 25” 2%" 40%” 28%” 15%” $112.50 $16.00 
4332 43” 32” 2%" 46%” 35%” 15%” 149.50 


5038 50” 38” 2%" 53%” 41%” 15%” 169.00 
Automatic Plunger Type Lock Controlling All Five Drawers—$15.00 Additional. 





Spring compressor follow 


block for above $1.90 








The above file without ball bearing rollers: 


No. C112, letter-size cen 395 each (lots of two, $7.50 each) 
No. C115, legal-size ............... $8.95 each (lots of two, $8.50 each) 


Prices slightly higher in Texas, Colorado and West of the Rockies 































Iustrated above, 
two 5-drawer units 
on a sanitary base. 





STEEL LETTER FILE 


Made of heavy gauge furniture steel, electrically 
welded throughout. Smooth gliding ball-bearing 
rollers for easy action even when heavily loaded. 
Extra heavy formed reinforced channels run full 
length of case inside. Files can be interlocked 
into solid batteries. 14” wide, 12%” high, 245%” 
deep. Olive green finish. 


No. 1200, Letter-size 
No. 1500, Legal-size, 17” wide............ $10.25 
Equipped with lock and 2 keys $2.00 odditional 


EQUIPMENT COMPANY 


@ @) L Be af 
285 Madison Avenue, 


New York 17, N. Y. 












COLE'S new 


SECRET VAULT 














——— att _— | 





Ot ae 
















SAVES TIME...Al! your records at your finger tips 
SAVES MONEY... Prevents pilfering of supplies and tools 
REALLY PRIVATE... Concealed vault safeguards your valuables 





The “MERCHANTS” File The “EXECUTIVE” File 
. i Tw ll- i | 
A heavy gauge steel cabinet containing two Hee — po she Me pote 


partments, under lock and 


ball-bearing letter files, index drawer for Sy, tue indeed ae 














3x5 or 4x6 cards (3200 cap.); 2 adjustable 3x5 or 4x6 cards (6400 ca- 
pacity). 37%” high, 30%” 
compartments under lock and key; steel wide, 17%” deep. Olive 
; : E green or Cole gray, baked 

safety vault with large vault size dial lock onan 
(only YOU know the combination). No. 1478 .... + $59.95 








With plunger-type lock which 
automatically locks all draw- 


32” high, 3042” wide, 17%” deep. Olive ers. No. 1478PL ..... $67.45 


green or Cole gray, baked enamel finish. 


Ne. 1370 The “DIRECTOR” File 
g Similar to above except in- 

SK —_ stead of the card drawers 

f # WIP a third letter size filing 

/ e/4 yy drawer has been added. 


No. 1473 ..... $53.95 
With plunger lock which automatically locks The above with plunger lock 


a that automatically locks all 
all drawers. No. 1370PL......... $57.45 deatinines. Stet 147301. $61.45 

















t, mahogany or knotty pine finist additional 

















KREWVEDI. 


CAST GUARANTEE OF QUALITY 


> AVAILABLE ON 








PRONTO STORAGE FILES 


for less active records.. 


; 55 
OTHER SIZES AND PRICES Letter Size $3 
FIBRE B . 
SUGGESTED USES DRAWER FRONT Legal Size $435 
Width Height Length File PRICE PRICE Check Size $240 


No. Single Carton Single Carton 
es toy, sa E210 . . $3.55. . $3.45 | I210L.. $4.45. . $4.35 STURDY CONSTRUCTION — Prontos are buil 
. 104... E210S . 3.45.. 1210S.. 435.. 4. ’ 
ala | eso. 43s: isi: Se0. | 275-lb. test corrugated fibre board and 
-— me... Se. & 109L.. 3.95... forced with steel on the shell and the four ce 
8%.. Bue oe Bes 108L.. 4.25.. f the d 
i El08M . 3.45... 3. 106M. 4.15... of the drawers. 
SAVE FLOOR SPACE — Constructed so that 
interlock into solid units and stack as high 
the ceiling, saving valuable floor space. 


LOCATE YOUR RECORDS EASILY — No more 
of fussing and fuming. With Pronto files yous 
get at all records just as easily as in your reg 
active files. 

BEAUTIFUL APPEARANCE — Pronto files are b 
tiful in appearance, finished in an attractive ¢ 


green. The steel drawer front matches your 
“These numbers have removable divider partitions. {Packed 6 to a carton—all others 12 to a carton. lor active office files 


inside Dimensions 














E97 .. sm 971L.. 3.55.. 
e* 104L.. 

941L.. 

1941M . 

1gSiL.. 

1g51S.. 

184iL.. 
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PRONTO FILE CORPORATION 


285 Madison Avenue New York 17, N. Y. 











1 Announcin g a new Burroughs sales policy— 


silt 4 














Now you can buy 


Burroughs adding machines 


and cash registering machines 


from your local dealer 


as well as from your 


Burroughs representative 


Burroughs now, for the first time, will make its add- 
ing machines and cash registering machines available 
through dealers in communities in all parts of the 
United States and Canada—as well as through its own 


sales offices and representatives. 


This new policy stems directly from the rapidly ex- 
panding needs of business. Today more people are 
using business machines—and more businessmen 
need figuring machines—than ever before. Burroughs 
is answering this challenge with the highest produc- 


tion rate of precision-built products in its history. 


To make this greatly increased production conven- 
iently available to more people, in more places, 


Burroughs is supplementing its own selling organi- 


zation by appointing a coast-to-coast network of care- 
fully selected dealers. 


The extensive line of hand and electric models sold 
by dealers will carry the standard Burroughs guaran- 
tee—and the Burroughs factory-trained service organ- 
ization will be available to maintain these machines 
on the same basis as those sold through Burroughs 
branches. 


Wherever you are, you'll find it easier than ever to do 
business with Burroughs. So whatever your adding 
or cash registering needs, look first at a Burroughs. 
Simply call your nearest Burroughs office, or see your 
local Burroughs dealer. Burroughs Adding Machine 
Company, Detroit 32, Michigan. 


Prospective dealers may obtain complete information from Burroughs factory-branch offices in leading cities. 


Burroughs 


WHEREVER THERE'S BUSINESS THERE'S -Bu rroughs ey 
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RFC Proceeds Against Florida Firm 


Foreclosure proceedings against the reorganized 
Ribbonwriter Corporation at Dania, were started in 
June in Federal court, Miami, Fla., by the Reconstruc- 
tion Finance Corporation. 

According to the RFC complaint the firm—originally 
known as Ribbonwriter Corporation of America—owes 
$299,344 on a loan of $400,000. 

The complaint states that the company has failed 
to make monthly payments on the principal of $5,000 
since May 1951, and to pay a total of $15,000 interest 
over a three-month period beginning March 1951. 

The complaint pointed out that the firm had agreed 
to that method of payment under the reorganization 
plan. 

The firm obtained a loan from the RFC April 4, 
1949, when it was headed by Siegfried Bechhold. It 
went.into bankruptcy March 13, 1950 and a trustee 
was appointed. 

E. R. Vreeland, who became president, reorganized 
the company last September. Ribbonwriter is the 
trade name of an attachment which its manufacturers 
say, makes up to five copies withouse of carbon paper. 

Mr. Bechhold was convicted several months ago of 
using the mails to defraud through the sale of stock. 
He is at liberty on bond pending appeal. 

He is not connected with the company now.—JL 





Friden Promotes Hellrung to Toledo 


Gerald M. Hellrung has been named Toledo district 
manager for the Friden Calculating Machine Com- 
pany. The branch office is at 2229 Jefferson Ave. 

Mr. Hellrung joined the firm in Detroit in 1948 as 
a junior salesman and was transferred to Toledo in 
1950 as a senior salesman, a post he held until his 
promotion to district manager. 

Rudy F. VerCruysse has been named salesman in 
the Toledo office. He was formerly in Pittsburgh.—AK 








Anniversary Remodeling _. 


Just one year ago B. G. 
White went to Seguin, Tex., and bought the Typewriter Shop at 
212 N. Camp St. Now, as White’s Office Supplies, the first anni- 
versary has been marked by remodeling the store, both inside 
and outside. The store measures 45 feet by 65 feet. Stocks of 
office supplies and furniture have recently been increased. 
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Now, and Then ... These pictures reveal the transformation 
made possible in the installation of Techniplan in the offices of 
Graver-Dearborn Corp., 208 S. Jefferson St., Chicago. The top 
picture shows the present arrangement and the bottom view, from 
the same angle, represents the “then” side of the story. At a 
recent open house Graver-Dearborn exhibited the changes and 
claimed a saving of almost 40% in space and a speeding up of 
office routine. Besides, the installation makes an effective selling 
point for this equipment of The Glabe-Wernicke Co., handled by 
Graver-Dearborn Corp. 





Farnum’s of Athol, Mass., Relocates 


The Farnum Office Equipment opened at its new 
location at 524 Main St., Athol, Mass., in May. It was 
formerly located at 108 Exchange St., in Athol. 

Stationery, books, magazines and so forth have been 
added to all types of office supplies and equipment 
carried before the move. Besides selling adding ma- 
chines, typewriters, electric fans and other electrical 
equipment, repair work and mimeographing are done. 

Howard Farnum, the owner, went to work for the 
first proprietor of the business, Lester Winn, in 1919. 
After working elsewhere, Mr. Farnum went into part- 
nership with Mr. Winn in 1942 and in 1948 bought 
Mr. Winn’s interest in the business. The name was 
then changed to Farnum Office Equipment. 





Club Elects Business Machines Executives 


Chan Fox, district manager of Remington Rand 
Inc., and George H. Allen, branch manager of Ditto, 
Inc., have been elected secretary and treasurer respec- 
tively, of the newly-formed Mahoning Valley Sales 
Excutive Club in Youngstown, Ohio.—AK 
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tells you why 
this great line 
of steel cabinets are 


esiqned and priced 


for today’s sling 


® Long-life construction 
and ease in setting up 
® Die-cast chrome handles 
with built-in Yale lock 
© SUPREME’S steel cabi- 
nets embody the excel- 
lence of construction and 
superb finish which have 
established SUPREME as 
the leader in the field of 
steel equipment manu- 
4 facturing 
® Design features assem- 
bly without visible bolt 
heads on fronts, sides 
and tops of cabinets 
De® Prompt shipment in 
standard green or grey 
finish 
® Shipped knocked down, 
substantially packed in 
cartons for low-cost 
transportation and eco- 
nomical warehousing 


d 






























Girne 





features a 
complete 
line of 
steel 
lockers 


single an 
finish. 



















write today for dealer price list and catalogues of the COMPLETE SUPREME LINE! 


THE MOST COMPLETE LINE TO MEET EVERY REQUIREMENT—QUALITY, UTILITY and im 


Tt Wil 
ie! | Sem 
a 
SUPREME STEEL PRODUCTS INC. ¢ 52-85 74th Street, Maspeth 78, Long Island, New York » 








STEEL eo) 4STEEL PARTS 
SHELVING aS) BIN UNITS 


STEEL 
(2. \) LOCKERS 
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Watson Manufacturing Names Representatives 


The Watson Manufacturing Company has an- 
nounced the appointments of Rush Polgrean and 
Wayne Journigan as its representatives for the west 
coast states. Territory includes California, Utah, Ari- 
zona, Nevada, Washington and Idaho. They will sell 
stock, contract and Rol-Dex equipment. 

Mr. Polgrean represented Art Metal Construction 





W. Journigan 


R. Polgrean 


Company for several years in Seattle and Los Angeles, 
while Mr. Journigan, a native Californian, has been 
a manufacturers’ representative on the west coast for 
the past five years. 

An office has been opened at 1406 S. Grand Ave., in 
Los Angeles, Calif. 





Sheaffer New Everett Southern Sales Manager 


Clyde Everett has been appointed southern sales 
manager for the W. A. Shaeffer Pen Company, it was 
announced in July by R. H. Whidden, vice-president 
and general sales manager. 

Mr. Everett has been associated with the pen com- 
pany since 1947 and until his appointment to the 


Clyde Everett 





southern sales manager’s position, served as assistant 
to the general sales manager. Prior to that he was 
with Osco Drug Company, Rochester, Minn. He is a 
graduate of the University of Iowa. 





Brouwer Adds Territory for Marble Chair 

In June, Fred Brouwer, with the B. L. Marble Chair 
Company for 16 years, took over the New York, New 
England, Pennsylvania and Maryland territory for 
that company and also for the Jasper Office Furni- 
ture Company. Since the beginning of July he has 


Fred Brouwer 


also covered Howard Maley’s former territory which 
includes Michigan, Ohio and West Virginia for the 
B. L. Marble Company. 


Mr. Brouwer lives at 141 Eldred Ave., Bedford, Ohio. 


R.-K. Office Supply Purchases Stationery Firm 


The R.-K. Office Supply Company has announced 
the purchase of the E. M. Kolar Stationery Company 
of Chicago, for more than 40 years a distributor of 
office supplies and stationery. 

Since July 1, the personnel and stock of the two 
companies has been combined under the name R.K.- 
Kolar Office Supply at 3147 W. Cermak Rd., Chicago 23. 

The new owners are Albert F. Koepke, Jr., and 
Joseph M. Ryan. 

Former owners, Mr. and Mrs. Emil M. Kolar, will 
remain with the new firm for a time acting in an 
advisory capacity. 





A. B Dick Selects District Sales Manager 


The appointment of Robert W. Wright as district 
sales manager in the New England states has been 
announced by the A. B. Dick Company. 

When he joined the organization in 1951, Mr. Wright 





{ Robert W. Wright 
'> 


was a special training representative. Since 1927 he 
has held field sales positions with several duplicating 
equipment manufacturers. 

During World War II Mr. Wright was an instructor 
with Great Britain’s Royal Air Force. 





Monroe Takes New Binghamton Location 


The Monroe Calculating Machine Company has 
moved its Binghampton, N. Y., branch office from 
Congdon Place to 30 Henry St. The office was forced 
to move after a tenancy of many years to permit the 
Congdon Place building to be razed for a parking lot 
site. The new quarters are larger and attractively 
outfitted. 

D. J. Duvall is branch manager.—RCS 





Leave NCR to Start Office Equipment Business 


Two former National Cash Register Company men, 
David A Gray and Harold L. Baker, have opened their 
own Office equipment business in Wes* Columbia, S. C., 
at 406 Meeting St. 

Mr. Gray, who joined NCR in 1941 as an office clerk, 











David Gray 


later became office manager of the Birmingham, Ala., 
branch, the post he held at the time he left the com- 
pany. Mr. Baker joined NCR in 1946, later taking 
charge of the front office of the Columbia, S. C. branch, 
until his transfer to the Birmingham, Ala., office as 
assistant office manager. A native of Sumter, S. C.. 
he served with the navy during World War II. Mr. 
Gray saw service with army in the southwest Pacific. 

Stationery and all types of office equipment includ- 
ing desks, files, safes, cabinets and so forth will be 
sold, but office machines will not be stocked. 
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QUEEN RIBBON 


EXECUTIVE OFFICES: 
WYTHE AVE., BROOKLYN II, N. Y. 
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Diebold Holds Records Management Course 


Diebold, Inc., has inaugurated an educational pro- 
gram to aid industry in achieving the goal of well- 
organized record keeping. The first running of the 
class in the local New York area was enthusiastically 
received by representation from banks, brokers, edu- 
cational institutions, investment, insurance, oil and 
manufacturing corporations, also Federal Government. 





Diebold, Inc., Records Management Class 


Diebold considering the well-accepted response by 
management, plans to resume classes in the fall and 
make this course one of its many services to business. 

The course, formerly given at Columbia University, 
is given in five-hour sessions. Lecture notes are dis- 
tributed at each session, and certificates of participa- 
tion awarded to the students. 

Rules for filing, systems and application to business 
records, records routines and reports, manuals of 
procedure, methods of transfer, retention programs 
and microfilming of records both active (procedural) 
and inactive are some of the vital topics discussed. 

These classes are directed by Miss Marian Ruth 
Wilhelm, former associate of A. R. Menzies Associates, 
Records Management Consultants, member of the Re- 
cords Management Association of New York, and 
instructor in filing for R.M.A. Further information on 
the series may be obtained from Diebold, Inc., 2 West 
45th St., New York 19, N. Y. 





Review Company Remodels Hotel for Business 


Formerly a hotel opened in the 1820’s, the new Re- 
view Printing Company of Savannah, Ga., has com- 
pleted the job of remodeling the building, purchased 
last year, and now has one of the most modern office 
equipment headquarters in the South. 

The company also celebrated its 33rd anniversary 
at the time of removal to its new quarters. 

In remodeling the five-story hotel, at 21 West Bay 
St., Savannah, as many as possible of the original fea- 
tures were retained. Large Williamsburg windows face 
the street and permit an uninterrupted view of the 
first floor interior. Curved walls on the first floor, also 
part of the original hotel plan, enclose the general 
offices. The building has a 60-foot frontage and pro- 
vides more than 20,000 square feet of floor space. 

In addition to The Globe-Wernicke Co.’s Techniplan 
furniture, the firm features the same company’s 
Streamliner desks and other office equipment in a spe- 
cial section. 





Edison Company Transfers Regional Office 

The Thomas A. Edison Company has transferred its 
Western Regional office from San Francisco, Calif.. 
to Dallas, Tex. A regional sales office has also been 
opened at 26 N. Ervey St., Dallas 

Clarence L. Larson, ef Dayton, Ohio, has been pro- 
moted and transferred to Dallas as regional man- 
ager.—JHR 
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Thomas Appoints Seven West Coast Dealers 


W. C. Thomas, president of Thomas Mechanical 
Collator Corporation, announced that the firm has 
appointed seven new dealers in the west coast area. 
They are: Griswold & Winters, 1820 Beverly Blvd., Los 
Angeles, Calif.; Lowman & Hanford Company, 68 
Washington St., P. O. Box 1888, Seattle, Wash.; The 
Stationers, Inc., 926 Pacific Ave., Tacoma, Wash.; 
Ward Harris, Inc., 555 Market St., San Francisco, Calif.; 
J. K. Gill Company, Southwest Fifth Ave., at Stark, 
Portland 4, Ore.; Capital Mimeograph Company, Inc., 
910 Jay St., Sacramento, Calif.; and San Diego Office 
Supply & Equipment Company, 1035 Seventh Ave., San 
Diego, Calif 





Ferguson Joins Security Stationery Company 


George E. Ferguson recently joined the Security 
Stationery Company, Kansas City, Mo., as manager 
of the systems and furniture department. Mr. Fer- 
guson has had many years of experience in the field 
of systems selling, beginning’ his career with Irving- 
Pitt Company in 1911. In 1917 he joined the Samuel 
C. Tatum Company as assistant sales manager. 

He was manager of the furniture and systems de- 
partment of Burnap-Meyer Company, Kansas City, 


G. E. Ferguson 





Mo., until its liquidation in 1938. A few years later 
he tock charge of the systems equipment, machine 
posting, visible and rotary file equipment in the Chi- 
cago area for Diebold, Inc., where he remained until 
1949. He then returned to Kansas City, his home city, 
to cover a five-state area for the Tallman Robbins 
line of systems equipment. 





Sales Management Features NCR Progress 

Currently running in Sales Management has been a 
series of three articles regarding “NCR. Since Patter- 
son.” These articles by Lawrence M. Hughes tell the 
progress of successors to John Patterson, who ran a 
one-man show and proved a pioneer of modern selling 
and promotion. 

Edward Deeds, Stanley Allyn and 33,000 others have 
built on a much broader basis of products, sales and 
service, says Mr. Hughes in his series on the National 
Cash Register Company. 





Royal Metal Appoints Representatives 

Two sales representatives have recently been ap- 
pointed by Royal Metal Manufacturing Company. 
William C. Miller, former advertising manager for the 
firm, is to cover the Chicago area, where he will spe- 
cialize in sales to the beauty shop trade. 

Robert Koehn has been named to the Cincinnati, 
Dayton and Lexington, Ky., areas. He will make his 
headquarters in Cincinnati. 





Company Celebrates Silver Anniversary 

The Smith-Joyce Printing & Office Appliance Com- 
pany, of Galveston, Tex., is this year celebrating its 
25th anniversary. Wetherill Smith is president of the 
firm.—JHR 


OFFICE APPLIANCES, August, 1952 











ty 
er 


or 
ie 
i- 


4 


iS 














hile in a name f. te The right name... polorily! 


says MR. CHARLES HOOKER, President of the Mississippi Stationery Company, outstanding Jackson , Mississippi dealer. 





1. Your profits come faster and 
easier when you do business 
with Mosler. For Mosler is 
the largest - selling line in the 
world. Has been for over a 
hundred years. That kind of 


leadership really helps a 
dealer move merchandise. 


or wire 
Ham- 


Ohio. Do it, 1 vhile 


i ant more facts’ Hor 


The VM »sler Safe Comp 


M . gest builds 


‘Take the name Mosler, for instance . . . on a record safe, money chest or vault 


door. It’s a mighty effective sales talk, all by itself. For Mosler is not only 


the best known name in protective equipment, it’s also known as the best. And 


we've found that we always wind up with easier sales and more sales—when 


customers start out with that kind of confidence in the product.” 


2. Mosler makes customers for 
you! Mosler is the only safe 
manufacturer with a regular 
program of powerful, well- 
aimed advertising. That means 
prospects with lowered sales 
resistance...the kind of pros- 
pects that mean more sales. 





3. Mosler helps train your sales- 
men in every phase of the 
selling job. Regular training 
schools are held at the factory 
and in the field. Just part of 
Mosler’s thorough-going ef- 
fort to aid dealers in every 
possible way. 


IF IT'S MOSLER . . . IT’S SAFE 


OFFICE APPLIANCES, August, 1952 


“Mosler Safe ©” 


1 bank vaults 





4. Mosler backs you up with 
proved promotional material 
..- mailing literature, ad mats 
and window displays .. . to 
help you sell effectively. And 
Mosler men call regularly, 
too, to help you with your 
sales problems. 
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Zinke Elected President Mid-States Paper; 
Louis F. Wyand Elected to Board 


The election of Arno L. Zinke as president of Mid- 
States Gummed Paper Company was announced in 


A. L. Zinke 





June by the firm’s board of directors. Mr. Zinke was 
also named to the board. 

As president and director he succeeds the late Irving 
R. McHenry who died October 2, 1951. 

Louis F. Weyand, executive vice-president and direc- 
tor of Minnesota Mining & Manufacturing Company, 
was also elected to the board of directors 

Mid-States Gummed Paper Company is a wholly- 
owned subsidiary of the St. Paul company 





Stivers Names Two to New Division 

Stivers Office Service of Chicago has announced 
the creation of a new division, the Records Analysis 
department. Alfred H. Dorstewitz, who has been named 
to the management staff of the company, will be re- 
sponsible for all sales operations of the new depart- 
ment. Miss Lee Gilmour, well known Chicago filing 


A. H. Dorstewitz 





consultant, heads the staff of the department. She is 
president of the Records Management Association of 
Chicago. 

Mr. Dorstewitz who was previously associated with 
the Hershey Chocolate Corporation as manager of the 
Chicago branch, is vice-president of the Office Manage- 
ment Association of Chicago and previously served as 
vice-president and director of the Cincinnati, Ohio, 
chapter if NOMA. 





Standard Furniture Engages Sandstrom 


Frank C. Sandstrom, well known manufacturers’ 
representative in Pennsylvania and New Jersey, has 
been appointed sales representative by the Standard 
Furniture Company. 

Mr. Sandstrom, whose new territory will include 
Pennsylvania, New Jersey, Delaware, Maryland and 
Washington, D. C., has handled the Standard line for 
many years on a retail and contract. basis with a Phil- 
adelphia firm. He is the most recent appointee to 
district representation for the company, in line with 
a broad program of factory-dealer co-operation. 





Colson Appoints Distributor 

The Colson Corporation has named the Oxford 
Sales & Service Company as its franchise distributor 
for the state of Connecticut. 

Colson has closed its office in Hartford and the 
entire Connecticut sales operation will be conducted 
by the Oxford company at its headquarters at 25 
Chapel St., Hartford. 
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G-W Devises Improved Crating Method 


As a result of investigation by packing engineers, 
The Globe-Wernicke Co., has adopted a new method 
of packing desks for shipment which, according to 
company Officials, offsets much of the damage experi- 
enced previously from rough and careless handling 
while desks are in transit. 

Before adopting the new packing method, the com- 
pany said, it was subjected to many rigid tests to 
approximate the same type of handling which the 
desks receive in shipment from the factory to dealers 
and others. 

The method consists of a heavy skid reinforced by 
wide metal straps at the corners and ends. The desk 
is placed in this skid with the top down, protected by 
heavy corrugated pads on all sides. Heavy boards are 
then bolted to the bottom side of the desk pedestals 
to form a top frame for the packing container and 
to hold the pedestals rigid. The desk islands which 
are shipped detached are then bolted to the same 
wide, heavy boards. 

A heavy corrugated board cover is then slipped over 
the entire desk and securely fastened in place by 
nailing strips at the bottom. Hand holes are provided 
at each end to facilitate handling. 

Globe-Wernicke executives said the new packing 
method also permits easy uncrating of the desks. 





Howarth Chosen Distributor for Brown Paper 


The J. R. Howarth Paper Company, Inc., Philadel- 
phia, Pa., has been appointed a distributor of the 
following products of the L. L. Brown Paper Company, 
Adams, Mass.: Forward linen ledger, Escort ledger, 
Escort machine posting, Escort index Bristol, L. L. 
Brown’s fine Advance bond, Forward bond, Greylock 
bond and L. L. Brown’s linen. 





Jack West Joins Newman Stationery 

Jack West has joined the Newman Stationery & 
Printing Company in Dallas, Tex., as vice-president 
and sales manager.—JHR 








Around the World . .. Home again after his second voyage 
around the world, William C. Coffman, formerly Pacific district 
manager for Underwood Corp., and now special representative, 
exchanges shore-giving handshake with Capt. Wallace H. Holt, 
master of the S.S. President Monroe. Mrs. Coffman smiles her 
approval. Mr. Coffman's globe circuit, aboard the cruise ship, 
was a very different matter from the trip he made 50 years ago 
as a shanghaied seaman on the British barque Belfast. Hit over 
the head on a San Francisco street one night in 1902, Mr. Coffman 
came to in the forecastle of the Belfast to find himself bound for 
Plymouth, England by way of Cape Horn. That trip took 153 days. 


OFFICE APPLIANCES, August, 1952 





ers, 
hod 

to 
Pri- 
ing 


ym- 
to 
the 


lers ' 


by | 


esk 
by 
are 
als 
ind 
ich 
me 


ver 
led 


ng 


er 
e]- 
he 
Ly, 
Sr, 


ck 


nt 








Se | aN pay 











Pin: 
PI 


¢€ 


JX [7S -_ 


¥ i 
\ = 


> 





The N-C filing goes rapidly. File clerk stands 
right at file. Plier-type stapling requires no table 


surface to pound on. 


Cndan uk, bal 2 ng 2 
WEVA-CLOG THE PINCH POINT STAPLE —Pierces better, 
STAPLES easier; no burrs, no rough spots, always uniform 


NEVA-CLOG PRODUCTS, INC., LOGAN STREET, BRIDGEPORT, CONNECTICUT 
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LITTLE LADY 
HEADED FOR TROUBLE 


The boss has asked for the Jones Company 
file. He'll get it — all but the one letter he 
wants. That fell off the clip. You're headed 


for trouble, Miss Winterbottom. 


When you fasten your files the modern N-C 
plier-type stapler way, this never happens! 


NEVA CLOG 
The Do Plus 


STAPLING MACHINE 





Exclusive Canadian Distributer: 
CANADIAN STAPLES LIMITED —Montreal, Toronto, Winnipeg, Vancouver 
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Name G-W General Superintendent 


The appointment of Harry G. Passauer as general 
superintendent of The Globe-Wernicke Co. plant has 
been announced by M. H. Steil, factory manager. 

In his new position, Mr. Passauer will have under 
his supervision the company’s steel, wood and paper 


Harry G. Passauer 





divisions as well as maintenance, shipping, industrial 
engineering and industrial relations and employment 
departments. 

Mr. Passauer joined the organization in 1926 and 
has served in many capacities including that of field 
supervisor of installations, supervisor of the airplane 
division, foreman of the wood upfitting department 
and director of industrial relations. 

He is a member of the Cincinnati Personnel Asso- 
ciation and Society for the Advancement of Manage- 
ment. 





Smith & Corona Appoints Sales Manager 


Milton L. Watson has been appointed sales manager 
of the Smith-Corona adding machine division. The 
announcement was made by J. B. McCormick, vice- 
president of L. C. Smith & Corona Typewriters, Inc. 

Mr. Watson joined the company as a salesman in 


Milton L. Watson 





1934 and, except for a period with the armed forces, 
has been with the company since. He will make his 
headquarters at the company’s home office in Syra- 
cuse, N. Y. 





Mosler Increases New York Office Space 


For the second time this year, the Mosler Safe 
Company has leased additional space on the second 
floor above the Fifth Ave., New York, N. Y., showrooms. 

In making the announcement, Edwin H. Mosler, Sr., 
president, said that the move will greatly increase the 
space at that address. Most of it will be used to house 
the company’s New York bank vault division. The 
balance will be occupied by the firm’s home office con- 
trollers division, headed by Martin S. Coleman. 

All the additional space is being completely mod- 
ernized. 





Open SoundScriber Sales Organization 


Special Instruments Laboratory, Knoxville, Tenn.. 
has established a separate organization for the sale 
of SoundScriber dictation systems. The announce- 
ment was made by R. W. Davidson, vice-president 
SoundScriber Corporation. 

The name of the new firm is Dictation Systems, 
Inc. Its president is Robert C. Moore. Hugh G. Neil 
is secretary and treasurer. 
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Meyer & Wenthe Publish “Better Marking” 


A new house organ, “Better Marking,” has made its 
bow under the sponsorship of Meyer & Wenthe, Inc., 
Chicago. This publication, to be issued every quarter, 
will be devoted to just what the name implies— 
better marking. This goes for the single endorsement 
stamp, or paid stamp, on up to rather complicated 
marking machines and production marking equip- 
ment. 





Mosler Promotes Spurr and Keyser 


Promotion of Robert Keyser and James Spurr has 
been announced by the Mosler Safe Company. 


Mr. Keyser, formerly manager of the civilian record 
and cash protection division of the company, in Wash- 


b 


James Spurr Robert Keyser 





ington, D. C., has been named assistant manager of 
the Chicago records and cash division. 

Mr. Spurr, who joined the New York office of the 
organization three years ago and who has been assis- 
tant sales manager of the New York fireproof division. 
will succeed Mr. Keyser in Washington. 





Earl Kochheiser Rests in Georgia 


Earl Kochheiser of the Charles Ritter Company, 
Mansfield, Ohio, has been spending a couple of months 
at Saint Simons Island, Georgia, in the interests of 
his health upon orders from his physician. “It is sure 
a grand place for nothing to do but rest,” comments 
the former president of NSOEA. 





Audograph Names Branch Manager 


William G. McDonnell has been named manager of a 
new branch office in Brooklyn of the Audograph Com- 
pany. He has been top salesman of the company every 
year since he joined the organization. 








Tufide On Show ... This display of Tufide products by 
Stein Bros. Mfg. Co., was made by the Ludwig Baumann depart- 
ment store in New York City. The arrangement is compact and 
striking. 
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Starting in September, Boorum & Pease Co. will 
launch an eye-catching series of powerful, national magazine 
advertisements featuring the increasingly popular 

B&P NO-TEAR Sheets and Indexes. These ads will put 
hard-selling facts before an estimated 120 million 

readers during the campaign. 


Special displays and other material will mark your store as 
the place to buy nationally-advertised NO-TEAR 

Ring Book Sheets. Use this special material to get your full 
share of new business and profits. Be sure to have 

full stocks of NO-TEAR Sheets in Standard 

all sizes, rulings and types of 


paper ready to meet the 
demand. ORDER NOW! 





Product 


General Offices: 84 Hudson Ave., Brooklyn 1, N. Y. 

Boston 10: 80 Summer St. © St. Louis 2: 115 So. 8th St. * Chicago 7: 310 W. Polk St. 
New York City Salesroom: 349 Broadway, New York 13 

Chicago Salesroom: 1519 Merchandise Mart Plaza, Chicago 54 
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YOUR SCHOOLS ARE 
WAITING TO SEE THIS 





SOMETHING BRAND NEW 
IN CLASSROOM SEATING 


* New design * Saves valuable space 
* More working area * Makes cleaning easier 
* Gives new classroom * Opens way for more 
comfort recreation activities 
It's coming . . . real soon! A startling new idea 
in classroom seating. It’s sensationally different . . 
and yet so practical. Every school has been waiting 
for this type of a desk. It actually sells itself on sight. 


Watch for it! The big announcement will be made 
very shortly. 


School Equipment Dealers: 

in on the tremendous opr 
new desk and the other fast 
big Rowles School Equipme 
complete details of the ne 
ment Dealership Plan 











E. W. A. ROWLES COMPANY 
ARLINGTON HEIGHTS, ILLINOIS 
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NSOEA Districts No. 3 and 13 

(Continued from page 52) 

a singing commercial quartet whose song was directed 
to the next speaker. 

The lyrics were written by Robert Reichman and the 
quartet consisted of Robert Reichman, Mooney’s, Inc, 
New York, N. Y.; William Lindenberger; George E 
Harscheid and Arthur Brigham, all of National Blank 
Book Company. The next speaker was Paul E. Burbank 
NSOEA who, after thanking the quartet, gave his talk 
on “News of Fifty-Two.” 

At 3:00 p.m. the ladies’ entertainment was held in 
the West Room on the Tower floor where they were 
entertained by Roy G. Howells, humorous astrologist, 
and at 5:00 p.m. the “Friendship Hour” was held in 
the West Room. 


Present Variety Night 

At 9:00 p.m. Monday evening the Penn-Mar-Va 
Variety Night party entitled “Kabaret Kapers” was 
held in the Rutland Room. The room was tastefully 
arranged with tables in orderly rows facing the dance 
floor and stage at one end of the room. Balloons were 
attached to each table, giving a festive atmosphere 
as guests took their seats to the tune of good music 
by Harold Ferrin’s orchestra. 

Refreshments were served at the tables before and 
during the show in true cabaret fashion. Prior to the 
show a number of contests were held in which guests 
participated and competed for awards under the direc- 
tion of chairman of the entertainment committee, 
William D. McCully. An excellent show followed, con- 
sisting of a variety of acts with the well-known Jimmy 
Evans as master of ceremonies. The grand finale was 
“Pennies from Heaven” in which a large number of 
balloons were released and captured by guests, some 
of which contained stage money while others contained 
dollar bills. 

The entertainment committee responsible for a 
splendid evening included Chairman William D. Mc- 
Cully, S.E.&M. Vernon, Inc.; Richard M. Graff, Ester- 
brook Pen Company; James W. Curran, Eagle Pencil 
Company, and Ray A. Williams, manufacturers’ repre- 
sentative. 

The closing session was held at 10:00 a.m. Tuesday 
morning with Governor Rosendorf presiding. The first 
speaker was Ralph Maish, Dennison Manufacturing 
Company, who gave his talk on “A Traveler Talks to 
the Trade” in which he stressed the traveler’s co- 
operation and good influence throughout the trade 
while serving both his customers and employer to the 
best of his ability. 


Hear Turquand of Underwood 

The next speaker was Glen Turquand, Underwood 
Corporation, whose topic was “The Vital 30 Seconds.” 

Mr. Turquand declared in part, “Only the salesman 
with the rea] appeal is going to get the length of 
interview he needs to tell his story, and I repeat that 
what your salesman says in the first 30 seconds will 
determine the length of time the buyer will give him. 

“We cannot hope to meet the challenge of today’s 
selling unless we materially strengthen the ability of 
our salesmen to get across a real message quickly 
enough to hold the buyer’s interest to listen to his 
entire story.” 

Governor Rosendorf then introduced Allen B. Cam- 
mack, Sr., Cammack Office Supply, Burlington, N. C, 
governor of the 4th NSOEA District, who in acknowl- 
edgment took the opportunity to stress the value of 
the NSOEA services to members and urged both 
dealers and manufacturers to do their best to get 
new members. 

The next feature on the program was “News from 
New York” presented by Milton Goldhair, Harmil Office 
Supply Company, New York, N. Y., president of the 
New York Stationers Association. Mr. Goldhair told of 
the New York stationers’ struggle against joining the 
union and the hardships they encountered in joining 
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Here’s why Modern Business Men Prefer 


the STEEL AGE Executive Desk 


executives have to make each 
minute as productive as possible these busy 
days. That’s why you'll find hard-working 
business men everywhere asking for the dis- 
tinguished, expertly designed STEEL AGE Ex- 
ecutive Desk. They know how much easier it is 
to work at a desk that’s specifically designed 
for day-long comfort and work-ease. Take 
the big, roomy file drawer. It glides out easily 
at a touch, because it’s mounted on a full 
progressive ball bearing suspension. Open it, 
and those key letters are right at the finger- 








The STEEL AGE 3560 Executive Desk 
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tips, ready for quick reference and efficient 
dictation. 

Then there’s the eye-easy corroleum top 
... the extra foot room around the pontoon 
bases... the recessed knee space at the back 
for across-the-desk dictation ... and adjust- 
able gliders that provide individual working 
height from 29” to 30%" What’s it all add 
up to? More comfort, less wasted effort and 
more productive work. Is it any wonder 
people everywhere say, “Sell STEEL AGE and 
you sell the finest in Steel office furniture.” 


CORRY-JAMESTOWN MANUFACTURING CORP. 
Corry, Penna. - 
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The Thinking Machine 


of American Business 





Automatically 
it takes work 
out of figure-work 





I i 
Simplifies the 
“Big 3°° Figure Chores 


N THE “big 3” figure jobs of every business 
I — payroll, inventory and invoices — the 
Friden fully-automatic Calculator produces 
complete, accurate answers with fewer operator 
decisions than any other calculating machine. 

It speeds all kinds of computation, ineclud- 
ing interest and percentages, and the figure 
problems of industrial engineering and shop 
production. The most complex calculations 
are simple and swift on the Friden Calculator. 
And so automatic—at every step—no special 
operator training is required! 

Business firms and industrial plants—large 
or smalk and no matter how specialized — 
become instantly more efficient when Friden 
takes over the figuring. Time-savings quickly 
pay the cost of the machine! 


Figur ove aw Gridow — Call in the Friden Man 


near you and learn Friden applications to your 
business. Friden sales, instruction and service 
available throughout the U.S. and the world. 
FRIDEN CALCULATING MACHINE CO., INC., 
San Leandro, California 


© Friden Calculating Machine Co., Inc 
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the right local when it was found that they could ng 
longer resist. 

Robert Reichman, Mooney’s Inc., New York, N. Y. 
also spoke briefly on the same subject, pointing out 
that as long as the handwriting was on the wall they 
chose a legitimate CIO local to protect themselves 
against communistic locals and get the best terms 
possible as a form of insurance against radical locals 
organizing their employees. 

The last speaker was William H. Gove, Minnesota 
Mining & Manufacturing Company, who gave his talk 
entitled ‘““What’s Old?” In his usual dynamic manner 
he brought out the basic fundamentals of selling in 
an act assisted by Philip Pike of the same company, 
in which he portrayed (1) the wrong approach; (2) 
the wrong closing; (3) the right approach and closing 
which resulted in the sale by using his time tested 
formula, “Serve-Show-Suggest.” 

The next order of business was the treasurer’s report 
which was given by treasurer John Link, Lucas Brothers, 
Baltimore, Md. The report of the nominating com- 
mittees of both districts followed. 

In response to Governor Rosendorf’s call for the 
3rd district report, Chairman Charles W. Lukens, Yeo 
& Lukens Company, Philadelphia, Pa., placed in nomi- 
nation: governor—Samuel S. Rosendorf, Jr., Southern 
Stamp & Stationery Company, Richmond, Va.; first 
lieutenant governor, E. Russell Ashley, Ashley-McCor- 
mick Company, Bridgeton, N. J.; second lieutenant 
governor, T. M. Stout, E. W. Curry Company, Pitts- 
burgh, Pa., and treasurer, John Link, Lucas Brothers, 
Baltimore, Md. All were approved. 

Governor Wahrman then called for the report of the 
13th district nominating committee and Chairman 
Robert Reichman, Mooney’s Inc., New York, N. Y. 
placed in nomination: governor, Richard E. Wahrman, 
R. E. Wahrman, Inc., New York, N. Y.; first lieutenant 
governor, Carl C. Judkoff, Cantigny Printing & Sta- 
tionery Corporation, New York, N. Y., and for treasurer, 
G. F. Griffith, Jr., Noesting Pin Ticket Company, Ine. 
All were approved. 

After all the new officers were introduced the meet- 
ing was adjourned. 

Preceded by cocktails served in the Garden Room, 
courtesy of the 3rd and 13th districts, the annual 
banquet was held in the beautiful Vernon Room on 
the upper lounge floor with an attendance of some 
300 members, their wives and guests from both dis- 
tricts. 

At the conclusion of dinner a gift from the 13th 
district was presented to Mrs. R. E. Wahrman as a 
token of esteem on the celebration of her 29th wed- 
ding anniversary by Sigmund H. Engelberg, Eagle 
Pencil Company. 

Brief addresses were given by NSOEA President 
Grant Howard and General Manager Paul E. Burbank, 
after which certificates of merit on behalf of NSOEA 
were awarded by Mr. Burbank to Governor Richard 
E. Wahrman and Governor Samuel S. Rosendorf, Jr. 
in appreciation of their outstanding services. 

The balance of the evening was spent in dancing 
and sociability. 


Penn-Mar-Va Elects Tehan 


The 23rd annual meeting of the Penn-Mar-Va Trav- 
elers Club was held on Sunday afternoon, June 15, 
in Haddon Hall with President Taylor B. Kellogg, 
C. Howard Hunt Pen Company, presiding. 

President Kellogg announced that Secretary Al. W. 
Williams had tendered his resignation and appointed 
James W. Curran, Eagle Pencil Company, as temporary 
secretary for the meeting. A letter from Mr. Williams 
was then read in which he told of his enjoyment in 
serving as an officer of the club for a number of years 
and wishing his successor the best of luck. 

The governors of both the 3rd and 13th regional 
districts were then introduced. 

Next to be introduced was Allen B. Cammack, Sr, 
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4MERica’s BUYING Gulp 


Everybody knows where this 


“Great Lady” 


can be found... but 


does everybody in your town know where 
you are located and what products and 
services you offer? You can make your 
business a familiar landmark in the ‘yellow 
pages’ of your telephone directory by 
featuring your name, and products under 


every appropriate heading. 


The ‘yellow pages’ reach every home in 
town that has a telephone... and every 
business. Your ‘yellow pages’ advertising 
will reach new prospects... folks who never 


knew before just what you had to offer... 


just when they’re ready to buy. 


‘Yellow pages’ advertising is helping 
ring up sales all over America. Why not 


put it to work for you? 





FOR FURTHER INFORMATION CALL YOUR LOCAL TELEPHONE BUSINESS OFFICE, 
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<t 


o ea ebde 


is the disposition 


of a pleased 

customer to 
return to the place 
where he has been 


well treated. 


Since 1906, Imperial has 
provided paper and wood 
products of the highest 
quality — designed to 
guarantee customer satis- 


faction and good will. 














SEND FOR PRICE-O-LOG No. 50 


VU TLL LLG 


FOREST PARKA, ILLINOIS 


Cammack Office Supply, Burlington, N. C., 4th distric§ 
governor. 

The last guest to be introduced was Ralph Maish) 
Dennison Manufacturing Company, who expressed hig 
pleasure at being present and conveyed regards and 
best wishes from F. C. “Chet” Williams, Yawman an@ 
Erbe Manufacturing Company, NSOEA vice president 
field division. 

President Kellogg then called for committee reports 
and first to respond was Rose Cushman, NSOEA, who 
gave the treasurer’s report. The membership com- 
mittee report was given by Edward F. St. George, 
Oakville Company, who announced that 22 new mem- 
bers have joined the club during the past year making 


Penn-Mar-Va Officers .. . Harry Tehan, Jr., The Cooke 
& Cobb Co.; Richard M. Graff, Esterbrook Pen Co.; William D, 
McCully, S. E. & M. Vernon, Inc.; Rose Cushman, NSOEA; George 
E. Harscheid, National Blank Book Co. 


a total membership of 215. He was followed by James 
G. Shearman, Acco Products, Inc., co-editor with Harry 
Tehan, Jr., The Cooke & Cobb Company, on the pub- 
licity and “Penn-Mar-Va Traveler,” the club’s bulle- 
tin, who thanked all who had contributed articles and 
furnished information. 

The auditing committee report was given by John J, 
Kerns, Stationers Loose Leaf Company. William D., 
McCully, S.E.&M. Vernon, Inc., chairman of the enter- 
tainment committee, reviewed affairs held during the 
past year, all of which were successful. 

President Kellogg announced the recent and sudden 
death of George Leonard, L. E. Waterman Company, 
and after expressing the sincere regret of the club 
read a letter from Mrs. Leonard thanking the club 
for its expression of sentiment and flowers. 

Richard M. Graff, Esterbrook Pen Company, gave a 
report of a special meeting held in Washington, D. C,, 
at which time the amendment to Article 5, Paragraph 
2 of the club’s by-laws was passed unanimously. He 
then moved that the chair appoint a committee to 
study the by-laws for the purpose of revision and 
offer their suggestions for consideration at the next 
regular meeting. The motion was passed and so 
ordered. 

Stanley M. Woodruff, Weis Manufacturing Company, 
proposed that the club appropriate a sum of money 
not to exceed $50.00 to purchase a present to be pre- 
sented to Retiring Secretary Al. W. Williams in appre- 
ciation of his past services as an officer of the club. 
The proposal was promptly passed and the chair 
appointed Mr. Woodruff chairman of the committee 
to purchase the gift. 

The next order of business was the election of officers 
for the coming year. 

Nominations for office were made from the floor and 
the following officers were elected: President—Harry 
Tehan, Jr., The Cooke & Cobb Company; first vice- 
president, Richard M. Graff, Esterbrook Pen Company; 
second vice-president, William D. McCully, S.E.&M. 
Vernon, Inc.; treasurer, Rose Cushman, and secretary, 
George E. Harscheid, National Blank Book Company. 
All former honorary members were re-elected for the 
coming year. 

Some discussion on the advisability of incorporating 
the club was held but no action taken. President 
Tehan appointed a committee consisting of Ben Wach- 
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Ideal duplicator for 
hotels, drug stores, etc 


SPEED-O-PRINT 


Cfredleit EE, 


AUTOMATIC FEED DUPLICATOR 
WILL REPRODUCE ANYTHING 
THAT CAN BE TYPED, DRAWN. 
TRACED OR PHOTOGRAPHED 

ON A STENCIL 


| Liberator Hodel 50 


Postcard (3x5) to menu size (6x9). 


restaurants, 
for repro- 


ducing menus, sale tags, postcards. 


$2950 


Automatic 
Counter, $6.50 


(Pius Excise Tox 


SPEED-O-PRINT (CANADA) LTD . 





S 


Hairline registration 


duplicator 


roller release 


In Futuramic 


(Pius Excise Tex) 


Grey 


Reproduces postcard to legal size. 
Features backstop paper weight, 
side guides with 2 posts instead of 
1, to assure accurate registration. 


$s 50 
G95? svtoman 





it's the world's finest 
Features front paper stops 


open cylinder with automatic brush inking 


or Ebony 


S SPEED-O-PRINT CORPORATION 


77 ST. CATHERINE ST 


WEST . 





Liberator 
VL LRAYY, 


164° 


Reset Counter 
$10 Additiona 


automatic 


Black Finishes 


Liberator Wedel 100 


Features accurate registration and 
automatic roller release to assure 
perfect, clean copies. Reproduces 
postcard to legal size. 


Reset Counter, 


*109°° 05 


(Pies Excise Tax) 





1801 W. LARCHMONT AVE 
CHICAGO 13, ILLINOIS §& 


MONTREAL 
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for Dealers Who Sell 


Lhe ie of [Rast 


Give them what they want—their choice of 






popular styles— construction that assures 






strength and long life—and moderate 






prices that meet the demand for Wise 





Economy. That's why ALMA is the line 






of least resistance. Sell ALMA and 






the market of the majority is 






yours. Ask for literature today! 














\lma 


illustrating Alma Standardizer 1600 Series 





ALMA DESK COMPANY 


High Point, N. C. 


Your Key To Better Business 








esistancd 


4 


EXTRA #4 
VALUE- a> 
DENSIFIED POSTS! 


All desks in the 1600 Series 
now have DENSIFIED knee 
space posts. Densifying makes 
these posts harder than iron. 
No amount of abuse can ever 
dent or mar their silky smooth 
finish; so kind to sheerest hose 
or other clothing 


- 
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tel. Parker Pen Company; Stanley M. Woodruff, Weis 
Manufacturing Company, and George E. Harscheid, 
National Blank Book Company, to look into the possi- 
bilities, gather all possible information of the advan- 
tages and disadvantages and report their findings at 
the next club meeting. The meeting was then ad- 
journed and all members assembled in the West Room 
where the Club’s annual dinner was served. At each 
member’s place was found a long ball point pen placed 
there by Charles H. Parker, courtesy of All-Rite-Pen, 
Inc 





NSOEA District No. 2 


Continued from page 54 
Co., Utica, N. Y. answered several questions from the 
floor, concluding the morning session. 

At the end of this session Carl W. Priesing acting 
as spokesman for all the troupers assembled, pre- 
sented President Howard and Paul Burbank with a red 
earnation as a token of the esteem of the troupe. 

Assembled again for the second session, convention- 
ites listened to V. R. Corrou, executive secretary of the 
Utica Chamber of Commerce, extoll the opportunities 
for business in that section. Ralph Maish, vice-chair- 
man field division, NSOEA, New York district mana- 
ger, Dennison Manufacturing Company; Carl W. Pries- 
ing, vice-president American Pencil Company; Wm. K. 
Wilson, vice-president, Diebold, Inc., gave their regular 
troupe addresses concluding the second session. 

The Mohawk Valley Stationers Club offered liquid 
hospitality to the group on the hotel veranda just 
preceeding dinner, after which the evening was spent 
according to individual whims and desires. 

Howard W. Gunlocke and Paul E. Burbank delivered 
their regular troupe addresses at the Friday morning 
session. 

A. A. (Bud) Preston, Utica Office Supply Company, 
Utica, N. Y., in a short, pithy address gave a resume 
of the activities of the Mohawk Valley Stationers Club 
under the title of “Value of Local Associations.” 

The speaker said the members had received great 
value from the interchange of merchandising and op- 
erating ideas—interchange of merchandise—inter- 
change of credit information and various other lesser 
activities. Needless to say, Mr. Preston’s enthusiasm 
for association activities made a strong impression on 
his listeners 


Nominate New Officers 
The nominating committee presented the following 
slate for the ensuing year: 
Governor—Vernon R. Evans. 
Vice-Governor—George Schmieg, Syracuse Office 
Equipment Corp., Syracuse, N. Y. 


Vice-Governor—Harry F. Sanner, Sr., Sanner Office 
Supply Company, Erie, Pa. 
The group accepted the report enthusiastically with 


unanimous approval. 

With suitable words of appreciation for the honor 
and the confidence of the region, Governor Evans de- 
clared he would gladly give of his effort and time 
toward the successful completion of all regional ac- 


tivities, and in so doing hoped to be rewarded with 
their approval. The business part of the convention 
was then declared ended. 

Friday afternoon was set aside for individual social 
and sporting activities. The golf course claimed the 
undivided attention of many. Your reporter listened 
to many a sad tale indicating that our intrepid golfers 
were not always in entire command of the little white 
pellets they were directing uphill and down dale, over 
water and in and out of traps. All agreed it was a 


sporty course and except for this and that they.should 
have broken par. Many others made pilgrimages to 
Baseball’s Hall of Fame at Doubleday Field where our 
great national pastime first came into existence—The 
Farmer’s Museum, rich in early American lore—Feni- 
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You can make money selling 





because 
these steel storage files 
save money for your customers 


With just a few figures on costs of replacing ‘board 
boxes every year or so, you can quickly show pros- 
pects how well it pays to buy Rigid Staks. If you 
need go further, mention these other advantages: 
Rigid Staks lock together, stack safely. They have 
smooth sliding drawers (follower block optional). 
They keep records clean, 
safe from vermin and 
mold, reduce fire hazards. 
They are available in six- 
teen popular sizes. 


NOT THIS... 









Inquiries are invited from 
dealers in unassigned terri- 
tories who may be interested 
in securing an exclusive fran- 
chise for the sale of H.H.M. 
equipment. 


Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 


ER VAULT 
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@ You'll sell more chairs, 





better chairs, if you feature pos- 








ture-fitting styles with Seng Syncro- 
Office Chairs 
which are Seng Equipped promise dol- 






Tile Action Control. 







lars-and-cents benefits in improved 






















working comfort and efficiency. 
Progress in seating comfort starts with SENG Precision Built 
Syncro = Tilt Controls — designed for the right combination of 
smooth-operating swivel-tilt-reclining, and body-fitting chair ac- 
tion. That's why SENG is an important sales-builder in executive 
chairs. USE this advantage on every sale. 

SPECIFY SENG CHAIR ACTION CONTROLS on the new 
executive chairs you buy — for easier selling, higher unit sale, 


greater customer satisfaction. 


1430 NORTH DAYTON ST: 


4 WORLD'S LARGEST SPECIALISTS 


CHICAGO - 22° ILL. 


FURNITURE HAROWARE 










more House, museum which houses portraits, land- 
scapes, paintings and prints reflecting the life and 
history of New York State. 

The ladies’ activities during the days included sight- 
seeing trips, bridge and canasta, as well as a demon- 
stration of corsage making. 

Just prior to the banquet a hospitality hour spon- 
sored by the Empire State Travelers Club was held. 
Here all the conventionites availed themselves of the 
opportunity to get to know each other better. 

After a delectable roast beef dinner, Governor Evans 
introduced Walter H. Miller, Otto Ulbrich Company, 
Buffalo, N. Y., chairman of the retailers’ division 
NSOEA, as toastmaster of the evening. To all who 
know Walter it is needless to say the meeting was in 
competent hands. So it proved to be, for accompanied 
by anecdote and story the members of the head table 
were introduced in grand style. 

Frank Wilkerson read off the list of successful 
golfers in the day’s competition. Some of the awards 
made caused great merriment among the diners. 
Dealers’ low gross went to Carl Orth, McCienathan 
Printery, Dunkirk, N. Y., while the travelers’ low gross 
went to Bill Santor, General Fireproofing Company. 

The toastmaster paid tribute to the efforts of J. Sid- 
ney Croke, retiring president of the Empire State 
Travelers Club, and to all the boys who helped put 
the convention over. He introduced J. A. McCormick, 
new president of the travelers, who pledged the sup- 
port of the club for all activities within the region. 


Governor Proud of Growth 

Governor Evans responded to the toastmaster’s in- 
troduction as newly-nominated governor by declar- 
ing he was at once gratified and humbled by the 
confidence the region placed in him. It had been a 
great pleasure to serve the past year and he pledged 
his best efforts for even greater successes for the com- 
ing year. He pointed with much pride to the growth 
of NSOEA memberships in the area. 

President Grant Howard expressed the firm convic- 
tion that all who attended the convention would go 
away with a greater pride and appreciation of our 
business, our people, our products and the honorable 
position the industry holds in the economic structure 
of our nation. This presents a challenge to continue 
the same achievement and advancement of the past 
years. To all who made the convention so successful 
the president extended thanks and congratulations. 

Paul Burbank, NSOEA, presented a certificate of 
achievement to Governor Evans in behalf of the asso- 
ciation. Recounting briefly some experiences in the 
long trek through the year’s regionals, the speaker 
extended the congratulations and appreciation of the 
association to all who had contributed to the success 
of all the regional activities. 


Empire Travelers Elect McCormick 

The annual meeting of the Empire State Travelers 
Club was called to order by President J. Sidney Croke, 
National Blank Book Company in the ballroom of the 
Otesaga Hotel during the convention. 

The regular business of the club was handled with 
dispatch with all the standing committee’s reports 
being accepted and the committees discharged with 
the thanks of the club. 

The nominating committee then presented the fol- 
lowing slate of officers for the next year: 

President—J. A. McCormick, Victor Safe & Equip- 
ment Company. 

Vice-president- 
Company. 

Secretary-treasurer—Frank E. Wilkerson, Dennison 
Manufacturing Company. 

Executive committee—Carl Swanson, Eberhard Faber 
Pencil Company; Robert Carter, Minnesota Mining & 
Manufacturing Company. 

The recommendation of the committee was accepted 
by unanimous acclaim and the gavel was presented 


Herbert Ross, Elbe File & Binder 
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The LUXURY of tradition 


The Coronation Suite . . . an excellent example of 
the elegance of traditional furniture designed for 


distinctive office interiors. 


When the customer talks of quality in office furnishings ... fine 
struction, beautifully matched solid walnut and superior crafts- 
nship ... they are talking about furniture made by Jasper Desk 


lards. Our Coronation Suite installations are the pride of execu- 


who demand the best. 


The Jasper Desk Co., Jasper, Ind. 
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COMPASS 
COURSE FOR 


PROFITS! 





te 
The ALL-NEW AYERCOLES “C” label safes 

Hercules “C” label single-door safes ... brand new and 

ready for you! Streamlined in appearance, ruggedly built— 
Hercules offers the best in low-cost protection from fire 

and theft. 

All Hercules “C” label single-door safes carry the Under- 

writers’ Laboratory, Inc., and S. M. N. A. “C” one-hour 
labels—plus the T-20 label, which earns 20% reduction in 


insurance rates. 





Chart your course for larger profits with Hercules. Write 
for catalog C today. 


| LEA LAL | 





STEEL SAFE COMPANY - Toledo 6, Ohio 


Warehouses and distributors in: New York—Export Dept. * Philadelphia * Boston 
Washington, D.C. * Chicago * Detroit * Fort Worth * Houston * Seattle 
Los Angeles * San Francisco 


A, B, C label safes, home vaults, insulated files, business machine, typewriter stands 
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t. President-Elect McCormick with the congratula- 


tions and best es of Retiring President Croke who 

thanked all the members for their support during the 
as ears 

President Mc‘ mick said he was deeply conscious 

honor and pledged the best efforts of himself 

al ; fellow officers to continue the excellent record 

retiring officers. Opening the meeting to new 





With the Empire State Travelers Club... 


nson, Eberhard Faber Pencil Co., executive 
Minnesota Mining & Mig. Co., executive com 
Victor Safe & Equipment Co., president 
& Binder Co., vice-president; Frank Wilker 
ecretary-treasurer 
n Mfg. Co. presents gift from Empire 
ippreciation of efforts of Retiring Presi 
ttional Blank Book Cx 


ee was appointed to present a suit- 


uble token of t lub’s esteem to Russell Goss, W. H. 
Gunlocke Chair ‘ ipany, who was reported to be on 
tl ck list. S e plans for the coming year were 
liscussed and e put in motion. The meeting was 

rned on te of good fellowship and camara- 





Utica Firm Is Incorporated 








The All-Mak rypewriter and Adding Machine 
Service, In fl machinery and equipment of all 
kinds, was incorporated with 200 shares no par value 
in June 1952. The directors are Earl Johnson, 1416 
Seymour Ave., Utica, N. Y.; Clifford Williamson, 1422 
Miller St., Uti N. Y.. and John F. Tierney, 42 Hillside 
Ave., New Hart N. Y.—EEG 

. . * 
a Opportunities : 
A oi6 East 

Want ntacts with M facturers, Wholesalers— West Stationers 

ers A Bake r 
c Mw ¢ ’ Wes 
Me anci al Votes : 
WA heaffer F pany, Fort Madison, lowa—A prof 


OFFICE APPLIANCES, August, 1952 


SWIFT BUSINESS MACHINES CORP. 
Great Barrington, Mass. Dept. 08 


Send information about the Swift Adding Mochine: 


a 





COMPANY. 





ADDRESS 


GUARANTEED 
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Cut Mailing Costs 


MASTERJADDRESSER 





MODEL 40 


$44q4>°° 


(Plus Fed. tax and supplies) 






Address envelopes, cards, circulars at a new 
low cost. Master tape easily prepared on your 
own typewriter. High quality, ROLLER 
MOISTENED prints — CONTROLLED fluid 
flow — VARIABLE margin guide — AUTO- 
MATIC tape advancement. 


NEW Master Portable 
SPIRIT 
DUPLICATOR 














ONLY 


a aa 


Complete with supplies 


COVER FORMS 
CARRYING CASE 


Low cost, quality-built, SPIRIT DUPLICATOR 
always ready to reproduce HIGH QUALITY 
PRINTS of anything you can type, write or 


draw. ROLLER MOISTENED impression 
sheets—prints from 1 to 5 colors at once. 

Master Addresser products are Nationally advertised every month. 
August ads: DUN’S REVIEW ¢ CHRISTIAN LIFE ¢ GEYER’S TOPICS 


flldder rhddreitee CP 


6500-D West Lake Street, Minneapolis 16, Minnesota 
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Merchandising Program 
For The Smaller Store 


@ THE SMALL RETAILER has a definite place in our econ- 
omy and will remain and prosper if he is willing to 
work hard enough and is flexible in his thinking, 
willing to adopt new methods as they prove them- 
selves to be worthwhile and to carry on a modern 
business. Many retailers blame outside causes for 
their failure when the fault rests in their unwilling- 
ness to meet changing times and conditions. 

Retailing has grown up and much of the business 
that in the past just naturally came to the small 
store now goes to the chains and larger retailers. We 
are no longer able merely to open our stores and wait, 
for the customers many small retailers are waiting 
for have been invited into the larger stores in this 
morning’s newspaper or radio program. Business will 
always go where it is invited and stay where it is well 
treated. 

The lack of merchandising knowledge of the aver- 
age small retailer would be laughable if it weren’t so 
tragic. He is satisfied with a hit-or-miss operation 
and buys by his own personal likes and dislikes, or by 
hunch. This lack of merchandising knowledge is 
going to be disastrous to many in the months to come. 
We must inform ourselves of the new products and 
plan to get them to our customers as soon as they 
reach the market. It is important that smaller retail- 
ers subscribe to sources from which they can get up- 
to-the-minute product and style information. 


Intelligent Planning 


Along with merchandising knowledge, the small 
retailer needs intelligent sales planning and promo- 
tion. It is important to have the right goods, but it 
helps very little to have the right goods if you don’t 
let people know about them at the time they want 
to buy. Many small stores find merchandise calendars 
helpful; other smaller retailers use a calendar only to 
see when a dull day is coming so that they can go 
fishing. 

One small department store we know has made it 
a practice to advertise and promote. They made it a 
policy to set aside a regular percentage of their sales 
for advertising and, although this percentage is not 
large, they have tried to make it count and have used 
the best talent available to make their advertising 
good. 

The small retailer who has a well-planned adver- 
tising program for merchandising his stock will usually 
come nearer to getting his share of business 

A complete, but not too complicated, control is 
needed to operate the small retail store of the future. 
Frequent stock inventories are needed, and a system 
of control that will prevent unbalanced stocks is a 
must for the small merchant. He can no longer rely 
upon his memory to tell him about the amount of 
stock he should have. He must know at all times 
what he has on order and what he has in stock. 

The retailer who controls his stock will always be 
open to buy the new and improved merchandise and 
not be constantly taking losses on his overstock 
inventories. 

Training his employees is a necessary part of the 
small retailer’s business. For those who cannot afford 
a personnel training manager, fine training may be 
available through local public schools. 

If the small retailer will take advantage of the 
conditions that favor him, if he will learn his cus- 
tomers’ needs and purchase for them, and if he will 
be sure that his prices are in line, there is no more 
reason for him to fear the future than there was to 
fear the past. But in order to survive, the small 
retailer must meet a need and do a job that is in 
keeping with the tempo of the times.—GNS 
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Standard heights--28’ deep. 


Reinforced Fronts 

Positive locking, ratchet-type 
follower blocks. 

Thumb latch 

Progressive cradle-type full sus- 


pension--10 heavy duty rollers 
per drawer 


5 6 reinforced uprights. 


Solid bottom base for stability. 
Baked enamel finish --modern 
gray or olive green. 

Beautifully matched hardware. 


* 
Available in 2, 3, 4, 5 drawer 
units. Legal and Letter. 





















SERIES 8000 - 9000 
LETTER & LEGAL SIZES 








CATALOG AND 
PRICE LIST 
UPON 
REQUEST 
DEPT. A-8. 


STEEL EQUIPMENT COMPANY, INC. 


KEYSTONE 1914 S. WATER ST., PHILA. 48, PA. 
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All ROCKWELL-BARNES file felders are 
available FROM STOCK in 


lA LETTER SIZE—standard height or guide 


height. LEGAL SIZE—standard height. 
Straight cut—and all standard tab-cuts; 
Single top—or double top for extra strength. 


We can furnish to order folders in any special size 
or special tab cut to comply with the 
requirements of any filing system. 


ALL FOLDERS are grained against the fold for added rigidity e 


uniformly die-cut e scored for expansion up to one inch e boxed 


11-pt. for “heavy duty”’ filing, and where folders are 


frequently handled. 9-pt. for “‘average”’ filing needs. 


If you have not already received sample kit 
and price lists WRITE FOR YOURS TODAY 
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Kraft 


cellent quality and color. Also furnished in two weights: 


a 


100 in sturdy metal-edge full telescope boxes. 


“strong” folder stock — well finished, ex- 





35 East Wacker Drive 






Federal Tag 


a superior grade of Docu- 
ment Manila—processed 
to comply with Federal 
Specifications UU-F-571d 
Type II. 

Available in two weights: 
11-pt. HEAVY for “heavy 
duty’’ filing and where 
folders are frequently han- 
dled. 94%-pt. MEDIUM 
HEAVY for ‘‘average’”’ use. 











ROCKWELL-BARNES COMPANY 


Specialists to the Stationer since 1903 
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in Other Lands 


(Continued from page ¢ 
Display Office Equipment at Milan Fair 


(PICTURES WILL BE SHOWN NEXT MONTH) 
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THE MEWEST 


and. easiest. to sell... 
NUMBER 1535 


5 ORAWER 
NW FILE 


~*~ 


These fils can be securely iter 
locked. Two file plus a flush bass 
measure 42 standara nter 
height. Arranged in this man 

they will « nomically 


a dual 


rs 





1. Constructed of heavy gauge, electrically welded furni- 
ture steel. 

2. Each drawer equipped with rear hood and front 
compressor to prevent contents from curling, creasing 
or becoming dogeared. 

3. Each drawer glides smoothly and easily on six ball- 
bearing rollers. 

4. A lifetime of carefree service is assured ... Green or 
Gray Baked Enamel Finish. 

WRITE US FOR COMPLETE DETAILS ... Learn how you can 

sell a really High Grade, Top Quality 

Biveprint Cabinet at « price 

that defies competition. 
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ALL STEEL TABLES 
Available Sizes 


18x18" = 18x24" 






. .. on the subject of “phone” tables, that 
is! Strong, compact, all-steel tables — 
designed primarily for office efficiency with 
handy shelf for telephone books. In plan- 
ning modern offices, they double perfectly 
as decorative pieces for lamps, smoking 
accessories, books and magazines! Best 
sellers, for sure! 


® High strength steel 
*® Baked enamel finish 


® Legs and top have 
rounded corners 





® Colors: Gray or green 
with matching linoleum tops 


*® Height adjustment: 
291," to 301,” 


SHIPPED K. D. 
EASY TO ASSEMBLE! 


EASY TO STORE! FOR MAGAZINES, ASHTRAY 
IN RECEPTION ROOMS 








MAIL TRIAL ORDER TODAY! 


MASKELL, INC. 303 E. Carson Street, Pittsburgh 19, Pa. 


Please Ship the following Tables immediately: 
un Gt $21.00* each (18x24) Gray or Green 


at $17.40° each (18x18) Gray or Green 
*Dealer’s Cost, F.0.8. Factory 


Company Name 


Address...... 


(Please pin to your letterhead) 


HASKELL 


TSBURGH STEEL TABLES 








Original Odhner, Multo, (Sweden), Escacta, Antares, 
(Org. Pozzi), Euclid, and Sigma (Italy). 

Olivetti presented a new device, Multinastro, which 
may be fitted to the carriage of the standard Lexicon 
and the electric Lexicon. It is similar in use to the 
Royal Interfold and the Underwood fanfold. 

Electric typewriters shown were the Olivetti Lexicon, 
and models by Royal, Remington Rand, Underwood, 
and IBM. 

Royal, Remington and Underwood showed models 
of hand operated machines, together with those of 
Smith-Corona, (England), Halda, (Sweden), Diana, 
Torpedo, Rheinmetall, Alpina, Siemag, (Germany), 
Ambassador, (Switzerland), Lexicon, Everest, (Italy), 
and Zeta, (Czechoslovakia). Portable typewriters on 
display were the Tippa, Voss, Groma, Princess, Alpine, 
Rheinmetall, Torpedo, Olympia, (Germany), Sima, 
(Paillard Mfg., Italy), Invicta, (Italy), Underwood, 
Remington Rand Royal and Smith Corona (America), 


Addressing Machines Shown 


The exhibit of addressing machines included the 
Adrema, (Italy), Adece, Nea/RO, the Farmu, Address- 
Milano, (Italy), Citograph, (Sweden), Cito-Address, 
(Switzerland), Addressmatic, (Belgium), and the Ad- 
dressograph, (American). 

Among duplicating machines were the Rotaprint 
Offset, (England), and the Multilith, (America), while 
the stencil machines shown were by Roneo, Gestetner, 
(England), Printer Greif, (Sweden), Roto Werke (Ger. 
many), Geha Reggent, (Austria), A. B. Dick, (Amer- 
ica), and Sada, (Italy). Liquid direct-process ma- 
chines were the Banda, Fordigraph, (England), Ormig, 
(Germany), Cucciola, (Switzerland), Ditto, (America) 
and the Italian Dupleco, Sada and Duplicarbo. 

The American Ozalid and Pease reproducing ma- 
chines were shown with the Ozaprinter (Holland) and 
Sipi, Cavestri and Rigoli of Italian manufacture. 

A number of photo-process machines were seen, 
including Remington Rand’s Dual-Film-A-Record, 
Reprofilm, Microflex, Fotorex-Gecchele (Italy) Lumo- 
printer copyfix and microfilms (Germany( Fotosim- 
plex, Cuneo, Fotolux, (Italy), the Durst devices, also 
from Italy, and the Mufax II picture photo-telegraph 
equipment of Muirhead & Company, Ltd., England. 

No American mailing machines were shown, but 
Audion and Lirma, (Italy), Hasler, (Switzerland), 
Francotype (Germany), the Bandamail envelope seal- 
ing machine, the Autopost, Arlac, (Germany), Okafold 
and Rotafold, (England) and the Italian Postarapid, 
a hand-operated machine, were on exhibition. 

Teleprinter machines included the new Olivetti 
model and products by Lorenz and Siemens (Ger- 
many), while cash registers were shown by National 
Cash Register, Clary, Italy’s Riv and Cer, the Swedish 
Hugin, and the German Anker. 

Among dictating machines were the Dictaphone and 
Ediphone, wire and tape recorders by Webster, (Amer- 
ica) Dynavox, Wirek, Atlantic (England) Magnefono 
(Geloso-Italian) and Dimafon (Germany). 

New models of the Rotoscar Bertello were shown, 
also the Rotofile, Kardex and the small model Wheel- 
dex. Accounting systems and forms were displayed by 
Samo, Osa, Idea, Hinz, Ruf, Sistema and Orpes, and 
graphic sets included Shed-o-graph, Kardex, Produc- 
Trol, Plannigraph and Calamari.—USC 





British Company Publishes Catalog 


“From a paper clip to an office” is the slogan of D 
Matthews & Son, Ltd., of Liverpool, England, and the 
latest catalog from this company is quite in keeping. 
In its 68 pages every item is illustrated. A wide selec- 
tion of office furniture is shown, including wood and 
metal desks, all types of cabinets, safes, tables, chairs, 
files and office machines. All kinds of accessories aré 
listed from desk sets, name plates, telephone extension 
arms, scales, trays and so on, to paper clips. 
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Sengbusch Handi-Pen 





This good-looking, fast-moving Handi-Pen 
Desk Set line means money in your pocket 
when you feature it, tell your customers about 
it. Has reliable Sengbusch “Capillary” inking 
— always feeds fresh ink to pen point — al- 
ways writes instantly. Doesn't overflow or 
spill, even with frequent handling. 

Everyone who needs pens for public use — 
banks, insurance companies, hotels — goes for 
the HPN lobby set. Ends constant refilling 
nuisance — one Handi-pen filling equals 75 
fountain pen fillings..Sturdy 24-inch bead chain 
prevents pen loss or theft. Adhesive backing 
keeps base securely attached to table or desk. 

Your customers like the wide choice of colors 
in beautiful lustrous plastic—the variety of pen 
points for every writing style. Stock up on this 
line now and get set for a fast turnover, 


/ 
Wy, Z 


YUL ELM 
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Registered U. S. Pat. Office 
352 SENGBUSCH BLOG. © MILWAUKEE 3, WISCONSIN 





Hanover Technical Fair Draws Many Visitors; 
New Office Machines Attract Interest 


The annual Technical Fair, held at Hanover, Ger. 
many, from April 27 to May 6, attracted many thou. 
sands of German and foreign visitors. The Fair wag 
held in 20 large halls, covering 160,000 square meters, 
and in addition, used about 50,000 square meters of 
outdoor space. 

Two halls, containing nearly 400 stands, housed the 
German office equipment industry displays, while in 
another hall advertising and packing materials, print- 
ers and paper processing machines were exhibited. 

In the office equipment section exhibitors came from 
England, France, Italy, Sweden, Switzerland and the 
U.S.A. Foreign makes of machines shown included; 
Addo, Bull, Burroughs, Classic, Cito, Contina, Corex 
Curta, Direct, Everest, Facit-Facta, Friden, Halda 
Hermes, IBM, Logabax, Madas, Marchant, Monroe 
Olivetti, Precisa, Remington Rand, Samas, Sigma 
Ultra, Varityper, Victor and others. 

Many new models and improvements were shown, 
Following is a partial list of machines exhibited: 

Several implements shown by the DEVELOP K@ 
DR. EISBEIN & Co. Stuttgart-Bad Cannstatt, employ 
the Agfa-Copyrapid-paper and produce in two min- 
utes a perfect facsimile of any document. 

WALTHER BUROMASCHINEN-GES. KG., Nieder- 
stotzingen Kr. Heidenheim (Brenz) developed a new 
WALTHER adding-listing machine. This machine § 
completely enclosed, and has a capacity of 11 digity 
for items and 12 digits for totals. The machine addg 
subtracts and computes an automatic credit balance, 
Visible dials show credit balances. All credit items and 
totals are printed red. For multiplication a nonprint 
key is installed, and an unintentional clearing of the 
set-up items is impossible. The machine has electri¢ 
drive, but may be equipped with an additional handle 

Three models of the “JUWEL” Portable Typewriter 
were displayed by the JUWEL-SCHREIBMASCHIN- 
EN-GES., K6ln-Riehl. The new model “JUWEL-FIL- 
IUS” is streamlined down to the main essentials and 
is said to be the “peoples typewriter.” 

The “KIENZLE” range of adding and accounting 
machines was exhibited by KIENZLE APPARATE 
GMBH, Villingen (Schwarzwald). These high speed 
machines have a preliminary set-up, so the next 
amount can be set-up while the machine is registering 
the previous one. The machine will print the total 
or sub-total without clearing the set-up of a constant 
figure. 

Feather touch 10 key-keyboard, no extra stroke for 
totals, direct subtraction, automatic credit balance 
and live control keys are the features of the machine. 
Capacity is 10 digits for items and 11 digits for totals. 
“KIENZLE” model 100S is a very efficient statement 
machine. The model 100SW and 100WBu are account- 
ing machines with 1 register. The model 200 is an 
multiplex accounting machine with one crossfooter 
and 4-12 adding registers. 

A newly developed “TORPEDO-SUPER 8,” a stand- 
ard typewriter, was shown by the TORPEDO-WERKE 
AG. Frankfurt a.M.-Rddelheim. This machine is made 
as a skeleton-structure, so that any part is easily 
accessible. A paper injector or transmittal platen 
handle is available. The variable line spacer is a new 
feature. The typewriter accounting machine is now 
equipped with a card injector with automatic line- 
finder. After posting the card it is ejected easily. 

The P. GOSSEN & CO. GMBH., Erlangen, in Bavaria, 
exhibited its very small and very efficient “Gossen- 
Tippa” midget typewriter which has a standard key- 
board. The platen is normal width. The keyboard can 
be adapted for 15 different languages and 52 type- 
combinations are available. 

The OLYMPIA-WERKE WEST GMBH, Wilhelms- 
haven, exhibited the improved all-purpose portable 
typewriter, model SM2. The machine is now equipped 
with an elastic keyboard which makes the touch very 
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Exclusive with the 





Model 18-A 


(On OE OF Oy > a-Teh heh a: 


now with new Form-Flo base 


® Here’s an office chair for men that’s bound to head the sales 
parade—the Cosco Executive! 


Here’s why: (1) Six comfort adjustments, made without 
tools, that fit the chair to a man’s own physique, his own work 
habits, his own ideas of comfort. (2) Sturdy, all-steel construc- 
tion, with foam rubber-cushioned, saddle-shaped, revolving 
seat and new one-piece Form-Flo base. (3) Du Pont ‘‘Fabrilite”’ 
upholstery and Bonderized, baked-on enamel finish in all pop- 
ular office lors. (4) More comfort, more convenience—a 
greater value! 

Here’s a chair that you'll have no trouble at all in selling to 
management as a profitable investment in attracting the best 
personnel getting top working efficiency . . . improving 
office appearances. 

Make the Cosco Executive your leader in America’s leading 
line of all-steel office seating . . . including an armless model to 
natch the Model 18-A Executive; arm chairs, side chairs, and 
secretarial chairs. Stock and feature them all. 


HAMILTON MANUFACTURING CORPORATION + COLUMBUS, INDIANA 
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» LYGLG EXECUTIVE-—six easy adjustments 
that fit the chair to the man! 


Adjustable in a jiffy to 
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Nationally advertised 


COSCON. 





Custom-built quality at mass-production prices 


149 














fabulous Ceating 
(Comfort 
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* high-style 
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* super-value 


METAL-LUX 
CLERICAL POSTURE CHAIRS 


MILWAUKEE METAL-LUx is a solid selling 
success. Trade and users alike take to 
METAL-LUX functional design and matchless 

high-styling. Add out-of-this-world 
posture seating comfort, dreadnaught 
construction, surprisingly low cost—and 
you have the kind of metal chair value that 
sells, If you haven't yet shared in METAL-LUX 
profits, get the full details now. 


Send for complete descriptive literature 


MILWAUKEE METAL FURNITURE COMPANY 
120 S. La Salle Street, Chicago 3, Illinois 
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light. A special model for the blind will find many 
friends. Beside the known “OLYMPIA” adding-listing 
machine, two statement machines with 94-inch car- 
riage, one of them with an electric shuttle carriage, 
have been shown. All “OLYMPIA” adding machines 
have a preliminary set-up for items. 

“SIEMAG” standard typewriters with interchange- 
able carriages of different width were shown by the 
SIEMAG VERTRIEBS-GMBH, Dahlbruch i. Westf. 

A new electric calculator fabricated under the 
“ARCHIMEDES” license is the “DIEHL” calculator, 
Manufacturer is the watch and clock factory of Diehl, 
Nuremberg. It is a full-keyboard machine with auto- 
matic division and multiplication and automatic 
clearing with or without carriage return. Two models 
with the capacities 8x7x15 and 9x9x18 were shown. 

At the stand of Messrs. WOLFGANG ASSMANN 
GMBH, Bad Homburg v. d. Hohe, were shown the 
newest models of the DIMAFON dictating machines. 
They work with a plastic disc, a flexible plate which 
may be rolled and posted. A backspacer insures easy 
correction. A time indicator makes the finding of any 
sentence possible. In Western Germany the “DIMA- 
FON” is used for telephone recording. 

The NURNBERGER-FURTHER-INDUSTRIEWERK, 
Fiirth (Bavaria) exhibited two new models of its add- 
ing-listing machines. The new model 3AS has addi- 
tion and subtraction with credit balance. The model 
4 is the same machine, with electric drive. All machines 
have a capacity of 8 digits for items and 9 for totals. 

The BRUNSVIGA MASCHINENWERKE AG., Braun- 
schweig, has shown for the first time the adding- 
listing machine “Brunsviga 1407E.” That machine has 
a 13-bank, full keyboard, that can be split. The five 
left-hand banks can be used to print a reference 
number. An automatic item counter facilitates intri- 
cate calculations. The “Brunsviga” twin-calculators 
for geodetic calculations have a back-spacing device. 

At the stand of ADREMA MASCHINENBAU GMBH, 
Berlin, special attention was given to the selector de- 
vice, 24 signal positions plus 13 cam-contact positions 
which will solve any selection-problems. The “AVA” 
Letter Printer prints not only a letter like a typewrit- 
ten one with address, personal salutation and signa- 
ture, but also the letterhead and a footline in different 
colors in one turn of the machine. 

The TRIUMPH WERKE NUREMBERG AG. Nurem- 
berg, exhibited its whole line of typewriters and type- 
writer-accounting machines with and without total- 
izers. The TRIUMPH MATURA is available with a 
914-, 11%-, 165¢-, and 22-inch wide carriages. It can 
be equipped with a paper injector and a key-set 
decimal tabulator with 10 keys. The new model 





“DURABEL” is a portable typewriter stripped down | 
to the main essentials, a durable and inexpensive | 


machine. 


The “RASANTA” typewriter accounting machine has | 


an easily removable front feed attachment with auto- 
matic card-injector and card-ejector. The “TRIUMPH 
MULTIPLEX” accounting machine with a double front 


feed, electric carriage-return and line spacing can be} 


equipped with a great number of vertical registers and 
a cross-footer and will solve any accounting and 
statistical problems. 

“ADLER” office machines were shown at the booth 
of the ADLER-WERKE VORM. HEINRICH KLEYER, 
Frankfurt (Main). Standard and portable typewriters, 
accounting machines, and the ADLER-WERKE de- 
veloped typing testing implements made it a very 
interesting show. 

The “DE TE WE” DEUTSCHE TELEPHONWERKE 
UND KABELINDUSTRIE AG., Berlin, exhibited well- 
known calculators. The “HAMANN-Automat S” is a 
fully automatic calculator with shortcut multiplica- 
tion. These calculators are now equipped with a 
redesigned universal motor, operating on any common 
current. The capacity is 9x8x16 digits. A new model 
of the hand driven calculator, the “MANUS R” is 
equipped with a back transfer device. 

ALPINO BUROMASCHINENWERK GMBH, Kauf- 
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BELONGS IN YOUR WINDOW- 





IT STAPLES 
homework, clippings, up to 20 sheets 
of paper. 

IT MAKES 
bookcovers, note pads, party decora- 
tions, toys, paper sculpture. 


IT TACKS 


notes on bulletin boards, shelf paper, 
plastic, cloth. 


ON YOUR COUNTER— 


AT EVERY TRAFFIC POINT 


Loved by young and old, from kinder- 
gartner tocollege prof. Does hundreds 
of jobs. Builds profitable repeat busi- 
ness on staple refills at 25c. 


LS; fet-50° 
| winglme A, NATIONALLY ADVERTISED 


NATIONALLY PUBLICIZED 


Its hundreds of uses are being fea- 
tured in newspapers and magazines 
across the country. 


ATTRACTIVE NEW SELF-SELLING, 
STOCK-KEEPING DISPLAYS: 


one-dozen unit and half-dozen units. 


NEWSPAPER MATS: 


to tie in your store with “Tot 50” 
national advertising. 


WINDOW STREAMERS: 


three color, 9% x 18 inch sheet that 
goes out front to pull school supply 
business in your store. 


STAPLING KIT 






Plus an unusual array of other FREE 
sales-pulling helps! 





Available 
carded or 
in display unit 





EVERY SCHOOL BAG— 





because it BELONGS IN | 


* anoTHeR Ssoinglne PRODUCT— 


precision-built by the world’s leading 
manufacturer of staplers for office 


BRIEF CASE—DESK—HOME 


SPEED PRODUCTS COMPANY, INC. ¢ Long Isiand City 1,N.Y. and home. 
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Are all your 
customers using 


Pat. Pending 


Quide-O, falter 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


3 
To realize the full sales potential of this modern time Guide 0. fel. 


and labor saving method of filing and finding, you 
must know and study the systems your customers 
now employ. There is absolutely no doubt that 
Guide-O-folders will increase the filing and finding 
efficiency of every current file, but your customers 
are not likely to come to you. You must point out 
and demonstrate their need to them. 

Ask all your salesmen to survey all your customers’ 
files and systems. Correlate this information. Pre- 
pare and present definite proposals and you will sell 
more and profit more. Start a survey today. 


FILING 
SUPPLIES... Guih.Ofolin 


A top grade line of filing supplies complete for all filing | 


















and finding requirements. Every item in the line is made 
right and priced right. When you handle GUSSCO 
products, you never encounter direct competition, for the 
line is sold through dealers only. If “specials” are needed, 
our facilities will enable you to quote and deliver in 
short order. You will get . 
our complete cooperation. 
This combination of qual- 
ity, competitive prices, 
and service will make 
money for you. Write 
for the GUSSCO catalog 
today. 








TRANSFILE 


Steel Front Fibre Board Files are re- 
inforced by steel, so that all weight 
of the files, drawers and contents is 
supported on steel. No shelving cost. 
TRANSFILE Files can be stacked 
high and wide 


a JS 3 STYLES + 13 SIZES 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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beuren (Allg.) exhibited typewriters in new stream- 
lined design and finish in different colors making that 
amazing machine still more attractive. The “ALPINA” 
typewriter is constructed as a unit and is very easily 
dismantled. All internal parts are easily accessible. 
The “ALPINA” has an easily-interchanged carriage, 
carriages 9% and 12 inches wide being available. A 
key set tabulator and the 13-inch carriage makes it 
qa very efficient machine for any office, not only for 
confidential correspondence, but also for columnur 
analysis work and reports. 

Messrs. ROBERT KLING, WETZLAR GMBH, Wet- 
ziar, have shown six different models of the “ROKLI” 
rotary calculators. All models have a back transfer 
device and an automatic carriage return. The capacity 
range from 6x6x10 to 10x8x13. 

The THALESWERK GMBH, Rastatt/Baden, exhib- 
ited a new model of the universal calculating ma- 
chines: DER, capacity 12x10x18 for one-hand operation 
and fast back transfer device with two manipulations. 
A new adding and listing machine with 10 keys and 
12 column totaling capacity for hand and electrical 
operation completes the manufacturing program. An 
automatic universal calculator with a capacity of 
8x8x16x16, with calculating device and fitted with a 
newly designed and patented keyboard, is in prep- 
aration.—THIELE 





News Notes from Australia 


W. BEECHAM, CORRESPONDENT 
BOX E265, G.P.O., PERTH, W.A. 

The Victorian Furniture Labeling Committee has 
decided that in future all gold standards labels shall 
be placed on furniture conforming to the standards 
in designated positions so that the buying public shall 
know where to look for such labeling. Cupboards, 
including office cupboards, will have the label behind 
the left-hand (facing) door, or where there are sliding 
doors or no door, inside the top left-hand (facing) 
drawer on the left side. Labels on office tables will 
be placed inside the top left (facing) drawer on the 
left side 

* * 7 

Control Systems (Australasia) Holdings, Ltd., Syd- 
ney, holding company in office equipment manufac- 
turers, has deferred its interim dividend pending the 
complete results for the year. The directors state that 
this has been done because of the present uncertainty 
regarding business in general. (Last year an interim 
and a final dividend of 4% were paid). However, 
turnover in the six months ended December 31 in- 
creased, and profit was “satisfactory.”’ Import restric- 
tions are not likely to affect the company for some 
time, as satisfactory licenses are held. 

The company has invested large sums in New Zea- 
land where a subsidiary has been formed to handle its 
products. Paid capital is £341,290, consisting of 964,759 
ordinary shares of 5s. each and 150,000 preference 
shares of £1 ear Last year’s profits of £21,578 was 
equal to 14.52 per cent on ordinary capital after the 
preference charges had been made. The 8% ordinary 
dividend required £10,853. 

- a << 

The Western Australian Government Statistician 
reports that during six months ended December 31, 
1951, imports into that state included 516 tons of 
writing and typewriting papers valued at £128; 703 
tons (499 tons, £122,046 from overseas), paper sta- 
tionery valued £226,785 (£13,869 from overseas) 
and other stationery, £99,035 ( £39,106). 

% m a 

The South Australian Government Statist reports 
that during the nine months ended March 31, 1952, 
imports of stationery and so forth, from overseas were 
valued at £476,158 compared with the £337,862 of 
the nine months to March 31, 1951. 


Ba * * 


Latest inforn from Canberra is that dollar 
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the finest tradition in 
i Telelo Melt 314 mab v io 


The 


“Patrician” 
Group 





MILWAUKEE Dealers call this group “the aristocracy 
of fine chairs’’—destined for proud service in top- 
level executive offices. Here is unexcelled richness 
of design and master craftsmanship, incorporating 
every advanced comfort principle. Here are chairs 
that create a deep desire for possession . . . truly 
office heirloom furniture prized by the important 
people in business. The group includes Executive 
Swivel Armchair and DeLuxe Side Armchair. 


a limited number of MILWAUKEE 
Wood Chair franchises are open 
at present. Write for details 


makers of fine chairs for over half a century 





THE MILWAUKEE CHAIR COMPANY 


Milweukee, Wisconsin 


153 








imports, in the period to September 30, next, will be 


25% below those for the corresponding months of last 
year. Each application for an import license will be 
dealt with on its own merits, so that although some 
goods will be admitted at last year’s levels, others will 
be cut by more than 25%. The cut may be made in 
either of two ways—by reducing the overall dollar 





budget or by including in it government defense 
that converts prospects purchases of strategic materials which previously have 
been freely licensed whenever they could be obtained. 

into customers... eee 
o The Leader of the Opposition (Dr. Evatt) attacked 


the import cuts, however, and said that the present 
system of restrictions “practically invites trafficking 
in licenses.” Indeed, it is his opinion that such traf- 
ficking has started to a considerable extent, and he 


features that assure urges the appointment of an all-party parliamentary 
b committee to review the operation and administration 

in of the cuts. Acting-Prime Minister and Treasurer Sir 

repeat us OSS... Arthur Fadden says that no licensing system dealing 


with the present extraordinary circumstances can be 
perfect, “but the desires of the government, the im- 
porting community and the public, are being kept 
well in mind.” 
_ * + 

Office appliance manufacturers here who have been 
prevented from expanding by the refusal of the 
Capital Issues Control Board from raising new funds, 
are watching with more than ordinary interest a 
case now before the High Court in which a leading 
Sydney company claims that the Defence Prepara- 
tions Act, where it purports to authorize control of 
capital issues, is invalid. The Federal government, 
however, claims that the regulations are valid under 
powers conferred by the Constitution. 

* e 

With the approach of the period in which most 
Australian firms carry out their stock-taking, sales 
of office appliances have been a little on the quiet 
side. But there is little doubt that business will pick 
up with the opening of the new financial year on July 
1. Stocks of office equipment are generally fair, with 
paper lines in better supply than for some time past. 
Office appliance manufacturers say that production 
figures are on the rise since the recent change in the 
employment market. 








R. C. Allen Appoints Distributor 


J. J. Stocker Company, Watertown, N. Y., has been 
appointed distributor for the R. C. Allen Business 
Machines, Inc., in that area. 

John Stocker, head of the firm, has been in the 
office machines business for 30 years in Watertown, 
serving St. Lawrence, Oswego and Lewis counties.— 
GET 


WESCO 1500 line Filing Cabinets New York City Firm Incorporates 


The Dealers Typewriter Company, Inc., dealing in 
typewriters, adding machines and so forth, has been 














Nowhere in the pages of this magazine will granted charter of incorporation in New York City. 
you find more eye-appealing beauty or qual- Capital stock is listed at 200 shares no par value. The 
ity construction than in the moderately directors are Ann Aptaker, Dorothy Rosen and Ger- 
priced WESCO 1500 Line. It’s the kind of trude Haberman, whose addresses are given as 276 
beauty and quality construction that a Fifth Ave., New York, N. Y.—EEG 
dealer appreciates and a customer buys the 
eee ee. Make Changes in Set-Up of Florida Firm 

Write today for full infor- Recent changes in the set-up at Scobie Supply Com- 


“Tis LL ay, mation on the WESCO Line. pany, Titusville, Fla., include the moving of the office 
\) into quarters formerly occupied by Bills Sport Shop. 
WE 1H) All office equipment and various large electrical appli- 
ances are now located in the room east of the post- 

office lobby. 

Mrs. W. T. Brown is bookkeeper for Scobie’s and is 
in the new quarters while L. M. Carpenter, L. M. Car- 
penter, Jr., and C. L. Bramblett are in the main portion 
of the store. JL 
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Increase dollar profits 35 %-60% during 


Apsco’s giant back-to-school promotion | 


Trade-up sales by 
featuring Giant Deluxe 
Model 51 and Chicago 
Deluxe Model 51 
sharpeners in new 
Apsco sales-stimulating 
“Parade” display! 


Chicago Deluxe 
Model 51 








Giant Deluxe 
Model 51 


FREE |! 


This colorful $10.00 floor 
display is yours without extra 
charge during Apsco’s back-to- 
school promotion. It's a real 
sales maker—large, self-service 
bin. Sturdily constructed. 
Complete with pedestal and 
stock storage Compartment. 














DISPLAY DEAL #1 
6 doz. Giant Deluxe Model 51 
1 Apsco Drum Display with Pedestal FREE 


DISPLAY DEAL #2 

3 doz. Chicago Deluxe Model 51 

6 doz. Midgets 

1 Apsco Drum Display with Pedestal FREE 


DISPLAY DEAL #3 


12 doz. Midgets 
1 Apsco Drum Display with Pedestal FREE 
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STOCK 
DISPLAY 
SELL 
Apsco 
Sharpeners! 


The year-round 
profit maker! 


USE HANDY COUPON FOR ORDERING! 


P AUTOMATIC PENCIL SHARPENER CO., Dept. Q 
° 336 N. Foothill Road, Beverly Hills, California 


Please rush new Apsco “Parade” display to me without 
extra charge with 














* Deol #1) Deal #2] Deal #3) (Check one); 
Name 
‘iia . 
: Address . 
: = City _ State . 











No. 1515 Side Chair 


the new 








































156 


4401 West North Avenue 





No 1516 Execut ve * 

From the magic strokes of the designer's pen has come 
one of the most striking new patterns of the year 

the Johnson “MODERN” Group. 


Smartly styled, truly modern . . . and refreshingly new 
the “MODERN” Group combines a prize-winning 
design with the deft touch of the skilled craftsman to 
produce a chair that’s loaded with eye appeal and 
customer satisfaction. 


The “MODERN” Group presents a pleasing “modernistic 
styling in genuine walnut, with full spring seats, padded 
backs, deep foam rubber arms, and rich luxurious 

leather upholstering. It’s one of the most popular and 
fastest selling chairs you could offer your customers 


DEALERS: There's complete line of JOHNSON 
BUSINESS CHAIRS one to satisf 

rome Let us send you ur lustratea 

Lea w you an share in these ¢ 

. sles. Wr da 


CHAIR COMPANY 


Chicago 39, Illinois 
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On the Canadian News Front 
Our Industry Across the Border 


BY SPECIAL CORRESPONDENCE 


Still active in the stationery trade although now 
in his 78th year, W. J. Berry, Bowmanville, Ont., re- 
cently completed his 25th year of business in that 
town 

: n o 

Card’s Furniture Store, Tillsonburg, Ont., is now 
featuring office furniture and equipment. In Strat- 
ford, Ont., Kenners’ Office Supply has opened for 
business, featuring Preston-Noelting Ltd. lines. 

* e a 


Jack W. McFarlane has announced his association 
with George H. Nelms and Orian E. B. Low in Law- 
rence Supplies, Ltd., Ottawa. Mr. McFarlane brings 
14 years of experience and service in paper products 
and allied lines to his new position. 

x 7 A 

Leslie Pinel, formerly accountant with S. J. R. Saun- 
ders & Company, Ltd., Toronto, has joined Automatic 
Pencil Sharpener Company, Ltd., Toronto. 

* * ~ 

N. C. Whiteside, managing director, Capital Carbon 
& Ribbon Co., Ltd., Ottawa, has announced the firm 
has opened new sales offices at 359 St. James St. W., 
Montreal, and 21 King St. E., Toronto. 

* * + 

Commercial Stationers’ Association of Toronto 
elected its new executive at the annual meeting re- 
cently. President is G. Earle Rogers, Peerless Carbon 
& Ribbon Company, Ltd.; vice-president, R. A. Hop- 
kinson, James A. Cook & Son, Ltd.; secretary-treas- 
urer, W. J. O’Reilly, Underwood, Ltd.; directors, V. L. 
Balfour, D. A. Balfour Company, Ltd.; F. D. Chisholm, 
L. E. Waterman Company, Ltd.; George Callow, Cal- 
low Bros., Ltd.; F. S. Hooker, Hooker Stationery Com- 
pany; J. S. Luckett, Jr., Luckett Loose Leaf, Ltd., and 
A. H. Wilkinson, Newsome & Gilbert, Ltd. 

* ok ae 

Donald C. Barwick, Barwick & Son, Ltd., Montreal, 
and Howard Barlow, H. G. Barlow & Company, Bramp- 
ton, Ont., both announced the birth of sons recently. 

* He ok 

Windsor Stationers’ Association held its annual golf 
tournament at Lakewood (Ont.) golf and country club, 
June 19 


C. G. Ellis, vice-president and chairman of the 
board of directors, Barber-Ellis of Canada, Ltd., an- 
nounced at the firm’s annual meeting held in Toronto 
recently that Kenneth W. Murphy has been appointed 
general manager. Mr. Murphy joined the firm in 
Winnipeg in 1924 and soon became a member of the 
sales staff. In 1935 he was appointed manager of Bar- 
ber-Ellis of Winnipeg. He left there in 1942 to assume 
the position of general manager of W. V. Dawson, 
Ltd., Montreal. In 1944, Mr. Murphy was appointed 
sales director of Barber-Ellis and moved to Toronto. 
He was elected assistant general manager in 1950. 

2 a a 

Hugh L. Kennedy, sales manager of the L. E. Water- 
man Company, Ltd., Montreal, was recently made a 
director of the Canadian company. A vice-president 
of the Stationers’ Guild of Canada, Inc., Mr. Kennedy 
has long been prominently identified with the sta- 
tionery trade Canada. 


Roy C. Hill, president, Canadian Pad & Paper Com- 
pany, Ltd., Toronto, has announced that Harry L. 
Muir, sales manager, has been appointed a director 
of the company, with the new title of vice-president 
in charge ol es 
rmerly comptroller, is the newly-ap- 
manager of Ditto of Canada, Ltd. He 


J. S. Burk, 


pointed general 
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Po [v7] INDUSTRIAL PLANTS 
\\ 7] ALL KINDS OF MANUFACTURERS 
[V] ENGINEERS 
'V| AD AGENCIES 
'¥| MUNICIPAL OFFICES 
(¥| PRINT SHOPS 
[J] MANY OTHERS 


ate 


“PLANMASTER”™ 

& “STAKMASTER” 
Sectional “all-purpose” filing 
cabinets. Available in one, 
three, four & five drawer units. 


New steel base, 
wood top draft- 
ing tables. 











Open your doors to new sales opportunities with 
STACOR’S line of fine all steel equipment. Lifetime 
steel construction plus the most efficient modern de- 
signs ... an unbeatable combination for solid results. 


NEW ITEMS! NEW LIBERAL DISCOUNTS! 


Write today for illustrated catalog sheets and prices. 


STACOR 


EQUIPMENT COMPANY 


770 East New York Avenue Brooklyn 3, New York 
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Eye Appeal, Comfort Appeal 
and SALES APPEAL 


Here’s a chair that is really smart in appear- 
ance and its semi-lounge qualities make it 
perfect for the small size, or small budget 
office. It’s the Guest Chair by Gunlocke—in 
genuine walnut with top grain leather up- 
holstery. And, of course, it meets Gunlocke’s 
high standards in comfort, styling and con- 
struction. Every execu- ES : 
tive office in your terri- ‘ 
tory is a prospect for 
these chairs. 





Chairs for Your Working Comfort 


GoPOW.H.GUNLOCKE CHAIR COMPANY 











succeeds Larry A. Watkins, who continues as vice- 
president and managing director of Ditto of Canada, 
Ltd., but has been appointed general sales manager 
of Ditto, Inc., Chicago, where he will now make his 
headquarters. 

. * * 

E. H. Williamson, manager, W. H. Smith & Son 
(Canada), Ltd., Toronto, branch of the largest chain 
of retail stationery and book stores in the British 
Empire, was recently chosen president of the newly- 
formed Canadian Retail Booksellers’ Association. He 
is credited as one of the leading men instrumental 
in founding the group which aims at fostering a high 
code of ethics in the business, at upholding freedom 
of the press; unrestricted dissemination of knowl- 
edge, and freedom of choice of reading. 

+ * - 


D. B. Hawgood has been appointed manager of 
Toronto branch, L. C. Smith & Corona Typewriters 
of Canada, Ltd. He joined the sales staff of the com- 
pany in 1946 and now succeeds W. Roy Clayton, who 
is assigned to special sales duties. 


- * ® 


William E. Linegar has joined McGarvey Agencies, 
Ltd., as Audograph sales manager for Ottawa. Mr. 
Linegar, an ex-Ottawa Rough Rider (Rugby), for- 
merly handled the office dictating equipment line in 
Ottawa for the Thomas A. Edison Company. 


* * * 


Victor M. Knight, managing director, S. J. R. Saun- 
ders & Co., Ltd., Toronto, told members of the Toronto 
Commercial Stationers’ Association luncheon meeting 
recently that great need exists for the commercial 
stationer to act on the problem of the direct-sell- 
ing, one-time salesman. 

“Already we have seen evidence of the presence of 
specialists. Other manufacturers are doing what is 
known as detail selling—calling on consumers to in- 
troduce or promote their products on behalf of the 
stationer and, in some cases, taking orders and plac- 
ing them with dealers. Obviously it is only a short 
step from there to filling the orders themselves. 

“This' should be a warning to dealers that manu- 
facturers are not going to sit back if we do nothing 
about selling their lines. If by concentrating on the 
sales of products which we can term capital goods 
articles we are neglecting to keep up sales efforts on 
consumable lines, we are leaving the door wide open 
for trouble in the trade,” he asserted. 

* * * 


Stationers’ Guild of Western Ontario held its in- 
augural meeting at Kitchener, presided over by Dave 
Brown, Windsor, and Tom Stiles, London, Ont. 

7 a * 


John Thompson, salesman with the stationery re- 
tail firm of Cloke & Son, Ltd., Hamilton, became the 
father of a son, April 6. 


* * - 


George A. Shipman, Ltd., (Holt Pen Company rep- 
resentative in Canada) is now located at 1551 Bishop 
St., Montreal. 

t * . 

NEW PRODUCTS AND DISPLAY DEPT-.: Rust Craft, 
Ltd., Toronto, is now producing in Canada—the full 
range of wrapping papers, and so forth, by the Tie- 
Tie Company, Chicago..... Frank Rice Sales Reg’d., 
Toronto, has announced the “Copy-Riter” in Canada, 
the latest addition to the ball pen market here. .... 
Preston-Noelting, Ltd., Stratford, Ont., has a com- 
plete new line of posting trays and stands for use 
with bookkeeping systems now ready for the trade. 
... . General Adding Machine Company, Toronto, is 
Canadian distributor of the “Curta.” .... Esterbrook 
Pen Company of Canada, Ltd., Toronto, has intro- 
duced to the trade a new display case, FL40, made 
with Plexiglass front and sides for maximum visibility 
of products. ....A. White & Company, Toronto, is 
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Diebold makes your profit picture complete 





CARDINEER rotary files—streamline the 
record handling of hotels, state and 
county governments, schools, institutions, 
organizations, thousands of manufac- 
turers and various types of businesses. 





V-LINE posting trays—speed machine 
billing and aid filing of large account- 
ing forms used by insurance companies, 
garages, state and county governments, 


manufacturing plants of various sizes. 





FLEX-SITE multiple ring binders—bring 


compactness to record keeping in al- 
ready crowded offices. Popular in large 
and small businesses, manufacturing 


plants, institutions, garages and schools. 
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TRADEX vertical visible files—maintain ac- 
’ curate inventory and production control 
for manufacturers in all fields, all kinds 
of business, public utilities—gas, water, 
electricity, wherever control counts. 


A COMPREHENSIVE LINE of record 
systems and protection equipment is your 
best hedge against lost sales. 

The Diebold line gives you a full 
range of the most modern equipment 
plus sales aids, dealer helps, national ad- 
vertising and direct mail. 

A Diebold dealership will give you a 
new source of high profit sales. 

Cash in on this opportunity by writing 
for complete details now. Some valuable 
territory franchises are still open to 


qualified dealers. 


Diebold 


canton 2, ohio 


serving business for over 93 years 





SAFE-T-STAK steel! storage files—provide 
the finest low-cost method of storing 
inactive records for all businesses. 
Users find the space saving alone is 
worth more than the reasonable price, 
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mink S<¢ 
DIEBOLD underwriters’ labeled safes— 
protect records against fire in all types 
of businesses—offices, stores, markets, 
manufacturing plants—wherever impor- 
tant records and documents are handled. 








~ 


DIEBOLD chests—-for protection against 
, burglary and holdup attack wherever 
' bulk cash is handled—restaurants, bars, 

supermarkets, stores, loan companies, 
, large and small business establishments. 





eee — — —_— 


DIBBOLD record vault room doors—give 
every company Underwriters’ Labora- 
tories labeled fire protection for draw- 
ings, valuable documents and records 
stored in file rooms or record vaults. 
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HARD-TO-PLEASE, 
PRICE-CONSCIOUS CUSTOMERS 


@ Forty-eight years of manu- 


facturing and selling all types 


of fine business chairs at real- 
istic prices . . . of aggressive 
sales promotion, advertising, 
and merchandising . . . have 
made BOLING America’s fastest 
selling chairs. 

Let us show you how you can 
enjoy faster, more profitable 
chair sales the time-proven 
BOLING way .. . write today 
for our catalog, “Chairs for All 
Business.’ There is no obliga- 


tion, of course. 


HIGH POINT BENDING & CHAIR CO. 
SILER CITY, NORTH CAROLINA 





America’s Fastest Selling Chairs 
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distributor in Canada of the new Parker roller, a type- 
cleaner for all makes and models of typewriters and 
bookkeeping machines. . . . The Brown Brothers, Ltd., 
Toronto, is exclusive distributor for a sponge rubber 
telephone earpiece manufactured by Gerrard Indus- 
tries, Ltd., Toronto 
e a 
J. H. Dunham, sales manager, envelope division, 
w. J. Gage & Co., Ltd., Toronto, was guest speaker at 
the recent meeting of Hamilton Stationers’ Associa- 
tion. Using slides to illustrate different types of enve- 
jlopes and paper used for various purposes in busi- 
ness, he pointed out many ways to achieve savings 
in time, labor and money by using the correct style 
of envelope for a specific job. 
e ux = 


The Book Shop, Moncton, N. B., has announced the 
opening of its new stationery department. 

~ o » 

New manufacturing and head office facilities for 
Addressograph-Multigraph of Canada, Ltd., have re- 
cently been occupied. The new Canadian plant pro- 
vides the firm with nearly three times as much manu- 
facturing capacity, as formerly, for the production of 
office machines and supplies. A new plant, with 
double the capacity of the one now in use, is also 
currently under construction in London. 

* * 

Bert Merrifield, Luckett Loose Leaf, Ltd., was re- 
elected pro tem president, Stationers’ Club of Mont- 
real, at the group’s recent annual meeting. Ed. Willis- 
ton, Dawson Bros., Ltd., and Norma Lathe, The Brown 
Brothers, Ltd., were re-elected treasurer and secre- 
tary, respectively 

George Ryder, Charters & Charters, Ltd., became 
membership convenor and David Warner, Piche & 
Harvey, entertainment convenor. This being the last 
session of the club for the season, members heard 
reports of the term’s activities and discussed plans to 
improve future programs. 

a 7 * 

Less than a year after opening its $1,500,000 plant 
in North York township (suburban Toronto), Inter- 
national Business Machines Company, Ltd., announced 
a $2,000,000 extension to be started immediately. Rapid 
expansion of IBM in Canada, said President G. H. 
Sheppard, was the result of the foresight of Thomas J. 
Watson, chairman of the board of IBM Corporation 
and IBM World Trade Corporation, who has always 
taken a keen interest in the Canadian company’s 
operations 

Opening of the first unit of the North York project 
last year had resulted in a substantial boost in Can- 
adian content of IBM machines and it was hoped 
this trend would be continued, he stated. Much of 
the production at the Canadian plant is aimed at 
the export market. In addition to serving a rising 
demand on the Canadian market, the plant in the 
past year has shipped accounting machines, electric 
typewriters, time recorders and time systems to 42 


countries, including Thailand and the Belgian Congo. 
There is also a healthy trade flow from the Canadian 
plant to IBM factories in the United States, Mr. Shep- 


pard said 
By = 

W. Ed. Dawson, president of Dawson Bros., Ltd.. 
Montreal stationers, and Mrs. Dawson, have just re- 
turned from extensive tour of the British West 
Indies, lasting about five months. Mr. Dawson said 
there is a market of five million people in the BWI but 
this market virtually closed to Canadian trade 
business because is in the sterling area. Canada. 
and the BWI, are so situated geographically that in 
the natural course they should exchange an important 
volume of traade 

The BWI hav 
they could offe1 


for many stapl 


products which Canada needs and 
n impressive and sustained market 
products of Canada. There are good 
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B] ELECTRIC PRINTING CALCULATOR 


CAPACITY 9,999,999.99 


G ¢ 
B ¢ wet 


A REAL DEAL 
for the Retail Dealer 





Because of certain important and exclu- 
sive features, Barrett Printing Calculators 
require a minimum of sales effort, and 
under the BARRETT EXCLUSIVE SALES 
AGENCY PLAN the business you build is 
YOURS. 

Some territories now open for exclu- 
sive assignment. If interested in securing 
our exclusive and profitable agency, 
write for full information. 


BARRETT ADDING MACHINE DIVISION 


LANSTON MONOTYPE MACHINE COMPANY 
Twenty-fourth at Locust Street Philadelphia 3, Pa. 











B19? HAND OPERATED PRINTING CALCULATOR 
CAPACITY 9,999,999.99 
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A Good Seat 


FOR HIGHER LEARNING 





Made in solid ook, finished 
in light, softone and 
school brown; and maple, 
finished in natural, honey 
and school brown. 


A GOOD education requires a good foundation .. . 
under the pupil . . . and Gregson school chairs and 
desks are built to absord all the abuse that active scholars 
can hammer into them. 

Yes, Gregson school chairs are rugged . . . built to seat 
many generations of hard working boys and girls. And 
they're handsome too. They make the three ‘R’s a little 
more palatable to both teacher and pupils. 

And if you'll compare the dollar for dollar value of 
Gregson school chairs and desks, you'll find them economical 
too . . . So, it will pay you to investigate Gregson school 
chairs and desks before you buy. 


FOR FULL INFORMATION, WRITE 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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stationers throughout the BWI who would like to be 

able to buy from the Canadian market. It will take 

some time to be effective and the results may not 

always be apparent but, in the long run, it is sound 

procedure to direct the greatest possible volume of 

Canadian purchases to the sterling area, he believes. 
* . . 


Fourth expansion move in the brief 15-year history 
of the company, Carbon Paper Service Bureau, and 
associated companies, have announced the opening of 
their new plant and general headquarters in Toronto. 
The firm, originally founded as an organization for 
the distribution of record carbon papers and ribbons, 
has now expanded its operations to include all mani- 
folding supplies. 

Two special units of the company have been set up 
within the last five years to handle the duplicating 
field. A complete range of systems and liquid process 
duplicators, along with copy papers, master units, 
printed master units and duplicating fluids are now 
being processed at their plant. 

In 1946, the company bought out Stephens Sales, 
Ltd., one of the oldest duplicating firms in Canada 
and has integrated this company into the organiza- 
tion as a unit for the distribution of film stencils, 





Fourth Expansion Move for Firm ... 

Although possessing but a relatively brief 15-year history, Carbon 
Paper Service Bureau, Toronto, announces its fourth expansion 
move. Grouped around one of the firm’s new duplicating ma- 
chines are members of the sales force of the organization: J. 
Dorion Brisbois, vice-president; V. S. Wellington, J. A. Regan; 
W. J. Brisbois, secretary; Edward J. Brisbois, president, and 
A. C. Hickeson. 


mimeograph type papers and stencil process products. 
Early in 1951, in co-operation with leading U. S. tech- 
nicians, they developed the photo negative stencil for 
use with the offset process. This product is now in 
production and has a wide field of uses. 

Carbon Paper Service Bureau was founded in 1938 
by the Brisbois Brothers and reported progress from 
its inception. During the war years the military forces 
almost depleted the firm’s sales staff but at the war’s 
end, returning personnel were taken back with the 
company and today 50% of its employees are veterans 

One of the founders, Edward J. Brisbois, now presi- 
dent of the company, credits the firm’s outstanding 
growth as due to hard work, teamwork and the mer- 
chandising of top-quality products. J. D. Brisbois, 
vice-president in charge of sales, has a standing offer 
with his salesmen that “any day they pick up a com- 
petitive product better than the one sold by the com- 
pany, that salesman can win $50.” He states that in 
over five years the prize has never been claimed. 

* ” * 

“Specialists with a responsibility to the business and 
industrial life of the nation” was the tribute paid 
members of the National Office Management Asso- 
ciation, as Toronto branch heard Don Henshaw, ac- 
count executive, MacLaren Advertising Company, Ltd., 
Toronto, as guest speaker at the group’s final dinner 
meeting of the season. He said the way NOMA mem- 
bers conducted their every-day business affairs had 
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FOR Haste WMWHOUT WAsy, 


Browne-Morse 
Tiaatiy Cod Ht 


The NEW Browne-Morse Tabulating Card File No. 2022W has been 


designed to give more speed and greater ease of handling while afford- 










ing file cards maximum protection from everyday use. Tattered and 
torn file cards that.cost time and money are eliminated . . . wrinkles, 
rips and indentations casing machine rejects disappear. File No. 
2022W is another Browne-Morse unit of efficient office equipment 
made to meet today’s business demands. See and read the story below. 


PLENTY OF STRENGTH 
90,000 CARD CAPACITY 

Twenty-two separate file drawers each with 

a large rolled edge give much added strength 

to the unit. Additional reinforcement is given 

by 10 cross rails on the front panel, 3 vertical 

U-thannels on each side, and @ solid sheet 

metal top, bottom and back. 

The exclusive Browne-Morse Glider Extension Arm gives “Feather Touch 

action because of even load distribution on all points of the glider arm 


: 
: 
| 


Contour of the raceways exactly fit 
arm, eliminating excessive wear and 


Pas 


g 
3 
: i 


— ‘Seana OUT THEY’RE SAFE! To remove a drawer from the 
mot SPACE SAVING cabinet you merely pull out 


The generously rolled tray edge of each drawer cradles the - a .* —_ = 
file cards inte place without the least opportunity for scor- Srawer of. The tray 


: , then glides back into place. 
ring or marking. Nicked edges and torn corner rejects ore , 
a: nel individual drowers are in- 


terchangeable. An exclusive 
Browne-Morse feature allows 
each drawer to be slipped 
back into any opening while 
the troy is in closed posi- 
J\\ tion conserving much-needed 
Gisle space and eliminafing 
unnecessary handling of 
trays. 
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Architects of Efficiency for America’s Offices 


Browne-Mlorse 


MUSKEGON MICHIGAN 


MANUFACTURERS OF STEEL OFFICE FURNITURE, FILES, DESKS, ALUMINUM POSTURE CHAIRS AND FILING SUPPLIES FOR OVER 45 YEARS 
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Their PRESTIGE is EVER-INCREASING 
.... Jasper Chair Co. CHAIRS! 










Year after year Jasper Chair Co. chair sales 
grow greater. This year’s circle of friends, added 
to last year’s chair buyers, makes a mighty im- 


portant total. 


Where does this volume come from? At its 
source is the satisfaction customers get from a 
chair that’s QUALITY Built, a chair with “vis- 
ible-value” and priced for 


immediate acceptance. 


Your chair customers, too, 
will increase in volume when 
you stock and feature this 
quality line of BETTER 


Chairs. 


You can step into this 


PROFIT CIRCLE with. . . 


“The 
RIGHT CHAIR 
at the 
RIGHT PRICE” 


We adhere te our Reputation 
made upon 
QUALITY, SERVICE & COOPERATION. 


‘Jasper Chair 
Company 


JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Saice Mgr. 


W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
385 Madison Ave. 









Fred Deutsch (Southwest) 
Box 415, Northaven Rd. 666 Lake Shere Dr. 





Route 7, : 
Dallas, Texas Chicago, Ill. Space 844 New York, N. Y. 
James S. Fowls, (Southern) R. A. Browne, (West) Jack S. Doran, (Northwest) 
327 Sunset Drive, North 2925 Revere Ave. 538 E. 9lst St., 

Seattle 5. Wash. 


Oakland, Calif. 
OLE i 
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done much to enhance Canada’s world-wide reputa- 
tion for fair dealing 

Today, Canada has a place of prominence in the 
world council of nations .. .. although we stood so long 
in the shadow of our powerful neighbor (U. S.) we 
just escaped an inferiority complex. But Canada to- 
day is definitely not a suburb of the United States 
but a proud nation with a great heritage. The world 
needs the kind of understanding we have in Canada, 
for Canadians are a people who want peace and wil 
fight to get it! Don’t let anyone underplay this na- 
tion’s quality, nor its importance; let’s remember who 
we are and what we have, and the great international 
role we have to play.” 

A special feature of the meeting was a display of 
office accessories, presented by leading suppliers in 
the Toronto area, including Brown & Collett, Ltd.; 
Townshend & Kent, Ltd.; Grand & Toy, Ltd.; Stain- 
ton & Evis, Ltd.; James A. Cooke & Son, Ltd.; New- 
some & Gilbert, Ltd.; D. A. Balfour Company; Donin 
Company, Ltd.; Hooker Stationery Company; Under- 
wood, Ltd., and others. 

* * a 

Kenneth Graham has been appointed general man- 
ager of Rexel Products of Canada, Ltd., Toronto, suc- 
ceeding Merlin I. Liversidge, who has taken over 
executive duties with a subsidiary company, it was 
recently announced by George Drexler, president of 
the company 

& + = 

Scripto of Canada, Ltd., Toronto, manufacturer of 
Scripto pencils, ball pens, fountain pens and other 
mechanical writing instruments, recently named 
Erwin, Wasey of Canada, Ltd., Toronto, as its adver- 
tising agency. Plans for a consumer campaign are 
now being finalized 

x + * 

National Cash Register Company of Canada, Ltd., 
Toronto, reports the recent upswing of the Canadian 
dollar value in relation to the U. S. dollar, is respon- 
sible for savings which made possible the recent re- 
duction in prices on most models of the firm’s cash 
registers and accounting machines. In dollars, the 
reduction represents a saving to customers from about 
$15 on lowest-priced units up to $300 on higher-priced 
models, a spokesman said. 

os * a 

Jack Johnson of Bernard Cairns, Ltd., Toronto, re- 
ports a new use has been found for wedge-shaped 
erasers of the type that fits over pencil ends. To save 
the time and expense of making moulds for pencil- 
cap rubber stamps (used by auditors, bookkeepers and 
accountants) this firm merely trims off a small por- 
tion of the eraser edge and attaches the desired type 
face 

* > = 

Roy S. Bond, 44, branch manager at Edmonton for 
National Cash Register Company of Canada, Ltd., died 
June 17 at Los Angeles, Calif., from a heart attack. 
Born in Toronto, he had been with NCR for 23 years 
and was transferred to Edmonton four years ago. 

* e oa 

Employees in three leading stationery stores in Van- 
couver recently turned down conciliation board re- 
ports recommending wage increase boosts of from $10 
to $50 per month. The employees of Willson Sta- 
tionery Company, Ltd., Mitchell-Foley, Ltd., and 
Clarke & Stuart Company, Ltd., requested a govern- 


ment supervised strike vote. They are demanding a 
starting rate of $35 a week for women; $70, plus com- 
mission, for outside salesmen. 

* * 


McFarlane Son & Hodgson, Ltd., Montreal, in appre- 


Clation of 45 years of faithful service, gave their 
staffer, Miss D. Jensen, a trip to Bermuda by air. 
S a bod 


H. A. Elsworth, Bishop Printing Company, Winni- 
peg, died May 21 
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WEW, RYCH TWO-TONE 
FINISH) PROCLAIMS THE 


Hall’s mark 
of quality 


WN THE SAFE FIELD 











The exterior is ebony, set off with gold decora- 
tion. The combination numbers are white against 
lustrous black enamel. The entire interior is a 
pleasing French gray. The two-tone effect makes 
every Hall's Safe a standout attraction on any 
dealer's floor. 


Illustrated is a safe with high salability. The 
big double doors swing wide open to give free 
access to an interior that provides a place for 
everything. Shown here is a typical arrangement 
of locker, letter files, legal files, card drawers and 
box drawers. Furnished in 1, 2 and 4-hour 
classifications. 


COMPLETE NEW 
CATALOGUE ON REQUEST 


rae HALLS 


SAFE CO. 
SAFE CO., inc., 


811A —I0th St, N. E 
CANTON 4, OHIO SS 


Successor to The Hall's Safe Co., Cincinnati 
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Easy-rolling is the word | 
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Easier-swiveling, due to 
exclusive, two-level, ball- 
bearing construction. 
Finest made. Soft rub- 
ber-tread or solid compo- 
sition wheels. Types for 
all office chairs. 


Bassick “Diamond-Arrows” 


They're worth keeping after! Though today’s shortages and 
popular demand make Bassick Casters scarce, your office 
furniture dealer will get them for you! THe Bassick Com- 
PANY, Bridgeport 2, Conn. Jn Canada: Belleville, Ont. 


Bassick 


A DIVISION OF 





MAKING MORE KINDS OF CASTERS... MAKING CASTERS BO MORE 
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News Notes from NSOEA District No. 4 


R. E. HILBURN, CORRESPONDENT 
P. O. BOX 2835, GREENSBORO, N. C. 


The stationers in Nawth Carolina are still on the 
March. The Richmond County Journal, skippered by 
Mr. Cadieu, in Rockingham, has recently doubled its 
Space and now has a very modern, air-conditioned 
store. Not many towns the size of Rockingham can 
boast an office supply store as nice as that of the 
Richmond County Journal. 


x * * 


About the largest expansion of recent date is that 
of Hatcher’s Office Supply, Fayetteville, N. C. On June 
13 and 14 the formal opening of the new store was 
held. 

Tom Hatcher is now in France serving in the Air 
Force, but during his absence Henry Morris is keeping 
things on an even Keel. Fact is, Henry engineered this 
new expansion and if you don’t think Henry is doing 
a swell job just go by and take a gander. Congratula- 
tions Henry. 

* * > 

Mr. Winkle, the head man at Shoemaker’s, Wilm- 
ington, N. C., has dressed up his store with a string 
of “blondes”. Before any of you grab your hats and 
head for Wilmington let me add that the blondes are 
all new show cases and they really brighten the store. 


* * * 


Wilmington also has a new office supply outfit. 
Tidewater Office Supply Company, a Remington Rand 
dealer, has expanded to include office supplies and 
equipment. Mr. Bloodworth is the headman and will 
be glad to see you boys. 

~ 7 7 

Haven’t been able to get the “official” low-down on 
this one yet but it comes on pretty reliable authority 
that Decatur, Ga., is to have a new office supply 
store. Johnny Floyd and a couple of “silent” partners, 
are to open a new store on July 1. Johnny was with 
the Atlanta Stationery Company for several years 
and more recently with S. P. Richards Paper Com- 
pany. I have none of the details, such as address, but 
will give them to you in a later issue. 


* * * 


There is a new-old Bates representative in the ter- 
ritory. Dave Ogden, who left Bates three years ago 
has taken over again and will be around to see his 
many friends as soon as possible. Dave plans to move 
his family to Atlanta in order to serve his territory 
better. Dave’s theme song is “Better buy Bates.” 

a ~ . 

Tommy Tompkins, one of my erstwile “cub report- 
ers” comes through with the following: He claims 
Caldwell Harper, V.P. of Harpers Bros., Greenville, 
S. C., has some new “resistance” pills he makes Ed 
Iler take every time he sees a salesman come in the 
door. I wasn’t aware Eddie needed any pills but if he 
does, us “boys” will have to take steps to swipe his 
pills before calling. John Warner, formerly with John 
Attaway Company, Williamston, S. C., is now the new 
president of Ivan Allen-Marshall Company, Green- 
ville, S. C. branch. W. G. (Bill) King is V.P. and gen- 
eral manager. 


om ~ - 


George Drane, another of my “hired help,” laid down 
his Wilson Jones catalog long enough to send me the 
following bits of news; George Florence, formerly 
with National Blank Book, is now manager of the 
Book Store at the University of Florida in Gainesville. 
Wonder what line of loose leaf George will push? 

Skagseth Stationery Company, Miami, Fla., on its 
30th anniversary announced the election of Charner 
R. Skagseth as president of the company and the ap- 
pointment of James M. Gooding as general manager. 

Arne Skagseth, founder and owner, will continue to 
be active in his company’s operation while serving as 
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Here is a brand new merchandising aid for your Fall promotion .. . 
timed to fit right in with your own advertising schedule. 
This complete series of six one column newspaper mats is available 


to Security Steel Dealers without cost! 





SECURITY STEEL EQUIPMENT CORPORATION AVENEL, NEW JERSEY 


USE THIS COUPON 
TO RECEIVE FULL-SIZE 
PROOFS OF ALL MATS 


Please send me full-size proofs of this newspaper mat campaign. 





Name 


Address 
City Zone___State. 














SECURITY STEEL EQUIPMENT CORPORATION * AVENEL, NEW JERSEY 
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Newest example of Rest-All’s steady expansion 
of both plant and product line is this shining 
creation in aluminum straight chairs. 


It’s another new model, with all the 
beauty and ruggedness, with all the evidence of 
fine chair construction and detail, with every 
typical quality that marks the entire Rest-All line! 
It's also a new — probably the greatest — profit- 
maker for Rest-All dealers. For, the 550 is a long- 
lived but simplified construction ...a luxury 
chair of modest cost that is the ideal seating unit 
to fill a multitude of needs... in office, restaurant, 
hotel, store and institution. Rest-All presents the 


550 with pride, as another milestone in the steady 


progress of both the company and its dealers. 


Ui Chatr News 







— 


CHECK THESE 
QUALITY FEATURES 


|. Full color range of U. S. Naugahyde simulated leathers 
perforated or plain, or Goodall fabrics, thickly cush 
ioned with foam rubber. 
os 


2. Natural satin finish of aluminum parts, in the familiar 
method of Rest-All craftsmen. Concealed welds 


- 
3. Saddle style seat for added comfort 
oO 


4. Tapering half-round of front legs for added beauty 
a 


5. Generous-proportioned seat and back 





28 W. MADISON AVE., YOUNGSTOWN, OHIO 
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WRITE FOR NEW LITERATURE, IN 
NATURAL COLORS, ON THE 
REST-ALL CHAIR LINE 
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chairman of the board of directors, which also includes 
Norman Johansen, secretary-treasurer, who has been 
with the firm since its beginning. 

Odd Johnsen has accepted a position as an execu- 
tive with the W. A. Shaeffer Pen Company. 

a s . 
“Huncan Dines Again” 

For those who like a “flyer” into the Chinese realm 
of cookery I will this month take you to Burlington, 
N.C., for what I believe to be as fine a Chinese restau- 
rant to be found south of New York. Allan Cammack is 
responsible for this one. He took me over to the 
“Ding Ho” on U. S. 70, just beyond the underpass 
right in town, where Wang, the owner and chef, served 
us Chinese dishes such as “Bird’s Nest Soup,” imported 
Chinese vegetables, chicken and bean sprouts all 
cooked to perfection. 

I’ve never claimed to be a connoisseur of Chinese 
food but I’m satisfied that if any of you who think 
you are will give the “Ding Ho” a trial your verdict 
will be a resounding “aye” for Wang. Wang says the 
best way for one not especially versed in Chinese food 
to get the “real” thing is to leave it to the chef to 
serve you Chinese dishes, not to order chop suey or 
chow mein. Ask Allan to go along with you. He can 
stow Wang’s food like a boy on a picnic. 





News Notes from NOSEA District No. 7 
MERRILL D. HASTY, CORRESPONDENT 

7 CENTRAL AVE., WAYSATA, MINN. 

From the land of the sky blue waters... 

Tommy Bolduc of Lee-Bo Office Supply caught sev- 
eral fish on the opening day. His catch netted three 
wall-eyed pike weighing 18 pounds on one fishing 
occasion. These are truly pike! 


we vr t 
Ed Erickson and Mel Sowell had a grand time at 
Crane Lake. Limits were secondary. Some fun! 
> * + 
A fish story for the books: Doug Fulton, Walter 


Hubbs, Jack Guntrum and Warren Carlson are truly 

great brook trout fishermen. Doug and Walter had 

wonderful luck and filled their limit easily. Warren 

and Jack have a new fishing technique—fishing on 

open display, with or without bait. They just throw 

in their hooks. Trout? You bet! Expense, no object! 
* * * 

When you are driving along the river, stop in and 
visit Arnold Swartz at La Crosse. His summer home 
is at Dresbach, Minn. Did you know Bob Rennebom 
is the buyer at Swartz’ Office Supply? 

a * + 

Art Grayston is another trout fisherman. Art’s 
streams near Hudson, Wis., are always full when the 
party arrives 


, > * 

More good news. Art Walker is back at his office 
again. Not all day, but almost every day. Welcome 
back, Art 

* 7 * 

The Lake of the Woods shared its wealth of fish 
with Harry Short, Tom Norris, Sr., Tom Norris, Jr., 
Ward Silliman and Jimmy Wilson, all of Columbian 
Art Works o e.2 

Berk Ertl and his party had a swell time up in 
Canada back on a hidden lake. Limits were no object. 

- x a 
How good can a guy get? Bud Mercer of 3-M shot 


a hole in one at Southview. Our Northwest Travelers 
would welcome lessons. 
an = 
George Sidel and Morry Mortson of Farnham’s and 
their party got their limits of pike at Milac—and all 
nice ones, too 


* * t 


Farnham’s newly-acquired building is starting to 
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read about Indiana Desk 
advantages regularly 


Over a million prospective customers regularly 
pick up their copies of Business Week, Nation’s 
Business, Dun’s Review, and Forbes, and read the 
story behind Indiana Desks. 

These magazines reach top management—the 
men who approve purchases of office furniture— 
and bring in sales for Indiana Desk dealers. 

Indiana Desk’s “dealer helps”—display cards, 
full-color catalogs, direct mail, mats, etc.—are also 
part of the program that helps to sell customers of 
Indiana Desk dealers. 


If you are not cashing in on this profitable busi- 
ness, let's get together!—Write or call us today! 


Indiana Desk 
Model 151342 
Fleetline 
Conference Desk 





- * 
PLL ELE LLEL LL A desk CO. 


JASPER INDIANA «+ U.S.A 
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FOR EXTRA PROFITS... 


X-acto 


wntere han veable-blade 


PEN-KNIFE 


The #3 X-acto Pen-Knife is 





better than ever—with new, 
larger barrel and new, eye- p /  £4y/ 
catching color combination. C/A re 
Proven hit seller in the station- 

ery trade last year, it's ideal ip 
for many home and office tasks é “ 









as well as models, artwork, 
retouching, stencil & frisket 
cutting, lithography, photog- 
raphy, etc. Complete with 
extra blade—List $1.00. 


*% Perfect Utility Knife 

*%& Always Handy—clips 
to pocket safely 

% Lightweight blue & 
white body 

*% Always sharp—new 
blade inserted 
instantly 

% Extra Blade Reservoir 
—in handle 

*% Refill Blades Available 
in 3 styles shown 


ACTUAL 
SIZE 








, : 


= | Lan i 


#106 X-ACTO KNIFE DISPLAY 
DEAL—Consists of 39 assorted 
pieces—to retail from 60¢ to 
$2.50 each—and handsome 
FREE Display (of Korina wood & 
Mahogany).Total List Price $41.10. 












| Write today for free, 
> re [oa fe) ® | illustrated 28-page 


| Catalog 





X-ACTO CRESCENT PRODUCTS CO., INC. 





440 FOURTH AVENUE, NEW YORK 16, N. Y. 
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take on a sparkle. It won’t be long before a new dis- 
play room is open to the public. 
* os a 

Thomas & Grayston’s credit manager, Mrs. Beatrice 
M. Gasper, is off to the Credit Managers’ convention 
in Washington, D. C. She is president of Women’s 
Retail Credit Association Breakfast Club of District 
No. 6. We just know she will have a grand time. 

* : ~ 

Sherm Reed of St. Paul Book has just returned from 
Holyoke, Mass., where he attended a business session 
of National Blank Book Company. The summer vaca- 
tion time always takes him to one coast or the other. 
Nice going, Sherm. 

a + a 

Remember, Earl Collins had an operation and he 
lives at 3926, 68th St., Des Moines, Iowa. A greeting 
is always nice to receive. 

& * . 

Ed M. Hanson of Miller Davis Company is back at 
his desk after undergoing an operation. To help him 
recuperate, he and Mrs. Hansen and their daughter 
took a trip to St. Louis. 


* * * 


SPECIAL ANNOUNCEMENT: The golf party and 
Twin City tournament will be held Tuesday, August 
26, at the Southview Country Club. Time, golf, steaks 
and fun as usual. All stationers are welcome. And, 
don’t forget the Milwaukee golf tournament at North 
Hills Country Club Friday, September 5. Let’s swell 
the party. 

” . ” 

Remember, Mr. and Mrs. Dick Kress of Wallace Pen- 
cil Company are moving to St. Paul. Let’s roll out 
the welcome mat. 

- a” ” 

Fred Luly of Dennison Manufacturing Company 
wishes to introduce George LaPlant. He will call on 
the stationers in North and South Dakota, Minnesota 
and Montana. Welcome to our industry and the 
Northwest Travelers Club, George. 

x * * 

Our friend, Catherine McMasters, formerly of Hib- 
bing Office Supply, is now in business in Glendive, 
Mont., as McMasters Office Supplies & Stationery, Box 
675. She will welcome all lines and all salesmen call- 
ing in Montana. 

” * . 

Levy Stack of Stack Office Supply, Rice Lake, Wis., 
has sold his store to A. J. Hennings of Milwaukee. The 
firm name will be Henning’s Office Supply. 

& * - 

The peak in golf stories concerns the man who not 

only lost his ball but himself in the rough! 
* cs * 


The Warren Carlsons will speak for themselves 
when they return from Florida, where Warren beat 
his base drums on the hot sands of Miami. 

- * * 


Jack McLean of Chicago will represent Bert Morris 
Company in the Middle West. Welcome to our N. W. 
Travelers Club! 

- * * 

A brand new stationary store was opened in Duluth 
where Al Sundberg, Walter Matel and Oscar Nordean, 
all former employees of the A-E Supply Company, 
have formed a new company. The firm started June 
20 by purchasing the Steele Laundsberry Company. 
They will be known as Northwest Stationers, 410- 
41015-412 W. First St., Duluth. They have completely 
redecorated the store —the color schemes being off- 
white ceiling, walls a soft, pale green and all fixtures 
a light blond finish. Their welcome mat is out. 

7 6 * 


Gustave Sengbusch, founder of Sengbusch Self- 
Closing Inkstand Company, Milwaukee, died sud- 
denly of a heart attack at his home on July 4. We 
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Here’s the Duplicator 


that’s setting a new 


Everybody in the industry is talking about “‘Copy-rite” 
Liquid Duplicators. Here’s why: ‘“‘Copy-rite” duplicat- 
ing equipment is easier to sell and more profitable to 
you because of its overwhelming acceptance everywhere 
and because ‘‘Copy-rite’’ Duplicators are dependable, 
simple to operate and built to last, with no service prob- 
lems. “‘Rite-Copy” supplies are popular, heavy selling 
items, too, since they insure the finest duplicating work. 
‘“Rite-Copy” Supplies and ‘“‘Copy-rite’” Duplicators 
including electric models with the UL Seal of Approval 
have the “‘sales-appeal”’ you need in today’s market. 


Write for complete details today! 





Model L-45-2..... 5 


Other units including electric models with 
Underwriters’ Approval—from $167.25 
to $424.50—all plus tax, F.O.B. Chicago. 


ML 








WOLBER DUPLICATOR & SUPPLY C€ 


1203 Cortland Street, De oh en Oy. Wa Gl lidele lon 
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units. 


Leg assemblies are now made of one 
solid piece of %"x1%" Ponderosa pine. 
Shorter 76” height adds to strength, yet 
the same six-shelf area (with 12%” 
adjustable clearance) is maintained. oll 

For each row, only one Starter Unit is 
needed. Additional shelving can be 
made with Extension Units which inter- 

lock with factory applied metal. hard- 
ware on all uprights. It’s completely 


prefabricated. 


NOW-Lower In Cost 
~ Capitalize on the huge market for /ow- 
cost shelving. PREFAB costs less than J 
carpenter built shelving and is so adapt- 


“able to volume installations of linear 
wall shelving or back-to-back island 






























SET it UP 
WITHOUT TOOLS 


STARTER UNIT... 


and each extension unit 
holds 12 letter size and 6 
legal size storage boxes or 
18 letter size boxes. Each 
shelf may be adjusted 1” 
up or down by moving 
metal brackets. 

Optional shelf boards 
and end panels (not 
needed when used with 
storage boxes) convert 
PREFAB into general util- 
ity shelving — ideal for 


dealer’s store rooms. 


WRITE FOR FULL DETAILS 


BANKERS BOX COMPANY 


Record Retention Specialists Since 1918 


“rr 


720 South Dearborn St. 
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STARTER UNIT 
No. 2476 
$29.60 List—Zone 1 





JUST A FEW OF OUR MANY USERS 


International Harvester Company 
Marquette University 

Perfect Circle Corporation 

Shell Oi! Company 


Aluminum Company of America 
Borg-Warner Corporation 
Container Corporation of America 
Sears Roebuck & Co. 















EXTENSION UNIT 
No. 2477X 
$24.40 List—Zone | 





















NEW! Open Shelf File Unit 


Your customers will be in- 
terested in this new filing 
application. It provides a 
low cost hile with instant 
availability to records; saves 
floor space. Not a stock 


item, can be made to speci- 


fication. Inquiries on special 
requirements invited 


CHECK THESE FEATURES: 


® Holds letter or legal size folders. 

@ Follow-blocks keep material up- 
right for ready reference. 

e 42” of filing space on each of 
six shelves. 

® Capacity: | unit will hold equiv- 
alent of 10 letter or legal size 
file drawers. 
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the travelers and stationers of the industry, wish to 
extend our deepest sympathy to the bereaved. 


Let’s get a card off to Godfrey Kunz of Napp Office 


& School Supply, Manitowoc, Wis. He was taken to 
the hospital June 25 after suffering a heart attack. 


. Godfrey, your traveler friends wish you a very speedy 


recovery. 
t t . 
Everytime you help the other fellow up the hill, you 
get a little higher yourself! 





Penn-Mar-Va Travelers News Notes 


JOE WARDMAN, CORRESPONDENT 
5713 25TH AVE., SILVER HILL, MD. 


Well, it is over, but for sure not forgotten. Regions 
No. 3 and No. 13 combined again this year for a joint 
meeting at Haddon Hail, Atlantic City, N. J. Business 
sessions and festivities opened on June 15 and con- 
tinued through June 17. 

The former started with the annual election of 
Penn-Mar-Va officers. Somewhere along the line Bill 
Vogel stated, quote; “Let’s elect somebody!” So the 
following were elected to office for the fiscal year of 
1952: Harry Tehan, Jr., president; Dick Graff, first 
vice-president; Bill McCully, second vice-president; 
George Harscheid, secretary, and Rose Cushman, 
treasurer. 

That is the new panel of fellows and it looks like 
an excellent one. Oh! by the way, along with his 
many new duties the new president was not able to 
continue as correspondent and editor. Hence, a new 
scribe, Joe Wardman, takes over. This is the first 
attempt, I sure will try and grind the corn finer as 
the year progresses 


To NSOEA, we all remove our hats, for as a group 
it presented a truly educational and inspiring pro- 
gram. The troupe of speakers delivered powerful and 
interesting messages to the trade. The former and 
present governors, (both were re-elected), Sam Rosen- 
dorf and Richard E. Wahrman, are to be complimented 
on their choice of guest speakers. 


& 


Your club put on a party that was absolutely out 
of this world. Fellowship, entertainment and just 
plain fun were the by-words. Hats off to the Penn- 
Mar-Va entertainment committee as it certainly was 
a job well done. The regional closed with a grand 
cocktail party sponsored by the dealers of regions 3 
and 13, which was followed by the annual regional 
banquet and dance 

+ 7 om 


J. E. “Arp” Carter, president of Norfolk Stationery 
Company, Norfolk, Va., passed away on June 7 after 
an extended illness 

> & me 


(Deer) Southgate Lee and Joe Wardman bagged a 
deer on their way to Norfolk. Results: a torn-up 
fender, a banged-up door and a dead doe. We may 
not have a trusty six shooter, but sure do have a 
wicked six cylinder 


> z . 

It is with regrets that we learn Edgar Brown of 
Richardsons, Inc Baltimore, Md., died suddenly 
June 24 

> co = 


Chester Foster of Roanoke Book and Stationery 
Company passed away suddenly in June 
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Y oer accurate and efficient records, many types 

of modern Hano forms are available to your 
customers. For customers’ satisfaction and your profit, 
sell what's right (not one “just as good”) ... sell the 
Best ... Sell Hano. \ 


) « 

SNAP-A-PART ‘SETS 

From simple hand-written to com- 

plicated machine bookkeeping 
forms. / 


a oe \ 





CONTINUOUS CARBON 
INTERLEAVED SETS 
One time carbon with contin- 
vous form speed for ony type- 

_writer or billing machine. 
“® CONTINUOUS FORMS | + 
Lithographed for top efficien- . —~ ~~ 
cy and appearance for any 
machine billing. 


/ 
wt aed / 
ae 








er 





/ 


See the 
COMPLETE Line. 
Visit Hano in 


} 








AUTOGRAPHIC REGISTERS Booth 65. 

{ AND FORMS NSOEA Convention 
Complete line of Refolder and in Chicago, 
Portable Registers and forms October 4th — 8th 
for hand-written records. 





HOLYOKE, MASS. 
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The Lowman & Hanford Co., Seattle, celebrates its 
70th anniversary with an exciting historical promo- 


With the tional piece, the quality of which reaches a very high 
Patents degree of excellence. 


automati 
c, Applied For Printed on fine paper stock in two colors, the two- 


electric fold “portfolio” mailer traces the history of this 
organization in a manner that reflects the flavor of 


TITER OP America’s changing era. 
E q/ Most effective is the profuse use of illustrations 
co es ‘k which realistically portray the important “milestones” 





in Lowman & Hanford’s 70 years of progress. A min- 
imum of copy adequately supplements the pictures. 







Xi only 


=] 105° 


—| 


—~|} F.O.B. Factory 


opens 200 to | =— > | plus excise tax. 
300 Letters ( \ nominal poten. Prices 


subject to change 


per min ute without notice.) 


for thousands of small and 

medium-sized businesses 

NOTHING ELSE LIKE IT! Opens letters 30 times faster than 
by hand! Gets the whole office staff into high gear 
—fast. Designed to handle from 100 to 200 up to 
2000 letters per day. Small, compact — readily 


used on any desk or table. ‘Scottie’’ weighs only 
9 pounds,—it’s easy to carry from desk to desk, 
can be put in any convenient corner when not in 
use. Opens all sizes of envelopes,—no clipped 
corners or damaged mail. Takes a clean slice off 
tops of envelopes, with adjustment from 0 to “% 
for width of trim. 





| waSHiNGTOn’s 
70 yous AS = oo pRiMTERS 


TIONWER 
OPENS A HUGH NEW MARKET — The Scottie Letter Opener LEADING STA 6 
does a lot more than open mail — it opens the huge Jownan & Hardord 
market of middle-sized offices where the time it yin 
saves makes it very profitable. It is needed by 
banks, stores, wholesale houses, insurance offices, 
mail order businesses, factories and dozens of other 








tablished Scottie sales representatives are excellent. : 
drawings. 


Thousands of smaller businesses offer a practically ' 
untouched market for this speedy, low cost machine The mailing piece is undoubtedly an example of 
If you are experienced on specialty equipment sales careful planning, good layout and fine printing. One 
—write or send coupon. Prompt action is “mance comment, however, is offered in regard to the use of 
the second color on the extreme right page. Here, 

photographs of all 11 locations are printed in light 
green. It is suggested that pictures of this kind 
possess more snap and brilliance printed in black. 

Nevertheless, Lowman & Hanford Company is to be 
congratulated for turning out a mailing piece of 
excellence and effectiveness. 


lines. " h 
Even the types of services which are offered are illus- 
Y f ° : ge , 
oe See ee wevearurnt’ Reports from oe i trated symbolically with striking line and benday 


ARNOLD MAC KENZIE, Inc. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 






SEND ME THE DOPE ON SCOTTIE en 








@ ARNOLD MacKENZIE, INC. — 
3133 OGveriook Drive, Minneapolis 20, Minn. ie @! 
@ tI am experienced in sales of specialty office equ € Ss full . 
information on Scottie Letter Opener. My territory is ° Pi : , ' 
° " Maverick-Clarke Employees Enjoy Picnic 
e eeeee 
ie ieee . Employees of the main Maverick-Clarke office in 
re ae * San Antonio, Tex., enjoyed a picnic on the afternoon 
e od ° of June 25, at the home of Kathryn and Judge Mar- 
ecsseececeesececesseeceetsseeeceee | tyn. 
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A few years ago, while a partner in a Public 


Utility Management Firm, I saw a Clary Adding Machine 
at a business show in Cleveland. 


“The unusual thing which struck me about the Clary was 
that here, for the first time, was a genuinely electric adding 
machine—not just a hand machine with an electric motor 

thrown in. It was startlingly new in design 

—right from the desk up! 


“After seeing the Clary demonstrated, it occurred to me 
that most businesses would go for this machine—simply 
because a Clary would obviously get their work 

done faster, save them money. And it was ‘loaded’ with 


special features that would make it easier to sell. 





“,..L certainly would not 
want to sell against Clary” 


‘Why? Because Clary’s Thumb Add Bar and simplified 
controls allow even inexperienced operators to enter an 
entire item with one hand motion instead of four or five 
.. because there is no ‘system’ to learn on the Clary (its 
keyboard is laid out like a familiar ledger page, for easier 
operation) . . . and because Clary’s new rotary printing 
mechanism spins out work at the astounding 

rate of 188 items a minute! 


“Boiling all this down I decided that the Clary was a 
business natural—and a sales ‘natural’ as well. 


“So I made an important decision. . . if possible, I wanted 
to secure a protected franchise to sell this ‘little gray 
jewel’. Well, I went after it. . . and got it. Now lowna 
modern, prosperous business machine store here in 
Springfield, thanks mostly to my Clary sales. 

“And here’s something special. Clary’s Profit Sharing Plan 
(which is pretty unusual for the industry) pays me a lot 
more than the usual bonus deal I would get from other 


companies. And Clary Service is certainly tops. 


“If you are fortunate enough to get a Clary Dealership, 
I'd say you were mighty lucky. This much I know .. . I 
certainly would not want to sell against Clary.” 
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SAYS MILTON L. ASH, SPRINGFIELD, ILLINOIS 





CLARY Multiplier Corporation, Dept. OA-4 
San Gabriel, California 


Please send me immediately full information about 
the many advantages of a Clary Dealership. 


Name 








Address 
City { ) State 











| 

| 

| 

| 

| 

| 

| 
Store 
| 

| 
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Peerless offers dealers a high quality line 
of metal business equipment that can be 
sold with confidence. Sales and planning 
assistance are gladly given. Some valuable 
territories still available. Write today. 





WITH 


EERLESS 


hel. 


FILING CABINETS 


These large size filing cabinets may provide the entree to 
new office equipment business you've been looking for. 
Large drawers (18%'' wide x 15%"’ high x 27°’ deep) 
make them suitable for a variety of businesses and pro- 
fessions. Physicians and hospitals need it for filing X-Ray 
film negatives; architects can file folded blue prints; advertis- 
ing departments find it ideal for drawings, photographs, etc. 


These cabinets have the usual sturdy Peerless construction 
and feature four (not just two) ball-bearing roller suspension 
slides for each drawer. These slides, made of heavy gauge 
cold-rolled steel assure smooth, easy operation even when 
drawers are filled. Won't sag or bend when drawers are fully 
opened. Modern satin-finish aluminum hardware. Latches are 
integral with handles for streamlined beauty. Various colors. 


PEERLESS steex EquipmMeENT Co. 









a -— - — oe eS eS Se 


7a = = -F - za 


pepe w@ 


6604 Hasbrook Avenue, Philadelphia 11, Pa. New York Chicago Dallas Los Angeles 
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In and Around Eighth Region 
with Midwest Travelers 


BY E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 





MIDWEST TRAVELERS CLUB 
AND 
8TH DISTRICT NSOEA DEALERS 


ANNUAL GOLF PARTY 
o- 
FRIDAY, AUGUST 22, 1952 


SANTA FE HILLS GOLF & COUNTRY CLUB 
86TH & HOLMES STS., 
KANSAS CITY - MISSOURI 


—O— 


STAG — DUTCH 
ALL DEALERS & TRAVELERS CORDIALLY 
INVITED 


—O _ 


GOLF - HORSE SHOES - SOFT BALL 
PRIZES - ENTERTAINMENT 


o— 


From 2:00 P.M. Until the Last Man is Gone 
BUFFET DINNER 7:00 P.M. 











* x 
lost one of its most staunch workers 
and supporters the passing of Irving Shockley, 
president of Samuel Dodsworth Stationery Company, 
Kansas City, Mo., early in June. Irving was also treas- 
urer of the 8th Region and had been very active in 
industry affairs for many years. He was a widower, 
having lost his wife early this year, but is survived 
by his son, Bill, of Kansas City. 

Irving spent practically all of his business life in 
the employ of the Dodsworth Company, having been 
employed as a boy by his old friend, the late Bill 
Reuter, when Bill was an executive of the Dodsworth 
Company. At that time it was located in Atchison, 
Kans., prior to moving to Kansas City. Irving was 
always proud that he was called a protege of Bill 
Reuter’s, and they remained on most intimate terms 
until Bill’s death a few years ago. 

We all shall miss Irv Shockley very much and send 
our deepest sympathy to his bereaved family and his 
former business associates. 


The 8th Region 


& 7 « 


ATTENTION MIDWEST TRAVELERS 
The monthly meeting of the Midwest Travelers of 
Greater St. Lou ill be held, as usual, at the Mark 
Twain Hotel, 8th and Pine Sts., St. Louis, at 11:30 AM, 
on Friday, August 29. Come all and bring a visiting 
traveler 


. a 


“Pop” and Mrs. Roy S. Moreland of Kansas City, 


Mo., will soon be flying their way home from Miami, 
Fla. where the ttended the annual convention of 
Shriners 


* s & 


Bill Froehle of Boorum & Pease Company, St. Louis, 
secretary of St. Louis Branch of Midwest Travelers 
Club, has been recently covering his out-state terri- 
tory and filling his order book. Bill is a hard worker 
and apparently a very good producer, as well as a fine 
man to know 

¢ - - 

Mr. and Mrs. Frank Leventhal and Bob McKinley, 

all of Federal Office Equipment Company, St. Louis, 
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AROUND 


DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Wrute today | 
for Our 
NEW 


Handsomely 
Illustrated 


CATALOG No. 96 


and 
Price List 
























RASIEWART 


SIGOPS AN Ae 


80 DUANE ST.NEW YORK 7,N.Y 
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SPONGE RUBBER STAMP PADS 
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12 Superior Features 
Make SPEED-MO a Fast Seller! 


@ It’s Silent @ Clean, Sharp @ Large, Natural 
@ It’s Sweat Proof impressions Reservoir. Can 
@ It’s Dust Proof ° Somme Sreme ce In- 
@ It’s Lint Proof @ Full Rich Inking 

@ It’s Snag Proof @ Easy on Rubber @ No Scraping 

@ It’s Long Lived Stamps Before Inking 


Quick turnover plus liberal 
discounts means more profits, 


easier inventories for you! 


RIVET- (a NWN IOs Vandel i ie 








in Canada, for plete infor .. write 
Bossence & Co., 429 Main St., West, Mamilton, Canada 
701 MAIN STREET . ORANGE, MASSACHUSETTS 
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spent a week of mid-June visiting the factory and 
officials of Invincible Metal Furniture Co., Manitowoc, 
Wis., stopping in Chicago, enroute, to attend the wed- 
ding of Mr. Leventhal’s nephew. 


- = * 


Harold J. Hoffman and his father, P. A. Hoffman, 
were reported spending a couple of weeks of June in 
the Florida sunshine, after which they journeyed to 
Logan, Ohio, to visit the Smead Manufacturing Com- 
pany, branch plant which is located there. This is 
the first trip of the senior Mr. Hoffman to this plant. 


- + . 


Geo. E. Baird & Son, Kansas City, Mo., stationers, 
recently incorporated that business, as of April 1, 
1952, with Paul S. Baird, president, and Kenneth 
Pendergast, an outside salesman for 18 years, vice- 
president, and Miss Vivian Fairow, Mr. Baird’s secre- 
tary and stationery buyer for 17 years, secretary- 
treasurer. The three officers constitute the board of 
directors. This fine firm has shown a steady and 
healthy growth ever since it was established by Geo, 
E. Baird, late father of Paul. 


* 4 ” 


A most welcome and interesting visitor dropped in 
on your correspondent during May, when Miss Vivian 
Fairow, of Geo. E. Baird & Son, Kansas City, Mo. 
stopped off for an afternoon when enroute to visit 
her brother in Pensacola, Fla. The Mitchells enjoyed 
her stay immensely, but her visit was entirely too 
short. 

on * a 

Among the thousands of visitors to Abilene, Kans., 
to welcome General Eisenhower home, were Mr. and 
Mrs. Izzy Voda, who were on a trip to call on the 
trade of Kansas and Oklahoma in the interests of 
Wallace Pencil Company, St. Louis, and stopped in 
Abilene only long enough to bid the General a wel- 
come homecoming. 

o * * 

We recently enjoyed an interesting and most wel- 
come letter from R. B. (Dick) Gingland, Esterbrook 
Pen Company representative in these parts for many 
years, now retired, whose main interest these days 
seems to be that of making a success of living “The 
Life of Riley” in his old New Jersey homeland. Dick 
asked to be remembered to his many friends of the 
8th Region and Midwest Travelers. 


~ * * 


Reports have recently reached us of the serious 
illness of Mrs. Carl M. Schutz, in a Kansas City, Mo., 
hospital. Carl is the well-known sales representative 
in the midwest for Eagle Pencil Company. Their 
many friends send the best of good wishes to Mrs. 
Schutz for her speedy and complete recovery. 


. * * 


Mr. and Mrs. Chester Parrott of S. G. Adams Com- 
pany, St. Louis, spent a late June vacation enjoying 
the tulips in Holland, Mich. 


* > 


We regret we cannot give a really encouraging 
report on the condition of Walter Weihe, office furni- 
ture manager of S. D. Adams Company, St. Louis, 
who still is hospitalized. Although showing some prog- 
ress, it is slight and very slow. 





New Packaging Offered by Bates 

The Bates Manufacturing Company is offering for 
immediate delivery an alternate packing of its heavy 
duty staples for the Mercury H-30. Until this time 
these have been shipped only in boxes of 5,000. They 
are now being offered in boxes of 1,000, 10 boxes to 
a carton. There are no split cartons. Unless specified 
the regular packaging will be sent. Prices for the 
staples in the new style packaging may be had on 
request. 
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"Six Gun Schultz’ 


is out to bag 


new tape sales 


- 4nd now that a: : is 
for you! boo uit a G8” Schlts has agreed 





USE THIS DISPLAY MATERIAL to channel back-to- 
school tape business into your store . . . every piece is 
a proved sales booster. See your “Scotch” cellophane 
tape salesman for your supply. 
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re ready to Start!” 














5 REG. U.S. PAT. OFF. 


BRAND 


Cellophane Tape 


The term “Scotch” and the plaid design are registered trademarks 

for the more than 200 pressure-sensitive adhesive tapes made in 

U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6, Minn.—also 

makers of “‘Scotch” Sound Recording Tape, 'Underseal’”’ Rubberized 

Coating, ‘‘Scotchlite” Reflective Sheeting, “‘Safety-Walk”’ Non-slip Surfacing, 
“3M” Adhesives, “3M” Abrasives. General Export: 270 Park Avenue, New 
York 17, N. Y. In Canada: London, Ont., Can. 
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Folders hang straight up 
and down in the file drawer. 
No Sag! no slump! no slant! 
Instead, neat and sturdy 


This picture 
shows why folders protect papers within. ) 


———— 
e Ti é Ck 2. Folder tabs always in plain view. 
A File clerks find the right folder in a 
matter of seconds. 


3. Folders slide forward and backward on 
stays metal frames. Now! filers reach for folder Z 


, oo ol as quickly as for folder A. 
awed 
/ 4. A single folder opens easily, spreads 
apart at the touch of fingertips. 


Every paper in file always 


with right at hand. 








For full details without 
obligation write today to 


> ; ® Sam A. Wood, 
Oxford Filing Supply Co., Inc., 


Clinton Road, Garden City, N.Y. 
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NSOEA District No. 1 


Continued from page 50 
Bridgeport, Connecticut, and last year’s governor, pre- 
sided the second day. Speakers were Howard Gun- 
locke, W. H. Gunlocke Chair Company, vice-president 
of the manufacturers’ division NSOEA, and William K. 
Wilson, Diebold, Inc 

The session closed with the nomination of Edward 
Granfield, Edward Granfield, Inc., New Haven, for 
governor to succeed Charles P. Anderson of Thomas 


Groom & Company, Inc., Boston, who had functioned 
well in making the preparations for a successful meet- 
ing. Mr. Anderson obtained Mr. Donovan as a speaker. 


He was assisted on the convention committee by 
Arthur King of Ward’s, Edward Stockwell of American 
Pencil Company and Bob Slate, stationer, Cambridge, 


and Charles Hennion, Jr. 
The chairman of the entertainment committee was 
Bernard Willander of Groom’s; finance, Harley J. 


Lewis, Ward’s of Boston; golf, Michael Ohanian; ladies 
golf, Mrs. Ohanian; ladies putting contest, Mrs. Mar- 
garet DeWitt; hotel arrangements, Nat Blish, Reyburn 
Manufacturing Company; publicity, Fred C. Ruse, Jr., 
Rust Craft Publishers; registrations, John W. Murray, 
John W. Murray Company, Boston; nominating, Sidney 
H. Challenger, Frank H. Fargo Company; reception, 
James R. Armington, Eberhard Faber Pencil Company, 
honorary chairman, Bob Slate, chairman. 

At the golf tourneemnt W. A. Santor, The General 
Fireproofing Company, won low gross by turning in a 
score one stroke under par for the course. Tied for 
second were Mike Ohanian of Wilson Jones Company 
and Bill Keppie, Eaton Paper Corporation. 

In what was known as the kickers’ tournament the 
winners were Ben Willander of Thomas Groom & Com- 
pany, Inc., Joe Yates of Joseph F. Yates Corporation, 


New Haven; George Smith, Loring, Short & Harmon, 
Portland, Maine; and Walter Tanch, L. B. Moody Com- 
pany, Salem, Massachusetts. The “nearest to pin” con- 


test was won by Lewis Mitchel of Elbe File & Binder 
Company 

The convention closed with a banquet. Brief remarks 
were made by Governor Anderson and Governor-elect 
Granfield, also by Mr. Howard and Mr. Burbank. Mr. 
Anderson announced that the day, June 3, marked the 
27th wedding anniversary of Mr. and Mrs. Lou Caracci, 


the 35th of Mr. and Mrs. Arthur Shearman, the 41st 
of Mr. and Mrs. R. A. Maish. Mr. Caracci is proprietor 
of The Nor-Wood Company in New York; Mr. Shear- 
man is with Boorum & Pease; Mr. Maish is vice-presi- 
dent of Dennison Manufacturing Company. 

Excerpts from the address of D. G. Donovan of 
Pepperell Manufacturing Company: 

Should the buyer be on his own? Does he learn 
from experience and should he be sure of everything 
he buys or can he depend on the seller? Does it make 
him a better buyer to get burnt a few times? 

Looking at thi ubject from a buyer’s viewpoint, 
let us break down this question into arguments for and 
against such a selling policy. 

Arguments for Caveat Emptor 

1—It encourages the buyer to be critical. 

2.—It places an extra burden on the seller. 

3.—It invites the buyer to write his own spe- 
cifications 

4—It allows the buyer to name his own terms. 

5.—The buyer must know exactly what he 
wants and how it is used 

Arguments against Caveat Emptor 

1.—Buyer and seller relationship becomes one 
of n nfidence. 

2.—Buyer not apt to receive suggestions from 
sell 

3.—Buy* vill hesitate to take risk on doubt- 
ful 

4—Buyer assumes all liability. 

5.—Buy* ll not repeat order if injured. 

Now, let us | t this question from the salesman’s 
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For PROFIT and 
TURNOVER 


MYRTLE 
INTERVIEW DESKS 


There's more to tell—more to sell—when you promote 
these new Interview Desks from the popular Expediter 
Series (5300-5200). Interviewers, salesmen, doctors, 
opticians and others who serve callers at close range 
enjoy the comfort and convenience of a desk specifi- 
cally designed for their jobs. You enjoy the advan- 
tages of equipment with extra sales appeal that so 
often opens the door to increased volume from new 
and old customers alike. 





ADJUSTABLE HEIGHT ISLAND BASE 
No. §5352-RC WALNUT 
No. 5252-RC SOFTONE OAK OR DAWN GRAY 


$2” x 32” 





ADJUSTABLE HEIGHT ISLAND BASE ees 
No. 5342-F WALNUT 
NO. 5242-F SOFTONE OAK OR DAWN GRAY 
42” x 32” 


(Wy 





BETTER DESKS 
ARE MADE OF WOOD 


MYRTLE DESK COMPANY 








HIGH POINT, NORTH CAROLINA 
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HIGHER QUALITY 


at LOWER COST 
than any other chair.. BAR NOME! 


the Shepherd ‘‘600” 
STENO CHAIR 





Exclusive ORTHOFORM 
Back Support 





FOAM RUBBER 
on back and seat 


a \ 





ALL STEEL lifetime 
construction 


Easiest to sell because it is so obviously your 
customer’s best buy. In no other chair does his 
dollar buy so much comfort, so much beauty, so 
much long-lasting quality. 


No other chair can match 
these features...AT ANY PRICE! 
Shepherd Model 1023 


@ Foam rubber seat and back—removable covers. 


@ RELAXING 


@ Easily adjustable ORTHOFORM back 














@ Base of 1,” electro-welded stee! tubing 


@ Ball bearing casters with 
Shu-Guards 


Shepherd 






CHAIR JCOM PANY 


Factory and Office: 1914 Main St., Melrose Park, Illinois 
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point of view. What is going to happen to that sales- 
man who assumes such a sales policy. “Let the buyer 
beware” could also be phrased “Let the buyer be 
hanged.” I think we can all agree that with such an 
attitude, the result at best would be a one sale affair 
and the repeat business, which is the lifeblood of al] 
industry, would find its way into some other salesman’s 
pocket. 

I believe it is customary at auctions and in the sale 
of used equipment and second hand materials, that 
such sales are at the risk of the buyer. 

From a buyer’s point of view there is something to 
be gained from “Caveat Emptor.” It makes him more 
cautious, gives him an inquiring mind, increases his 
knowledge of the items being purchased and the pur- 
chase is final. 

However, from the sales angle, your angle, other than 
for a one shot deal, I think we can all agree it is very 
poor selling. 

For as I see it, selling is not just the quoting of a 


- 


1. Seated: Billy Gunlocke; Howard Gunlocke, W. H. Gunlocke 
Chair Co. Standing: Jean Pape; Joe McCormick, Stationers 
Guild of America; Elmer Pape, Adkins Prtg. Co., New 
Britain, Conn.; Mrs. Gunlocke. 

Lucille Barbier, Weldon Roberts Rubber Co.; W. G. Pape 
and Ruth Pape, Adkins Prtg. Co., New Britain, Conn 
Dorothy Jensen, Noesting Pin Ticket Co. 

3. Mal Derry, The Globe-Wernicke Co.; John Read, Read & 
MacLeod, New Bedford, Mass.; Harold Bell, manufacturers 
representative. 

4. M. N. Schnitzer, South Shore Office Equipment, Inc., Brock 
ton, Mass.; Mrs. Shulkin; B. Shulkin, Allen Staty. Co., Lynn 
Mass. 

Sam Flenniken, Diebold, Inc.; Carl Priesing, American 
Pencil Co.; Bill Wilson, Diebold, Inc. 
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For construction features that attract customers 


let’s bring up “REINFORCEMENTS” 








Users of metal office furniture have a right to expect 
efficiency, comfort, economy and eye-appeal . . . and they 
get them all by insisting on INVINCIBLE. But Invincible 


also assures the all-important factors of STRENGTH and 
DURABILITY, through extra rugged construction as 
shown in the drawing at the right. Note how a 30” desk 
top is reinforced by 3 big box channels plus the 2 angle 
rims at the edges for a total of 5 supporting members. 








A 36” top has 5 box channels and 2 angle rims for a 
total of 7 sturdy supports. Each desk slide also has a 
rugged box channel support. Each desk island has 2 sup- 
porting box channels which combine the strength of 
the island intermembers with the vertical reinforcements 
shown at the side of the pedestal. Because these rein- 


forcements are placed on both sides of each pedestal, any 





A Ga UES SO TS ok, s 





shocks resulting from dropping or rough handling are 
absorbed through the entire framework of the desk. For 
letailed information on other distinctive features which 
convince users that Invincible equipment is a wise invest- Commercial O ftfice E qu i pmen t 


ment “for better business living”—write the factory direct. “FOR BETTER BUSINESS LIVIN 6” 


INVINCIBLE METAL FURNITURE CO. + MANITOWOC, WISCONSIN 
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OFFICE / SEATING 








Increased production facilities and im- 
proved material supply have enabled 
us to reduce prices on many models in 
the Riteform line. Here is your chance 
to get office seating at popular prices, 
take advantage of one-source buying, 
lower transportation costs, faster de- 
liveries, and lower inventories. 


RITEFORM CHAIR COMPANY 
2300 Ellis Ave. St. Paul, Minn. 












Riteform engineered for the 
budget-bound office manager with 
an office seating problem. The 
“Executive Paymaster” embodies 
these extra-value features 

* welded frames * aluminum 
base * adjustable height * ad- 
justable tension * alumna era) 
baked enamel finish * roomy 
seat * body contour back 













RITEFORM’S FAMOUS ADJUSTABLE ‘’SPRING-BACK’’ MODELS. FAR BETTER, 
LET'S TALK YET LOWER PRICED THAN ANY COMPARABLE LINE ON THE MARKET! 


OVER THE 
RITEFORM 
LINE AT THE 
NS Ot 











FOR TODAY’S GREATEST VALUES IN HARMONIZED METAL OFFICE SEAT- 
ING SEE THE COMPLETE RITEFORM LINE... WRITE FOR INFORMATION. 


CONVENTION 
IN CHICAGO 
a 
C19-20-21 
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price and the receiving of an order. Selling is the 
complete satisfaction of the customer. After you re- 
ceived the order did you follow it through? Did you 
see that it was delivered when promised; was it exactly 
what the buyer wanted? Too often the buyer is for- 
gotten until ths t inquiry shows up. Selling is the 
knowledge that buyer will let you know the next 
time he needs some of your product. 

Human beings ild rather do business, other things 
being equal, with individuals and concerns they like 
and trust, than with individuals or concerns they 
neltner ilke n tr t 


Some Suggestions Made 
Make people wal 
reply—that is easit 

accomplished? 
Here are some suggestions: 


t to do business with you. (You may 
said than done: how can it be 


1. The esman must know his business, must 
know his goods, must know his stuff from 
A to Z 

2. He must master the problems of his pro- 
fession so that he can see things and talk 
things from their angle. 

3. Hen be sincerely anxious to serve both 
his concern and his customer. 

4. He must cultivate a willing personality; he 
must honestly study how he can make him- 
self agreeable: how he can make himself 


interesting; how he can make people glad 

how to make them more anxious 
to give business to him than to mediocre 
salesmen, providing always that the goods 
and services he offers are equal to that 
offered by competitors. 

5. He must have faith in his firm; he must 
have faith in what he sells; he must be 


profoundly impressed that it will pay peo- 
ple to do business with him. 

6. And, perhaps above all, he must carry with 
him all times an atmosphere of cheer- 
fulness and an aura of optimism. He must 
radiate geniality, good will, a conviction 
that ; is a good world to live in, a joy to 
be alive, and that obstacles are merely 
spurs to inspire a man to demonstrate that 
he cannot be licked. 

7. Every salesman should enthrone in his con- 
science this motivating thought: Every 
order I can book means employment for 
wage earners; income for the family; pros- 
perit epends on me. 


Little Things That Count 


In your dail ntact with buyers there are many 
little things wh 10uld be observed as they can be 
irritating 

1. Dox ntradict or argue with buyer. 

2. Space ir calls at reasonable periods and 
do not call at 9:15 a.m. or 4:45 p.m. 

3. Do not oversell. 

4. Adjust length of your visit to the con- 
dition The buyer is busier some days 

>. Get juainted with the buyer’s hobbies, 
whether it is golf, baseball or fishing, but 
be sure you know whereof you talk. 

I remember ilesman knowing my weakness for 
baseb started talking about what Wally Berger had 
done le day | playing for Boston, two years 
after he ha traded to the Giants. (Be sure of 
our tacts 

And finally, let the buyer know that you saw that 
purchase order he had mailed in to your office since 
you had last called on him. Personal acknowledgments 
shov ive n your part. 
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PARKER line of VALUES! 


STEEL OFFICE EQUIPMENT 


STEEL 
BOOKCASE 


The Bookcase is of 
standard size with disap- 
pearing glass front panel 
for clear visibility, Avail- 
able in three different 
sectional sizes: 


H WwW D 
12" x 35%" x Wy," 
15" x 35%" x 11," 
18" x 35%" x 11Y," 





STEEL 
TRANSFER FILES 
FOR YOUR FILING NEEDS 





LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 
ON REQUEST 





THESE STURDY 
STEEL 
TRANSFER 
FILES 
CAN BE 
STACKED 
TO ANY 
DESIRABLE 
HEIGHT 





ALSO STORAGE e WARDROBE and COMBINATION 
CABINETS e COUNTER HIGH and DESK HIGH 
CABINETS e SECTIONAL BOOKCASES 
Made of heavy Gauge Steel . . . Electrically welded 
construction and completely reinforced throughout . . . 
Baked-on enamel finish in Green or Grey. 


Write for Catalog and NEW price list 


PARKER STEEL PRODUCTS INC. 


Manufacturers of Steel Office Equipment 
56 COLUMBIA STREET * BROOKLYN 2, NEW YORK 


CC _ _ ES TTT 
185 











6 10: 


in these 13 magazines 





aie 


fa 


pa 


ee cA 3 aco ~~" 
» TOR R 
| = By oe NST 
Twn ADAIC a“ 


M, NN 
‘ 


Dutt aS 
te 


That's what Estabrook 
is doing to bring MORE 
Back-to-School” business 
to YOUR pen counter... 


Your customers will be asking you for 
the Esterbrook Fountain Pens, Pencils, 
and Desk Pen Sets they see advertised. 


How’s YOUR stock ? 





THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


THE ESTERBROOK PEN COMPANY OF CANADA, LTD. 
92 FLEET STREET, EAST; TORONTO, ONTARIO 
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Texas Hosts NOMDA 


Continued from page 20) 
new president of the Texas dealers and his city wil] 
be the convention site of TOMDA next February. 
NOMDA’S banquet on Wednesday evening attracted 
the largest turnout that has greeted this part of the 
convention in years. After a period of talks and pre- 
sentations the crowd enjoyed dancing to the music 
of two bands. While the formal orchestra enjoyed 
its intermission, a cowboy band took over and pro- 





des 


J. W. Murray, Masco Steel Products; Edwin T. Feigle, Edwin T. 

Feigle Co., Houston, Tex.; Roger L. Lambert and John F. Burke, 

both Maso Steel Products; Jess Musgrave, manufacturers’ repre- 

sentative, Dallas, Tex. 

Edwin T. Feigle, Edwin T. Feigle Co., Houston, Tex.; Floyd 

Kavanaugh, Floyd J. Kavanaugh Co., Galveston, Tex.; Ted Ehney, 
C. Allen Business Machines Co. 

3. Leonore Birney, Nebraska Typewriter Co., Alliance, Neb.; Al 
Sammet, Clary Multiplier Corp.; Jean Hoag, Nebraska Typewriter 
Co., Alliance, Neb.; Hugh L. Clary, president Clary Multiplier Corp.; 
Paul C. Hauser, Dakota Business Machines Co. The two women 


may have been the only feminine Clary dealers at the convention. 
4. F. H. Staat, R. C. Allen Business Machines Co.; M. & Mrs. Dick 
Nickel, Nickel Business Machines, Clovis, N. M.; Ted Ehney, R. C. 


Allen Business Machines Co. 


vided some of the best dance tunes the dancers had 
heard in a long time. 

At this banquet President Jackson graciously hon- 
ored the officers, the convention committees and all 
who had played vital roles in the association’s prog- 
ress during the past year. He was happy to receive 
as a gift from the association a fine 35-millimeter 
camera and case. Mrs. Harold Mann received a $100 
check in partial appreciation of the help she had 
given her husband and his diligent conduct of NOMDA 
affairs. 

The audience had an opportunity to meet petite, 
brown-eyed Miss Barbara Ann Gentry who was picked 
by 2,700 Jaycee Clubs in nationwide voting as ‘Alice 
from Dallas.” The 25-year-old Texas beauty is a re- 
cepticnist for the home offices of the Dr. Pepper Com- 
pany in Dallas. Miss Gentry, who was official hostess 
for the Jaycee convention in Dallas, received $5,000 
in gifts. 

Fountain pens were presented to the runner-ups 
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Carbon business is Fine 


with Dealers who sell 


PEERLESS-IMPERIAL Final, Line 

















FINAL: LINE 


TYPIST GUIDE 


Cebon Tie 






3 punch holes at top and bottom of clean extension edge tell Typist where to start—warn her where 
to stop. Correct most common typewriting fault—typing too far down on the page. 


Secretaries, Typists and Employers love it—because it saves needless re-typing. 
Dealers love it because it sells FAST and yields a generous PROFIT. 


Write for samples. 


PEERLESS-IMPERIAL CO., INC. 


28 Peerless Place, Newark 5, New Jersey 





am 99 
66 ° 
| (C f: real ame tu ca oe 4 Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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$22.00 LITTLE GIANT CHEST FREE # 


Same fire-resistant insulation between steel walls as all 
Protectall Safes. Sturdy combination lock. Compact 
Streamlined. Small enough to fit into desk or bureau 
drawer. Outside dimensions: 12” x 8” x 5”. Keep it your- 
self or sell it, and take full $22.00 Retail Price as profit. 
(Retail price slightly higher in western states.) 


*Yours FREE with $125 (at net prices—retail 
prices less usual trade discount) or bigger or- 
der for Protectall Safes. Limited Time Only. 


l] S | F | 
VY tot hid 
... to introduce you to easy 


profits you can make selling famous 


PROTECTALL 
SAFES 


Why miss out on the big profit which hundreds of dealers are mak- 
ing selling new and better than ever Protectall Safes? Easy to sell. 


With Protectall, you offer top quality, best appearance, unchallenged 



























value—featuring the most simple and fastest-selling safe line in the in- 
dustry with the Underwriters’ approved “C” Label. And 4 out of 5 of 


all safes sold are “C”’ Label safes. Use the coupon. Place your order, 
now—take advantage of this sensational BONUS DEAL. 


The “Executive.” Like all Protectall Safes. it is modern, streamlined, con- 
structed to provide maximum usable interior space. Welded body of high- 
tensile steel, completely insulated for resistance to fire up to 1,700°F. for 
one hour. Underwriters’ ‘‘C”’ Label. Equipped with heavy-duty, precision- 

] 


made combination lock with 4 movable 
heavy-duty casters. In Bankers Gray, Office Green or Persian Black. 


bolts, 2-way action. Concealed 








OUTSIDE DIMENSIONS INSIDE DIMENSIONS Approx. | Retail® 
Code High Wide Deep High Wide Deep Shp. Wt Price 
Director 58° 39 29” 48" 33 20 1305 Ibs. $530.00 
Commercial 48” 25 27° 39° 20 20 810 Ibs $335.50 
Accountant 41" 25 27" 32° 20 20 705 Ibs $249.50 
2 Gibraltar 36° 22 24° 27° li li 540 Ibs. $217.50 
4 Protectall Safes |<. eS 
mt es P 4 Treasurer 31° 19 19” 22” 14 12 400 ibs. | $153.50 
Oyracuse Vcc (fork Executive 23” 15 19° 4” 10 12 24S ibs. | $98.50 
Custodian W all Safe 12” 12 7” i" il 4 70 ibs $43.50 
Resolute Chest 8° 8 Il 6" 6 ] 130 Ibs $137.58 
Little Giant Chest >” 12 8 3 10 6 19 Ibs $22.00 
All prices F.0.B. shipping point 
*Retail prices are subject to the usual trade discount and are slightly higher in western states 








Protectall Safe Corp., 926 S. Salina St., Syracuse, N. Y. 
[ ] Please ship me { rdel 


(qu intity) 


Hurry. Mail coupon, today. pry Aare Little ho ker aie : ost or 
Offer expires October 15, 1952. 4s gu eaatialaeaamtamatass stain cleanin Stans 


FIRM NAMI 


YOUR NAMI POSITION 


ne 





ADDRESS 
CITY FONT STATI 
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from NOMDA by President Jackson and he bestowed 
on Miss Gentry a Remington portable typewriter. In 
a drawing by the major portable typewriter repre- 





For a Texas Beauty ... Jim Hackney, sales manager of 
Remington Rand Inc., Portable Typewriter division, presents a 
portable typewriter to Barbara Ann Gentry, “Alice from Dallas.” 


sentatives the Remington had been chosen and was 
given to NOMDA for this purpose. 

Dancing then followed the formal program and a 
successful convention of NOMDA came to a close. 


Exhibits Are Described 
Following are brief descriptions of the exhibits: 
Addo Machine r New York, N. Y. yeorge Agrell was in charge 


X ad j ; es, Multo calculators, Roneo 


pa portable tvoewriter 
R. C. Allen Business Machines, Inc., Grand Rapids, Mich.—This company 


t kkeer ; achine ash register 
H. A. Greene. Also 
W H D etting north entral 
taat. southwester jivision manager. 
Ames Supply Company, Chicago, IIIl.—Featur f this exhibit was the 
A ; ; A Ww Kart ‘ vice-pre Jent of the south 


Barrett Adding Machine Division, Lanston Monotype Machine Co., Phila- 
delphia, Pa f the mpany’s ne of adding machines 
ents which have been made 


w sided the BI92E 9-column electric sub 

perated subtractor, and the BI8 8-column 

W. A. Brennan, Jr., manager, was in charge 

ary Multiplier Corporation, San Gabriel, Caiif—A complete line of 
3 machir wa n display here. Marty L. 

for the outnwest wa n charge of the 


na sles manager, and Frank Ran- 
sger, assisting. President Hugh L. Clary 


‘ f dealer sles » attended 
Ralph C. Coxhead rp., Newark, N. J.—The Vari-Typer, DSJ composing 
» were exhibited at this booth. Greeting vis 
, manaqer 
Dixie Chrome P | ; Irving, Tex Chrome ies snd receptior room 
tt Jance were J. E. McRee, R. W. Anderson 
A. D. Osborne, and W. V. Wood. 
Duplicator Corporation, Yonkers, N. Y.—Visitors at th booth viewed 
r and accessorie electr and two-hand 
“ j f cabinet. B. H. M 
taff assisted by Keith Atkinson of 
35 
Elliott Addressing Machine Co., Cambridge, Mass.—On exhibition were 
M Mod 13 and Mode! L-!3. Distributed were 
F M fen The Story of a Father 
rutable J. A. Cowan, district manager, 
8 Dobt J. D. McGehee and James Webr 
ndiana Cash Drawer Co., Shelbyvilie, Ind.—Variou mode f ash 
with adding machines; under counter cash 
war w. Present at the boott 
, =———*" ym Showers and Tom Morgan 
ntercontinental Trading Corp., New York, N. Y ympia portable type 
“a feat j +h " Hir . 
King Posture Ch Pasadena, Calif t executive, side chairs 
Eliswort sles manager. greete 
& 5 ‘ 
" > M 
Mas Ste hicago WW pla + ~* 
w T t th w 
Maste Addre Minneapolis, Minn.—Mod 25 and 4 
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MODERN STYLED... 
HANDSOME... 
SPACIOUS 





48372 


TAY LOR 
Comfort - 
Posture 
Executive 


Chair 


4807 LA 


Comfort-soft foam rubber seat, back and 
arms. Matches any type of desk 
installation, wood or steel. Pivotal back 
is curved to figure lines for continuous 


support in the fatigue area. 


Write for literature and address 


of nearest dealer 


BEDF R SI 


The‘Taylor Chair Company 
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COMFORT- 
CONTROLLED 
MOTION 





“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design . . . 


buy Collier-Keyworth! 





COLLIER-KEYWORTH CO. 
MENG SS 0c SEES 
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we w he charg J 
Metalcraft, Inc., Mason City, lowa.—Here we wn the A hs of 
t Metalcratt f De trations of this product's apr at were made 
k Texas representative 
National Cash Register Co., Dayton, Ohio—A ete line of Nationa 
id machines, feat y eight time and n sving advantages were 
Olivetti Corp. of America, New York, N. Y 
; ‘ siculat Ww ; enter attract r st th exhibit Noe J ewin 
Texas and Oklahoma 1 Robert sig, were 
Peerless Steel Equipment Company, Philadelphia, Pa.—The new 6600 line 
f stake § wa : syed with John H « Tey oar » ab ines - 
Polk Bros., Typewriter Co., Chicago, Ill 
xhibit ft ret t t rona typewriter 
Precisa Distributors, Inc., Salt Lake City, Utah w ade F adding 
’ es ‘ iif jn Jels. both electr , } j c 3+ were 
ny Eugene W wa present ¢ jreet 
Print-O-Matic, Inc., Chicago—Displayed was tt w model 4-A F . 
Mat eqga e auf t . tor saw the w press t 5 
w proved A-2 Print-O-Mat Emory Booty slias 
was if narge me was aiaed t 
snd Ba B tt, Chicago fact 
Remington Rand Inc., New York, N. Y.—Fou } yhted photographs 
f ft mpa f ts served as a backg ij for Ren st f able 
write TOPflight adding ma typewrit nd duf sting supplie 
v S rg 
“ 5 oa ] A } e 
A ' ‘ad 
i sie w S 
>] 
Emore. a rv , 
cS. a B A B ; 
Royal Typewriter Co., Inc., New York, N. Y.—! j k | portable 
, oni ‘ n : table sray Maa i R oi 7 j 
A wt table were jisplayed at t th WwW 1. Beck 
K “th port rea »| manager 
ork ble jistrict repre 
Shipman-Ward Mfg. Co., Chicago, Ill.—Feat j t t th was th 
writ Bese $ 4 ) A " were 
raying cans, typewrit sta typewriter 
Kantor wa 
‘ rae  Skyor K c 
L. C. Smith & Corona Typewriters, Inc., Syracuse, N. Y 
? c Tabie ? writ na sacaqing ma “ now 
w | t 
3 w 3 
M a rr k } w *t. 
M/A + sles 5 ++e 
k and J w 
i J T wr r n 
Spence Furniture Co.—Here were showr 
— j ' Sc f 
was ass K A 
Speed-O-Print Corp., Chicago—The Liberat 7 jel was 
, } wit supe t both mimeograpt ind t du¢t at 
A t J suf . 3 Kern ai€ 
Stanley Mfg. Co., Fort Worth, Tex.—Leat} 
1 t f ture r wi ) 1 sice-arr were Sf yy w 
M 4 
Swift Business Machines Corp., Gt. Barrington, Mass hown here were 
% Adding snd carrying ca ae xhibit 
Tiffany Stand Co., Poplar Bluff, Mo.—A 
ind portable F 
Underwood Corporation, New York, N. Y.—Feat st th booth were 
wv 


wit 


Victor Adding Machines Co., Chicago, Ill 





F. W. Siller Named Special Assistant 

Frederick W. Siller, former Philadelphia district 
manager for Moore Business Forms, Inc., has been 
promoted to special assistant to the general sales 
manager 

Mr. Siller has had a long and varied career with 
the company. He started as a salesman in 1934 in 
1934 at the Buffalo office of the former American Sales- 
book Company.—GET 
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from NATIONAL LOCK 


quality items for every possible use 


NATIONAL LOCK COMPANY has made a box locks, combination safe cabinet locks, drawer 
broad line of high-quality locks for more than 48 and door locks and still other locks. Available 
years. Shown below are typical examples of com- are lever tumbler, plate tumbler and pin tumbler 
bination shackle locks, surface mounted and built- types, designed for specific applications. Write 
in locker locks, filing cabinet drawer locks, cash for complete information and installation data. 


WwW 


No. 68-053C 


No. 68-095 


mi 


No. 68-4847 


If you are an original 
equipment manu- 
facturer or jobber, 
write us. If you are a 


dealer, see your jobber. 





Ss: 
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Distinctive Hardware...All From | Source 


HANDLES, LOCKS, LABEL HOLDERS, CASTERS, LOCKER HOOKS, 
HINGES, LIFT HANDLES... EVERYTHING FOR OFFICE APPLIANCES 


NATIONAL LOCK COMPANY 
ROCKFORD . ILLINOIS 
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Give them the best with Quality Park Products 


Here are four of the more than 400 styles, sizes, weights 
and stocks available at Quality Park that your customers 
will reach for. 

1. TWO COMPARTMENT . . . a quality envelope 
that combines first class mail with third or 
fourth class in one unit. Attached first class 
envelope has cellophane window. Available in 
FOUR standard sizes! 

2. C-PACK the handy pack of 100 plain 
white envelopes. Two sizes: No. 634 and No. 10. 
Also the business assortment C-Pack of three 
sizes. 


Sold Through Dealers Only! 





General Office and Factory, Quality Park, St. Paul 4, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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3. CHAMPION CLASP the envelope with 
3-way strength, wide gummed seams and rein- 
forced flaps, strong secure fasteners (clasp or 
string tie). Available in 24 sizes in Parkraft 
or Cameo stock. Packed 100 to the box, 1000 
to the carton. 


4. SCHOOL WALLETS . one piece style in 
strong durable Red Fibre stock with attached 
tape ties. In eleven sizes from 3% x 6 to 
16 x 20. A favorite of students and salesmen. 


gata Ri 


oe O)uelity IPs 2 


4. 
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SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


Howard C. Parker, head of the Parker Typewriter 
Company, 156 E. Colorado St., Pasadena, a firm which 
he organized 31 years ago, died June 24. Private 
funeral services were held in Pasadena with Rev. M. 
K. W. Heicher of the Altadena Community Church 
officiating. Interment was in the Mountain View 
Cemetery, Altadena. 

Mr. Parker was born in western New York and very 
early in life developed an interest in typewriters. Just 
out of school, he became an employee of the Reming- 
ton Typewriter Company with which he held im- 
portant positions in New York City, Boston, Buffalo, 


Howard C. Parker 





and Kansas City. He finally went into the typewriter 
and stationery business in Topeka, Kans. 

In 1921 he moved to Pasadena and organized the 
Parker Typewriter Company which he headed until 
his death. The company soon became one of the lead- 


ing typewriter firms in the city and is so considered 
today. 
Active in a great number of character building and 


socially constructive organizations, Mr. Parker always 
gave a large portion of his time to work outside of 
his business. He was a member of the Pasadena 
Rotary Club, the Scottish Rite Altadena Lodge, A. F. 
& A. M., the Shrine, and other Masonic groups. He 
was chairman of the Building Funds Committee for 
the new Youth Center and Fellowship Hall in Alta- 
dena, a city in which he lived for some 31 years. 
He was an active member of the Altadena Community 
Church 

Survivors are the widow, Mrs. Birney Parker, whom 
he married in Topeka, Kans., in 1919; two sons, Robert 
J. Parker and Warren A. Parker, and four grandchil- 
dren, all of Altadena 

Both sons were in business with their father and 


the Parker Typewriter Company will continue in busi- 
ness under their leadership. 
. * * 


The Johnston Adding Machine Company has leased 
a building at 10939 Van Owen St., North Hollywood, 
for the manufacture of adding machines. 


> * 7. 
Rozalind Oliver is the new secretary of the Glenn 
C. Leslie Company, 3300 Beverly Blvd., Los Angeles. 


She took over her duties June 1. 
Glenn C. Leslie, president of the company, points 


out the interesting fact that two brothers who have 
worked very closely to each other all their lives are 
now in the employ of the Leslie company, one as 
service manager and the other as his assistant. Bill 
Johnson, one of these men, now service manager, has 
been with Leslie for five years and Dick Johnson, the 
brother, has recently taken over his work. These two 
young men were in the service together during World 


War II, both serving in the U. S. Navy. 
Incidentally, the Glenn A. Leslie Company, accord- 

ing to Mr. Leslie, made the biggest installation the 

company ever made for a state government office 
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FOLKS WORK BETTER— 
FEEL BETTER 


When office aids are tops! 









SUGGEST SANFORD'S 
NEW MICRO-CELLULAR 
RUBBER STAMP PAD! 











“Like walking 
barefoot in the grass!’”’ 
When your customers use the revolution- 
ary, new SANFORD’S FOAM RUBBER 
STAMP PAD! Simple, effortless ! 


No. 1 Pad....$ .68¢ 
2 Sizes: yo 2 Pad... .. 1.00 








LINT FREE! 


Here’s another wonderful advantage 
of the new, revolutionary SAN- 
FORD’S FOAM RUBBER STAMP 
PAD! Using this all-rubber pad, even 
the smallest type makes a clear and 
readable impression . . . because the 
stamping surface is totally free of lint! 














1,900 MICRO-CELLULAR INK RESERVOIRS 
per square inch of stamping surface! 


Imagine, all those microscopic-size ink reservoirs ... 
and they all add up to outlast several ordinary stamp 
pads . . . and, to ink more uniformly! Also unlike 
average pads, the SANFORD PAD can be used im- 
mediately after re-inking! 


SANFORD’S NEW STAMP PAD HELPS CUT DOWN 
OFFICE NOISE AND STRAIN 


inks perfectly with only slightest é 
touch to pad! No more crushing blows and 
office noise with the SANFORD PAD. Office 
workers really appreciate any lessening of dis- 
tracting sound, with SANFORD PADS 
around—noise is padded whenever ink stamp- 
ing is required. Besides, there’s no attendant 
wrist strain, 





FITS RIGHT IN 
DESK DRAWER 


Desk workers can write 100,000 
words from these desk-size bottles 
—all the ink an average person can 
keep fresh ! Each % oz. SANFORD 
PENit Ink bottle is a fresh, clean 
inkwell—and fits the center drawer! 





9 


4. 


SANFORD INK COMPANY « BELLWOOD, ILLINOIS 
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STORMS 


QUALITY PRODUCTS 


CARBON PAPER 
INKED RIBBONS 
CARBONIZED ROLLS 


“The Complete Line’ 
DEALERS... 


INCREASE your sales. Compete with confi- 
dence. 


Sell highest grade merchandise produced and 
guaranteed by a reputable manufacturer with a 
thorough knowledge of DEALER requirements. 


H. M. STORMS COMPANY serving the DEALER 
TRADE EXCLUSIVELY for more than HALF 
CENTURY is exceptionally well equipped to 
provide everything required in CARBON PAPER, 
INKED RIBBONS AND CARBONIZED ROLLS. 


We have complete modern facilities for pack- 
aging and imprinting under dealers private 


brands. 


Investigate our PERSONALIZED service. Carbon 
paper permanently identified with your brand 
name printed directly on each sheet of carbon. 
A sure way to build repeat sales. 


Write NOW to Dept. H for details. 





H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 
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when an installation of Autotypist equipment was 
completed at the State Capitol in Phoenix, Arizona. 


W. A. Eiseman, district manager in the Los Angeles 
area for the Royal Typewriter Company, 1034 S. 
Broadway, Los Angeles, announces that R. E. Elkins, 
of Atlanta, Ga., has been named field representative 
for portable typewriters in the Los Angeles area, suc- 
ceeding John Glasgow who has been transferred to 
Rochester, N. Y., as district manager. Mr. Elkins took 
over his duties June 15. In Atlanta his work has been 
of the same character. There he was portable type- 
writer representative for the southern states. 

: > * 


Mitchell Kapland, vice-president of the Cummins- 
Chicago Corporation, visited the Cummins Business 
Machines Division of the company at 1110 Wilshire 
Blvd., Los Angeles, prior to attending the convention 
of the National Office Management Association in San 
Francisco. 

Russell M. Perkins, manager of the Los Angeles 
agency, and John Fagan, Jr., special sales representa- 
tive in the Los Angeles office, accompanied Mr. Kap- 
land to San Francisco. I. W. Kesler is manager of the 
San Francisco agency. 

Mr. Perkins, who at this writing has completed a 
3% weeks’ coverage of the Nevada and Arizona terri- 
tory, reports business conditions as being generally 
favorable. 

a . * 

Blake Lockard, secretary of the Stationers Associa- 
tion of Southern California, reports the opening of 
a new stationery store at 1141 San Fernando Road, 
San Fernando, Calif. Roy M. Richardson is the pro- 
prietor and the store is known as Richardson’s Sta- 
tionery and Office Supplies. Mr. Richardson has been 
connected with the stationery business for many years 
but this is the first time’ he has opened a store of 
his own. 

+ * ” 

Harold Mann, Los Angeles, secretary of the National 
Office Machine Dealers Association, reports that there 
was a good sprinkling of Los Angeles people at the 
national convention in Dallas. 

The general consensus, according to Mr. Mann, is 
that the recent convention was one of the best so far 
held. All records were broken in attendance and 
registration, while both the regular programs and the 
entertainment features were of an unusually high 
quality, Mr. Mann points out. 

Hal Pettit of the California Typewriter Exchange, 
Los Angeles, conducted a very successful discussion 
on typewriters at the convention. 

> * . 


Mrs. Betty Louviere, secretary of the Los Angeles 
chapter of the National Association of Cost Account- 
ants, is slated to leave July 10 on a vacation trip which 
will take her to Houston and Beaumont, Tex., as well 
as to New Orleans, the last named city being her 
former home. 

Mrs. Louviere is to be accompanied by her daughter 
Loretta and her brother, Jimmy Burge, who is a local 
sales eepresentative for the Pacific Glass Company. 

Mrs. Louviere reports that the Los Angeles chapter 
of the National Association of Cost Accountants took 
fourth place this year in the Stevenson Trophy Com- 
petition competing with 110 other chapters. Last year 
the Los Angeles chapter also took fourth place while 
in 1951 it captured first honors. 

a * . 


Installation of officers of the Los Angeles chapter 
of the National Association of Cost Accountants took 
place at the June meeting, a dinner meeting held in 
the Elks Club in Los Angeles. Officers installed were 
as follows: president, Morris Dahlen, partner in Price, 
Waterhouse and Company; vice-president, George 
Feichtman, vice-president of the Workman Service 
Company; vice-president, Harry N. Kamph, president 
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/ FoUWO VOT WAYS 70 MAKE MORE 
MONEY 1M THIS CATALOG OF 





@ FAST-MOVING 
SURE-FIRE 
REPEATING 


Culopotnt 


PRODUCTS! 







\\\ 


Get Your FREE COPY Now! 


In this “Autopoint” Catalog, you will find the key to 
PROFITABLE SELLING .. . because between its 
pages, you literally will find 101 ee - tried and 
proved “Autopoint’ ——_ that repeat... “in demand” 
products that pay off for you across the counter. 

For many, many years, the “Autopoint’’ Catalog has 
been the “buying source’ of thousands of dealers. They 
refer to it, and buy from it, with confidence and enthusi- 
asm. Because they know durable, reliable and attractive 
“Autopoint”’ products offer maximum profit to them, and 
maximum satisfaction to users. 

So we urge you to send for this catalog. It shows many 
new items that will add to your volume and help you beat 
last year’s figures . . . plus the favorite “Autopoint” stand- 
bys you and every dealer knows are as good as “money in 
the bank”. Mail coupon for your free copy. 








New “Autopoint’ Companion 
Matching Ball Point Pen and Pencil Set 








New “Autopoint”’ 
‘“VINYLITE”’ PLASTIC BILLFOLDS 





TRADE 


BETTER PENCILS 
“Autopoint™ is a trademark of Autopoint Company, Chicago 





mom ee ee 7 
; AUTOPOINT COMPANY, Dept. OA-8, : 
| 1801 Foster Ave., Chicago 40, Ill. | 
| Please send me free, your Catalog of PROFITABLE l 
| poe meg ‘Autopoint” Products. If additional copies | 

Simulated | esired indicate number here ae | 
Pin Seal, ; OO Check here to have representative call. 
° Name 
Lizard and ; 
. Company_____ moins 
Alligator | re | 

No. 6 | No. 8 : | Position___ 

Pencil \] Pencil grains | Street Address__ | 
; City ‘ Zone State 

wis de ee oe ee ee eae ae ee _—s 
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This picture can : 


cut your office overhead. +. aed 







..- if you see the 






dealer who features 


STEELCASE 


The picture shows a portion of an office that is completely equipped 
with Steelcase furniture. Your Steelcase dealer can translate that pic- 
ture into benefits for you. He can show you how Steelcase saves val- 
uable floor space, speeds up work flow, increases efficiency and improves 
morale. Steelease is more than a name—it’s a principle of efficient 
engineering. Interchangeable, standardized parts provide complete 
flexibility to changing work requirements. Beautiful, modern colors 
and finishes make surroundings more attractive. Everything is de- 
signed for comfort and convenience. Your Steelcase dealer is an expert 


on economical office engineering. See him! Now! 





=> Look for Steelcase in the classified 


section of your telephone directory. 


— ee 4 = Sey. i = 


For new ideas in office planning, write for ‘Tooling Up Your Office’’ Business Equipment 
METAL OFFICE FURNITURE COMPANY, Grand Rapids, Michigan 
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of Business Systems, Inc.; vice-president, Frank Lowe, 
assistant administrator for the City of Los Angeles; 
secretary, Roy E. McRann, secretary and assistant 
treasurer of the Bobrick Manufacturing Company; 
treasurer, Robert W. Gordon, formerly with the 
Charles R. Hadley Company, now retired. 

The speaker at the installation meeting was Morris 
Pendleton, president of the Piomb Tool Company of 
Los Angeles, who discussed, “European Cost Factors.” 

Public relations for the ensuing year for the chap- 
ter are in the hands of Victor Bourbonnais, treasurer 
of the Pacific Tile and Porcelain Company of Pied- 
mont, California. Mr. Bourbonnais replaces Robert 
Chapman, the latter having been placed in charge of 
membership and attendance. 

Next year’s convention of the National Association 
of Cost Accountants will be held in Los Angeles. This 
will be the first time it has ever been held west of the 
Mississippi River. Much credit for securing the con- 
vention for Los Angeles must be given to Mr. Bour- 
bonnaise, since at the convention at the Waldorf- 
Astoria Hotel in New York he distributed ceramic 
tiles, 4x4 inches in size, carrying the inscription, “Con- 
vene With Me in ’53”. The novelty of this bid for the 
convention attracted unusual attention, and no doubt 
had a strong bearing on selection of the 1953 con- 
vention city. 

* + * 

A two-day sales meeting of Diebold, Inc., 1845 S. 
Western Ave., Los Angeles, was recently held at the 
Chapman Park Hotel in that city. Present were E. F. 
Collins, assistant sales manager, and W. Rex Snavely, 
western regional manager. 





Pacific Northwest Notes 
C. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 

Regional meeting of Executone, Inc., of New York, 
manufacturers of inter-communication equipment, was 
held recently by N. A. Karr, vice-president, in Portland, 
Ore., for this Pacific Northwestern area. With Bob 
Allen, Portland distributor of this office and business 
equipment, as host to the gathering, the conference 
was held at the Heathman Hotel. 

Attending from all parts of Washington as well as 
Oregon, Idaho and Montana, were large numbers of 
distributors and sales representatives, to meet the New 
York executive of Executone, Inc. 

> * * 

Arthur R. Braden, of the Spokane Paper & Station- 
ery Company of Spokane, was elected a trustee of the 
Inland Empire Purchasing Agents’ Association in East- 
ern Washington, at the recent annual meeting. This 
was followed shortly afterward by a visit and tour of 
the Inland Empire paper mill at Millwood. 

> > > 

A. J. Houle, who conducted the typewriter sales and 
service company of that name in Seattle for many 
years, and an injured vet of World War II, was for 
several weeks in Seattle’s new and magnificent Veter- 
ans’ Hospital with a heart ailment. Now recovered and 
returned home, he is continuing the building of his 
new home in West Seattle, while resuming his work 
with Alaska Communications in the Federal Building. 

+. > * 

A complete map department, featuring maps and 
atlases for business and reference, especially those of 
the Rand McNally organization, has recently been 
stocked and opened by the Swender Blueprint Com- 
pany at 215 S. W. Fifth Ave., Portland, Ore. This blue- 
print house with its large business and office clientele 
has grouped an assorted stock of material on which 
business and sales emphasis is being placed these days. 
Among the special business maps in demand are the 
Sales control maps and outline maps, as well as execu- 
tive indexed maps and trading area maps, plus the 
more general pocket maps, road and world atlases. 


Stan Hall Rubber Stamp & Stationery Company, Inc., 
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aluminum 
chairs 


BREAD AND BUTTER 


Most dealers agree that the most profitable line is the 
“Bread and Butter’ line—the staple which maintains its 
acceptance year after year. 


FINE-REST chairs constitute just such a line because their 
popular national acceptance is constantly increasing. 


Why not sell the accepted best—why not sell FINE-REST? 
Write us for details regarding available franchises. 





ALUMINUM SEATING [erperalien 


17 S$. CHERRY STREET ° AKRON 8 HIO 





AETNA SAFE CO., 46-50 W. 29th mM. ¥. 
Diéteibell nectar ae. SOR kbodt titties 
SAFE & EQUIPMENT WHOLESALERS, 260 &. FIFTH ST., PHILADELPHIA 6, PA. 
SASTERN PA. DISTRIBUTOR 
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DARNELL 


Office Chair 


CASTERS 





PROFITABLE 


Recommend Darnell 
Office Chair Casters. 
They provide ease of 
movement, full protec- 
tion of floors, as well as 
eliminating damage to 
equipment due to 
wracking. 


Send for complete information 





ARNELL CORP LTD 60 WALKER ST NEW YORK 13 NY 


H 4 CALIFORNIA 36 N CLINTON CHICAGO 6 
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of Seattle, Wash., has been recently incorporated, after 
being capitalized at $25,000, by the following persons: 
Raymond J. Horn, 6007 232 S.W., Edmonds, Wash.; 
James Gay of 4019 30th Ave., West, Seattle, and Linford 
B. Rogers of 8018 37th Ave., N.E., Seattle. 


* > * 


The Pacific Stationery store at 418 S.W. Second Ave., 
Portland, has branched into a new field with the recent 
opening of a high fidelity sound room for musical 
features and the extension of a cordial invitation to 
its customers and all Portlanders to see and hear the 
demonstrations of fine music. 


* * * 


Dick Ryder of the Dictaphone Corporation of Spo- 
kane, Wash., was named as chairman of a new drive 
in that city to relieve the shortage of office secretaries 
which has put the pinch on business. Mr. Ryder re- 
cently stated to the business world in and around 
Spokane that while over 30,000 new secretarial jobs 
are created in this country annually, there is a vast 
shortage of secretaries. 

. * * 

By staging a fine art exhibit this June, the Second 
Ave. store of Lowman & Hanford Company, brought 
traffic to its doors. An invitation was extended to all 
Seattleites to view the three-day, one-man art show 
and exhibit by Ross Gill, Northwestern artist. 


7~ + © 
J. C. Perine of Seattle, Wash., has recently been 
named as the new district manager in that city for 
the calendar and business-gifts firm of Gerlach-Bark- 
low Company, headquarters in Joliet, Ill. Mr. Perine’s 
large trading territory includes Washington, Alaska, 
Northern Idaho, and Western Montana. 





News Notes from Maritime Provinces 


W. J. McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B., CANADA 

R. R. Colpitts & Son, Itd., Moncton, N. B., has been 
featuring the Clary adding machine. The campaign, 
conducted by the president of the firm, A. Lorne 
Colpitts, is stressing the fact that the machine is a 
modern product for modern times and circumstances. 
Eight hours’ work on one of these machines is rep- 
resented by 1,760 feet of tape, and the firm claims it 
to be one of the fastest machines on the market. 

. ” * 

H. M. Simpson, Ltd., Charlottetown, Prince Edward 
Island, is offering a demonstration service for type- 
writers, adding machines, check writers, cash reg- 
isters, filing systems and so forth. Telephone and 
mails are being used liberally in selling. Special atten- 
tion is being given to those businesses catering to 
tourists from the United States and the central 
Canadian provinces. 

* ” + 

Presto, a low-priced dupuicator, is receiving special 
attention at Montreal’s Adding Machine Service Com- 
pany. The economy of the duplicator is being stressed 
especially for use in producing circulars and so on. 





Publish “The Management Dictionary” 

A. E. Benn, librarian of the Ford Motor Company 
public relations research library, is the author of “The 
Management Dictionary” just published. 

This book, published by the Exposition Press, Inc., 
386 Fourth Ave., New York 16, N.Y., for $7.50, is claimed 
to be the first full lexicon to define and standardize 
the terminology of management. 

There are more than 4,000 references, words, phrases, 
formulas, synonyms, antonyms and tables of common 
usage in job analysis and evaluation, wage and salary 
administration, counselling and industrial psychology, 
industrial relations, industrial engineering, organiza- 
tion, administration and industrial economics as well 
as production and manufacturing. 
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YOUR LIFETIME OPPORTUNITY «¢ The most valuable 


business asset in this industry—the Shaw-Walker franchise— 
is available in a few cities. Perhaps you qualify for it. Inquire! 
Shaw-Walker, Muskegon, Michigan. This may lead you to the 
greatest profit move you ever made. 
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HARTER @iisiea LINE... 
OF ALL-STEEL CHAIRS 


High Quality at Low Price 


Since 1949, the requirements of the armed 
forces have taken the entire production of 
Harter 1800 line chairs. Now, new additions 
to our plant capacity and the ability to get 
more steel make it possible for us to supply 
both the government and Harter dealers. 


The high quality, durability, modern appear- 
ance and competitive price that have made 
the Harter 1800’s so acceptable to the armed 
forces makes them a valued addition to the 
dealer’s stock. That’s the beauty of the com- 
plete Harter line—the dealer always can sup- 
ply exactly the right chair for every office 
application. Write for catalog and full infor- 
mation on the full Harter Line. 


HARTER CORPORATION 
825 Prairie, Sturgis, Michigan 


Quality In Hidden Details, Too 


Here’s quality that’s more than skin 
deep. If you took a Harter 1800 
chair apart piece by piece you’d 
find the same dependable quality in 
every part and in all workmanship. 
That’s why the fine appearance in 
Harter chairs endures and con- 
tinues to please customers through 
the years. 


i a 
i HARTER 
STEEL CHAIRS 
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KEN DICKENSHEET, CORRESPONDENT 
1020 Y STREET, VANCOUVER, WASH. 


Will Ortell, one of the founders of our District 11 
Regional Group and one of the Pacific Northwest’s 
best-known stationers has announced his retirement 
from the Shaw & Borden Company of Spokane to 
take effect December 31, 1952. He will be succeeded 
in his post of president and general manager by his 
son, Ralph B. Ortell. 

Announcement was also made of the sale of his 
interest to the Lowman & Hanford Company of Seat- 
tle, Wash., at a meeting of the Board of Trustees. 

Shaw & Borden was founded in 1890 in Spokane. 





R. B. Ortel 


Will J. Ortell has been associated with the organiza- 
tion since 1898. Ralph Ortell started with the Company 
January 1, 1919. Fifty-four years of service to the 
stationery industry and to Shaw & Borden certainly 
constitutes an enviable record. The travelers wish 
Mr. & Mrs. Ortell much happiness in their future 
plans 


W. J. Ortel 


* * . 


W. R. “Bill” Remington, president of The Reporter 
Printing & Supply Company in Billings, Mont., has 
announced the purchase of The McKee Printing Com- 
pany of Butte, Mont. William Chase, formerly sales 
manager of The Reporter has been placed in charge of 
the Butte plant, which will continue to operate under 
the name of The McKee Printing Company. Plans for 


an “Open House” for the Butte store are under way 
and will be held sometime in August. 
+ * ae 


Ran into Jack (G. F.) Boehne and Herb (G. F.) Pet- 
erson in Montana. Jack was making a series of farewel 
appearances and Herb was renewing his friendships 
with his old customers. Herb’s luck at gambling seems 
to have deserted him since leaving Yakima as we stuck 
him for the check in Butte and Jack said he had been 
an easy touch all through the trip. This is certainly 
different from the days when Herb ran the 4-5-6 game 
in Yakima. 

+ * - 

Claude Elder has announced the appointment of 
George L. Scheeler as manager of his store in Helena, 
The Helena Office Supply Company. George has been 
working for the Kimes Business Supply in Kalispell 
for the past couple of years but is very happy to be 
back in Helena. 

Sandy Haroldson’s new store in Helena, known as 
Haroldson’s, is a very attractive place of business and 
he is doing well. A spell of ill health put Sandy in the 
hospital recently but it didn’t stop him from inter- 
viewing the travelers—He simply had them up to 
his room in the hospital. It didn’t seem to bother 
Sandy at all but it was awfully hard on his nurse. 

During his illness the new store was in the very 
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Full keykoerd 
digest 


odds 9,999. 
Totals 99,999.99 
Model 7-6-0 


10-key keyboard 
odds 9,999.99 
Totals 99,999.99 


YOUR CHOICE 
OF KEYBOARDS 
9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD .. . the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD ... a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 


YOU ADD .. . a line of adding machines which 
offers your customers a choice of full key or 10 key 


keyboards. 


ACT NO 


VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 

World's largest exclusive manufacturers 

of adding machines. Now in our 33rd year. 


FOR MORE INFORMATION ON THIS 
PROFIT-MAKING OPPORTUNITY 
WRITE, WIRE OR CALL TODAY! 
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“7 
| VICTOR ADDING MACHINE CO., Chicago 18, Ill. Dept. OA-852 | 
| 1 am interested in the new Victor Champion line of adding machines. 
Please send details to: | 
| Nome: pecnereoeeceeenerecenasenensesrenesnanenecnrenrraneneenesSaeGnenaSSSOEe 1 
| I Sincenminiiintnnenensanatitiininnent [6S 
, Territory where | am now selling : | 
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The Pen Most Banks Use 


New Ball Point Unit 
converts Fountain 
Pen to Ball 
Point Pen. 


Ink is permanent and 
non-transferable 


—safe for signatures. 


Increased ink capacity 
—over 4 times that of 
any other Ball Point 


pen. 


Your customers’ empty 
units refilled by 
Factory — 25¢ each — 





an exclusive 
Changepoint Service 
that appeals to 


large users. 


ee, * negepreind, Yr Actual 


FHLEPNONWF F-796ES SOAP SOUTH AOCKFLOAO Size 


TULSA, OXLANOMA 


Changepoint products are sold through 
Stationery and Office Supply dealers — 
not cigar stores, newstands, drug stores 


and the like. 
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capable hands of Sandy’s “Veep,” Mrs. Haroldson, 
Hope everything is going well for you now, Sandy. 
” 7 * 


ALONG THE IDAHO TRAIL—Frank (Esterbrook) 
Lipp entertaining the Marshall Scotts at “Jacks” in 
Idaho Falls. Over some very fine fried chicken, Frank 
was pondering on the fates that were taking him to 
a sales meeting held by his company in July in the 
city of Philadelphia. Current temperature there being 
very close to 100°, Frank was not anxious to make the 
trip. 

Pocatello witnessed a small gathering of the clan the 
next night with Frank Lipp, Wayne (ZCMI) Hall, 
George (ZCMI) Duffen and your reporter getting 
together for dinner. We just missed Bob (Oxford- 
Invincible) Davis as he departed earlier in the day 
for Boise. Wayne Hall was in fine spirits as he had 
won a tough fight with the slot machines in Idaho 
Falls the night before. A thorough search of Pocatello 
night spots failed to disclose any machines there so 
Wayne was forced to rest on his laurels. 


* + * 


Recently, Harry (Rockwell-Barnes) Ford and Bud 
(Esterbrook) Dockstader were in Boise and spent an 
evening with Mr. and Mrs. Tom Fisher of Fisher’s. 
Towards the end of the evening Harry, Bud, and Helen 
Fisher got the idea of having a “loving cup” as a 
nightcap. The next day Helen came down with the 
measles and no sooner than recovering from this 
highly contagious illness she discovered that she had 
the MUMPS! ! 

Tom Fisher notified Harry and Bud what they could 
expect and the last word from the boys was that 
they were “holing up” in the Multnomah Hotel to 
await developments. 

. : * 

While calling on Lou Earle, the genial buyer at the 
Western Washington College of Education Bookstore 
in Bellingham, Wash., we noticed the following on 
Lou’s desk. We enjoyed it very much and hope that 
you like it too. It goes as follows: 

When the white man discovered this country 
The Indians were running it— 
There were no taxes 
There was no debt— 
The women did all the work 
The white man thought he could improve on a 
system like that! 
7 - “ 


“Out Where The Handclasp Is a Little Stronger.” 








Altus, Okla., Store ... A view of the Lee Office Equip- 
ment Co., in Altus, Okla., which is one of three stores now 
owned by Lee Hodgkinson. The other two are at Hobart and 
Mangum, Okla. He recently sold his interest in stores in Elk City 
and Clinton, Okla., to the Jackson Office Equipment Co. Mr. 
Hodgkinson, who helped to organize the Office Machine Dealers 
Association in Oklahoma, started his business in 1938, specializing 
in office equipment and later, adding supplies. 
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We said these “Cash Register Ringers” 
would help you sell 


how 


wf gok 
0° they 


oft0"d 


Millions of Strongleaf sheets are now in use! 
Thousands of dealers have opened up new mar- 
kets! And why not? They’re the NEW, low cost 
sheets reinforced at the punch holes that keep 
notes and records practically indestructible in or- 


dinary usage. That’s the product story. They’re 
backed by hard-hitting window and counter 
pieces, newspaper mats, blotters and sample 
Strongleaf sheets available with your imprint. 
That’s the promotion story. Strongleaf is available 
in a full line of “Eye-Ease’® Hammermill, 
Hammermill Mimeograph, Hammermill Duplica- 
tor and white bond. If you are not putting these 
sales aids to work, you’re missing something! Send 
coupon today. 
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CREDIT SALES AIDS LIKE THESE! 
(Window Display No. RSD-52) 
(Counter Sampler No. 06-600) 


CREDIT A LOW PRICE LIKE THIS! 
only $1.35 retail per 100 sheets 


atm iat tatiana arinaaiaaataa aan aia i 
: NATIONAL BLANK BOOK COMPANY : 
: Holyoke, Massachusetts 4 
' ' 
: Please send information on Strongleaf Promo- 4 
s tion Material. ' 
' ’ 
: 
; Name Pea ai ; 
; Company .. ; 

t 
: Address . a 
1‘ ‘ 
| . 
' ' 
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700 JAMAICA AVE., BROOKLYN 8, N.Y. 





The Pioneer of Numbering 


ROBERTS NUMBERING MACHINE CO. 


The NATIONAL Luggage and Leather Goods Show 


August 18-21 Palmer House, Chicago, Ill. 
“packed with fashion” 


DEALERS « RETAILERS « BUYERS... are cordially invited to attend—and see over | / 
200 Exhibits ... NEW LINES e LATEST FASHIONS IN LUGGAGE e¢ TRUNKS « BRIEF | 
CASES « PERSONAL LEATHER GOODS 





' 


sponsored by ii 


LUGGAGE & LEATHER GOODS MANUFACTURERS OF AMERICA, Inc. 


Address all inquiries to: MAURICE A. LEVITAN, Ex ec. Vice-Pres., 220 Fifth Avenue, New York 1, N. Y. 


FPifi SERPS TEZRLEFLR TERED 
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Texas Travelers News Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 


Nothing to report from Louisiana and Mississippi 
as my correspondents have failed to file with me, 
but a few notes from Oklahoma will help to fill in 
space 

> * * 

Dan W. Cash Printing Company, 1706 Austin St., 
Waco, Tex., has added 600 square feet of space for 
furniture display and office supply department 
Haring Office Equipment Company, Sherman, Tex., 
has taken over the store next door at 224 N. Travis 
and completely remodelled and repainted the entire 
building 

* ” . 

Crispi Wood is the new store manager of J. C. Bair 
division of Maverick Clarke at Austin, Tex. ... J. K. 
Kilgore, salesman for Texas Furniture Company at 
Dallas, was married June 6 to Miss Dorothy King ... 
The Sam Pattersons of Dallas have a new daughter, 
Brenda Sue. Sam is the Dallas-Fort Worth salesman 
for Carpenter Paper Company. 

* & * 

Mrs. Vera McDaniel, wife of Chas. McDaniel, Ennis 
Tag, and secretary of the Texas Travelers, underwent 
surgery at Baylor Hospital, Dallas, recently and is well 
on the road to recovery. Her mother, Mrs. C. W. Desen- 
berg of Steelton, Pa.,. came down to see that Vera 


was well taken care of during her illness. 
* * * 
I understand that Ed Jungbluth, White & Wycoff’s 
portly stationery salesman, shot a 41-42 for a nice 83 


in a recent weekend golf game at Austin, Tex. ... 
South Texas Bookstore at 411 Spencer, South Hous- 
ton, bought the LaPorte Stationery & Bookstore stock 
and moved same to its location. 


* * * 


J. Tom Hoyce, president of the S. L. Ewing, Inc., 
one of Dallas’ leading office machine dealers com- 


panies, died on June 2... Lawrence Godfrey, for- 
merly in the hotel business, is now with Wilson Office 
Supply Company of Wichita Falls, Tex. 


* * * 


Atlas Office Supply & Printing Company at 1717 
McKinney Ave., Houston, is celebrating the 12th anni- 
versary. It wa ist 12 years ago that John Stone 
started out with $200 borrowed money, without a car, 
and with an ambition. The business firm today is a 
mark of determination to success in this country 


where everyone has the same opportunity. 
> ” . 
Grandma and Grandpa Pat Whitesides were thrilled 
recently with a visit from their lovely daughter, Pats, 
and grandson, Bill, from California ... Jack West has 


joined Newman Stationery & Printing Company as 
vice-president and sales manager. 


- * * 


Stationers Distributing Company will open up in 
Houston, Tex n August 1. The firm is wholesale 
Stationer to the trade and has already done a swell 
job at Fort Worth 


> * * 

Joyce Atkins of Beeville Publishing Company at 
Beeville, Tex., has just returned from a three weeks 
Caribbean cruise, visiting Jamaica, Curacao, Veni- 
zuela and Trinidad. Miss Atkins was in attendance 
at the Texas Press Association annual convention at 
Houston along with George Baker of Fort Stockton 
Pioneer, Fort Stockton, Tex. .. . V. D. Ringwald, Alice 
Echo, Alice, Tex.; Ben Ezzel, Canadian Record, Cana- 


dian, Tex.; J. C. Phillips, Borger News-Herald, Bor- 
ger; J. C. Smyth, Liberty Vindicator, Liberty; L. B. 
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accurate 


Mechanical Features. . . 


Front Paper Stop assures accurate registration. 
Automatic Roller Release eliminates smudged sheets. 
Automatic Counter counts only printed sheets. 

Open Drum—self-contained, internal brush inking. 
Automatic Feed — positive action. 

Selective inking by means of our ink dispenser. 


Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 
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CARBON 
PAPERS 


TYPEWRITER @ BILLING 
FAN-FOLD e@ PENCIL 
CARBON JACKETS e@ REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER @ TABULATING 
ADDRESSOGRAPH @ TIME STAMP 
BOOKKEEPING MACH. @ ADDING MACH. 


HECTOGRAPH SUPPLIES 


CARBONS e MASTER UNITS 
RIBBONS @ DUPLICATING FLUID 
HAND-CLEAN CREAM @ CORRECTION PENCILS 


olelome Vitel, Mich iii ii © bled) lcm i iia 
A patented Codo feature included in each Box of “Super- 
Treated” — “Super-Kote” — “Keen-Rite” (not for sale 


Codo-MkG. CORP. 


Factory: Coraopolis, Pa. 


/ 


564 W. Monroe St. 
Chicago 6, Ill. 


401 Wood St. 270 Lafayette St. 
Pittsburgh 22, Pa. New York 12, N.Y. 
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Smith, The Brady Standard, Brady and Carter Snooks, 
Refugio Timely-Remarks. 
* - - 

Bill James of James Bros., N. Little Rock, Ark., is 
back from tour of duty with Air Force and out selling 
office supplies and equipment . . . Edward E. Steigler 
of Steigler Bros. Book Store at Hot Springs, Ark., 
passed away recently. The business, which has been 
established since Jan. 15, 1915, will continue to operate 
under the same name. 

7 . a 

Jim O’Brien, Boorum & Pease representative in Okla- 
homa and Arkansas, was to be married on July 19 
in Buffalo, N. Y., to Bette Sheehan. They will make 
their home in Tulsa ... Mr. and Mrs. Buff Burtis of 
the Burtis Press, Clinton, Okla., were present at the 
graduation of their daughter, Jane, at Stephens Col- 
lege, Columbia, Mo. 

” - * 

Loraine Jones was killed recently when she left the 
store of Lee Office Equipment at Altus, Okla., at the 
time of a tornado warning. She was driving to her 
home north of Altus in a blinding storm and ran off 
the highway into a ditch. 

* * ~ 

The Bookstore at Okmulgee, Okla., owned by Chas. 
McCutchan, has gone out of business . The Bristow 
Publishing Company at Bristow, Okla., has put in an 
office supply department. I. L. Cook, Jr., is owner of 
the business. 

a * + 

Pott County Bookstore at Shawnee, Okla., has been 
purchased by Joe Martin, who has been with the firm 
22 years. E. F. Proffitt established the business 35 years 
ago. Carl Webb, with Graham Paper Company of 
Tulsa for 10 years, has associated himself with Martin 
in the operation of the store. 

a - . 

Burtis Press of Clinton, Okla., is celebrating its 12th 

anniversary. 





Landis Marks 25 Years with Safeguard 

While Safeguard Corporation is preparing for its 
40th anniversary, Director Vernon S. Landis, who is 
also treasurer of the organization, is celebrating his 
25th year with the company. 

In his years of association with the firm, Mr. Landis 


V. S. Landis 





has become a well known figure in the office equip- 
ment trade. He is known for his fine sense of humor, 
outstanding ability and co-operation 





Colson Corporation Names Distributor 

The Colson Corporation has announced the appoint- 
ment of the Charles P. Lauman Company, Boston, 
Mass.. as franchise distributor for the New England 
area on the complete line of Colson casters, industrial 
and institutional equipment, industrial trucks, hospital 
equipment and invalid chairs. 

The Colson company closed its Boston sales office 
in May. All inquiries for the firm’s products should 
be addressed to the Lauman Company, located at 99 
Bedford St., Boston 11, Mass. 

The Lauman Company will also carry a complete 
line of repair parts for all Colson equipment. 
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A 


SILENT SALESMAN 
THAT SPEAKS UP FOR PROFIT 


An aisle display fixture that will produce impulse sales 
and bring new activity to your Expanding Products 
Department. 


in 


Attractive in design and sturdily constructed of wood 
Natural wood grain finish, mounted on casters for 


easy mobility. 


25 


A space saver! Has divisions for stock of as many as 
numbers, yet requires only 28x 13 inches of normally 


unused aisle space. Saves shelf and counter space—attracts 
attention—stimulates sales. Fixture is five feet tall. 


Leathercialt 


QUALITY 
AT A GLANCE! 


AMERICA’S FINEST 


® Briefcases 
® Brief Bags 
® Portfolios 


® Business Cases 


WRITE FOR LATEST CATALOG 


Leathencnaft. Ine. 


2320-26 South Western Avenue 
CHICAGO, ILLINOIS 
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Write For Full Information 


The Cooke & Cobb Company 


122 East 23rd Street New York 10, N. Y 


Stock this Smart Ring Binder NOW 


FOR 
STEADY 
SALES 

TO 
STUDENTS 


Y NATIONALLY 
ADVERTISED 


IN 
ESQUIRE 


Handsome, popular, top grain ring binder 
; a credit to any college student. 
Features inside zipper pocket, leather stay 
and durable grade A ringmetal and pro- 
tector, hand turned edges. Here’s the Ring 
Binder for rapid promotion . . . steady 
sales and profits. 
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FAULILESg 
$-O 
"“Slide- Opening’ 


RING BINDER 


WITH 
BUILT-IN automatic SHEET LIFTER 


@ 300% LONGER SHEET LIFE....... 


— without reinforcing the holes 


@ BUILT-IN AUTOMATIC SHEET LIFTER 
— carries the weight over the rings 


@ RINGS SLIDE APART— NO SPRINGS 
—sheets won't jump off the rings 


@ 20% MORE SHEET CAPACITY ..... 


DEMONSTRATE THE S-O RING BINDER...YOU‘’LL SELL IT 3 TIMES OUT OF 5 


STATIONERS 
LOOSE LEAF CO 


SEWAURES |, 524 N. Sroodway @ A limited number of Faultiess general line dealer- 
NEW YORK 3, 114-116 E. 13th St. ships are available in certain areas to qualified 


retail stationers ... Write for dealership information. 

















a 7 ae 
/ 


for that Well-Clpped laok! 


Here’s a team that will build new friends for you 
every day—ARMA Ideal Clamp No. | and the 


Giant Gem clip. They combine to give your cus- 























tomers better service—and keep your stocks 
moving. The ARMA line is now complete—a 
paper clip for every customer-need. It will pay 
you in added sales and friends to recommend 


ARMA on every order. Remember, ARMA 


“helps hold your business together.” 


Y 


* Pittsburgh 


2 


Giant Gem 
Paper Clip 


we 
of 





Ideal 
Clamp No. 2 1120 GALVESTON AVE., PITTSBURGH 12, PA. 
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Richard N. Thomas, 


vice-president of the B. L. Marble Chair Company, 
Bedford, Ohio, died Wednesday, July 9, in St. Luke’s 
Hospital, Cleveland, Ohio, at the age of 54. 

This popular figure in the office furniture industry 
had been identified with B. L. Marble for the last 27 
years. His activities had been chiefly in the sales de- 
partment, combining the duties of vice-president with 
those of sales manager. 

Born and reared in Pittsburgh, Pa., Mr. Thomas was 


The Late 
R. N. Thomas 


a veteran of World War I and a member of the Amer- 
ican Legion. He came to Cleveland soon after World 
War I. 

Long active in Masonry, he was a member of Heights 
Lodge, Heights Chapter, Windermere Council, Heights 
Commandery, of which he was a past eminent com- 
mander, and Al Koran Shrine. He was a member also 
of the Acacia Country Club. 

Surviving him are his widow, the former Rose Evans 
of Cleveland; a daughter, Mrs. Joanne Marie Martin, 
and his father, Grant L. Thomas of Youngstown. 

The family home is at 4899 Countryside Road, Lynd- 


hurst, Ohio 


Percy S. Fassett 


Percy S. Fassett, of 979 Garson Ave., Rochester N. 
Y., branch manager of Yawman and Erbe Manufac- 
turing Company in Rochester, died suddenly Friday, 
June 27. He was 64. 

Mr. Fassett came to Rochester as branch manager 
October 21, 1922. Previously, he had been a salesman 
in Buffalo for the firm for about 10 years. 

He was a member of the National Cost Accountants 
Association, the Chamber of Commerce, the Rotary 
Club, the Liederkranz Club and the Rochester Sales 
Executives Club 

He is survived by his mother, Mrs. Louise Fassett 
of Rochester, and two brothers, John in Buffalo and 
Herbert of Springfield, Mass. 


Edward E. Steigler, 


69, senior partner of the firm of Steigler Brothers Store, 
Hot Springs, Ark., died suddenly at his home in Hot 
Springs on May 4 

In partnership with his brother, Frank D. Steigler, 
he had been actively engaged in the book and sta- 
tionery business for 37 years. The present business 
was established in 1915. 

Mr. Steigler was born in Garland County, Ark., and 
had been a life-time resident of Hot Springs. Sur- 
viving are the widow, Mrs. Hazel Steigler; a sister, 
Mrs. Edna Watson, and his brother, Frank D. Steigler, 
all of Hot Springs: one daughter, Mrs. Bernice Steigler 
Orr, of Little Rock, Ark., and four grandchildren. 

The business will be carried on as before under the 
Same name 


Morris J. Waldinger, 

engaged in this industry for more than a score of years, 
died on Sunday, June 22, after a brief illness. He started 
as a jobber back in 1930 and later acquired the H. B. 
Dodds Company, New York City. It was a modest little 
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NAMES IN INDUSTRY.. 
CHOOSE 
DESK TOP EQUIPMENT! 


BERT M. MORRIS CO. is foremost in the 
field of matched Desk Top Equipment. 


The complete setting shown— 
pen set, memo pad, letter 
tray, ash tray, and phone 
rest, retail for less than you 
would expect to pay for one 
fountain pen set. 


FOUNTAIN PENS — an effi- 
cient and economical pen 
set with ‘‘thread-in"’ point 
section. A real time and 
money saver in any office. 





BOOK ENDS — at last — 
inexpensive book ends to 
match modern office fur- 
niture. 


<> 


MEMO PADS —available in 
two types. With jewelers 
bronze bar that drops as 
paper is used. or standard 
box style. 





AVAILABLE IN — GREY — BRONZE — 
WALNUT— MAHOGANY and GREEN 


MORRISTRAY— one of the most functional 
letter trays on the market. Extra sturdy, 
two point suspension allows quick, easy 
access from the entire front and both 
sides. Available in either letter or legal 
size, tiers may be quickly added—removed 
—or combined. 


MORRISET —The constant 
flowing, fi - 


THERE 1S NO SUBSTITUTE FOR QUALITY. 
All Morris writing sets are equipped 
with iridium tipped points and each 
point is tested and approved at factory 
for writeability. 





ASH TRAY—A real He-Man 
ash tray. Glass lined. per- 
fect for any desk or con- 
ference table. 


Desk Top Package Deals 
#100 and #200 
Inquire about the surprisingly low cost 
of matching your desk with these items. 


ORRIS CO. 


Dept. OA-1 * 68651 West Third Street «+ los Angeles 48, California 
In Canada: McFarlane Son & Hodgson, Ltd., Montreal, Que. 
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[5_ DP] —Justuts— > —] 


WINDOW 
ENVELOPES 


Faith 












































When you have a difficult Envelope problem, think of Justrite 
—and if it’s a Special Window or Special Size Envelope, again 
Justrite has the answer! 


@ Special sizes for dividend checks—open end thumb cut jackets 
for insurance policies—open end payroll envelopes, all sizes 
—window envelopes to accommodate |.8.M. checks 


@ Cellophane clear windows or regular sparkling Glassine are 
readily available. Whatever your form, send it in; we will 
gladly submit samples for practical mailing. Window en- 
velopes save time. 


@ Banks, Insurance Companies, Financial Firms and Business 
Houses use many styles of Special Windows in special sizes 
—Coupon Windows to hold Bond Coupons; special window 
Check Envelopes in special sizes to fit any check for mail- 
ing; special window Premium Notice envelope for ease in 
mailing Insurance Premiums due; Postage Saver envelopes 
with special window position for business mailings—and 
hendveds of others. 


So, if you have a job that requires a special window or a special 
size, consult Justrite for samples and price quotations. Window 
Envelopes are available in any size, either plain or printed, with 
special window either with or without glassine covering and with 
one or more windows on the face of the envelope 
business to help you solve your Envelope troubles 


/ 
clei 


ENVELOPE COMPANY 


Si Pr ee LINE 


We're in 


7 ATA 2-23 2 oo 


CHICAGO SAINT PAUL 
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plant and Mr. Waldinger built it up into a substantial 
firm which did more than a million dollars in business 
as the Everlast Pen Corporation since its acquisition. 
At his death, he owned his own eight-story building. 

Up until the end of World War II, three-fourths of 
Mr. Waldinger’s business was in the export field but 
after that time he moved extensively into the field 
of domestic sales. Mr. Waldinger was in the stationery 
field practically all of his life, having been a whole- 
sale stationer and printer back in the 20’s. He would 
have been 59 years of age on July 21. 

Carrying on with the firm is a son, Paul Waldinger. 


- + 


Thomas V. Brennan, 
63, founder of the Brennan Adding Machine Com- 
pany, died in June in a Chicago hospital. Mr. Brennan, 
who lived in Oak Park, IIl., was born on the south side 
of Chicago and was associated with his father for 
several years in the pork packing business before 
founding the adding machine company in 1924. He 
later dissolved the firm. 

Mr. Brennan’s first wife, Virginia Sullivan Brennan, 
died in 1937. 

Surviving are the widow, Alice; a daughter, Mrs. 
Mary Patricia Behrens; a son, Thomas V. J., and five 
grandchildren. 


bt FF + 
Harry T. McKenzie, 


formerly with the L. C. Smith Typewriter Company in 
Portland, Ore., for a number of years, died in June in 
Altadena, Calif. Mr. McKenzie, who was born in Char- 
lotte, Mich., in 1877, lived in Portland for 31 years 
where he had many friends in the typewriter and sta- 
tionery industry 

Besides his widow, Mable, who lives in Altadena, 
he leaves a son, Dr. T. A. McKenzie, of Eugene, Ore., 
a daughter, Sue A. Biggle of Altadena, and six grand- 
children.—CML 

+ + + 


Charles F. Hoenes, 
known to a wide section of the stamping and station- 
ery trade of Spokane, Wash., died after a heart attack 
in June. He had been actively engaged in business in 
Spokane for almost 50 years and was part owner of 
the Acme Stamp & Printing Company in that city 

In addition to two daughters in Spokane, he leaves 
a son, Fred, in Phoenix, Ariz.; a brother, Edward A. 
Hoenes of Spokane, and a sister, Mrs. William Michael- 
son of Lewiston, Idaho.—_CML 


t ts 


John Thomas Boyce, 

60, president of the S. L. Ewing, Inc., office machine 
company of Dallas, Tex., died in June at his home, 
3114 Beverly Dr., Dallas. A resident of the city for 
about 25 years, Mr. Boyce was active in business, 
church affairs, and was secretary of the board of the 
Reynolds Presbyterian Home. 

Honorary bearers at the funeral were members of 
the Dallas Kiwanis Club, the board of Reynolds Pres- 
byterian Home, and elders and deacons of St. Andrews 
Presbyterian Church.—EEG 


bt b + 
Forest C. Frye, 


founder and president of Frye Manufacturing Com- 
pany, carbon paper manufacturer, died after a heart 
attack at his home in Des Moines, Iowa, on July 5 
Known as “Pop,” Mr. Frye established the firm more 
than 40 years ago. He was well known for his interest 
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nei The Most Complete Line 


PAPER CLIPS 


rarer rastencrs | Of High Quality Desk and 
THUMB TACKS Industrial Staples on Earth! 






































PICTURE OF THE ENLARGED VAIL PLANT 


eeGesT 


aeeR CLIP The popularity of MONARCH BRAND Paper Fastening Devices is predicated on 
14 duealeuenes many years of successful performance in the world of business. In these difficult da 
ie eee demand exceeds productive capacity but the trade we have consistently served in 


the past is assured that the unequalled facilities of the great, modern Vail plant 
pictured above are functioning at top speed to serve their needs. 


V AIL MANUFACTURING COMPANY 


900 EAST 9STH STREET CHICAGO 19, ILLINOIS 























gummss e 
for 1Q9°) 
-einforcements 


leat systems 


THE WARSHAW MPG. CO.. INC. 


MAIN STREET BROOKLYN 1, 





OFFICE APPLIANCES, August, 1952 211 








CLARK LINE SHELVING 
STEEL SHELVING 


Stool @ “W” BAR POST 


UTILITY TABLE 


@ SUPERIOR QUALITY 


@ MORE ATTRACTIVE 





® STRONGER 
GREY COLOR. @ HEAVY GAUGE 
| LOW PRICE! STEEL 
| HI-QUALITY! 
SHIPPED K.D. 
. for use in office, stores, ship- WRITE FOR 


ping room, etc. 





LIST PRICE OUR CATALOG 


SIZES _ 
48" w, x 24" d. x 30" h. 19.50 @ Immediate Delivery 
~~ wa t6” 6. « 27" h. 15.50 @ Complete Size Range 


@ Colors: Olive Green, Harbour Grey 


R. K. CLARK CO., INC. +¢ 2840 4TH AVE.SO. + MINNEAPOLIS 8, MINN. 














No. 20912 


Perfect union of Revolving Chair 
looks, comfort and 
stamina ... the 3-way 
combination that 
builds GOOD WILL 
for your store! 





No. 7225 Sofa Modern, elegant, 
built to stand a lot of service 





For BRIGHTer offices . . . for craftsmanship at its 


very peak . . . give your most discriminating 


customers the privilege of ordering from our catalog 





0 ES ES NG 


No. 209 Arm Chair MANUFACTURERS OF Yholared leah Henthrr 


Matching 20912 above 
133 BLEECKER ST., NEW YORK 13, N. Y. 
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and assistance in solving problems in the manufacture 


of forms requiring the use of carbon paper. 

Surviving are the widow, Florence; a son, M. C. Frye, 
vice-president f the company; and two grand- 
children. 

+  b 

Andrew J. Pfaff, 
retired sales executive with the Joseph Dixon Crucible 
Company, died June 19 at his home in Upper Mont- 
clair, N. J. He was a native of Philadelphia and a 
member of the Pennsylvania State Assembly in the 


early 1900’s 


Surviving are his widow, Mrs. Emma McNeill Pfaff: 


three daughters, Mrs. Marshall Lloyd, Mrs. Robert 
Eyler and Mrs. Clarence Bush; and a brother, Albert 
Pfafl 

--< ore le 


Harold A. Baker, 


67, head of Baker’s Office Equipment, Elyria, Ohio, 
died on April 18 in the Elyria Memorial Hospital. His 
widow, Pearl; son, George, and daughter, Mrs. Warren 
Robinson, survive AK 


+ - 


UNITED STATES EXPORTS OF OFFICE 

MACHINES, EQUIPMENT AND SUPPLIES 

Figures for March, 1952, Released in June, 1952 
by the U. S. Department of Commerce 


(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 


Quantity (Dollars) 
Net Value 

Machines Accounting Nondescriptive New 694 709771 
Machines Accounting Descriptive New 875 1448869 
Machines Listing—Adding New 4020 698291 
Machines Calculating Non-Listing New 2076 690107 
Machines Accounting New, Efc., Nes. 366 2042 
Machines Card Punching New 312 373074 
Machines Accounting Used Rebuilt, Etc. 636 84891 
Parts for Accounting Machine, Etc. 1381774 
Machines Addressing 157 111118 
Accessories & Parts for Addressing Machines 66356 
Machines Duplicating Ex Lithographic Offset 521 97015 
Machines Duplicating Lithographic Offset 91 122597 
Parts for Duplicating Machines 84241 
Cash Registers New 1112 323975 
Cash Registers Used Rebuilt 413 65697 
Parts for Cash Registers 205004 
Typewriters Standard Electric New 9767 1093477 
Typewriters Standard Electric Automatic New 492 122716 
Typewriters Portable New 10336 533618 
Typewriters Used Rebuilt Automatic 2096 105530 
Typewriters Nes. 32 9596 
Accessories & Parts for Typewriters 316170 
Staplers for Office 33520 58643 
Machines Dictating 418 94744 
Machines Mail Handling & Parts 42522 
Machines Check Handling & Parts 50815 
Office Machines & Parts Nes 150854 
Mechanical Pencils All Materials (Doz. 25329 102317 
Mechanical Pencil Parts 10850 
Pencils Ex. Mechanical Black Lead (Gr.) 39084 112001 
Pencils Ex. Mechanical Nes. (Gr 7332 38758 
Pencil Leads 48358 
Crayons 33803 
Fountain Pens Ball Type (Doz 48562 66575 
Fountain Pens Ex. Ball Type (Doz 68703 497305 


Ball Pen Refill Ink Cartridges (Doz. 3158 6055 


Fountain Pen & Ball Pen Points Nes. 97272 
Fountain Pen Points (Gr 13155 79000 
Carbon Steel Pen Points (Gr 11133 13599 
Desk Pen Sets 7213 19080 
Ink Writing 73283 
Ink Nes 133338 
Carbon Paper (Lb 127498 127787 
Office Machine Ribbons Cloth Inked 56219 
Office Supplies Nes 292435 


Nes.—Not elsewhere specified 





Office Furniture Firm Incorporates 
Charter of incorporation has been granted Maurice 
Duchin, Inc., office furniture, equipment, and station- 
ery, with a capital stock of 200 shares no par value. 
The directors are Sylvia Goldberg, Lottie Delgado 
and Israel Rubin, whose addresses are given as 401 
Broadway, New York City.—_EEG 
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ways to profit 





No. 260-OH TOP 66” x 42” 
AVAILABLE WITH ANY SIZE TOP 











“YOUR GUIDE peonram TO QUALITY” 














PILLOW COMFORT 
BACK 

PRICED ECONOMICAL 
RIGHT 

GENUINE 

LEATHER QUALITY 
SENG 

SYNCRO-TILT EFFICIENCY 





C137P CHAIR 





She 


Worden Company 
Holland, Michigan 





200 East 17th Street e« 


PROMPT DELIVERY 
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MORE SALES- 
MORE PROFITS 
FOR You/ 


When you tie in with KIL-KLATTER’S 
aggressive advertising campaign—kIL- 
KLATTER’S promotions open the door 
for you—help you sell—increase your 
profits. Here’s How: 











MAGAZINE ADS 
THAT SELL 
FOR YOU 
TYPEWRITER NOISE! 
Certain noises in offices are practically 
impossible to eliminate — but, you can 
STOP the distracting noise of typing 
easily and quickly. Simply place a 
Kil-Klatter pad under each and every 
typewriter in your office. You'll find 
that errors will disappear and general 
office efficiency will improve. 
Kil-Klatter pads are designed to 

absorb the shock and to deaden the 
noise of typing. Made of genuine 
long-life OZITE felt, Kil-Klatter pads 
are dent-proof, skid-proof and they 
fit all makes of typewriters. 

Plus 

these 

extra 

sales 

aids 





at your stationer or office supply dealer 


"The answer to a quieter office may 
be under your typewriters” 


KIL-KLATTER 


i i i i i i i 


THE SCIENTIFIC TYPEWRITER PAD 








@ CATALOG CUTS 
@ NEWSPAPER MATS 
@ TWO COLOR ENVELOPE ENCLOSURES 
@ COUNTER CARDS 
Place your order for KIL-KLATTER typewriter pads 
and free sales aids today. 











AMERICAN HAIR and FELT CO. 
Dept. B-28, Merchandise Mart 
Chicago 54, Ill. 
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Golden Nuggets from the Rockies 


EDWARD L. ROBINSON, CORRESPONDENT 
2759 W. 34TH ST., DENVER, COLO. 

Ran into and had lunch with an old friend from 
the Midwest region the other day—Pete Peterson of 
Dennison Manufacturing, who was here visiting with 
Earl Zuhlike and George Feeley, the Denver represen- 
tatives. 

+ * * 

Visited down Pueblo way recently and Elmer Pearce 
of Rocky Mountain Banknote Company, had, judg- 
ing from his cards, arrived in England. While there 
who should come in but Art Carlson, Charles R. Barry 
Company. 

x ” + 

Chester Stull and Bill Etheredge of Rocky Mountain 
Bank Note Company were recently seen passing out 
cigars which said, “It’s a boy.” Congratulations! 

* * ” 


A lot of Dennison merchandise, should be sold again 
now as Earl Zuhlke is able to be about after his recent 
illness. 

+ * a 

Gus Lipp of Kistler’s left for a few days, going over 

Gunnison way for fishing and relaxation. 
a - a 


Joe Davis, former General] Fireproofing representa- 
tive, left Denver for the far north country. Joe re- 
signed to take a job as sales manager for the Bur- 
roughs Manufacturing Company of Kalamazoo, Mich., 
which is a division of the American Metals Products 
Company of Detroit. All of his friends and fellow 
travelers wish him well in his new job. 

* ” 

A little bird whispered in my ear that the Frank 
(Esterbrook) Lipp’s have recently purchased a new 
home in Denver. 

4 a * 

Archie Westphal, former owner of the bookstore at 
the University of New Mexico, wishes to advise all 
travelers that he will open again for business close 
to the campus of the university. 


1" * * 


Keith Gordon of B. & P. was paid a surprise visit 
recently by Mr. and Mrs. John W. Tammany, president 
of Boorum & Pease. Mr. Tammany spent a few days 
in Denver calling on customers and friends. 


* * * 


Following reported to the writer by various trav- 
elers: Fred Norton, Norton Brothers, back on the job 
after his recent operation; the Warren Cobeans of 
Cobeans Roswell, back from Mexico and “His Honor” 
ready to resume duties as Mayor; the Sparks, of Sparks 
Office Supply, Carlsbad, N. M., are reported away fora 
few weeks’ vacation. 

oe ~ . 

That’s about all I know this month as I have not 
been round much in the territory; been working most- 
ly in Colorado. See and talk with a lot of you before 
the next news comes round. 


* * » 


Travelers—remember luncheon engagements, Salt 
Lake Hotel, Utah, on Wednesday and Denver Albany 
Hotel on Fridays. Plan to attend these weekly get 
togethers. 





Shepherd Chair Names West Coast Agent 

The Shepherd Chair Company has announced the 
appointment of the Wholesale Office Equipment Com- 
pany of San Francisco as its Pacific Coast agent, serv- 
icing 11 western states. 

Sibley Smith is the general manager of the Whole- 
sale Office Equipment Company. 
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nil TWEETEN Marking Pencil 























of | 
th | A heavy duty, sturdily made marking pencil with screw type feed 
n- like a mechanical lead pencil. Makes neat, legible marks 
on practically every type of surface 
rce 
g- ' 
re C1 Office, Grocery, Warehouse, Shipping Room, 
Ty Dept. Store, Home and Farm. 
Excellent for pricing and marking merchandise in Grocery, Drug and 
Dept. Store. 
iin Best for heavy duty checking in Office, Warehouse and Shipping Room. 
jut ideal for marking home canning and deep freeze items. 
= A thousand and one uses. Any place where checking pencils or crayons 
- are used. Neat—clean—economical, always ready for use. Solves 
warm weather marking problems. 
yer Pencils available in Black, Red, Blue and Green. 
Refills available in six colors, Black, Red, Blue, Green, White and 
Yellow. Packed 12 of one color to a package. List price 25¢ per package. 
La- 
e- rETALS QE each including Fed. Tax. 
ir- 
” Contact your wholesale stationer or write us. 
ots 
34" 
"1 TWEETEN Qibre Co., J - 
G., Tuc. 
< 2029 WEST FULTON STREET CHICAGO 12, ILLINOIS 


ew 






























al | 
all | § Top Quality 
se | a NEW member of the Leé alle STEEL 
| reel Smokers-Ash Trays 
sit 
-_ and Costumers 
Lvs 
, #AF 51 The LIQUID PROCESS DUPLICATOR 
That Sells Itself 
lo 
a Everyone Can Use It . . . Anyone Can Afford It. . . No. 155 
} : All steel cos- 
ol AF 51—The perfect duplicator for every of tumer. Sturdily 
yr” business, restaurant, institutior constructed. Un- 
ks able hooks, 
, AF 51 owry a typed 4 » = turned ends. 
pene 6 height. Satin 
5 color ALL AT ONE TIME enaiee tox chrome, ae 
AF 51—Made with features found only olive green with 
10t het coll tor ERE more WITH A ONE YEAR — nreme 
st- 3 FACTORY GUARANTEE a -§ oe 
ore 60 Ibs. 
WRITE FOR ry 
FREE CATALOG 3 
alt 
ny No. ‘ 
set = built for heavy 
‘ amber 
tes 
bases heav 
vidve boxed Takhose' Wright "or 
he and statuary bronze. 
~. Write for Catalog. 
rv" DESIGNED TO BE SOLD BY THE DEALER*NO SERVICEMAN NEEDED 
1. Hectographia Corporation LA SALLE PRODUCTS CO. “ 
110 West 17th Street ~~ New York 11.N. ¥ WA 9-8944 2216 N. Clybourn Avenue Chicago 14, lil. 
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Ameriea’s finest modern line 
of steel office furniture 


Designed to match modern methods in keeping with 
today’s advanced thinking ... planned cto fit your future! 
Skyliner’s rugged construction is hidden beneath sleek, 
simple, dignified lines but you know it’s there . fine 


craftsmanship down to the last detail. 


Write For Free Literature! 
Illustrated literature, catalog and com- 
plete information available on request. 
No obligation, of course! 

ORNA-METAL PRODUCTS CO, 


2412 So. Seventh St. « St. Louis 4; Mo. 








Master Manufacturing Company 


* No Dent Rubber Cushions 
* Noiseless Glides 
*® Rubber Chair Bumpers 


* Furniture Casters 

* Office Chair Casters 

*& Portable Equipment Casters 
* Rubber Stripping 
















<?Precision Ma- 
chined Stem 


<Stay Put Wood 
Socket 
Precision Engineered 


Races-> <Hardened 


Grade A Ball Bearings-> Races 
Cadmium-Oxydized <Floating 
Copper Nickel >@ Action 
Finishes Swivel 
<Hardened 
Fork 


Non- 
Turning 


Molded Rubber 
<Wheel, Hard 

or Soft Tread 
Easily Engineered for 
Service by Craftsmen 


Master Manufacturing Co. 
Attach coupon te Phone 71-451 
your letterhead 1676 E. 28th St., Lorain, Ohio 


ee ee cee ee cee tee cee cee ee ce es ce crs ee ee ee ee ee ee ee ee ee oe oe 
Master Manufacturing Co., Lorain, Ohio: 

Please send catalog No. 10 and pew price t with ample trade 
discounts. 
Company Name 
Individual 


Address 


Sa we & 3s « . Zone 
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Designed and created by 


No. 1005 R 


of Revolving Chair 
Grand Rapids 





Office Chairs, Davenports 
and related furniture. 





Overall Height 33" 
Overall Width 24" 


Seat Depth 20" 
Between Arms 20" 


Back Height from 
Seat 17" 


Side Arm Chair to 
Match 


Write for Illustrated 
Literature and Prices. 





GRAND RAPIDS 
LEATHER FURNITURE CO. 


201-207 Front Avenue, NW Grand Rapids 4, Mich. 


tHE BRROW ‘105 


PRECISION LOCKED STAPLER 


STAPLER 


TACKER 


PINNER 





PACE SETTERS 
FOR A QUARTER CENTURY} 





YOUR BEST BET 
FOR ALL AROUND 
STAPLING 
PERFORMANCE 





=@ ARROW FASTENER COMPANY, /NC. 
Rs 


ONE JUN TREET Be KLYN 12. NY 
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G. J. AIGNER COMPANY, 426 S. CLINTON ST., CHI- 
CAGO 7, ILL.—A revised edition of the Aico Index Selector 
compiled and printed by this company is available to help 
dealers meet and solve their indexing sales problems. The 





plastic bound booklet contains 38 pages of information. 
Actual size samples of the types of indexes used and a wide 
variety of paper stocks are given. Dealers should write to the 
company for a copy of the booklet. 


L. L. BROWN PAPER COMPANY, ADAMS, MASS.— 
Facts about paper values, one of a series of informative book- 
lets published by this firm, answers the questions which paper 
should be used for which job, and why. It explains why 
certain types of cellulose, of which paper is made, are prefer- 
able to others and illustrates with photographs. Contents of 
different types of paper are given, together with the relative 
cost. A guide to correct paper selection is included. 


THE GEORGE F. CRAM COMPANY, INC., 730 E. 
WASHINGTON ST., INDIANAPOLIS 7, IND.—A four- 
page folder gives details of the latest revised edition of the 
Business Man’s Atlas of the United States, published by this 
company. The atlas gives population changes in the U.S.A. 
and other information based on the 1950 census. Correction 
and replacement service is free until 1960. The atlas sells 
for $17.50. 


DIEBOLD, INC., CANTON 2, OHIO—To help business- 
men understand the function of vertical-visible files for record 
handling, Diebold has issued two new product folders explain- 
ing this type of equipment. One covers the company’s new 


Your Business XRAY 





“V-Dex”’ file, illustrating control factors and so forth. The 
other folder reviews the “Tradex,” a vertical-visible file, explain- 
ing purchasing control, inventory and production records and 
the application of “Tradex” to these routines. Copies of the 
folders are available from the sales promotion department. 


DONIE CHAIR & MANUFACTURING COMPANY, 
INC., P. O. BOX 235, GRAPEVINE, TEX.—A handy folder, 
ready for mailing has been issued by this firm. Printed in 
brown on pale green, it illustrates four items in the line of 
conference and general purpose tables. Specifications of all 
four tables are given in detail. 


THE GLOBE-WERNICKE CO., CINCINNATI 12, OHIO 
—Additional components for the Techniplan line of office 
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When you offer Vul-Cots to 
your customers, you are 
offering more than a 
receptacle for holding 

waste paper. You are selling 
economical waste handling 
... for years. Every Vul-Cot 
you sell carries with it a 





5-year guarantee. And, you 


are making a good profit Sew telns teo ae 

ona good product that same as No. 2, but with 
10%" t 

gives your customer the ae 


utmost in satisfaction. 


The two Vul-Cots illustrated 
are new in the line. All 
Vul-Cots are made of hard 
vulcanized fibre; they look 
better and last longer. Colors 
do not chip off; double 
rolled tops do not break. They 
are light-weight, noiseless 
... exclusive bonded seam 
construction gives added 
strength. Vul-Cots do not 
crack, splinter, dent, rust or 





corrode. Standard colors; 
maroon-brown and olive- 


green. Write today for New Rectangular 5A 
_ “or 15%” long; 10” wide; 
catalog price sheet 15” deep 


Dept. OA-8 
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Your trade reads 


ADVERTISING 
every month in 


— THE OFFICE” 


F 


Be ready with ample stocks 
for BULLETINS, INTER-OFFICE FORMS, 
PRICE LISTS, MEMOS, ANNOUNCEMENTS, 
MAILING PIECES, etc. 


Standard since 1936 
now also available to you for 


PRIVATE LABEL PACKAGING 





WRITE TODAY FOR DETAILS 


on packaging with your own trade name and 
label for prestige 


INK SPECIALTIES CO., INC. 


. © 519 N. HALSTED STREET @ CHICAGO 22, ILLINOIS 





furniture and equipment, together with new arrangements for 
maximum office efficiency, are described in a new booklet 
being distributed by this company. The booklet is Supplement 
No. 1 to the original Techniplan catalog No. T-151. It also 
describes the lower business machines height (26% inches) 
for the Techniplan auxiliary top. A folding typewriter ped- 
estal and a stationery tray are other additions to the Techni- 
plan line dealt with in the supplement. 


HIGGINS INK COMPANY, 271 NINTH ST., BROOK. 
LYN, N. Y.—Two new dealers’ pieces have been released by 
this firm. One is a colorful silk screened window display 
card, measuring 12'2 x 19 inches and die cut to hold a bottle 
of Higgins ink and the carton. It is produced in white and 





nine colors on extra heavy card. The display will be mailed 
free to any dealer requesting it. The other release is a set of 
proofsheets showing catalog illustrations for which a dealer 
may obtain free electros for use in having his own catalog 
printed. The sheets themselves are suitable for use with photo 
offset printing. 


SPEED-O-PRINT CORPORATION, 1801 W. LARCH. 
MONT AVE., CHICAGO 13, ILL.—A new consumer catalog, 
containing illustrations of the corporation’s entire line of prod- 
ucts is now available to dealers. Descriptions of over 200 items 
with more than 100 illustrations, are given. Along with descrip- 
tions there are suggested applications and uses and a full ex- 
planation of the many duplicating aids manufactured by the 
firm. The catalog contains 16 conveniently sized pages, meas- 
uring 3% x 6 inches. 


F. S. WEBSTER COMPANY, 13 AMHERST ST., CAM- 
BRIDGE 42, MASS.—This company has recently developed 
a new selling aid designed to assist dealers in the proper se- 
lection of carbon papers and inked ribbons. The device is 
built on the principle of a slide rule and shows the proper 
sheets or ribbons to recommend based on the type of machine, 
number of copies to be made and so forth. All of the basic 
selling principles are concentrated on this pocket size scale. It 
is suggested as a demonstration tool for a prospect’s office. 


WESTCOTT RULE COMPANY, SENECA FALLS, N. Y. 
—An attention-getting three-color display card designed to 
hold 12 each of two popular office rulers is being sent free 

a “ 

fis mir 
Westee RULERS 
oFFICe 





with the purchase of the rulers. Made of sturdy cardboard 
stock, it measures 12 inches by 13 inches. Both of the rulers 
shown are made of straight grained rock maple finished in 
natural varnish, 


E. P. WILMER, INC., 3044 RIVERSIDE DR., LOS AN- 
GELES 39, CALIF.—Available to dealers from this firm is 
an envelope stuffer printed in color, which explains the 
Ayres Manufacturing Company’s wage tax computor, the 
Calculer-D. Space for the dealer’s imprint is provided. The 
dealer receives 200 stuffers with an initial order for four 


calculators. 
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in your shipping room 


ou can save 


with the right 


MARKING 
DEVICES 






ADJUST-0-FLO 


FOUNTAIN STENCIL BRUSH 


/ 4 FAMOUS FORCE FEATURES 


Load it without removing brush. 
Uses all pigmented fluids. 

Clean it . . . no ink gets on hands. 
Use it all day without tiring. 

it's aluminum, light. 







._ a ee ee oe oe <2 et RE Me Sk ke a a a i eae 


VERSATILE POCKET MARKING PEN #57 
Choice of 
4 nibs 
ROUND « CUBE 
CHISEL * SQUARE 


Instant dry or opaque heavy 
duty no leak. Sturdily built 
of handsome, satin-finish aluminum. 


Write for catalog D 


WM. A. FORCE 


& COMPANY, INCORPORATE 
64 White Street, New York 13, N.Y 









a 
YOUR QUALITY ... and YOUR GUARANTEE of 
GUARANTEE 
finy Cerdinds Gay Ue BETTER SERVICE! 
BIGGER PROFITS! 


HAPPIER CUSTOMERS! 






returned within 30 






days for 
* Exchonge * Credit 


* Full Refund 
DS if not entirely 


satisfactory 


; SHIPMAN-WARD MFG. CO 
Established 1892 






























You KNOW you’re 
using the BEST... 


M Platens M Nickel Plating 
Parts ™ Enameling 
Tools & Supplies Welding 
Ribbons ™ Rebuilding 
M Carbons M Reconditioning - 


. when it comes from 


SHIPMAN-WARD MFG. CO. 


325 N. WELLS STREET ° CHICAGO, ILL. 
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CLAR-O:TYPE 


CLEANS TYPE 
cleaner 





Doily baths 

with CLAR-O-TYPE 
will sparkle your 
customers’ type 

and boost your busi- 
ness no end! 


The sturdy 
dauber eliminates 
brushing and 
spattering. 
Slow-evaporating, 
economical, non- 
inflammable! 
Through jobbers 
or direct. 

Liberal discounts 
... dealer helps. 





























CLAROTYPE CO., inc. 
261 Broadway, 
New York 7 














Opisina: DHNER 
LITE, 
HANDY CALCULATORS 

‘‘THE MACHINE TO COUNT ON'' 








The following example shows simplicity and speed of 
operation. ONLY ONE SETTING NECESSARY. Simply 
set levers at “68” and calculate the answer in 25 seconds 
without setting any other figures. 








68 units @ 1.75 ea............... 119.00 
i. 2 eee he 17.85 
101.15 
Less 242% for cash................ 2.53 
$98.62 


Compare the advantages of this sturdy, low-cost, portable 
and efficient calculator with any machines in the field. 
Why pay more? 


WRITE FOR BULLETIN RO-83 


210 FIFTH AVE., NEW YORK 10, N. Y. 


SOLE DISTRIBUTORS FOR U S.A. 
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Sales .. “this 


CLIP BOARD 
DISPLAY 


does the trick” 
say Office 
Equipment 
Dealers 
Every- 
where 


ynerense 








YOU TOO can Sell More Clip Boards with 
this new Counter Display — it's FREE with 
our Clip Board Display Package. 
Write for Complete Details 


Manufacturers of 


CHAIR MATS—CLIP BOARDS 












HARDBOARD FABRICATORS, INC. 


59 BRANCH ST ~ ST. LOUIS 7, MO 









THE CHAIRS j 
OF THE MONTH. 


SADDLE SEAT CHAIRS QQ 


STURDILY BUILT 
for CONSTANT USE 





7 






No. 885 


An walicadl’ 


DISTINCTIVE 
QUALITY ALUMINUM 
FURNITURE 
OF OUTSTANDING BEAUTY 










Write for illustrated catalog, dealer prices and discounts. 
















225 Belleville Avenue 
DIGBY 4-3245 


Bloomfield, N. J. 
BLOOMFIELD 2-4120 
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There’s 


EYE APPEAL 


nd 


PRICE APPEAL 


IN MIDWEST’S NEW 
CABINET NO. 3018-C 


Cow 







Built sturdy with fine 





lines and of heavy 





gauge steel. A good 
profit item in any kind 





of times. Size 30’’ wide 
—18’ deep and 72” high 


with four removable 







and adjustable shelves. 





Has a two-way lock and 





all set up ready to go. 
Available in baked 


enamel of olive green, office gray or brown and 





weighs 100 lbs. 
Truly merchandise of great quality and priced to 


meet market trends. Write 


METAL MANUFACTURING CO. 
MIDWEST 1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 


ned to protect | 
Pfrom fire Gnd thet. 
hSentry Scfess 


a price 


OF SAFES 
E EOR OVER 
a pty 
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Here is “‘How to Design a Letterhead” 


original business letterheads to serve 
ideas for professional men and business 
been prepared by Lester Beall, Ameri- 
can designe! the graphic arts field, and published 
by the Parsons Paper Company of Holyoke, Mass. 

Included in the portfolio, itself an example of at- 
tractive and nted design in printed material, are 
1 number of suggestions helpful to any business man 
who is designi or redesigning his stationery. 

Mr. Beall’s view of letterhead design is strictly func- 
tional, the important points being what information 
must appear and what kind of impression the sta- 


A portfoli 
as a SOUTICE 
executives ha 


tionery should make. Of the 10 sample letterheads 
hown, only is printed in black. Others are in 
one, two and three colors. 





S. J. Olsen Company Has Novel Idea 

The S. J. Olsen Company, Milwaukee, Wis., which 
recently observed the first anniversary of its remodeled 
store, uses a el business card. 

This card ] an illustration on the front depicting 
the entrance to the store and quoting the street ad- 


dress and telephone number. 

On the inside of the fold is a listing of what the 
firm offers the lines carried of desks, Modular 
furniture, tabl sofas and club chairs, other chairs, 
files, cabinets, book cases, safes and vault doors. 


Informatio} the fingertips of the holder of 


this busines 





Form New Binghamton Company 


J. R. Reynolds Company and George E. O’Neil, Bing- 
hamton, N.Y ffice equipment retailers, have pur- 
chased the L. M. Bird cash register business and formed 
a new company, the Act Company, dealing in adding 


machines, cas! 
rton St. Pre 
Victor addi! 
typewriters al 
McCaskey cas! 
Court St RCS 


gisters and typewriters at 93 Wash- 
ly the Reynolds Company handled 
nachines, Rex-O-Graph duplicators, 
heckwriters and Mr. O’Neil handled 
isters. Both businesses were at 18044 





Office Equipment Business Opens 

Articles of rporation were filed with the office 
of the secretary of state of New York, in May, for Sten- 
tor’s, Inc., for the manufacture and repair of office 
machines and forth 

Capital stock was listed at 200 shares, no par value. 
Directors are: Daniel K. Casmas and Margaret L. Cas- 
mas, both of 42-16 80th St.. Elmhurst, N. Y., and 
Murray G. Weissman, 650 E. 21st St., Brooklyn, N. Y. 





Typewriter Firm Incorporates 

Articles of incorporation were filed in Albany, N. Y., 
for the Excellent Typewriter Corporation, for the sale 
of typewriters, office machines and so forth. 

Capital stock v listed at 200 shares, no par value. 
The directors Lawrence Milberg, Grace Burgess 
and Alter Milberg, whose addresses are 320 Broadway, 
New York Cit‘ 





Incorporate Firm in Mineola, N. Y. 

Articles of rporation were filed May 6 in New 
York State for Kearney Business Machines, Inc., Mine- 
ola, N.Y. Capital stock was listed at $10,000. Directors 
are Jasper J. Kearney and Helen F. Kearney, both of 
31 Scott St., New Hyde Park, N.Y., and Peter J. Kear- 
ney. 60-65 Gate Ridgewood, N.Y EEG 





Philadelphia Stationers Takes New Location 
Foster Brothe stationers, of Philadelphia, Pa.., 
moved on May 1. new location at 1227-29 Race St., 


Philadelphia 
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FORT STEUBEN METAL 


UNIT BINS AND SHELVING 
AVAILABLE FOR IMMEDIATE DELIVERY 


Inquiries From Dealers and Agents Also Invited 





Fort Steuben Metal Products Co. 
Steubenville, Ohio, Box 248 


Gentlemen: Please send me your complete catalog OA. 





Name Title 

Company Street 

City Zone State 
221 
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Cramer Posture Chair 


1205 Charioy,, —°”” Ing, 


Kansas City, Ne ters 




















Balance 


(Delivered by Grant Howard, 
president, NSOEA, at the spring, 1952 NSOEA 
regional meetings) 


m AS SUCCESSFUL business men we like to think sccess is the result of 
our own integrity, ingenuity, energy and perseverance. Being honest, we must 
admit our personal efforts have played a very smal! part in the prosperity 
that has surrounded us d 3 the past years. Except for supplying a portion 
of it, we have had little to do with the tremendous amount of money spent, 





r the prolonged market which there has bee sistently more money 
than goods. 

Volume-wise, and to a great extent profit-wise, most of us are better off 
than ever before. But the t still remains that we are doing business in a 
c ate of easy prosperity. One guess is as good as another as to how long 
pre tT Dusiness conditions w preva 

We've lived through the tribulations of the thirties, the fireworks of the 
forties and now we are the feverish fifties. There seems never to have 
t @ time when business men were more perplexed or more anxious to 
get the right answers every hand we observe a deep-seated ncern 

t 3 wariness about our lack of stability, in spite 
and ncurrently there is evident a si re desire to 








yently against the shifts and changes that we know 
s, "How can this best be done?” 

ne a small balance scale. In the early days of Arizona 

pre us metals. Somehow, as meditated on what 

regionals, that scale gave me the answer. A scale — 


3 weight, equilibrium, steadiness, worth, balance. 
we ild best fortify ourselves now and for the days 


and our goal to think, plan, and execute those 
xs possible, a proper balan 


: t 3 to your mind? Balance of power? Balanc- 
heet of your business? Y wife's efforts to bal- 
believe the term is seriously significant to all of 
ta $s we recog $ sortence of main 
| TT panacea We k “ “ peg tr 
th " 3 and planning tog e # +} basic 
j sis and ur nat } vent € year. 
P ther foday mean think j 
Counterbalance Necessary 
This matter of mainta } @ proper balance ‘ j mple, but to a 
complish it in this time of easy prosperity requires strong discipline. There 
must be ounterweights nterbalances. What are the We ij ea y 


list hundreds of factors. But over the past few month: have tried to dis- 





till and reduce these many factors down to an understandable mple work- 
able denomination. And | submit to you that the terbalances necessary 
to sustain us in an equilibrium of success are contained within the three 
areas education, operation and participation. Alphabetize them if you like 
— E, O. P. — education peration and participatior 

Education is a factor in every phase of our lives and believe we need 
@ new appreciation of its importance to business. By education | do not 
refer to the formalized cerriculum of college and graduate school, although 
we do recognize the worth of that and believe that it fast becoming more 
and more a pre-requisite to the profession of merchandising. 

Let’s define education as a means of preventing idea starvation — a tool 
to prevent stagnation. Education in the genera juct of our business 
has been more or less taken f granted. We have faller to a traditiona 
attitude toward it. And it has been marginal to We must bring it into 
the very center of our thinking. Heretofore, our principal efforts have been 
in sales training only. But everyone can profit by education — everyone 
from the deliveryman to the t The standards of operation at every level 
can be raised by more learning 

For fear this might s« s little theoretical or ¢ jeneral, I'd like to get 
down to cases mention a few salient specif » few ways we should 
use this powerful t ed yt 


Specific No. | To stimulate progressive management. Management sets 
the standards. Enlightened management must accept this responsibility. 
Every operation is a reflection of the thinking and ¢ edures emanating 
from the top level. 


We need to read and study We have to build up a good head of 











steam before we sn reieas t—that means we must constantly seek ft 
build up our supply of ideas and inspiration y know you can't get 
anything out of the tap when the tank is empty. Management must recog- 
nize the r for contir is employee education. Employee education be- 
yins the day we hire a man and should never J as ng as he is with 
us. This is our commitment 

| predict there w be new emphasis in pe nel training to in- 
clude a simple basic working knowledge of psych yy—to know better how 
to deal with people—a s word study progra t rease abilities to 
present ideas more a rately and forcefully. 


Specific No. 2 We can use this tool, education, by making full use of 


the helps from our National Stationery and Office Equipment Association. 

Without question the greatest stimulus to our general educational program 

is the concrete practical help given by our as ition. | cannot recom 
mend and praise this material t¢ highly. 

e,"" operational reports, government regu 

jesk sheets, consumer folders Ralph Cies' 


juct manuals and the Stationer magazine. These 
ept and all who use. them testify to their effec 


sll use of these valuable a 





Specific No. 3 We can use education as a tool to tel! our story to others. 


OFFICE APPLIANCES, August, 1952 


























Vhs 
STEEL 


STORAGE 
CABINET 


(OR WARDROBE) 


Mao's 
NEW MODERN 
EVERY- 


All Steel 
WHERE 


el COSTUMER 


Stores 
Shops 


PROSPECTS 





a * Extra Heavy 21” Base 
will Sell os * 1%” Square Steel Tubing 
° a * %” Solid Steel Hooks 
on Sight! Servies * Ball Tipped, Unbreakable 
e — + A Full 66” In Height 
* Office Gray, Green, Brown 
Here’s a show IS A 
piece of practical - 
value with quick REAL Meets The Big Demand! 
aerstin tt and TOP This is the ideal costumer for your 
priced right for VALUE! volume trade. Has everything 
good profit. wanted in the popular priced range. 
Made of heavy gauge steel with four adjustable Heavy gauge steel assures longer 


life, more rugged usage. Squore 
column more pleasing than round. 
Ball pointed, unbreakable hooks are 
easier on the clothes. Finished in 
smooth, beautiful baked enamel for 


shelves and a three-way lock in handle. 


Finished in olive green or gray baked enamel. In Note the cast steel ends, 


two sizes — to the wide, 21” 
base, te prevent tipping 





36” wide, 18° deep and either 72 or 78” high. — b= ~ 2 oe lasting beauty and utility. 
Shipping weight 150 pounds. WRITE FOR LITERATURE—PRICE LIST! 








Equally serviceable as a Cabinet or wardrobe. 


MIDWEST 





MASO STEEL PRODUCTS 





METAL MANUFACTURING CO. 
1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 


lops 72: 


DES KS 5 ei SIZES 


T A B L E S Covered with velour—fibre and velour—also corduroy and fibre 
in 2" thickness with boxed edges. 


| by FOAM RUBBER 
| “Derfect” cHaiR CUSHIONS 


sons, the other side 
woven fibre for hot weather. 


Filled with new live rub- 
ber having thousands of air 
cells that ‘breathe with every 
move. 


Colors: Brown ', Green. 
Sizes: 17" x is ‘—I5" « 17"— 
i4/," x 154". 


| “Softseat’” STOOL CUSHIONS 


Transforms Hard Stools into Soft Seats. 
Available in four sizes 12", 13", 14", 15" Diameter 


Send for Catalog. Wage, fr Sow Mustrated Folder 


| THE PERFECT RUBBER SEAT 
LEHIGH DESK CO., INC. | 
106 Duane St., New York @ Factory: Bethlehem, Pa. | CUSHION co. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 





Dept. A 8] W. Von Buren St Chicago 5, III 





FOAM RUBBER 
fe. CHAIR CUSHIONS 
De Lune 


EXECUTIVE 
STYLE 
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INCORPORATED - CHICAGO 
=” 


Manufacturers of Fine Upholstered Furniture 


=" AQ “rg Ca th er 


REPRESENTATIVES 





Marion V. Follin James H. Davison 
0. BD. Mann Henry L. Guth 
Arthur R. Frey Homer Nix 


330 E. Ohio St. Chicago, III. 
NIEMANN—A Century of Fine Furniture 











“In Calendars the Quality Mark is Stark’ 


think 


about 


the year 
ahead 


SELL 


1953 
STARK 


CALENDARS 
NOW! 


A quality line of stands and pads featuring all 






popular styles and sizes. write or 
Calendar pads are lithographed—on high-grade hone for 
bond paper with the date in red and the monthly P 
calendar in black. complete 
Fast, 2-color lithograph printing enable us to details 


give you the best in quality and prompt service. 


GTARK CALENDARS «ncorporcted 


100-112 BISSELL ST. + PHONE 7557 + JOLIET, ILL 
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CARBON PAPER 


For that extra some- 
thing that goes beyond 
just making a sale, sug- 
gest NEV-R-KURL Car- 


tomers. They may not appreciate the saving they 


bon Paper to your cus- 


can realize on office expense until they actually 
use NEV-R-KURL, the all-purpose carbon. It won't 
tree, curl, wrinkle or smudge hands or clothing. 
Write on your letterhead for samples today while 


you think of it. 


For more information, clip this ad, and 
ettached to your letterhead, send to: 


PHILLIPS 


PROCESS CO INC 


92 MILL STR 
a aR 14 NY 























MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


For Ore than 25 years, we have been offering 


Our Rares through thre dealer ¢ vclusively 


Write for our Illustrated Price Lists 
Vanufactur 
SUSPEND-O-FOLDERS ” 
MANIFOLD BOOKS @ PRINTED STOCK FORMS 


FILING SUPPLIES 


ADVANCo 
ADVANCO PRODUCTS 
sion Of Advance § Co. 


Din ile shook 


148 West 24th Street, New York 11, N. Y. 
Telephone CHelsea 3-1276 


nl 
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t t enough that » r business know and appreciate the impor- 
ta f our Justr d seek to present this story to others— 
allied groups t ‘ sd clubs, executive clubs, civic clubs, credit 
groups r gener er ur ambassador at large, Paul Burbank, is 
elling this industry w t distinction throughout the length and breadth 
5 we f B ess-Education Day a highly profitable experi- 
e snd 8 good f telling the story of our business to the educa- 
f f t f nber of Commerce has not sponsored such 

a ft t rg ? f s You w find it worthwhile. 
t we tell our story to youth. Many high schools 
he eer ¢ “ sn speak and give information that will help 
k } hoices. TIME magazine, in its now 
far s Youth tated that n qgeneral, youth feels. we have 
we | concur—we have been guilty 
terfeit security to be held up for 
t's lend ur efforts to dispel these warped 
jths and challenges of business and the 
Above all remind them that there is no 

sge or any age es in the man! 

Know e wisely use this motivating, enlightened 
5 t isn't just a mere matter of nickel 
squeezing t's mor king @ profit too, though that is necessary. 
s vast network perations. And to my mind the ideal of 
, zar responsibility just as low in the organ- 


Somehow out 
hesiveness that guarantees a complete 
these three major groups, owner, em- 


sssume that responsit ty. 


Responsibilities to Owners 
Vhat are the wners? First of a no one can hope 


t ske a profit yners unless inventories, accounts receivable 
Inventories—a ¢ t n spite of our high sales volume it is 
gé gh. Our selling pattern of “order 
tak ur Buying in Off taking." Anything 
" e we have been inclined to take. This 

n unbalanced stocks. 
. handise, Kay Steiner, is bringing 


sales force when he took them 
3g He had previously pinned one 
What @ siaht 
Dramatic? Sure. But 


s items fo slow movers 


erchandise st represents real money. 

three categories—wild duck, lame 

for all of us, the dead duck mer 

Bulletins are posted on the progress 

£ thie ¢ s pror ‘ L +he slesmen fa ng to make b s duck 

hun at honor of caring for a live duck. 

Now " se 8 live Guck, so they are really 

knock e of ingenuity resourcefulness in 
me 

daving | ss nearly as possible, the next job 

t k p the t } we be the difference between fe 

3 M said, but I'm afraid too little is 

A are enleavoring to use, in some 

is. Stepped up sales and resulting 

an s to fail to keep 





egiect on the part of manage 


Accounts Receivable erable spot he pyrar ng alarr 

‘ + n are Ww and sivaagish n 

r nN savin n+ Wherever 
e —" 

Taxes + + +h of confiscat . 
Pa k e entat we ad. He should 
te the > Ww ind are pen— 

is - $s t a be te sat 
fa ables a alter? 
Ou | - . e s we nf? ave 7? 
ar t ? 


A c e We ’ tham ie 
wh wy 4 he pror 4 he 
i, = act tion @ b tra 
n e ever 3 f staloas ¢ 
f 
F 
. . nr - fun 
’ cer araw @ and drug people 
rn staat hat themselves to self 
e be wa We ee 
a " 2 4 ht snd imaginat 
w 
des ave nd that sales jume 
when a customer can see himeelf hahiad he whee f 3 car. Even the 
Ow n+ - the permarkets W hy not 
e - one e 
ne? resy!+ - ed efforts of a 
pe ees part 3 some incentive 
pla s sma Dé tage Several dealers | 
— s e an t among the 
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Mais non! (But no!) Leave it to the French for 
smart, smooth finesse in making mistakes oblivious 
that might otherwise appear obvious. Leave it to 
your keen customers to do the same. Smart folks 
the world over know that Weldon Roberts Erasers 
correct mistakes in any language—so smoothly that 
they’re completely oblivious. That’s why you'll sell 
more erasers when you feature this world-famous 
line. 


2020 MASTER PINK. 
Medium sized, soft 
pink super-quality 
eraser of handy ellipti- 
cal shape. Ideal for 
pencil work and clean- 
ing; for drawing and 
for general use. 


399 TRI-PLY. 
S-layer eraser for typists. Two outer 
plies of red pencil-rubber for smooth, 
clean erasures on originals and carbon 
copies; center ply of soft gray ink- 
eraser for a single letter or a complete 


The original, superior, 


line 


Write yor Illustrated Price 
List, so you can capitalize on 
smart eraser-selling NOW. 





WELDON ROBERTS RUBBER CO. 


6th Ave. & No. 13th St., Newark 7, N. J. 
World's Foremost Eraser Specialists 


gre 
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BRINGING 
EXTRA PROFITS 
TO DEALERS! 





CASH REGISTER 


e Dealers find a good market for the Indiana 
because it meets the needs of small busi- 
ness for a simple, low-cost Cash Register. 
Ideal for food stores, general stores, gift 
shops, laundries, filling stations and 
garages. 

e The Autographic feature makes handling 
of over-the-counter sales fast and accurate. 
Gives an easy, quick and accurate cash con- 
trol as well as control over charge accounts. 

e Entries made at time of transaction—all 
records kept confidential. Sales records 
can be kept by departments or commod- 
ities. 

e Check into the possibilities of extra profits 


with the INDIANA—write for dealer plan. 


VIEAN 


SHELBYVILLE, 


CASH 


DRAWER CO. 
INDIANA 
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9 verymen, switchboard operator, warehouseman and 
ffice help. Th s paid monthly the same as commissions are paid to 
salesmen. Those who are not directly connected with sales know their efforts 

b that they have a share in every sale made or lost. 
What are the responsibilities to the customer public? This group is our 


e responsibility Unless this is met, all else is wasted effort They 
rea we are business. No doubt many of you are familiar 
with the famous mmandments of business—eact ommandment having 
with ur vital kinship with the customer put The last ommand- 
A custome the life-blood of bus That epitomizes our 
ponsit ty ft tomer put they are te C 
A tew days ag sme across & statement made by the vice-president of 
- yhs Adding M e Company | quote The most priceless in. 
t in the Ame In € nomy is the re ynitior f obsolescence This 
r a w ngness ft scdoprt something new when a Detter b&b can be 
What a statement To me, that is the key of successful operat We 
; 3 to make use of this priceless ingredient—manufacturers, field men 
snd dealers. We need to sharpen our abilities to re ynize mething that's 
wor it—outdated t doing the job. This applies to our thinking. So 
wa ut for the stumbling block here You may be carrying your hat 
sround on it. Okt escence is no respecter of persons or thing It at. 
acks attitude th 3ht habits, arrangements and phy 3! display ations 
work methods, techniques and human relations 
WwW you return f pretend you are a disinterested utsider, a paid 
appraiser, ang with plete objectivity make a trip through the factory 
he store, or if a field man, analyze your techniaq and routine This 
kind of analysis w reveal amazing evidence f ot escence to all of 
und | believe that we have the cc urage ft t jiy make the neces. 
) hanges for the better 
T pla * that old saying ess is a rney, not a 
-" makes re sense than in the peratior f a stationery store 
tant king and trol are necessary However f we strive to 
ynize obsolescence every form | believe we be able to use this 
terbalance operat with a steady and knowing hand. 
Participation 
WwW me w ft ast counterbalance—participat By this term 
anf and active tizenship participat yn undeniable identifica. 
with } the force s community that nake ; trong ay 
: w does this t with business. It is the bedrock of business 
F 3 few r te * to be very plain, very persona Self-examina 
t sag 3 Ame an custom. Let's indulge in it with a rolled-up 
sleeve attitude f we are honest, we'll have +t t wh ha through 
ndiffe and essness, failed in th } $s responsibilit f cit 
Let not jemn the man in Wast 3t r in Missour It's 
t ther fellow w eed to worry about r problem is the fellow 
my tares back at ; morning from the shaving mirror We have 
juilty of sir f ssion and commis economically, politically 
piritually. ; 
Tua y ? Ye Less Than two hundred yea 1g ir f retathers wrote 
that th nation under God might have a new birt! f freedom." We 
; ea } way toward reading out the word nder God." We 
want t sim and « y freedom, but our actions deny submission to God 
sfraid conscience is a voice we do not hear very often. We even 
sugh at the ’ f ar definition of ns ss being ‘‘the differ 
etween what is sht and what we want ¢t 
WwW $ r power of indignation? We have be me scared. We dis 
sy @ cynical tolerance and very little horr snd denunciatios f thea 
wt prostitute trust of public office Years Nilliar wrote 
W he 1 Qoe T t the peopie JOVE ? 3 va ry eateco 
‘ } sucke 
Ni ans the time to let the voice of cor neal it for the right 
low } } . tant reaffirmatior f personal faith in God 
nm f ples—the principles which made this nat jreat 
sid tha ’ usly one ; wa ; 
3 Tow 
W Pe beautif phrase tak ~ 
tut Ww People."" But ha 7 Ww the 
tr “ y weve read r t | ts and 
t ave upon both J and 
" + we r 4 + f govern n+ M4 ‘+ ‘ + of 
ent are Dur many ther ) surpe t power 
3 Ai w w have bee sit? } 3 3 tToms 


socialism are seen everywhere the doctrine £ Nenme 
tn } na the practice of soak > the rich + it dize 
ent > wa s real prophet when he predicted Ame 4 u 
i herself at Jactr rs . At the middle £ 4b f 5 yea we were 
ne-half t the red. The most portant individual entity 
world today ; American tax-payer. and he fast being threatened 
re pn 
The history of liberty the history of lessening of governmenta trols 
+. WwW jrow W 3m afra d that n't he kind $b ; y we've 
een writing the last few years. Our Achilles hee r indifference, our 
k ‘ nceern What . ndictment that nar tizer j ; vote— 
6 voted r last presidential elect We do not e the 
wertul wear we posse that mighty power of the ballot box 
t h words w by one of our f st ) 0 ars ago 
A wear € wn T 
As wiiak f the sc 
Exe Tir 3 3 Ss w 
A zht . the w ‘ ¢ { 


was shocked to lea that in my own organiza 20 of our employees 
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Welch successfully combines 
quality materials and know- 
how construction with easy 
pricing, which means a 
ready market in any man's 
language. That's why you'll 
find Welch office furniture 
the most profitable line you 
can handle. 


SPECIALISTS 
in posture chairs, stools, 
b typewriter stands, costumers 


MODEL 297-S 


Write for literature and 
complete information to... 


Welch inousreies 


OFFICE FURNITURE 
2911 Empire Avenue Burbank, Calif. 











n our first year of operation in 
o the present dealers every- 
learned to 





where have depend upon 


International Office Appliances as their primary source for 
the finest rough and rebuilt office machines. 

They know that we have in our modern plant, the most 
comprehensive inventory of Adding Machines, Calculators, 
Comptometers, Addressographs, Billing, Bookkeeping and 
Accounting Machines—to meet their customers’ demands. 
Remember ... put your confidence in International, and 


your customers will put greater confidence in you! 


| (INTERNATIONAL OFFICE APPLIANCES, Inc. 


326 Broadway, New York 7. NY. - HA 2-6700 
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THESE BRANDS CAN 
BUILD YOUR 


SALES AND PROFITS! 





Invincible wert, 
Character — fradervricey 
Everlasting ‘rise wer 
A complete balanced line of carbon 


paper and inked ribbons for every 
use... every user... every budget 


Ask your local Remington Rand Dealer 
Sales Representative for complete details! 


Memington. Fland 


DEALER SALES DIVISION 


315 Fourth Avenue, New York 10. N.Y 








BEST BUY in Hand Numbering Machines Today! 


9°] 

















5 Movements 
5 Wheels 
e * 
Consecutive 318 
Duplicate 
Triplicate LIST 
Quadruplicate * 
Repeat Liberal 
Trade 
ALL IN Discounts 
ONE * 
MACHINE 











AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES. BROOKLYN 8, N.Y. 
BRANCH—105 WEST MADISON STREET, CHICAGO 2, ILI 
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Smeads TELL-I-VISION 


Filing System...is tailor made for 
any Business whether it be 
Large or Small 























Uae 
AL 


INDIVID 
a TLANEOUS \ NA 


FOLDER 






misc 





PAPER PUNCH 


Simplest, surest paper punch made. Punches all 
3 holes for 3-ring binder sheets at a single squeeze. 
No adjustments to make, no gauges to set, no 
places to mark. Just insert sheets and squeeze! 
Accurate and trouble-free. Weighs less than 16 
ounces; fits brief case or desk drawer. $3.75 list. 
PLASTIC —// Order from your Wholesaler 


TABS 
IN BRILLIANT Adding machine figures MODEL 3...Punches 3 holes 

















COLORS must be verified by original 4" dia., spaced 414" on centers, 
instruments from the files. 4" from back binding edge — 
standard spacing 11" x84" sheets {e_ 







We say our system reduces filing time. Let us prove 
this. Write for free sample guides and full data. 
DEPT. O.A. 








NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 





“PAPER PUNCH | 









WESTERN REP.—HARRY HENKEL ASSOC. 439 ELUS ST., SAN FRANCISCO 2 





The 
LONG-LIFE LINE 








OF OFFICE EQUIPMENT 
THE ee ee ee ee ae 
r+ WOODEN 
COSTUMERS 
e Square 
¢ Tapered 
e Turned 





office of every customer 
you have. Ook or rich 
walnut finish. Blonde Oak 
end deep mahogany on 
request. All costumers 72 
high. Packed 6 posts to a 
carton. Legs individually 
packed for perfect match. 
~~ All styles available for 
immediate shipment. 


Beautifully finished cos- 
' 
' 













ggins Ink works well in draw- 


ing pens, lettering pens, brushes 
anical drawing instru- 








nts. 

re people set soieeins pt 
nore purposes than any other 
liquid products in the art field. 


.Keep up your stock of Higgins 
si inks -— they sell, 











Send for catalog and price 
list today! 








a 


The Stempco line includes chair mats, 
arch and clip boards, arm rests, black- 
boords, check racks and oak and 
popular finished desk trays. 














The basic art medium 
Since 1880 


TTT AL tee 


BROOKLYN, NEW YORK 





2830 ROBERFA ST DALLAS, TEXAS 
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o don't think that what I'm saying to you 


f and searched my own heart and life. 

the free enterprise system and rightly 
- that we understand that this free enterprise 
from the very urce of freedom—the 
dation of our citizenship. We must 


alive. We must work for freedom if 


sin ourselves to one category alone. We 

type dynam leadership to politics and 

r business and industry. “Have | Kept 

m t s earching speech made last year by 


in which he admitted he had not 


ild—and that he felt business mer 


the iniury of their own soul and the 


1 their half-truths 


people a true picture of the 
enterprise syster A lesser product 
t i: € , 
a wh c " let's free < "a 
ent he galling truth is we've 
fraid The right of choice is yours 
ut the one thing we must not do 
» resurgence of w We have many 
have no ntr ver our will. | am 
nk th s a time to believe daringly 
that tification for today 
- ut intelligent use of counterweights 
snd pa we possess the 
stationer n balance. 





It Pays to Package 


(Delivered by Howard Gunlocke, 
president, W. H. Gunlocke Chair Company) 


. ‘ AN et [ sks , s president genera 
pr hiner mpany of 1452 

ttle capital + 

gave him a fine 


the expand 1 peacetime market 


h better Joe 

tomer-friends 

ew private ofice 

esk hair arpet jrapes and so 


wied Joe over re 


himself. but 


3 

r tte mailing his 
Revenue e pleased + find that 
y & guy who ss? 

athe. it its to Joe that if he 
He w start 
can do some 
when he drops into a stationery and 

+ ce that his 


tT work it @ dea ke that for 


so whe th slesman comes 
mething » desk and a chair 


upstairs here 


mode! It is 
drawers. The 
jrawers the right side here 


m +he center 


“ 3 e the desk and 


t what he has 
$350.00 for that desk It wa 
f course. for 
w very we 
3 to give him the kind of job 

sybe stop back 
of, Dut my 
nade a vey just a few 


Hemot 
would attemgs 


Survey of Dealers 

sae e ng First 
Jirected to 

Package selling in the larger 

wont attempt f over today 

ng. For 

ring by dealers 


ra hice 


t we mean by “package” se 
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Shade swings in 180° arc 
Exclusive ILC feature. Un- 


cerwr 


ILC 


LIVuthil 


FLUORESCENT 


DESK LAMP 


With Beene She CLOCK 


51895 Without Clock, $13.95 Retail. 
Models for 2 Tubes Also 
available — $17.95, $22.95. 

Lustrous Brown or Modern Grey. 

Top Dealer Discounts. 


RETAIL 
less tube 


ters approved 











THE ILC DIRECTOR is America's first decorator-styled 
desk lamp... priced right for both home and office. It 
brings handsome returns in both the replacement and 
gift markets. May we suggest an order that will prove 


this to your own Satisfaction? 


SPECIFICATIONS: Operates on 110/120 volt, 60 cycle, 
A. C. 
Telechron electric clock movements. 


current; uses standard 15-watt fluorescent tube. 
Bonderized baked 
enamel finishes, with pedestal plate and pen tray in bright 
gold finish. Base is felt covered. Instant starting switch, 
6 ft. rubber cord. Height 10 inches; width 20 inches. 
Weight, 9 pounds, packed in individual cartons. 


THE 4900 


Standard model is a 

high quality desk lamp, 
Underwriters’ 

approved. Finished in 

grey or brown. Uses 

15-watt fluorescent $995 
tube. Weight 8 Ibs., RETAIL 
individually packed. ess tube 
Model 4902 for 

2 tubes $14.95 


ORDER DIRECT 
FROM THE FACTORY 


INDUSTRIAL LAMP CORP., ELKHART 2, INDIANA 
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the like. Included this package are not only desks, tables and chairs 
siso carpets, drape smps and similar items 
urvey we made wa onducted on a nat | scale. Son 12 dealers 


i were ntacted, most of them in personal interviews and the balance by 
ma They were asked fer their experience and Jeas nh package elling 
A together, we covered the whole country fr Y eattle + M ta ery 
snd from San Diego to Pr : rect 
1 ae 


vidence. It turned up some interesting facts, and 

w make frequent references to them 
ym ; jo a etting back t Joe Doaks. he isn't satisfied wit what th Rosh sles 
7 ee we ae ; PS an ha flered hin et's see what happer “ Of f ically 












ven! ap es i call up that friend of his and find out w jid the f n 
ie O R. but é 5 little t proud to do that. He wants to do this jot b wr 


tops by another stationery and office equipment store and again 
nts t k at a desk and chairs for | ffice. Th - 1 sales 

MODEL No.158 “~ ; 
kewise takes him to the display floor and shows him a i at bit 
i) N 2 man has got ideas other than simply se 3 a desk and a 
few chairs. After chatting a little with Joe he say You know, Mr. Doaks 

Capo tty - 

k we can serve you better if | had an idea of your present office and 
8 oz. by - we niture into it. Mind er 


SIZES e says, ‘Sure ne over, | will be there until 6:00 


454" wide t av an mice x thar triend s you have 
4'4" high 
] deep And the se i salesman calls and we know his routine. H ssures 


n w OW ? ena 
e talking w i finds that wha f 
w ut w overhang 
3 Cc KC& 3 use & } n 
s 


A handy scale that fills the need for an accurate ee ee eee a 
low pri scale for the small office or home. Weighing 
mechanism is suspended on a steel channel independent Pictorial Selling 
of the Styron plastic case. This type of construction makes few days 1 salesm back with a layout thing like 
possible a very high degree of ey ay Chart on platform this. He has drawn ¢ itline of Joe's office to scale, placed the pieces 
computes postage up to 8 oz. for first class, air mail, and their logical positions, and has added tt xtra pieces, t here 
merchandise. € ys : j : . ; Je . - j & ouple f chair - ns t Pe as pat: 
This new postal scale has possibilities for viously learned that Joe is partial to a particula r. With his sut on 
volume sales at this price, list............. $3.25 $ a quotation giving both a lump sum for the wi » oe ee ee 


HANSON SCALE COMPANY (Ee /777) Let's see, what does it run? When Joe looks at the figures, he is truly 
525 N. Ada S$t., Chicago 22, Illinois ee en ae tees Gate ts tate, le coal 


th And yet k j er those unge ha think +h really 


€ 3 
} and fe that f. » dove tiny ver 
. Now | think we w } e thar This e na ] ha } > berter 
Y epee eRe TT 
k . sf ind ms j +t has taken rn re + . b ; emembe , been 
. ’ 7 erve nperrer .] } r eer af ‘ 7 re ase tne . ’ 7h 


ALL MAKES—MODELS le. So, all in all, he will come out pretty well, if he gets 1 
INCLUDING WIDE CARRIAGE 








Package Sale Wanted 


, , wed » great maiority of i Stew 4 i ante 
kind of selling b that ti second salesma j fact, 63 t of 72 
jeale sid they off j me such planning for kage é } 


But thinking - +b f. j Hire makes Dause } fad ; Me -e 
nbe the tellow 1 wall-To-wa arper and fhe jraper were garn 

} > king. S$ ne en? s, kind of Tr-nand, f The ; mar WwW jer 

w this tuf® w j i this fice. Mayt sht ¢ fix it rc " ttle 


SUNSTRAND—BURROUGHS—VICTOR You know, drapes or something.” Joe is @ little timid about this. Somehow 
DALTON—Hand or Electric | salesman says “Oh yes, they would do quit t for your office. Te 





what Jow T 

7 } t+hace +) } they jot 5 te w ft “ 1 } vor 
And that let © " He think + ss " en'> + - snyone 
who would just ster here and do fh b f j t know anything 


MONROE—MARCHANT—BURROUGHS the one who did the fri 3 


COMPTOMETERS—Hand or Electric 
ROUGH or RECONDITIONED 








; ail 
But ft i dea Joesn't wait for to ment f-hand 

that ybe the pla “ j k a little better wit srpet t stead 

Also ask about our ADDOMETER, the add- See: sian antes of ai ges P ae hese 

ing and subtracting machine that retails for aa a ac” fod tan toned . . 
$12.95 and pays you Extraordinary Profit. te Ang A Oe TT 

ment with Jones Department Store. Doesn't + snything extra, but we 

RELIABLE TYPEWRITER & ADDING MACHINE CO. ae a 00 SF en oe ee woe oe oo 
305 W. Monroe St., Chicago 6, III. to you will have all those features worked into it.” Joe says, "Fine, bring 


+ n 


n a few days he has this third salesman's complete proposition and it 
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ONLY 


The ‘’Precise’’ TRIMMING BOARD 
Has All These Wanted Selling Features 


e Patented Finger Tip Controlled Paper Guide 
e Finest Steel Blades, Carefully Ground 

e Two White Scales on Black Background 

e Only Finest Seasoned Hardwood Used 


e Every Board Completely Guaranteed 





You offer tl t in the New “Precise” Trimming Board. 
It has everything your customer should have for trimming, 
cutting paper, paper board, etc. The patented, adjustable 
paper guide ind releases with a finger flick, 2 white 
scales on black background speed 
accuracy and measuring time. y, 
Models 5, 6 & 7 have special 5 POPULAR SIZES 
safety spring. The “Precise” is a No. 
steady seller wherever displayed. No. 

' | wee 





Delivery Still Fairly Prompt: 
AMERICAN PHOTO LABORATORIES 


Dept. A, 28 N. Loomis Street, Chicago 7, Ilinois 



















BRIEF COVERS 


A Complete Line — 133 Items — 
For Every Use—Business, Professional, School 


The easy, mod- 
ern way to pro- 
tect business 
papers and doc- 
uments, to keep 
presentation 
material clean 
and flat. One or 
more sheets are 
quickly changed 
at any time. 


COLOR RANGE TO SUIT 


EVERY NEED 
Red Deep Green 
Orange Blue 
Brown Midnight Blue 
Tan Grey 
Green Black 


No. 525 Covers are made of heavy weight leatherette to stand 
a lot of wear. Equipped with practical, built-in double prong 
fasteners to accommodate letter size sheets 8%” x 11”. Packed 
25 of a color (or 25 assorted) to a box. 5 boxes to shipping 
carton. 

Write for catalog and prices on complete line. 


AMBERG FILE & INDEX CO. 
Filing Specialties Since 1868 
1608 Duane Bivd., Kankakee, Ill. 












Rich 

Hammerloid 

GRAY or 
GREEN 


oven-baked 
finish 










LETTER 
& LEGAL 
SIZES 


VANGUARD 
Steel STORAGE FILES 


serve as ACTIVE files with 
positive, simple stacking 
provisions, plus 




















A Sturdy Recessed 
Base with Toe 
Clearance at Front 


Brass finish cardholder and handle 
Four rollers for ease of operation 
Index guide rod with brass knob 
Self-locking follower available 


IMMEDIATE 
DELIVERY 





Exgincering & WManupaclic tiny COmpaHy 


WEST JACKSON 
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the NEW line that 
delivers EXTRA profit ! 


with. 
3 BUTTON MAGIC 
Cash 


r 


of P F 4 














Posting Equipment Corp 
777 Hertel Avenve, 
Buffaio 7, N. Y. 


Gentlemen: 
Please rush your descriptive brochure and 
price list on the complete line of P. E. C. 
Posting Trays and Stands. 


POSTING EQUIPMENT 


CORPORATION 








Ts 62000 6000080c4cnnnnnnnmneann 
777 HERTEL AVENUE 
ane ie es ie, , ies ke 
BU af Clip and attoch to company letterhead. 
0-1 
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De Luxe Quality 


BRIEF CASES —BRIEF BAGS 
PORTFOLIOS 
CATALOG CASES 


with many new, distinctive and 
practical features 


Priced for Quick 
Sales & Excellent 
Dealer Profits 





Here is our latest—Genuine 
Walrus Brief Case available 











in brown only, with disappear- 
ing handles, zipper closure, 
and unusual variety of pockets. 





It will pay you to Write for our 


Illustrated Catalog and Dealer Discounts 


Bristol | 
MANUFACTURING COMPANY 


Boston, Massachusetts 
— 





385 Harrison Avenue 












VALCO 


LUMINUM 





Standard of 
Aluminum Accessories 
QUALITY with a motif designed for 


Offices, Hotels and Restaurants. 


EFFICIENCY to cut the cost of upkeep 
and replacement. 


BEAUTY to add lustre to every scene. 


No. 17-¢ Meuarch costumer 


Durable 14” diameter base, heavily 
weighted. 1'2” diameter upright. 4 
double hangers with finished protective 
knobs. 


VALCO company 






1311 Ann Ave., e@ St. Lowis4, Mo. 
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€-THRU clear plastic rulers and 
drawing devices give you a com- 
plete line to feature for back-to- 
school. Their high quality and mul- 
tiple utility have won world wide 
renown, They're priced for profits— 

designed for eye appeal— 

a real ‘Golden Rule” line. 


© Send for Catalog. 


RULERS @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS © STENCILS @ PROTRACTORS © OTHER DEVICES 


CTW A222 Cynon 


HARTFORD, co Nw eee 


TYPEWRITERS 
ps WG 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST 7 NEW YORK 13, N. Y 
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look ke t what e has been looking for. The salesman ar- 
r ' t wn to the store to get a better idea of what the 
t w ook ke. 


the salesman has taken a portion of his display 
xact dimensions of Joe's office and has then 
proper positions, jus? as 
An excellent idea, by the way, and one that 
veral dealers 
w. He is sure that when his office is done, 
han that of his friend. Of course, it is going 
puts up a how ust as any good business 
you only do this job once 


ther items in their 


Joe think 


i by the man wh 


ffered him a com- 
W ; e handled this mplete package eas our 
showed that just 63 out of 72 dealers would 
Half of those 72 would have added a profit 


> would nof. 


f this mplete package job that our No. 3 
ver the layout. It consists of the plan 
t th ter that a nto it. There 
Surveys Are Warranted 
3 t of the 72 eried ir r survey work out such layouts when 
et w nspect f some of these lay 
much te mple and too casual. They 
to make them real selling to 
f i¢ j J ayouts. 
The Leopold Company of Burlingtor 
a ve ie c k that not only helps 
w scale pieces to paste into position, but 
Myrtle f 1 £ High p n+ N C ha one of the m + 
assisting deale with package selling 
k s x Ble jet Ww his layouts through 
ial ‘ f equipment ere scaled for easy transfer 
jetailed informatior n layouts and sut 
v » book published by the Wood Office Fur 


k 
jozen pages of very practical advice that 


+ your proc " sre most important. The 
they are, the more favorable will be yo 


member that it went 


> package. It offered not only the equip 


jraperies, and all the other accessorie 

at he 3 3 put the whole job hands 
e 3h 

1 salesma i not offer to handle these 


hed source for them. 
know that the field of interior 

3 training and experience. If you 
t be quite practical for you to have an 
part of your package 


te s nselves are members of the 
sn organization of dealers handling 

ire Company. Their’s is a very inter 
mbers with selling aids to do the com 

y successful with it. However 

stationery and office equipment dealers 


a working arrangement with an interior 
upply the extras for 
hat you just don't simply recomménd 
f them to present to 


tore that an s 


better to present a 
package, than ft be content with the 
f the 72 dealers inter 


and fee that it works to their best 


Supplementary Experience 


working with a decorator of household fur 

package In actual experience though 
nation yourself on such matters a 

tems that enter info the accessory 


t the part pants have some under 
ust his part. It is not necessary for you 
A speaking a 


yuaintance with the 


the and + the b! nd the one 
3 n F the Merchandiser 
hat | mentioned earlier, has good 
hart from the ena Company of 
the Lewis Business Furniture Company 


neers in the field 


made by the Elyria Office Equipment 


sbout 25,000 population, near Cleveland 
ess, though Dviously an amateur, laid 
r perspective me got the job 
Quite an interesting example of what 
ackage se | 
A Bat? panies of Shreveport. La. These 


OFFICE APPLIANCES, August, 1952 












SELL ZecdZove MARKING DEVICES 


YOUR CUSTOMERS WILL LIKE THE QUALITY... 
YOU WILL LIKE THE PROFIT 


DRI-KWIK STAMP PAD AND INKS 


1. Cellophane wrapping insures freshness of Pad—your 
guarantee of a new stamp pad. 

2. Sizes No. 0 (2%” x 3%"), No. 1 (2%" x 4%") and 
No. 2 (34%4" x 6%"), the most popular sizes, have 
redesigned boxes. Rolled edges and round corners 
prevent pad cover from jamming. 

Preended lip on the cover for fingertip control in 
opening. 


NU-TYPE FOAM RUBBER STAMP PAD 


@ Made from the finest grade of porous foam 
e Light touch and stamp is inked 


e@ Encased in smart, modern steel box—round corners, 
rolled edges 


e Sizes: No. 0 $5.00 per doz., No. 1 $6.25 per doz., 
No. 2 $9.00 per doz. All cellophane wrapped. 


OTHER DELUXE ITEMS 


@ Service and Fulton Daters and Numberers 
@ DeLuxe and Special Business Outfits 


e Complete Line of Crown Self-Inkers, Daters and 
Numberers 


Write for Catalog 


Qiultoun Marking Equipment Co. 


82 Fulton Street Elizabeth 1, N. J. 















/nmodlate Delivery ow 
STEEL STORAGE CABINETS 


(ADJUSTABLE SHELVES) 


e COMBINATION CABINETS 
For Wardrobe and 
Shelved Storage. 


e WARDROBES 
For Clothing Only. 


Sizes on Storage, Combination 
and Wardrobe Cabinets: 18” 
to 24” . BY" to 78” 
—_ Single or Double Doors. 
Yale 3-Way Locking Device. 


e UTILITY RACKS 


No Doors. Adjustable 
Shelves. 12” to 24” Deep. 
3012" to 78” High. 


COLORS 
DuPont Gray or Green Baked 
Lacquer Enameled Finish. 


Whe or Unite for Out Price List 


mutta © 


STEEL PRODUCTS CORP. 
1112 East Cary St. « Richmond, Va. 

















PHONE - 7-6650 
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= THE FIRST LIGHTHOUSE, BUILT 9 ==: 
‘> IM 300 B.C, WAS A 400 FOOT «=== 

TOWER WITH A BONFIRE ON TOP— 7, 
> TO GUIDE TRADING SHIPS LG, 
2; WLONG THE COAST OF EGYPT 
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MAPTACKS 
and SIGNALS 


GEORGE B. GRAFF CO., CAMBRIDGE 40, MASS. 


















AWG Dain lelem Giblneliilian aliusliatine 


Telus Wile Reception Weresime late @iatac 


Beautitul Uuran  taiioring 
+ « +» genuine Formica in 
a wide variety of colors 
. « » and quality chrome 
plating combine to make 
Ard's products practical, 
t beautiful, and there- 
‘lore doubly pleasing to 
your customers. 
No. 22C Lounge Chair. 
Deep, wide, heavily pad- 
ded no-sag spring seat 
assures the utmost in com- 
fort. List Price $59.50 


No. 327 End Table. Plastic 
Duran or Formica top 
available in most an 
color. Standard height 25’’. 
List Price $24.50 
Ne. 14CB 8-hook Revolv- 
ing Pedestal Costumer with 
gleaming chrome column 
and 12” diameter wheel. 
Tall and graceful, but 
won't topple over with its 
heavy cast iron base. 
List Price $28.90 
No. 44C Double Lounge 
features generous seat 
width for two persons. 
Expertly upholstered and 
luxuriously padded. 
List Price $91.90 
No. 66C, Available, Seat 3 
Persons. List Price $119.00 
Send for Catalog 
Write for catalog sheets 
of our complete line of 
Qual Furniture for the 
Room and Office. 
Sold throuah Dealers oniv 


AR 19 VINE ST, BOX 442, EVANSVILLE 8. INDIANA 
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work with a de ator to offer a complete proposal, just as | have re 


And w, the big quest that looms up is "Does al! this pay Which 
e salesmen } y to finish with the largest volume of busine 
j rofits and serve his customers the best t the first fellow 
who showed just the desk and chairs? Or, is it the + i salesman wt Jid 
packag é 3 job? The dealers interviewed in our survey 
. sw that question. Specifically 59 + of the 72 inter 
ewed are certain that package selling is the answ f 
Here sre a few comment fror + snd 
k and Lancaster, Pa. sa 
age sé 3 is the only way fo sell office furniture er 
f the jot Jone properly u ca j 
ame f tures and so forth. | a 
c sve } 5) ompiere package 
i ; e Equipment mpany of Palo Alt f sys 
+ Se 3 moplete nae ver rather than r oh 
nks Company of Binghamton, N. Y sy By all mear Yes 
° from the rm 
; } toe 3 
Neb say j 
a satisfie rr 
Ps ea oe nsboro. fh 
3. If enables 
w j jure on sing ; 
T 3 sckage selling j 
_ s ns 
e fC 3 
£ rvice 
2. A * € se a 
3 t W 
} ° 
and his new off pe you w 





Diebold Names Atlanta Manager 

Clifford J. Foley has been named manager of the 
Atlanta, Ga., branch of Diebold, Inc., it was an- 
nounced by W. K. Wilson, vice-president and systems 
division manager. 

Mr. Foley has been with Diebold since 1948. Twice 





he has been a member of the Diebold 100% Club, an 
honorary group of top Diebold salesmen. Before his 
appointment to the Atlanta post, he served as man- 
ager of Diebold’s sub-branch in Rochester, N. Y. 





IBM Plans Canadian Factory Extension 


Plans for the immediate erection of a $2,000,000 
extension of the company’s present factory in Toronto, 
Canada, have been announced by G. H. Sheppard, 
president of International Business Machines Company, 
Ltd. Approximately 50 acres of land just adjacent to 
the present site of 25 acres has recently been pur- 
chased. 

The new building will be a 600 feet by 140 feet ex- 
tension of the present 600 feet long building, which 
will make it one of the longest buildings of its kind 
in Canada. There will be a ground and first floor with 
second floor projection for factory and engineering 
offices, making a total floor space of 308,000 square 
feet. Like the existing building, the extension will be of 
brick, glass block and steel construction. 

It is expected that double the present factory per- 
sonnel will be employed as a result of the extension. 

The company received the assistance of the Toron- 
to Industrial Commission in the acquisition of the 
land.—RC 
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ee 


@ action 


n umbering 


machine 





Contains 2 extra move- 
ments for triplicate and 
quedruplicate in addition 
to standard consecutive, 
duplicate and repeat 
movements. 5 actions in 
one machine fulfill normal 
office requirements. 
Foolproof mechanism. 


Deeply engraved charac- 
ters, lightweight aluminum 
frame, easy-to-grip plastic 

handle. 6 figure wheel 
capacity, Gothic or 
Roman. Prefix letter 
wheels ovailable. 

5 Year Guarantee. 





THREE QUARTERS OF A CENTURY’S SERVICE 


WM. A. FORCE 


een ar wm, N . 
64 White Street. New York 13. N.Y 


LLL-72i Le 
BALL POINT PEN 


THE reliable 

Writing Instrument, 
Outstanding for 
Excellent Performance. 


@ NON-SKIP 
LIFE 
® NO SMUDGE 


@ FULLY GUARANTEED 


Retails for 


only @ WRITES 50,000 WORDS 


@ TRANSPARENT PLASTIC 
@ PRECISION ENGINEERED 


yA! 4 TRANSPARENT o)te)- 


including tax 


ae)te) 
@ IMMEDIATE STARTING 


@® INSTANT DRYING PERMANENT INK 


THREE DIMENSIONAL DISPLAY comes ready set 
up for either counter or wall Pens are clearly 
visible, allowing the beauty of the pens to speak 
for themselves. Choice of two displays containing 
12 or 36 pens, available 


Write for illustrated literature and dealer prices 


'WE2-F2iTE PEN /NZL. 


RIDGEFIELD PARK, N. J. 
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i performance 
THE BENTSON 


“‘Gop-F late 


3200 Series FILE 


Guaranteed tung-lasting perform- 
ance is the only proof of master 
craftsmanship. Bentson Top-Flite 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 
tomers and more business for you. 





| “The Line of Most Assistance” 


‘(ohe BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 








AURORA . ILLINOIS 








Joslin Eclipse 


PRECISION 
TIME 
STAMP with 








star 
features... 





% 40 Hour Precision 
Clock Movement 


*% Jeweled Clock 


gives Movement 
you sales ; 
advantages %& Patented Universal 





that boost Joint Absorbs Sheck 
volume 
and profits % One year guarantee 


Write for information. 


A. D. JOSLIN mec. company 


| MANISTEE, MICHIGAN 
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the 


complete 
line of 


STANLEY FINE LEATHER FURNITURE 


fits every 


need of OFFICES, 
CLUBS, INSTITUTIONS 












TANLEY 


ROCKET Club Chairs, Matching Settees, and 
Sectionals are made by the manufacturer of 
STANLEY Fine Leather Furniture. Upholstered 
in Boltaflex and Fabrilite. Wide choice of 
colors. Write for prices and color samples. 


STANLEY 


MANUFACTURING COMPANY 
2310 N. MAIN ST. * FORT WORTH, TEXAS 














AMERICA’S BIGGEST VALUE 
IN A SMALL SAFE 


SPECIAL QUANTITY DISCOUNTS 
1% Hr. Fire Test Label. Sargent & Greenleaf 
Extra Day-Lock Optional. Combination Lock. 


Vermiculite Insulation. 


FEATURES 

1. 1% Hour Test Label. 
Thoroughly Tested 
Under Severe Condi- 
tions Far Beyond Nor- 
mal Fire Exposures. 

2. Insulation Modern 
Improved Vermiculite. 

3. Burglary Resistance. 
Walls Encased In 
Heavy Gauge Steel. 
Heavy Steel Plate On 
Door. 

4. Locking Mechanism— 
Sargent & Greenleaf 3 
Tumbler, Solid Brass, 
Combination Look. 
Interlocking Bolts 
Heavy Duty. Solid 
Steel %” Diameter. 
Chrome Plated To 
Prevent Rust. 

6. Door Recessed Into 
Body. Full Swinging 
On Heavy Hinges. 





7. Interlocking Tongue And Groove Clo- 
sure On All Sides of Door and Body. NEW LOW PRICE 


8. Interior—Roomy, Spacious. With Sep- $7995 List 


arate Compartment Complete With 
Lock And 2 Keys. Less Full Dealers 
. 1 — . : Di 
9. Design—Streamlined. Skirts Covering . , scount a 
Heavy Casters. Chrome Plated Handle. market with tongue and 
S. Mini 2 —— » . groove door closure and 
. Satin Finish, Lustrous Grey Hammer Koutie camer eek 
Design. mechanism. 


VALENTINE SAFE & LOCK WORKS 


LA PORTE, INDIANA 








YVAN. @ nr 
MAKE PROFITS... 





ERROR-NO Copyholder 


Speeds up copying and 
increases accuracy of 
reports, forms, briefs. 








SPEEDRITE Checkwriter 


Protects checks— 
prevents forgeries. 















The sales qualities of 
these “first choice” of- 
fice devices are some- 
thing dealers dream 
about. Exclusive fea- 


CHEXSIGNO Check Signer tures, design and effici- 


Relieves time-pressed 
executives from signing 
checks. 


ency appeal to any and 
all customers. No serv- 
ice problem. Rank high 

as profit makers for 


flakk Weliy dealers everywhere. 


40 MT. HOPE AVE. 
ROCHESTER 20, N. Y. 
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YOIN THE 
OPPORTUNITY 





Invest in 


U. 


SAVINGS 
BONDS 
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(Copies of patents can be ubeahiall from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 








Granted April 15, 1952 


2,592,676. Sand Urn H. Franklin, Chicag assignor to Cecile 
h illustration. 

Granted May 20, 1952 

2,597,684. Drawer Hook k W. Stringe, Oak Park, | Illustration. 


Granted June 3, 1952 

2,598,819. Address Listing Device. Hildaur L. Neilsen, Metuchen, N. J. 
A i N f New rk, N. Y. Ulustration 

2,598,928. Holder for Telephone Handsets. Ernest A. McCorke Ct 






To Collect Extra Profits 
With Every Binder Sale! 


+ 


2,598,939. Front Feed Carriage for Typing, Printing, and Computing Ma- 


chines ft . . Knoxville. Ter sssignor Dy mesne assign 
K ‘ ' Machine Co., In K xville. Tenn. Illustration 
2,598 990. Printing Machine. Walter T. Gollwitzer, Euclid, Ohio, assigr 
M p., Cleveland, Oh Illustration When you sell a binder your cus- 
2,598,991. Printing Machine. Walter T. Gollwitzer. Euclid rm pul | : 
- maw Ams n ae ‘ 1, Ohio, assigne tomer needs indexes, so as soon as 
A 7 rc C veland Or 
2,599,062. Telephone Base Accessory Holder. Bill L. Ledermann, Beverly the binders are sold pull out an 


Aigner Sample Index Sheet and 


2,599,085. End of Page Indicator and Signal for Typewriters. Thomas : ; 
. ‘9 yP . show him the types available. He 


> . Aico Has Them All! 





2,599,131. Latching Means for Staple Supporting Slides. George J. Rund can quickly see just how Aigner 
6 } jnor to W n-Jone Chicago. | Tebs With Sheets— “gr ' . 
2599 194. Printing D verge: <a : — at Tabs Without Indexes fit into his picture. . . . Do 
2 rinting Jevice “ é r Nau ate NV Ohio, ass 3 . 4 . ’ . 
A sog M p., Wilmingt Sheets -— Sheets this and 99% of the time you'll ring 
Without Tabs Al 
2,599 224. Moistener for Hectographic Duplicating Machines. Francois phabetical, Geo- up an extra sale. If he doesn’t buy, 
n o ynor to Block & Anderson, Ltd., London graphical, Monthly, : . ‘ 
Any Kind or Type, then slip an Aigner Sample Index 
eon, Ca. -. Sheet into his Binder. You'll soon 
assitic . . 
Sheet Protectors, have him back for a sale. 
va a, : etc. 
} Ss} ar For | Vous oe ly, of These Potent Selting Al Alde, 
Se ee jay for The Binder Insert Sheets 
hee INDEXE 
re" DEPT. D-8 





97 Reade St., New York 13, N. Y. 
426 S. Clinton St., Chicago 7, Il. 


2,599,537 














MAY LINE 


Se (ae L 
pee / Sally PROFESSIONAL 
nie se Pp DRAWING 
; a es" KIT 












































of : 
a Fp DEALERS—The Professional Drawing Kit is a sales item that 
has proved it larity. 
2,601,026 4 "on ae asin z 
2.600.825 md It is @ product used by draftsmen, engineers, and execu. ~ 
r 2,601,159 > = 
= tives. The smooth drawing surface and attached parallel z 
2,599,252. Master p Opening Means for Rotary — Machines ruling straightedge are accuracy and time-saving features. 
1 ach ) Block & rson, Ltd., Lor : 
ca The rubber covered tilting units and rubber suction cups make 
2,577,257. Split Accumuleter Mechaniom. Eugene V. Heiflinger, Front it ideal for desk and inter-office use. 
; rant Mfg hicag Illustration. 
Granted June 10, 1952 , : . . 
2,599,535. Line Spacing Mechanism for Typing Machines. Henry Allen It is also a product of particular value to the engineering 
2 ’ a’ Y., assignors to L. C, Smith & student. It offers him a board and attached straightedge, 
, N.Y Ilustration 
2,599,537. Adjustable Margin Regulating Means for Typing Machines. giving him only one item to carry. Place your order now to 
F > ynor ¢ th & T 
catenin , prepore for that school trade. 
2.599.576. Adhesive Sheet or Tape. V Neitlan i Highland Park 
: N.Y Ww Eg E 
nines! Fas ole slow ess ews | ENGINEERING MANUFACTURING CO. (FI 
+ A ba + x ‘a nq - 
vv : i" ; ‘ , - al 
T599,673. Accounting Sheet. Fred W. Truml er oe 625 No. Commerce St. Sheboygan, Wis. | may\INE 
2,599,750 Tape-Dispen +s Machine. sr «COP f ‘ Derby 
MAY LINE 
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MORE SALES 
FEATURES 
MORE SALES 





Led by architects and of- 
fice planners the trend is 
to Office Valet wardrobe 
equipment. By keeping 
wraps dry, aired and open 
to germ killing light this 
modern steel equipment 
helps prevent spread of 
epidemics and resulting 
absenteeism. Keeps wraps 
“in press’ helps employee 
morale, saves floor space, 
fits in anywhere, ends 
locker room evils 


Widely advertised in gen- 
eral business, institution- 
al and trade magazines, 
this line offers an almost 
unlimited opportunity for 
offices, factories, schools 
and institutions 





Write for 





Bulletin 
0.V.13 


VOGEL - PETERSON CO. 


624 So. Michigan Ave., Chicago 5, Ili. 








HANDY "GLIDEX’ tens 
TELEPHONE BRACKET 


A A Stable Seller the Year ‘Round 


te 





Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 
WRITE FOR ILLUSTRATED LITERATURE AND DEALER’S PRICES 
Discounts: 3 or more 10%; 6 or more 15%; 12 or more 20% 


ea Prax a , 
XX Ni /P% 
* We} 


GLIDEX CORP. 


4538 W. ROOSEVELT ROAD, CHICAGO 24, 





GUDEX MODEL Ne 200 
EXPANDED 
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2,599,768. 
2.599.784. 
2.599.802. 
wr 
2,600,146. 
2 600 156. 
. 600, 200 


IMustration 


ay 


ny 
x ‘ 


Filing Folder. William F. Losch, Jr., Los Angele 

Collapsible Copyholder. Stephen Satt!« Tulsa. Okla 

Rotary Horizontal File. Ernesto Norberto Yzetta, Buen Aires 
Stapler. Imelmann, Chicag sssignor to Fastener 
Envelope. H sn M. Whitman, West |} 

1000, Ir Hartford, Conn. 

Inking Device for Typewriters. Enrique rcea ba, Ar 
Repeat Type Action for pm and Like Machines. Her- 
x O ea N ! b> gnor to Un } t Ne w T N 


Line aromee | Platen for Fiat-bed i say Machines W 
Hacht, Br N. Y., aSsignor t de 1 Corr New 
Illustration. 


Granted June I7, 1952 


2,600,409. Inking Ribbon Spool. Erhard M. Lippert 1g 

Victor Adding Machine Chicago, | 
2,600,413. Hand Stencil Duplicator. Porter H. Mas Ww 7 Mas 
} cK Mm Mas Nort x Va. 








ee a ~ 
~ 
‘ ¥y _ 
V 
is 
‘ot ea 
ott 2 
© 
2,592,676 if 
bole fi 
4 > i 
bo ate hi ‘ 3 *) 
, ~~ ™~ 
4 sage “ 
oe a i ta" Lig he “| 
dh, sib i 2,598,939 
f 1.5 en oe oe 0 














2,598,819 a, 











2,600,426 
h A 
2,600,533 


2,600,535. 
2,600,598 


2,600 808 


At 4 


2400 825. 


2,600 927 

2,600,972 
Add 
2,600,986 
2,600,990 
Walter } 
2, 601 2026. 

2,601, 062 
City M 

20, 129 
At 

2, 601, i32 

2,601,159 


Ma 


fx “ 
; x asp 
ve m Jo “st 
ee 4 . 
aw, 2,599,257 
“ett. te aS oi 
SS |S — 
a ~ mph ete 
ast . ahr SS 
aos y win rate = 
” f . 
2,598,900 2,599,535 
reuntoln Pen Polat. Lewis A. Paul, W kK 
sft C , WwW Kans 
Memereadum Pad Unit. Carl C. Harr je, Ma 
ng Ma 
Carbon iaeee Pack. John A. Heckma Ww 3 
Drawer Suspension. Walter E. W jin, Rahway, N 
Steel Ea ent Corp Avene N. J 
Locking Device for Book Supporting Motel s. Walt 
assignor l e Leaf Metals Co., 5 L M 
Index Tab. eorge J. Aigner, Chicag ssig 
Chicag Illustration. 
Paper Package. David M. Scoville, San F Ca 
Address Plate Retaining Means. C t é é 
ants, and —£ r A. Haig, Shaker He 
Multiararc Corr WwW or 
“Filing Cabinet Drawer. Richard L sllag F 
Letter Actuated Tripping Device in Postage Printing Machi ines 
n, ester, N. Y., assignor t Bow 
Index Tab harles E. Jones, Ch } } to Rock 


} Illustration. 
Stamp Sapendne Machine. Richard 


Pencil Attachment for Dialing Telephones 


“Fountain eraeh Pen With Reciprocal Pin Feed 
Fra $ C 
Orpencing Machine Walton C. Marsh, 8 


Belleville, Ill. Illustration 


Granted fed 24, 1952 


2,601,506 
2,601,530 
2,601,544 
2,601,650 


ar 


Tape- ag and Severing Device 


by Derby, ¢ Illustration 
‘ Gavelese Albert Kegan, Chicag ‘ e A 
sssiq ’ jirect and mesne assianments. to Sa 
Refillable Eraser Device. Eari H. Metcalf, Ridgefield Park, N 
Paper Dispensing Pencil. Albert H. Walter, Brookly Albert 
New York Robert H. Lendh, 8B x WN sid F 
assig t 1 Walter. 
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AMERICAN AIRLINES 
Lot Labelling AIR FREIGHT 
Boxes, Cartons 





eh) ae 
"Solved ovr marking problem!” 
say users everywhere 


“The MULTISTAMP Hand Stamp Stencil Duplicator is the best thing 





we've seen for shipping tag and label addressing’’ . . ‘‘for marking boxes, 
cartons, packages.’ Quick, clean, accurate, easy-to-use. Prints 000 or more 
clear, sharp copies from one stencil..one inking. Just type, write, trace 
or draw on low-cost stencil, snap in position and print . . like using a rubber- 
stamp. Non-mechanical, of non-corrosive metal. No moving parts, has 
replaceable ink pads. 8 complicte outfits, $9.50 to $99.50. - 









IT PRINTS ON 
POSTCARDS, .SHIPPING TAGS 
BOXES \ CARTONS 
LABELS PACKAGES 
At Your Office of Shipping Room Supply Desler 





STENCIL DUPLICATOR _ 


MANUFACTURED ONLY BY THE MULTISTAMP CK 





PROMPT SHIPMENT 
Gise) ’inpers 


Available with or 
without prong fasteners. 





Durable, all purpose binders. 
Complete range of popular 
sheet sizes and capacities. 
Red or Black Pressboard. 2 
pieces, cloth or scored hinge 
construction. Punched for all 
standard spaced fasteners. 


PRONG FASTENERS 


Attachable prongs or 














continuous-base prong 
tyles. Light-weight 
steel. Non-corrosive 
finish. All popular 


capacities and c. to c. 


Continuous-hbase style 
iNustrated 


Write Today for Our 
NEW Complete, 72 page Illustrated 
CATALOG No. 56 


ELBE FILE & BINDER CO., INC. 


P. O. BOX 951 FALL RIVER, MASS. 











CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 
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Records are safe « 
in a SCHWAB SAFE 


... because SCHWAB SAFES are 
the finest available for protection 
from fire and theft. See the complete 
line of SCHWAB — Underwriter 
Labeled Class A. B. C. — T-20 Safes. 
Finest materials and 
workmanship have always 
made SCHWAB SAFES 


better safes. 








MAIL COUPON a) 4 


FOR COMPLETE INFORMATION | Gentlemen: Please send me information | 
| on the complete line of SCHWAB SAFES. | 


| | 

the SCHWAB SAFE | “°" : 

COMER MY? - re 

BAPAVETER cANBIANA (Stags Naramed 
239 




















Sell the PERSONAL FILE CHEST 
. Lhat's a “GOODFREND” 


For top quality and value it’s the No. 60 


®% Spill Proof Lock . .. Snaps * 22 Gauge Steel 
shut when cover is closed, * Full Piano Hinge 
prevents contents from spill- 4% Individual Cartons 
ing. 6 per shipping 





*% Chrome Handle and lock. carton 
® write for literature 


GOODFREND METAL PRODUCTS 


1019 EAST 75TH STREET CHICAGO 19, ILLINOIS 














Check Liat 
Sasy Sellers 


ACCO FASTENERS 
ACCOBIND FOLDERS 
ACCOPRESS BINDERS 
ACCOFLEX BINDERS 
ACCO PUNCHES 








Business never 
needed Acco Prod- 
ucts so much as 
it does now, with 
the tremendous 
volume of papers 
to be kept and 
filed safely. Be 
sure to place your and other Acco products 
orders early for 


these easy sellers. 


UCTS, Inc. 
F acon NEW YORK 


In Canada: Acco Canadian Co., Limited, Toronto 
in : 


yr 
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Built for Action! 
| A R T @ Speedy & Automatic 
Ebvctric 

MIMEOGRAPH 


Hairline Registration 
Full Ream Paper Capacity 
Deluxe Feed Assembly 


Built-in Accurate Counter 


Simplifies Filling-in Forms 


and Records 





HM 249 ELECTRIC 


LIST 31 250 plus tax 


(Subject to OPS Approval) 


HART 


mimeographs 








Line Up with 
HART’S Complete Line! 


@ Economical hand operated 
models 


@ Efficient electric models 
@ Convenient spirit duplicators 


and supplies 


@ Top quality accessories and 
supplies 


ALL PRECISION.BUILT—BEAUTIFULLY 
DESIGNED—PROFITABLE! 


When You're Asked 
for ,g@m FACTS 


HART MANUFACTURING CO 
ST. PAUL 4, MINN 








CAN You GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de 
cisively, push profitable items, keep your stock up to date 

“The information your Service Bureau gave us was just 
what we needed and placed us in 4 position to secure addi 


tional business that otherwise we could not have gotten.” A 


R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latast styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost inpossible tc 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates 


OFFICE APPLIANCES, 600 W. Jackson Bivd., Chicago 
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In August of 1882, When: 
The firm of W. J. Gage & Company opened a branch house in 
Winnipeg, Canada 


Clough Manufacturing Company introduced 
a new patent bill file Samuel Raynor, New York City, returned 
from Europe fo receive a gala welcome by his employees. . . . 
Acme Stationery & Paper Company introduced its Fac-simile salesbook 
Keuffell & Esser, 127 


Fulton St., New York, N. Y., made extensive alterations to its store- 


as a labor-saving adjunct to bookkeeping. .. . 


rooms in change from retail to wholesale status. (From files 


of the American Siationer 


In August of 1892, When: 
The Sam‘! C. Tatum Company offered its new No. 1190 inkstand. 
John G. Huber Company, Philadelphia, marketed Miller-Megee 


flat opening blank books A patent was applied for the Davidson 


pencil holder An advertisement said, “You press the lever and 
the Rochester file w take care of your letter.” Steadman 
Stationery Company, New York, N. Y., made a heavy drive for sale 
of its Crescent Ready Response sponge cup. . . . The Geo. W. Cross 
Blank Book Company prepared a new catalog of blank book specialties. 

Campaign pins and buttons made their bow. Renomination of 


President Harrison rendered possible the sale of many of the badges 
. The Eagle 


the market five new styles of pens. 


which were used in the campaign four years before. . 
Pencil Company placed 


From files of the American Stationer). 


In August of 1902, When: 

Paving the way for the formation of a national organization, the 
Chicago Stationers Association was formally organized in a meeting 
at the Grand Pacific Hote 
hosen secretary. Evan Johnson represented the 


Henry Sawtelle of Pettibone, Sawtelle & 


Company's Store was 


American Stationer at the meeting. . The Niagara Clip Company, 
New York, N. Y., received an order for 10,000,000 clinch clips from 
the Post Office Department Charles E. Yetman perfected a machine 
consisting of a typewriter and telegraph instrument combined. The 
Associated Press planned to equip all of its offices with the device 
manufactured by the Remington Typewriter Company. . . . (From the 
files ofr the American Stat ner 

In August of 1912, When: 

Nineteen new direct branch offices of the Remington Typewriter 
Company were opened after the consolidation of the Remington, 
Monarch and Smith-Premier sales organizations. A popular item 
was the |-P stenographers’ notebook of Irving-Pitt Manufacturing Com- 
pany Commercial teachers convened in Spokane, Wash. 

E. St. Elmo Lewis of the Burroughs Adding Machine Company delivered 
a lay sermon at the First Baptist Church, Dallas, Tex. . . . “The 


utlet for office furniture,’ wrote H. Pembroke 
Company, Salt Lake City, Utah, in Office 
Appliances From files of Office Appliances 


stationer is the logica 


of Pembroke Stationery 


In August of 1922, When: 
Among the special features of the Chicago Pageant of Progress at 
the Municipal Pier were 


directed by J. N. Kimba 


typewriting contests for speed and accuracy 


f New York. . F. R. Scroggins of San 


Antonio, Tex., became famous by dismantling and reassembling a 
typewriter while b The Todd Protectograph Company 
started distribution of the Star adding machine in seven and nine- 
bank models F. A. Belt of Mt. Washington, Cincinnati, Ohio, 
perfected a calculator which he had been working for a number 
of years Percy Barringer headed the Stationers Association of 
the United Kingdom for the 10th consecutive year. . . . Harvey 
Rockwell became manager of the agency-dealer department of Yaw- 
man and Erbe Manufact Compony. (From files of Office 


Appliances 
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Carbon 
Can 

Do 

lt 


Give that sales curve a big upward boost. . . 
feature the new “P & P” (press and peel) Carbon 
Paper. 








This specialty sheet with the gummed-edge 
offers unlimited sales possibilities . . . accounting, 
payroll and stock departments of all businesses 
are prospects! 


Let’s discuss these money-making opportunities 
.. . your letter will start the ball rolling! 


U. §. TYPEWRITER RIBBON MFG. CO. 


PHILADELPHIA 6, PENNA 


621-623 CHERRY ST 
/ ; 








CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA-PRESS 


MATERIALS 
COST LESS THAR 
$1.25 FOR 
10°210" PLATE 


BRIEF DIRECTIONS 


1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix. 

3. Place (1) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes. 


4. Release pressure, extract 
all from Eva-Press and 
have finished Rubber Plate. 
More detailed directions 
supplied with Eva-Press. 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 







¢ PLATENS 11“x13” 
« INSIDE CHASE 10%x12” 
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WANTED 


AGGRESSIVE FAST SELLING SALESMEN 
SEEKING A GOOD SECURE FUTURE, TO 
SELL STEEL AND’ WOOD OFFICE EQUIP- 
MENT. SEVERAL TERRITORIES AVAILABLE. 
TO CALL ON OFFICE EQUIPMENT AND 
STATIONERY DEALERS. SOME EXPERIENCE 
REQUIRED. CAR DESIRABLE. SEND COM- 
PLETE RESUME TO BOX NUMBER W-6, CARE 
OFFICE APPLIANCES, CHICAGO 6. 












All Styles of RING and POS 
_ 


isp 





A complete line of Binders for the 
Commercial Stationer 


Write today for Free Catalog 
NEIMAN LOOSE LEAF & BINDERY CO. 


NOT INC. 


1717-19 S. HALSTED ST. * CHICAGO 8, ILLINOIS 











Cot emeetimmeecticmeetinem iene ieee ieee 


ROLLING STORE LADDERS 
“A” Type Ladders ° Library Ladders 


For use with Filing Cabi 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch 
in a variwty of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 

















Send for Folder 
and prices 








Straight Side Style Manufactured by Library Style 
4535 N.Ravenswood Ave. 


I. D. COTTERMA CHICAGO. 40 


eo ee 


DAYTON STENCIL 
WORKS CO. *siis™ 
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GFC Names Blumenschein Purchasing Agent 
Carl T. Blumenschein has been named purchasing 

agent of The General Fireproofing Company, it was 

announced in June by J. L. Mills, director of purchases, 
Employed by the company during summer vacations 


Cc. T. Blumenschein 





while attending college, Mr. Blumenschein joined the 
sales department in Youngstown after his graduation 
from Ohio State University in 1940. In 1950 he trans- 
ferred to the purchasing department. 

Mr. Blumenschein is a member of the Junior Cham- 
ber of Commerce. 





Smith Brothers Given Dashew Agency 

Smith Brothers, 222 S. Ardmore Ave., Villa Park, 
Ill., announces that the firm has been appointed by 
the Dashew Portable Calculator Company of Los An- 
geles, Calif., as its Chicago and western territorial 
representative. 

The Villa Park firm specializes in adding and cal- 
culating machines as well as office supplies. 








Uses Listo Pencils . . . Grocer H. Caplan of 
the Handy Dandy Market, San Francisco, and 
Listo marking pencils enjoy a joint 30-year cele- 
bration this year. Cynthia Brooks, Listo’s magi- 
cian, gives a “refresher course” on marking 
usage to Mr. Caplan, who has been in the gro- 
cery business at the same location for the past 
three decades and has always used Listo pencils 
for pricing his items. 





Alexandria Store Completes Remodeling 

Alexandria Office Equipment Company, “The Busi- 
ness Man’s Store” located at the corner of Fourth and 
DeSoto Sts., Alexandria, La., completed the remodeling 
of its store in time to celebrate the fifth anniversary 
of its opening. 

Virgil and Murray Jones are the owners and oper- 
ators.—EEG. 


OF Doc Stork: 


Tom Monarch, Jr., manager and president of the 
Office Equipment Company, Owensboro, Ky., and his 
wife, Ruth Ellen, welcome a new daughter in the 
home. Martha Hazel by a unique coincidence has the 
same birth date as her mother, who has since left her 
position as assistant manager at the store to care for 
the little one. 
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WANTED 


AGENTS 


Who Call on Financial Institutions 
To SELL A Complete Line of: 
PASSBOOKS 
POCKET CHECK COVERS 
COIN SAVERS 


| AMERICAN PASSBOOK CO. 


write to— 





Ontario Building Cleveland 13, Ohio 








Announcing the new .. . 


JUNIOR EXECUTIVE 


Another KING sales leader .. . 
here's a chair that combines 
every desirable feature de- 
manded by your customers. 
Business-wise executives will be 
everlastingly sold on the luxuri- 
ous comfort it provides, the 
beauty it adds and the quality 
it reflects and KING chairs 
are realistically priced 
every office budget. 
Write Today for New King 
Literature and Prices 


POSTURE CHAIR COMPANY 


953 So. Raymond Ave. 
Pasadena 2, Calif. 


to fit 





Custom Junior Executive 
Model 322-AK 
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BOOKKEEPING AND 
BILLING MACHINES 
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WITH SPRINGS 


Fingers need a spring cushion for comfort even on today’s 
modernized keyboards. Master Speed Keys provide such a 
cushion—clean—durable—and easy to sell! 

Write for information and prices 


SPEED KEY CORPORATION 
BROOKLYN 33, N. Y. 


~rretk'T''''*'''''*''''*'''''''"",*,* 


268 P CHAUNCEY STREET 
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CANVAS 
AND 
LEATHER 


MAIL 
BAGS 


FREE DESCRIPTIVE 
CIRCULAR ...- 
S| CAKVAS PRODUCTS CO. 
Corner Marquette 
& McWilliams Sts. 
FOND DU LAC, WIS. 











BARKLEY 


CARDS 
| Ruled and Plain 
White and Colors 


C. L. BARKLEY & CO. 


MANUFACTURERS OF FILING SUPPLIES 
1220 W. Van Buren St. 








Chicago 7, Illinois 











WOOO 000000000 


IMMEDIATE 
“s 






FOLDING CHAIRS 
SIDE CHAIRS 
FOLDING TABLES 


DELIVERY! 








TABLET ARM CHAIRS 
METAL CHAIRS 
AUDITORIUM UNITS 









Write us when you 
have inquiries 
from churches, 
schools, clubs, etc. 





STEEL or WOOD 
FOLDING — NON-FOLDING. 
Save time! State type and 
quantity under consideration. 


ADIRONDACK CHAIR CO. 


Dept. E-22, 1140 Broadway (Nr. 27th St.) N. Y. 1, M. Y. 


— DOOOOOR 0000000820000" 
Lr) 
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THE Best ONLY 





e If you want the best in 
Business Card Stock and 
Cases, remember we are 
the originators of the Scored 
Card and have been supply- 
ing the trade since 1902. 





e Carried by the following pe- 
per merchants: 


New York City. Allan & Gray 
Pittsburgh, Chatfield & Woods 
o 


© Detroit, Seaman-Patrick Paper 
2. 


Grand Rapids, Carpenter Paper 
Cc Co. 
The 


Cincinnati, Chatheld [Pa- 


Houston, L. 8. Bosworth Co. 
per Inc. 


Samples on request. 


The John B. Wiggins Company 
634 S. Federal St. ° Chicago §, Ill. 











The “Buy-Word” in Binder Clips 


\ 


@ The “Original” and still the best 













@ Holds, clamps, binds anything 
@ Precision-made of tempered 
spring steel for lifetime 
service 
@ Removable nickel-plated handles 


CUSHMAN & DENISON MFG. CO. 
153 West 23rd St., N. Y. 11, N. Y. 





" ) 
BINDER CLIPS 
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For the BEST in DUPLICATING 


PRINT-O-M ATIC 


MODEL 4-A ROTARY STENCIL DUPLICATOR 


Sensationally low-priced Post Card to Legal Size Duplicator 


MODEL A-2 AUTOMATIC, SELF-FEEDING 


Card-size mimeograph printer runs 2,000 copies per hour 


IMPRESS 


PRINT DRY DUPLICATING INK and CELLULOSE STENCILS 


The PRINT-O-MATIC CO., INC. ™*rchendise on 


Pioneers in New and Better Stencil Duplicating Equipment 









Net only for a high- 
quality line... but also 
Jor those little extras and 


“breaks” that mean extra 


profit... stock WRITE. 





CARBON PAPER 
TYPEWRITER RIBBONS 


TYP-ROL Type Cleaner 
and Roll Finisher 


420 Lexington Avenue, New York 17, N. Y. 
Factory: Bridgeport, Conn. 


incorporated 














TALK ANYWHERE—TO ANYONE 


SENSATIONALLY NEW, LOW-COST IN- 
TER-COMMUNICATION SETS. USE NO 
TUBES—NO AC CONNECTIONS—NO ON- 
OFF SWITCHES—NO POWER USED EX- 
CEPT WHEN TALKING. LOUDSPEAKER 
VOLUME furnished by ‘‘snap in’’ Fiash- 
lite batteries which last up to 2 years 
per set. 2 to 14 separate stations can 
be up to Ye mile apart. COMPLETE 
PRIVACY. Simplest possible hookup 
—ONLY SCREWDRIVER NEEDED— 
Customer can do it. 3 year 
guarantee—2-way set with 50 
















SERVICING, - 
AND OPERATION INSTRUC. 


EACH unit! SET UP 2-WAY 
DEMONSTRATORS IN YOUR STORE FOR 3 MINUTE DEMONSTRATION AND 
SELL 95% OF EVERY LOCAL BUSINESS—DOCTORS, LAWYERS, THEATRES. 
WAREHOUSES, GARAGES, GROCERY STORES in your town Advertising and 
‘Select Yourself’’ circulars furnished. WRITE FOR DEALERS INFORMATION 
AND FULL DETAILS AT ONCE. SOME PROTECTED TERRITORIES STILL 
AVAILABLE—ALSO NEW WIRELESS 2-WAY INTER-CALL plugs in AC-DC out- 
let—NO WIRES OR CABLES OR HOOKUPS—Compliete portable selis $79.50 set. 


MIDWAY CO., INTER-CALL DIV., DEPT. OAD-8, KEARNEY, NEBRASKA 


TYPE CLEANING MADE EASIER 


with the amazing 


(ie 


CLEANS 
@ Typewriters 
@ Billing Machines 
¢ Adding Machines 

























Typists and business 
machine operators want 
*Norta Plastic Type Cleaner 
— it’s easy to use—no mess © Addressing Plates 
—no liquids to spill * Marking Devices, etc. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free somple sent upon request...write to 


NORTA DISTRIBUTING COMPANY 


1165 Broadway, New York 1, N. Y. 

















MARKILO 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellujose. We 
build to fit your particular need. Write us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U. S. 







MARKWELL 


"shy 
4 
STAPLING MACHINES A” 


(> and STAPLES... since 1919 


staplers in use are MARKWELLS. 
MARKWELL MFG. CO. 


200 HUDSON ST., NEW YORK 13, N. Y. 
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Receipt Books 
for the trade 





LOWER PRICES 


earn you a 
better profit 


\ 500 Receipts and 
500 Duplicates 


write for catalog 


Duplicate Receipt Book Co. 


Box 842, Birmingham 1, Alabama 
Jobbers, Brokers Wanted 


Rated 



















The Original 
SINGLE - FLUID 
Ink Eradicator 


>» @ INK-OUT contains no free acid, 


aves no brown stains. 
ba @ INK-OUT makes permanent eradica- 
’ tions quickly with one application. 
@ INK-OUT removes ink, iodine, fruit 
and medicine stains from paper, 
hands and clothing. 
q 
— 


CARDINELL CORPORATION = MONTCLAIR. NEW JERSEY 
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ALL YOUR CUSTOMERS NEED 
Long-Lasting Metal 


LABEL and CARD HOLDERS 


For shelf, bin, box, bench, drawer, 
and file identification 


COMPLETE RANGE OF STANDARD AND 
SPECIAL SIZES AND SHAPES 


profitable 


locker 


EASY, 
sales 
FAST delivery 
W-1-D-E market 
YEAR-ROUND de 
mand 
WRITE FOR 
SAMPLES, 
LIST TODAY! 


CHICAGO CARD HOLDER CO. 


A »ufocturers 
FREE Monufactu 


PRICE 
2.0m -t-} a aA t ee Gallas, 











THE HANDY NEW 


© WMemo-Roll 


All-steel construction, Gray or 
Green Hammerloid finish—No 
parts to break or lose or get out 
of order—Rubber Cushion Sup- 
ports—3 13/16"' wide by 


9/,"" lon 

Toes regular Add- 
ing Machine Rolls, 
about 250 
ft. Conve- 
nient Pencil 
Holder cen- 
tered in 












LIST PRICE 


$1.50 Complete Roll. 
Extra Rolls 35c¢ each 
Send for Literature and Dealer's Prices 
GRAN-ADELL MFG. CO. 
1846 W. BELMONT AVE * CHICAGO 13, ILLINOIS 











“1k Potut MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 
ARTISTS, ACCOUNTANTS 


Leads are pointed in a fraction of the time 
ired by messy, old-fashioned methods; 
m5 the TRU-POINT is fool proof — 
will not break leads even when an ex- 
rely fine point is required! 
Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 







¥ * 7 : 
pe eee eee ee 
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- Raise the headpiece to any desired 
as position . . . lt will automatically stay at 
that position . . . To release the “Magic- 


i 


© DENS Hold,” raise the headpiece all the way. 
NIGHT CLUBS . ’ 

> Caneel it can then be lowered to the “flat” posi- 
® pocTors tion. Available in the finest plastic mate- 
‘eames rials in a wide variety of colors. Show 


Leisurest for extra sales!!! 
WRITE FOR OUR NEW 1952 CATALOG OF LEATHER FURNITURE 


5) IMDEBM ate Foie 














The CLASSIC i of Desk aa vai 


Plaques and Office identification Signs 


Largest assortment in the U. S. Plastic + Wainut « Bronze 

Permanent and interchangeable name plates. A customer com- 
ments: “Finally a plastic name plate of distinction reaches the 
market! Unquestionably the finest plexiglas desk plate yet offered 
executives.”” Prestige builders in any office. Exquisitely beautiful! 
Personalize your employees. . . . Ideal Christmas gifts. 

BIG PROFIT LINE for dealers who display best sellers. Excel- 
lent service. Lucrative repeat business. Specialty items made by 
request, e.g., Honor Rolls, Door Plates, Directories, etc. 


Write today for descriptive folder. 
18229 W. MecNichols Rd. 


Walter E. KUTCH Co. Detroit 19, Mich. 


(Name Plate Specialists Since 1942) 
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adj wstalde 
KAA STEEL SHELVING 


“TWIN-POST” FEATURE HELPS YOU SELL 


Stronger, more rigid at the corners, Neubauer 
Shelving fits tightly . everything stays in 
line. It’s adaptable to most shelving needs. 18 
and 20 gauge shelves in 25 sizes . .. 16 ga. 
posts from 6’ to 10’. Smooth, beautiful Airline 
Grey or Olive Green baked-on enamel finish is 
standard. Built to last, priced to sell ...a 
wonderful repeat order builder. Free Estimates 

. we'll quote through you. Write today. 


BA 
wel Ven 





Ask about our Gym Basket Racks. 












pyevea VER MFC. CO. 


2017 Central Ave. Minneapolis 18, Minn. 











The NEW 





{line-by-line) 
COPYHOLDER 


Any Dealer can sell it... 
no installation involved, cus- 
tomer can set it up himself. 


Ask for new Catal of Five 
Office Necessities, including 
Fluorescent Lamps and Mag- 
nifiers. Four pages, folded 
once, punched for ring binder, 
ideal for outside alesmen 


and store use. 


COPY RIGHT MFG. CORP. 
53 Park Place, Dept. D-20 
New York 7, N. Y. 














— ELWARD MANUFACTURING Co. Canadian Agents 
9 ———<—<———=—— $57 Pew Pew Avenue, Benton Harbor, Michigon UNDERWOOD Ltd. Toronto | 
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Executive Chairs 





mt 
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No. 890-892 DeLuxe Chair and 2-Passenger Settee—Seat and back 
fashioned of U.S. Koylon molded foam rubber over flex springs for 
super comfort. Foam rubber arm rests. Long-wearing Royalpoint 
cloth fabric only. 





No. 881-885 Chair'and 3-Passenger Settee—Removable and reversi- 
ble seat and back cushions with coil spring construction and any 
Royal upholstery. 





No. 790 Sectional Series—Roll front flex-spring seats and tall flex- 
spring backs. Center, end and club chair units in any Royal up- 
holstery. 
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Cabinets Stools Folding Chairs 
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the silver satin perfection 
of hand-finished 


ROYAL SATIN CHROME i 


It’s new...and so much finer than any metal : 
furniture finish you’ve ever known! Our 

exclusive hand-finished Royal Satin Chrome 
accents the slim, smart lines of sturdy square ‘ 
tubing to bring lasting beauty and prestige : 
to every office grouping. Write today for 

free catalog. 


LOUNGE AND RECEPTION ROOM FURNITURE 
shyled by 









Coyal 


Metal Furniture Since '97 


Royal... your only single source for over 
150 metal furniture items. 


ROYAL METAL MANUFACTURING CO. 
175 North Michigan Avenue, Dept. 58, © Chicago 1 


New York @® Los Angeles © Michigan City, Indiana 
Warren, Pennsylvania ¢ Preston and Galt, Ontario 


ROYAL METAL MANUFACTURING CO. 
175 N. Michigan Ave., Dept. 58, Chicago 1 


Please send me a free copy of your new office furniture 
catalog. 
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DO DP IR nn 


here’s EVERYTHING you want- 
for much less money! 


The Heyer Model C Lettergraph costs sub- 
stantially less than other duplicators of 









comparable quality . . . it is. still delivered 






complete with supplies . . . and now, with 






the new improved Positive Paper Stripper 






and Take-on Plate, it’s a greater value than 






ever before! 





Other Models from $29.50 to $84.50°" 


Model E—Automatic Feed —Inking, Roller Re- 
lease. Has all features of other models, plus new 
improved automatic inking cylinder, lettering guide 


and stylus. - + « « « Complete $84.50* 
. Model D— Automatic Feed and Roller Release, 














Here’s everything — Model C has every essen- 
tial feature a first quality duplicator should 
have. Delivers clear, sharp copies in any quan- 





: tity desired—at speeds up to 100 copies per plus new positive paper stripper and take-on plate. 
° ° * 
minute. Handles paper up to legal size. Has Complete $74.50 
automatic paper feed, high capacity feed * Model 24—Inexpensive; most popular Gupmenter 
, . t this | Mem «ec mplete $29.50 
table, and quick, easy-setting paper guides. alent te aes Ce $ 
Depend on Heyer, creators of quality equip- Write or ask for the Heyer Catalog—shows the complete 
. —- , . : . Heyer line of duplicating equipment and supplies. Heyer has 
I ment since 1903, for everything induplicating! everything! 
< a 
rs 
— 
~ 
| fine duplicating equipment since 1903 
THE HEYER CORPORATION, 1852 S. Kostner Avenve, Chicago 23, Illinois 
ag Eastern Office Western Office Canadian Distributors 
17 East 17th Street 420 Market Street The Brown Brothers Ltd. 





‘New York 3, N.Y Son Francisco 11, Calif. Montreal— TORONTO —Vancouver, 
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More Profits 
for you, 


Promote | 


Underwood ! 


... follow the ‘Leader’: | . the “Line of Least 
Resistance’’...and that means Underwood. With 
Underwood YOU can i-n-c-r-e-a-s-e your “‘portable”’ 
profits. Linked to leadership are the big 4 in the 
Underwood Leader line—the Leader Portable 
Typewriter, bargain-priced, it’s the fastest-selling 
portable on the market...and the 67 and 78-S 
Leader Adding Machines...as well as a completely 
new addition to your profit-progress—the 78-SP 
Leader Electric Adding Machine. Hop on the 
Underwood Leader Band Wagon today 
places, profit-wise. 





and gO 


...and be a “Champ” . .for you’ll win with the 
Underwood Finger-Flite Champion Portable Type 
writer in your profits lineup. You get every 
standard typewriter feature, see-set margins, and } 
key-set tabulation with this up-to-the-minute 
Underwood Portable. Handsomely styled...a 
positive must for you. Underwood gives you 
profit-producing products designed to win you 
more satisfied customers with every sale. 
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UNDERWOOD’S 
NATIONAL ADVERTISING 
IS ALSO WORKING FOR YOU! 


Underwood advertising is appearing regularl) 
leading publications read by your prosp: 
customers. 
Take advantage of this Underwood advert 
Feature Underwood products! 
Ask for your supply of Underwood Sales P: 
tion Material...to help you to greater, fast 
profit-making sales! 


It will pay you to pro 

























Underwood Corporation 


Adding Ma hu 


Typewriters 1es... Accounting Machines 


Carbon Paper... Ribbons 
One Park Avenue, New York 16, N. Y. 
Underwood Limited, Toronto 1, Canada , 


UNDERWOOD 


mote UNDERWOOD! 


Sales and Service Everywhere 
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